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Where Strength 
and Endurance mean J 


The sea demands rope of superior strength, life an^ reliability. There¬ 
fore captains of great ocean liners equip their vessels with Whitlock 
AU'Manila, the rope they can depend on, fair weather or foul. 


THE UTMOST IN ROPE VALUE 


Dealers throughout the country are building business with Whitlock 
products, for users of rope are learning that it pays to buy only the 
best. You should be one of these dealers. ; 

Write today for the new Whitlock Catalog, describing our complete line of hard 
fibre Cordage. And ask for a sample of Whitlock AlhManila, the rope guaranteed 
superior to U. S. Government Standards in every respect—quality of fibre, tare, 
strength and length per pound. ^ 

Whitlock Gorbage Opmpany j 

46 South Street, New York ' 

Branches 

Chicago, Boston, Kansas City 
and Houston 


Factory and Warehouses 
Jersey City, N. J. 
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DISSTON 

PROFIT PLANS 

Published MonthlyJn the Interest of Merchants Selling Disston Tools 


What Does “The Largest Saw Factory 
in the World’' Mean to You? 


J OSH BILLINGS once said: “Size 
ain't everything—a cow’s larger than 
a mouse, but she can’t catch one.” 

However, there’s a size of another 
kind that is everything—it’s the size of 
a factory. 


Their sole aim is to pot DIS&TON quality 
into every Tool that DISSTON makes. These 
people are not mere laborers. They are ex¬ 
perts. They have respect for their products 
and for the HOUSE of DISSTON. There are 
several eases where members of three genera¬ 
tions are now working, not for, but with the 



BiaDS-ETE VIEW OF DISSTON FACTOBY. PHIUIDELPHIA, PENNSYLVANIA 


Way back in 1840 Henry Disston, 
single handed, in a small one-man shop, 
manufactured a Hand Saw, stamped his 
name on it, and sent it out into the 
world to “CUT a NAME for ITSELF.” 

First one carpenter, then another, tried that 
saw and liked it so well they shouted DISSTON 
to every carpenter they met — the demand 
spread like a prairie fire. 

Eighty and one years pass—today the DISS¬ 
TON Factory occupies 61 acres of ground — 
contains 68 individual buildings and employs 
all told 3,600 people who are as loyal to that 
name DISSTON as a good citizen is to 
AMERICA. 


Disston organization. Significant is the fol¬ 
lowing employment record: 

21 men—50 to 60 yeais. 

80 men—40 to 50 years. 

18u men—30 to 40 years. 

330 men—20 to 30 years. 

609 men—10 to 20 years. 

When size means such a demand—when size 
means ‘‘The Saw Most Carpenters Use'' — 
then the name of HENRY DISSTON & SONS 
on Tools does mean that there is a logical 
reason for selling them, doesn't itf 


Merchandising is like a wheelbarrow. A man 
must get behind and push.—Chinese proverb. 
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“What Kind of a Saw Do You Want?” 


A MAN buys a saw for one of two reasons. Either he 
is a mechanic who makes his living by the use of 
such tools, or he is the house or property holder 
who likes to do the odd jobs himself. 

The man of the first class demands the best tool he 
can get. He knows what he wants—the style of teeth, 
the type of saw. But the otter man usually hasn't the 
slightest idea of what he needs. 

To assist you in explaining to this type of customer 
why he should purchase a certain type of saw or tool for 
his particular job, we have just published “The Disston 
Saw, Tool and JHle Book." The following quotation 
from the Introduction of the book explains it: 

“In the following pages we have attempted to ex¬ 
plain the uses of different types of saws. Too often an 
amateur saw-user expects a rip saw to cut across the 
grain successfully, or makes some other natural mistake. 
It is not lack of intelligence that causes these errors, but 
lack of information. Many men do not even know that 
there is a difference between crosscut and rip saws. 

“However, it is human nature for a man, who has 
bought a saw he didn't want, to feel a little disgruntled; 
for him to feel that he has been badly treated, or that 
the saw is not a good one. 

“The aim of this book is to offset that possibility. 



“We have given a brief description of what the dif¬ 
ferent types of saws are for, whether for cabinet making 
or building a coal bin. 

** Furthermore, knowing that the best tool of any kind cannot 
gire its best service unless it is properly cared for, we have 
included a short article on ‘How to Sharpen a Saw.’ There is 


DISSTON 

PROFIT PLANS 


IN ADDITION TO 

The Saw Most 
Carpenters Use 

DISSTON MAXES 

Back Saws 

Band Sawi for Wood and Metal 

Bevels 

Buck Sawi 

Butcher Sawi and Bladei 
Oirenlar Sawi for Wood, Metal 
and Slate 
Compaii Sawi 
Oroii-eut Sawi and Tooli 
Qrlinder Sawi 
Drag Saw Bladei 
Filei and Raipi 
Oangei — Capenteri* Marking 
etc. 

Grooving Sawi 
Hack Saw Bladei 
Hack Saw Framei 
Hand Sawi, Croii-cut, Rip, and 
Panel 

Hedge, Oran, and Border Sheari 
Ice Sawi 

Inierted Tooth Circular Sawi 
Keyhole Sawi 
Kitchen Sawi 
Knivei—Cane. Com. Hedge 
Knivei—Circular for Cork, 
Cloth, Leather, Paper, etc. 
Knivei—Machine 
Levels -—Carpenters* and 
Masons* 

Machetes 

Mandrels 

Milling Saws for Metal 
Mitre-Doz Saws 
Mitre Rods 

One-man Crosi-cut Saws 
Plumbers* Saws 
Pruning Saws 
Be-saws 

Saw Clamps and Filing Guides 

Saw Gummers 

Saw-sets 

Saw Screws 

Screwdrivers 

Screw-slotting Saws 

Segment Saws 

Shingle Saws 

Squares—^Try and Mitre 

Stave Saws 

Sugar Beet Knives 

Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels — Brick, Plastering, 
Pointing, etc. 

Veneering Saws 

Webs—Turning and Felloe 


also a brief story, ‘How a Saw 
Cuts,’ which is included because 
it has proved to be of great inter¬ 
est to those who have seen it. ’ ’ 

Upon request the Dooks will 
be sent you for your personal use, 
for the use of your clerks, and 
for distribution to your customers. 


HENRY DISSTON & SONS, Inc. 

Philadelphia, U. S. A. 
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“They wondered how he made 

so many sales” 


I T was no easy thing to break a 
record for sales at the Warner 
Hardware Company, Minneapolis. 
Yet Carl F o r d e was beating all 
records, month after month, selling 
Valet AntoStrop Razors. 

It was found that whenever 
anyone came to buy a razor, Porde 
would display the various brands 
upon the counter. Then taking out a 
Valet AutoStrop Razor he would begin 
to strop it. At once the customer’s 
interest would be aroused. Curiosity 
would compel him to ask about the 
advantages of the Valet AutoStrop Razor 
and in nine cases out of ten Porde 
would make the sale. 

Right there is the difference between 
the salesman and the clerk. The clerk 
simply hands out the article asked for. 
The real salesman shows the article 
asked for and then goes on to create a 
desire for the best article he can offer 
and sells that article. 

A sale that is easy to suggest 

Nothing in your store will lend itself 
to this method of selling better than 
the Valet AutoStrop Razor. Its neat, 


efficient stropping mechanism attracts 
attention. Every man wants to know 
about better methods of shaving. And 
women will be interested in this useful 
gift for men. 

It is a very simple matter to show how the 
Valet AutoStrop Razor solves a man’s shaving 
roblems. A short demonstration will explain 
ow it gives a freshly stropped edge every 
morning, how easily it can be rinsed and 
cleaned, how a touch of the thumb adjusts it 
for a close, medium or light shave. Any man 
will be glad to hear how he can make his daily 
shave quicker, cleaner, more satisfactory. 

Write for information about our 
merchandising plan and other dealer helps. We 
can help you in many ways to speed up your 
Valet AutoStrop Razor sales. 


AXJTCM3TROP SAFETY RAZOR CO. 

New York Toronto London Paris 



/4irt^trop Razor 
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GO ODELIj 
PRATT 


GOOD TOOLS^^^B 

LEVELS 

200 Sizes and Kinds—^Wood, Iron and Aluminum 



No. 4024—Brass Bound—Sectional Rosewood. 



No. 4724—Channel End Plates—Solid Mahogany. 



No. 4824—Flat End Plates—Mahogany Finish. 



No. 507—12-inch Iron Level. 
No. 510—24-inch Iron Level. 


A well assorted stock of Goodell-Pratt Levels will enable you to 
meet the demands of all trades. The accuracy and quality of 
workmanship represented in these tools will assure permanently 

satisfied customers. 


Goodell-Pratt Company Greenfield, Mass. 
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SELL COLDWELL MOWERS 
ON THE LAWN 

During these months of great mower sales possibilities 
create the buying desire by forceful newspaper “ads” that 
tie up with your attractive window display. Then, with the 
customer interested, take your mower right out to his lawn 
and make it his mower by thoroughly proving the many Cold- 
well features that you and we know them to possess. 

Sell him the type to best fit his lawn, explai n th e perfection 
of mech anical detail possessed by CC^DWELL LAWN 
MOWERS, and back up your argument by the Coldwell 
guarantee. * _ 

This is a successful lawn mower 

sales policy because it does con- ^ 

vince—prove it to your own satis- 

faction by letting us start you 

NOW with window displays, elec- 

tros and copy. 

Write today 



Lawn Mower Co. 

NEWBURCai. N.Y. U SA. 

ILLUSTRATED CATALOGUE UPON REQUEST 
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STAINLESS—The New Cutlery Steel 

^^Neither rusts, stains nor tarnishes” 

0 NUMBER of manufacturers of 
high-grade silverware and cutlery 
are now offering Stainless knives 
as one of their regular lines. This 
very general endorsement coupled with the 
fact that nearly all these lines have been 
tested at the Good Housekeeping Institute, 
should be of interest to the retailer. 

Stainless dinner knives, and carvers, are 
as everlasting as they are unique — they 
clean easily with no scouring, and keep h 
keen cutting edge. 

A representative collection of Stainless 
Cutlery, secured from the entire group of 
manufacturers, will be on exhibition at our 
booth at the coming American Hotel and 
Restaurant Equipment Exposition, held in 
the Coliseum, Chicago, July 11th to 16th. 

Write direct to the companies listed bdow—it will 
pay yon to investigate Stainless. 

Stainless Cutlery is “Made in America” by the following: 



AMEBICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

EMPIRE KNIFE CO., 

Winsted, Connecticut. 

INTERNATIONAL SILVER CO., 
Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON & GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY & CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 


NORTHAMPTON CUTLERY CO., 

Northampton, Massachusetts. 

REED & BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS, LUNT & BOWLEN, 

Greenfield, Massachusetts. 

SIMEON L. & GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A. ROGERS, LIMITER 

Niagara Falls, New York. 

SHELTON TOOL & MACHINE CO., 
Derby, Connecticut. 

THE WATSON CO., 

Attleboro, Massachusetts. 

THE VILLAGE BLACKSMITH FOLKS, 
Watertown, Wisconsin. 

R. WALLACE A SONS MFG. CO., 
Wallingford, Connecticut. 


WINCHESTER REPEATING ARMS CO., 

New Haven, Connecticut. 

American Stainless Steel Company 

1543 OUver Bldg., PirTSBURGH, PENNA. 


Digitized by 


Google 







HARDWARE WORLD 


9 


MORE BUSINESS 
thanin 1919 Boom Times! 



Tht New 

OnXETTB SAFETY RAZOR 

UsM the •«!»€ (Pine Gillette 
BhdM M you heve known for 
ytm—but now your Bladet 
can flTe you eU the hurary of 
chc tacct ahnvinf edee in the 
world. Identify the New lm« 
proved Qllecte by its 
PmtermmSh4fmUer 
OftrhemgimMCap 

NicFoettiTte Pncutoe 
Aa in me ti e Mputwiemi 
DiememdKmmrIedHemdU 
Diememd T rmdtmerk em Gmerd 

Rner Share *-Loofcr Service 
More Shave# from your Blades 

la SILVER #«f GOLD 
Siariag 5m emd Trertler Outfit* 


$5 m $75 


Improved 

Gillette 

Safety Razor 

Patented Januaiy 13 th, 1900 

is the fastest moving article of merchan¬ 
dise in the dealer’s hands today. 

Every user of the old-type Gillette a 
prospect for the New Improved Gillette. 

New users by the thousands coming to 
the modem Gillette way. 

Dealers who sell the Gillette line are 
assured a never-ending source of profit 
in repeat orders for Gillette Blades. 

Any hardware merchant who has not 
yet stocked the New Improved Gillette 
should write for particulars. 


-G 


GILLETTE SAFETY RAZOR CO^ BOSTON, U. S. A. 


NnrYork 
Chicaao 
San Francitco 
Montreal 


London 

Geneva 

Paris 

Shanghai 


Milan 
Amsterdam 
Port Elizabeth 
Riode Janeiro 


Sydney Buenos Ayre# 

Singapore Tokyo 

Calratta Copenhagen 

Coostaodnople Madrid 
Brussels 
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story about it. 

He sees no reason for changing an honest wrench —We see no reason for 
changing a truthful story. 

The truth is: The “Key-Model” saves. It conserves material on every job. 

For service in boiler rooms, gas and water works, railroad and machine shops, 
pipe line companies, refrigerating plants and kindred places you can guaran¬ 
tee Coes “Key-Model” Wrench to give entire satisfaction. 



Sizes: 28", 36", 48". Opening capacities: bVz", 6Vi" and 9^4” in order named. 72" size 
supplied on special order only. ^ ^ 

Coes Wrench Company 

EatablliOiad 1841 in WORCESTER, MAS& 


J. 0. McOaity 9t Oo. 

29 Murray St., New York 


AOENTS 

Pacific Coast Agents 

John H. Graham A Co. John H. Graham A Oo. 

268 Market St^ San Francisco 113 Chambera St., New York 


Digitized by 


Google 






















HARDWARE'WORLD 



SILVER 

STEEL 




Are You on the Job? 


This is the time of the year to make 
special efforts to sell the carpenter 
and the tool user. 


What are you doing to get your 
share of this business t If you are 
not telling the carpenters that you 
are headquhrters for 

ATKINS VUV, SAWS 

through our free advertising serv¬ 
ice write at once for complete 
plans for the development of saw 
and tool sales. 

Saw and tool sales will* be big this 
year for the hardware dealers who 
go after the business. Let us help 
you. 


Have you one of our books 
entitled, *‘How to Sell a 
Saw?’’ It’s free. 


&.C. ATKINS 8 CO. 

ESTABUSUEO lasr THE SflVER 8TUL SAW PCOPIX 

Horn* Offkm tM fhdory. INDIANAPOUllNlHANA 

CtMdiM^fWcloiT^HuiiUlpn Oni«rto 
MacMm Knir* rhsctoty. L«JvcMt«r N.Y. 

armm€*ms 

Arlaivea OHmjv* a«»teU 

M«mpKls NwYorkCI^ P^U.FVanc* 

ChiCMO PortlAfMl.Or^ Svdf\^.N. S.W. 

MiniMvoti* 8 «j\FVm%oUco Vaixcouwr, B.C« 
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Hand Iron 


Pre-eminently the electric iron that dominates 1921 merchan¬ 
dising. Unusual individuality and unquestioned supremacy 
make it the instinctive choice of women who buy discriminately. 

The SUNBEAM will decidedly stimulate your electric iron 
selling. 

Trade requests for samples and information 
given immediate attention 

CmCAGO FLEXIBLE SHAFT COMPANY 

Tilirty Tears Making Quality Prodneta 

5604 Booeeyelt Boad, Chicago, Bl. 
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R emington. 

Wins Again! 



U. S. Government 
Ammunition Accuracy Test 

Remington .30 caliber 180-grain Palma-Olympic 
Sprin^ield Match ammunition wins the 1921 test—a 
demonstration of the remarkable accuracy and uniform 
quality of the brand that won the 1920 government test 
and performed so capably in the hands of the members 
of the last Olympic team and most of the winners of 
last year’s important matches. 



THE OFFICIAL FIGURES 


Ammunition Mean Error Mean Radius 

Bemingrton . 9.85" 6.03" 

Competitor B . 10.38" 6.40" 

Competitor C . 10.41" 6.92" 

Competitor D . 10.73" 6.36" 

Competitor B . 11.49" 7.16" 

Competitor P . 11.65" 6.86" 

Competitor G . 12.55" 7.74" 

Competitor H . 13.71" 8.05" 

Competitor I . 14.14" 9.13" 

Competitor J. 14.78" 8.77" 


REMINGTON ARMS COMPANY, Inc. 

Successor to 

The Bemington Arms Union Metallic Cartridge Co., Inc. 

Onnard Building, 25 Broadway New York City 
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It’s the Light They Give 
That Sells 

(ojeman Quick-Lrte 

Lamps and Lanterns 

“The Sunshine of the Night” 



No. CQS29 
Retail Price $9.00 
West of Bockiee, $9.50 


1. Give 300 Candle Power of Brilliant, 

Pure, White Light. No^ Glare—No 
Flicker—No Eye-strain. 

2. More Light Than 20 Old Style Oil 

Lamps or Lanterns. 

3. Light With Common Matches — No 

Torch Needed. 

4. Make and Burn Their Own Gas From 

Common Motor Gasoline. 

5. No Wicks to Trim or Dirty Chimneys 

to Wash. 

6. Can*t Spill Fuel or Explode Even if 

Tipped Over. Can H Be Filled While 
Lignted. 

7. Cost to Use Less Than 50 Cents a 

Month. 

8. Solidly Built of Heavily Nickeled Brass. 

Will Last a Life Time. 

9. Lamp is Handsomely Designed—^Equip¬ 

ped With Universal Shade Holder. 

10. Lantern Has Mica Globe With Re¬ 

flector CanH Blow Out in Any 
Wind. Rain-proof, Bug-Proof. 

11. Nationally Advertised in Saturday 

Evening Post, Country Gentleman, 
Successful Farming, Farm Journal, 
and Other Leading Periodicals. 

12. Followed up by Intensive Dealer Serv¬ 

ice, Including Attractive Window 
Cards, Metal Si^ns, Movie Slides, 
Circularizing Mslling Lists, News¬ 
paper Cuts, Mailing Slips and Other 
Dealer Helps. 

13. More Than 20,000 Dealers Sell Quick- 

Lite Lamps, Lanterns and Lighting 
Plants. 



No. ZiQ827 
Retail Price $7.60 
West of Rocklee, $8.00 


Yonr Hardware Jobber Can Supply You. Write us for Particulars 

The Ojeman lamp fbmoanv 

Lar;^ Manuteturersof Gasoline Lamps. Lanterns and U^n^ Plants in the Mferld 


WICHITA ST. PATTI. TOLEDO DALLAS LOS AKCffiLBS 

Canadian Factory: TOBOIITO 


ATIsANTA 


OBJOAQO 
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Sales of Silverplate Mean 
Repeat Sales 


To the dealer who handles silverplate the 
wedding and holiday seasons mean a great 
deal. 

And silverplate sales mean repeat sales. 

Even though it may not always be possible 
to sell a complete flatware service of 1847 
Rogers Bros. Silverplate, the opportunity is 
opened for further sales later. 


For advertising and display helps 
write Sales Promotion Department, In¬ 
ternational Silver Company, 
Meriden, Conn. 


Cromwell 

PaUem 
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JOE 


The Eeigley-Morrison Company 

North Girard, Penna. 



Manufacturers of a 

MOST COMPLETE UNE OF 

Wall Clothes Driers 

And 

Wood and Wire Garment Hangers 

OF EXCELLENT QUAUTV 



REPRESENTATIVES 


THAYER & BOWER, 
845 Monadoock Bldg., 
San Francisco, Oalifoniia 


H. M. GREENER SALES 00., 
56 East Randolph St., 
Chicago, Illinois. 


R. A. MORRISON, 

309 Board of Trade Bldg., Portland, Oregon. 
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Midsummer Madness 

Nothing will bring it on quicker than slam-banging 
screen doors. Noisy screen doors get on your nerves. 
They take the rest and quiet out of life. 

Give your customers the quietest, most restful sum¬ 
mer they ever had. Introduce them to Sargent Noiseless 
Screen Door Closers. 

Sargent Screen Door Closers close screen doors 
swiftly, firmly and quietly. They are simple in con¬ 
struction and easily attached. 

Sell them for other doors as well as the screen door. 
There is the coat closet in the front hall, the downstairs 
lavatory door, the bathroom door, the basement door 
and others. 

Substantial profits await merchants who display these 
logical summer sellers and explain tiiem to customers. 
A supply of descriptive circulars will be sent on 
request. 


Sargent 

Door 


SARGENT & COMPANY 


Now York 


NEW HAVEN, CONN. 


Obicago 
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GENCO RAZORS 



Sell Each Customer the Razor That Will Shave Him 

Different Razors are required for shaving different 
kinds of beard and skin. That is the reason all men 
do not obtain satisfactory results when shaving with 
wafer blade edges. 

The difference between this and that wafer blade is 
very slight. Almost every one is but a piece of cold 
rolled steel with an edge ground onto it. 

They are turned out on automatic machines like so 
many toothpicks. Each one is practically like all the 
rest. 

Adjusting thin steel blades nearer to or further 
from a guard does not change their shaving properties 
no matter how fine the adjustment. 

It Is the Blade That Does the Shaving 

Sell GENCO Shaving Service by supplying each 
customer with the proper razor for his beard and skin. 
Razors that are forged and ground for specific purposes. 

There is a razor for every kind of beurd and skin 
in each Genco Tray Assortment. 

Genco Display Trays 

The trays supplied with the 300 Line of Genco Assortments are strongly 
made and finished dark oak. Razors lie in depressions in the plush covering 
and are in open position displaying the blade as well as the handle. 

Markers indicate the particular kind of beard and skin for which each Razor 
is recommended, and brief but thorough salesmen's guide charts are packed 
with each assortment. 

Razors attached to trays for display purposes are lacquered to protect 
them against spotting and rust. Trays can be permitted to lie upon the top 
of the counter or placed in counter cases. 

If you dealer cannot supply you, write us. 

GENEVA CUTLERY CORPORATION 

OATES AVENUE, GENEVA, N. Y. 

San FrandMCo Odicc, 693 Mission Street G. M. GRIFFITH, Manager^ 


Bason packed in tray assort¬ 
ments 300 and SOI. 

Any customer will find a razor 
in this list that will shave HIM. 

Gold Seal 

for heavy beard anu 
tender skin. 

Heavy 

for heavy beard ana 
rugged skin. 

Army and Navy 
for wiry beard and 
rugged skin. 

Seneca Chief 

for medium beard and 

tender skin. 

Iiincoln 

for medium beard and 
ordinary skin. 

Henry’s X 

for light beard and 
ordinary skin. 

There are other tray assort¬ 
ments packed with a larger 
variety of Oenco Styles. 
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American Maid Aluminum ]Vare 

\ 

The Popular Priced Line 

[E secret of many successful house- 

_furnishing sales has been due to the 

enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 

For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils —“To 
produce and sell at a Moderate Cost a 
line to meet all demands.’* We attained 
this in the production of AMEIUCAN 
MAWiiUe. 

Experienced housewives will welcome 
theoi^rtunitytosecurei4illER/C4Af 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sal( 

Write for prices 

Illinois Pure Aluminum Co, 

LEMorrr, Illinois 
u. s. A. 
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Write for descriptive circular 
No. 200 W 


years Bassick Casters have 
^ filled every caster need, from the tinv 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many warn in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Q-em Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this linet 

The Bassick Company 

Which is « consolidation of— 

^ Poandry Works 
Sehsnck Company 
Tho Boms dk Bo m ic k Co mp a n y 

General Offices 

BRIDGEPORT . CONN. 
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STANDARD 


Lar^ Ducks_ 

Small and 
Medium Ducks_ 

Grouse, Rartridge. 
Prairie Chicken_ 

Pheasants... 

Geese_ 

Wild Turkey._ 

Squirrel. Rabbits.... 

Doves. Pigeons_ 

Quail_ 

Snipe. Wxxlcock.... 

Shore Binds_ 

Sora Rail___ 

Trap Loads.. 


LOAD S 


DUPONT 

BAUISTITE 


SMOKELESS 

SMOKELESS 

OUNCES 

(>ams 

Grains 

Shot 

55 ^ or 5^ 

26orQ8 

V/borVA 

5 

24 

1/8 

y4 

26 

1/8 or 1A 


28 

i/8or \A 

3or3/4 

24 or26 

1/8 

5 

24 

1/8 


26 or28 

1/8 

5^or 5^ 

26 or 28 

1/8 

3 

24 

V/^ 

3or3;4 

24 or 26 

VA 


It 

1 or 1/8 
1/8 

9^4 

22 

1 

3 

24 

l/a 

234 

22 

1 

3 

24 


234 

22 

1 

3 

24 

1 ;^ 

3 or 3^ 

24or25 

1/8 or 1/4 



Above is a typical full-page advertise¬ 
ment in our fall campaign addressed 
to sportsmen in the magazines shown 
above — at the left is the table of 
loads featured in every advertisement. 


SMOKELEgg^MiPOWDERs] 


A handmtme cornier <6splay featuring the table of Du Pont 
Standard Load* will he sent without charge on requetL 


T O move your quick-selling shotgun shells 
quicker—sportsmen are being told the advan¬ 
tages of buying shells from the table of Du Pont 

Standard Loads.the advantages to the 

dealer who handles this concentrated stock are 
faster turnover and greater profits. 

E I. DU PONT DE NEMOURS & CO., INC 

Sales Department: Rifles and Shotgun Powders Division 

WILMINGTON, DEL. digitized by GoOglC 
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Pittsburg 


Unlimited iron ore accessible by direct rail. 
Coal and natural gas at its very foundations. 
Pittsburg has won a place of leadership in 
iron and steel production—the iron and steel 
that is shaped and fitted to usefulness by 
NICHOLSON FILES in the factories of 
the world. 


NICHOLSON FILES 


^e name of PITTSBURG has come uni« 
versally to^ suggest steel just as the name 
NICHOLSON means a perfect file to users 
[the world over—means 100^ Uniform Files. 


Nkholson File Co. 


PROVIDENCE .R.lU- S-A. 
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From Maine to Florida 


W HEN our aeroplane 
‘ ‘ Lenox * ’ completed her 
famous trip from Portland, 
Maine, to Daytona, Florida, thou¬ 
sands of people on this 1560-mile 
trip were impressed with the fact 
that ‘‘Lenox” is the name of good 
hack saws and that to be sure to 
get them you must look for “The 
Blade in the Plaid Box.” 

As a dealer you should know 
that Lenox Blades will solve the 
hack saw problems of your custo¬ 
mers. Made in more 
than 300 styles, they 
meet the need of 
every metal - cutting 
operation. 



The big talking and selling point on 
Lenox Blades is their absolute uniform¬ 
ity. They run true to form every time. 

When your customer gets the blade 
that meets his requirements, he can 
be sure that every blade of that size will 
be like it. 

The owners of American Saw & Manu¬ 
facturing Company are practical men 
who know metal-cutting problems from 
the ground up. The entire plant of 
American Saw & Manufacturing Com¬ 
pany is devoted to the manufacture of 
hack saws and band saws. 

The experts in our Metal-Cutting 
Testing Laboratories are always glad to 
answer any questions re¬ 
lating to metal-cutting 
problems or to make 
actual tests of the ma¬ 
terial to be cut. This 
service is free to your 
customers. 


American Saw & Manufacturing Company 

(Incorporated) 

SPBINOFIELD. MASS. 



LENOX 


^Oi(e3SdideJn.,Me f^Suic/^Saxy^ 


UNOK 
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QUNTAIN OF PERPETUAL^ 
. BUSINESS YOUTH IS ^ 
IrQUICK OTURNOVER % 


IS IN CONSTANT DEMAND 


TWO POPULAR TYPES OF SNAPS 


No. 103 

FLAT SPRING SNAP 


NO. 15 

BOLT SNAP 


HORSE OWNERS WANT BUCKLES 


hard warp: 


COMPANY 


Farmers and teamsters are g^Iad to know 
^where they can buy “Anchor Brand’* Harness 
' Hardware. It has won their confidence by 
more than fifty years of uniform goodness. 

Hardware dealers who carry these in stock - 
the space required is small - have learned 
that they are stepping stones to bigger sales. 

We Shall be Pleased to Send 
Free Samples of Buckles and 
Snaps on Request of Dealers. 


NORTH 5^ JUDD MFX:.CQ 

NEW BRITAIN. CONN. 
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Performance Counts 


When all is said and done, the annually in freight rates—and 
best argument a box manufao brought the goods through''ship- 
turer can advance for your shape.** 


patronage is a clean, long record 
of successful shipments at re* 
duced shipping cost. 

On such a basis ** Chicago Mill** 
is always ready to compete. 
Througn our un- _ ^ 

^ualed testing fauul' 
ities we have been 
able to select boxes 
that have saved our ^ - ^ If ’ 
patrons many thou' ' 

sands of dollars - 




Afirstdutyofour representatives 
is to determine by tests whether 
any improvements can be made 
in customers* boxes. At your 
request, a representative will call, 

a placing at your serv' 
ice our boX'testing 
laboratories, backed 
by complete produce 
don facilities and re' 
^ _ sources. Write our 

executive offices. 


Thomth m Wh^omnd Box it ittmstraieJ abort, yomr pariieutar needs miO 
dttermint •mhttker your box thouU bt produced by our Nailed B^ood, ^ook, 
Wirebound or Fibre Produett Department. From ONE of tkete depar tmemtt, 
the best box for your thippimg needs can be teUcted, 


QiICAGO MibL USB (umber &MPANY 

Ezecudve Offices: Conway Building 


CHICAGO 


“0ICAGO ^ILL" 

Every Type in General Use 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong: and effective. 

Hexafifon mesh poultry netting* is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work efiEectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PBODUOTS COMPANY 

8ELLINO AGENTS 

SsD Fnmdsco Los Angdee Portland B sa ttl e 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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This Iron Clad Cuarantee 

“ivith every 

ELWEl-TRA" 

TRACE CHAIN 


CavSting the words “Guaranteed’’ and “El-Wel- 
Tra” into the swivel does not add an ounce of 
strength to the swivel or chain but they would not 
appear there unless they represented the last word 
in Trace Chain making. 


AMERICAN CHAIN COMPANY, Inc. 

BRroOEPORT w CONNECTICUT 


In short—“El-Wel-Tra” Trace Chains give com¬ 
plete satisfaction and service. 

Made in popular sizes, with ring or hook in the 
following finishes: Bright, Electro-Galvanized, 
Japanned and Electro-Copper Plated. 

Packed six pairs of any one size in an extra strong 
burlap bag, convenient for handling. 


Carried in Stock by Leading Jobbers 


aeneral Sales Offices: Grand Central Terminal, New York 

District Sales Offices: Chicago, Pittsburgh. Boston, Philadelphia, 
Portland, Ore., San Francisco 

WORLD^S LARGEST CHAIN MANUFACTURERS 


The idea back of “El-Wel-Tra” is this: Every 
link in every chain must be carefully welded to stand 
the strain for which it is intended, and the company 
stands ready to replace any “El-Wel-Tra” Trace 
Chain that might break at the weld. 


Besides, that fine “El-Wel-Tra” swivel keeps the 
chain from twisting, and is shaped like the links 
so that the hands glide smoothly over it when adjust¬ 
ing chain to harness and plow. 
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Every Womein 
Fears to Trust Her 
Deiinty Undergarments 


! to the impersonal treatment of the modern laundry. 
Each individual bit of lingerie must have her own 
loving care and attention. 

Realizing this, the WASHERETTE has been designed 
to assist her take advantage of what limited time and 
facilities she has at her disposal for this task. 

It is constructed with a sympathetic understanding of 
j the fragile quality and delicate textures of modem 
I feminine apparel. 

i Silk stockings, georgette blouses, camisoles, chemises 
and wash silks of all kinds may be placed in the cylin- 
' der, warm water and soap chips added, a turn of the 
faucet and Milady passes on to other duties with the 
serene assurance that each piece wiU in a few minutes 
be renewed to its original sheer loveliness. 

Weighing but six pounds, it is just what the name im¬ 
plies—a miniature washing machine so convenient and 
light that it may easily be carried from room to room 
and utilized with equal facility in bathroom tub or bowl 
or in the kitchen sink. 

Runs by water power and the operating cost is exactly 
nil. 

The Washerette Corporation 

BOOHESTER, N. T. 


Dealers and Jobbers, its appeal to EVEBYWOMAN is worth money to YOU 
Write for our proposition and prices 
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^oost Tour Sales With ^iko 
taking ^ans 

Women who once use aluminum pans for 
cooking and baking, will use no others. 
For aluminum possesses strength without 
weight, is an excellent heat conductor and 
takes a permanendy smooth finish. 

VIKO, The Popular Aluminum, sells easily 
and brings you repeat orders. The Viko 
Aluminum baking pans, such as shown 
above, allow fine baking results in cookies, 
muffins, pies and cakes. 

Call the attention of your women customers 
particularly to the Viko Cookie Pan, with 
its smooth, flat surface that bakes cookies 
to an even brownness and turns them out 
without their sticking to the pan. 

For full information about the Viko line— 

Ask Your Jobber 

Aluminum Goods Manufacturing Company 
OctMral Officen Manitowoc, WU., U. S. A. 
^iaken of Erorythmg m AUmUtuum 



VIKO 

The Popular Aluminum 
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Seciional View 
of Seal-Tite 
Canon Ball Track 


Tight fitting shed above the 
track keeps rain, sleet and 
snow from getting behind 
the door; a flange extend¬ 
ing out from under the 
track keeps winds from 
blowing in between the door 
^d the track. 



All Regular 
Cannon Ball Hangers 
Fit This Track 


Seal-Tite 


niuBtratet 
With No.4< 
Cannon 
Hanger 


Cannon Bcdl Tracli 


The reliable, universally known Cannon Ball mechanical 
merit with a storm-proof shed over the top of the door. 
Seal-Tite Cannon Ball Track makes a solid connection with 
the building. The elements can’t get in from above and the 
apron reaches out over the door and makes a tight joint be¬ 
tween the outer edge of the door and the track. Seal-Tite 
Cannon Ball Track in 3,4, 6 and 8 ft. lengths. 


Regular Cannon Ball, Too! 

The most popular tubular track on the market. Cannon Ball still comes in 
compact crates which can be stored under the counter. For bam doors the 
Cannon Ball Line of hangers and track fits every need, taste, desire, 
fad and fancy. 

Cannon Ball Garage Fixtures 

No matter what the shape or size of the garage—no matter where the doors 
have to go, there’s a set of fixtures in our line that will do the work well 
and permanently satisfy the man you sell ’em to. 


Gef the Star Catalogs^ Th^^re Worth Sending for 


Hunt, Helm, Ferris & Co. 

Harvard, Ulinois Compuu Bam Ouifitur* Albany, New York 

Designer* and Manufacturers of 




CTAR 

LINE 


'^Something to Smii 

the Year Around** 


Ftniipir cr t 


Stalls* StancHions 
and Pens 
Litter Carriers 
Water Bowie 
Feed Trucks 
**Harveeter** Hay Took 
Door Hansers 
Ga^48e Equipme n t 
"^er Watfona 
Faiik Heaters 

mnd Othmr Fom 
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[remingtonT 

i U MC _ 


Remington Scout Knife 

R3333 


Carefully designed to meet the real, actual needs 
of the Boy Scout—made strong to “stand up’’ under 
rough, hard usage—and so finished as to delight the 
boy—the Remington Scout Knife is typical of Rem¬ 
ington practice in designing and building pocket 
knives that best fill the practical service needs of 
the user. 

Built for ‘‘Business” 

The Remington Scout Knife is built for “busi¬ 
ness”—more than meeting the exacting require¬ 
ments of the Boy Scout Organization. The master 
blade is of extra gauge, which means greater 
strength. Closed, the knife is 3%" long. It is of 
full weight and dimensions throughout, and of solid 
construction. Each special blade and implement is 
designed and made with its exact purpose in mind. 
Springs and blades are in “tune” so that the blades 
open easily. 

It possesses the niceties and refinements of master 
craftsmanship—a regular man’s knife for a Boy 
Scout. 

Remington cadery It »old exduMively 
throagh the wholeeale hardware trade 

REMmOTON ARMS COMPANY, mC. 

Successor to 

The Bemington Arms Union Metallic Cartridge Co., Inc. 


General Offices: 
New Toik 


Ontlery Works: 
Bridgeport, Oonn. 


*The prime function of a knife ig to cut 
•-to cut keenly** 


R3333 

Length, elOMd, 8V«''. SUg 
handle, milled braee lining, 
nickel-tilTer boltten, and 
shackle. Matter blade erocnt 
polished and etched. Punch 
blade blned and poliahed. 
Other blades bine glased. 
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Some High Grade Stemdeird 

Rubber Tips and Bumpers 


For Chair Legs 


FMidiic Foil 
Tip 




Bnbbpr Oasler Opps 


Fondar S StiM 


Baeli mada in 6 aiiaa 


No. 232 No. 288 

Slottad Scraw Tips 


# t ^ 

HI H No. 148 


I I I No. 141 No. 142 

11 H 10 cents per dozen 

^ ^ No. 144 

Brass headed nails only nsed in the manufacture of these rubber nails 


Boddnc Chair Tip 


Omtch Tip 



That ought to 
be in your 


stock 


Rubber Tips and 
Bumpers are in big de¬ 
mand these days—^peo¬ 
ple are beginning to 
realize the great advan¬ 
tages of their use. 

But all tips are not 
good tips—^and a bad tip 
prevents further sales— 
further business. 

It is up to you to 
stock the best and most 
varied line. Inspect 
some of the Ulustrations 
—^there’s a tip in our 
line for every practical 
tip purpose. Youhad bet¬ 
ter investigate—^for the 
sake of good business. 

Write today—ask for 
catalog, prices and 
terms. 


THE ELASTIC 

TIP COMPANY 

370 Adantic Avenue 
Boston, Mass. - U. S. A. 
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Announcement 


Reduction in 
prices, effective 
July 1, 1921 

To co-operate with you 
in increasing your saw 
and tool business 

See your jobber 


HENRY DISSTON & SONS, Inc. 

PHILADELPHIA, U. S. A 
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A List of What Disston Makes 

And in these Saws, Tools, and Files is that quality found in 

^^The Saw Most Carpenters Use^^ 


Back Saws 

Band Saws for Wood and Metal 
Bevels 
Buck Saws 

Butcher Saws and Blades 
Cabinet Scrapers 
Chisel Tooth Circular Saws 
Circular Saws for Wood, 

Metal, and Slate 
Compass Saws 
Concave Saws, Circular 
Cross'Cut Saws 
Cut'off Saws 
Cylinder Saws 
Dovetail Saws 
Drag Saw Blades 
Edger Saws 
Piles and Rasps 
Filing Guides 
Gang Saws 
Gauges, Carpenters’ Marking 
Grooving Saws 
Hack Saw Blades 
Hack Saw Frames 
Hand, Panel, and Rip Saws 
Hedge Shears 

Ice Saws 

Inserted Tooth Circular 
Saws 

Keyhole Saws 
Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives—Circular—for Cork, Cloth, 
Leather, Paper, etc. 

Knives—Machine 

Levels—Carpenters’ and Masons’ 

Lock Corner Cutters 

Machetes 


Mandrels 
Metal-slitting Saws 

Milling Saws for Metal 
" Mitre-box Saws 
Mitre Rods 
J Nest of Saws 
One-man Cross-cut Saws 
Pattern Maker Saws 
Plumbs and Levels 
Plumber Saws 
Post Hole Diggers 
Pruning Saws 
Rail Hack Saws 
Re-saws 

Saw Clamps and Piling Guide^ 
Saw Gummers 
Saw-sets 
Saw Screws 
Screw Drivers 
Screw-slotting Saws 
Scroll Saws 
Segment Saws 
Shingle Saws 
Siding Saws 
Slate Saws, Circular 

Squares, Try and Mitre 
Stair Builder Saws 
Stave Saws 
Straight Edges 
Sugar Beet Knives 
Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 
Pointing, etc. 

Veneering Saws 

Webs—Turning, Felloe, etc. 







This is a partial list. There are thousands 
of items in the complete Disstpn line. 
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“That’s 

Columbian Tape-Marked Pure 

Manila Rope 


-and illustrates the confidence that 

you can place in Columbian, the rope 
with the red, white and blue Tape-Mark- 
er guarantee in every foot. Whether 
those men work six or sixteen stories 
up it’s all the same to them when they 
know that every foot of the rope con* 
tains this marker.” 

Mr. Dealer — Columbian has a 
special appeal to.men on such hazard¬ 


ous jobs as the one illustrated. The 
knowledge that you sell the rope with 
the red, white and blue Tape-Marker 
guarantee of strength and durability, 
will draw them to your store for ail 
their cordage requirements. Are you 
prepared to supply the dem'and for ^f- 
umbian? If so, let us send you a large 
poster card to place in your store win¬ 
dow featuring the Tape-Marker. 


Columbian Rope Company 

352-80 GENESEE ST. 


Branches: 


Auburn, N. Y. 

New York Chicago 


The Cordage City 

Boston Baltimore Houston 
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ONE PIECE 

gold handle 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 


INSIST ON THE 
*‘OENTJINE” 
ACME 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatiyes 

Wm. P. Horn Co 

Rialto Bldg. 
San Francisco 

Portlaad 
Lm AngelM 
Saaittto 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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There IS a Difference — 

A ll chisels are not alike, even though 
they may look alike. 

Pexto Chisels are forged from special crucible steel of 
extreme strength and toughness, by the best mechanics— 
men who have been making Pexto Chisels for many years. 

The hardening and tempering is done by a special pro- 
cess and the fine sharp edge will last as long as proper care 
is given to it. 

These Chisels are furnished with the celebrated “mirror 
finish” and with the polished hickory handles make an 
exceptionally attractive tool. 

Every tool is carefully inspected—giving the customer 
the assurance of Pexto Quality. 

Let us send you a supply of our Chisel booklets which 
list and illustrate our entire line of Chisels and Draw 
Knives. 



WORTH WHILE TOOLS 


The PECK, STOW & WILCOX CO. 

Southington, Conn., U. S. A. 
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Give a receipt 

and get all your money 



^-150 -012$ JM1M1 
TNis IS A mcupt pon voim 


THE IAI0-J0HH$0H Ca 


The right way to handle a sale 

Wrap this receipt la tlie parcel. 


(D Collect the goods at the wrapping counter 
beside the register. 

Tell the customer the price and get the 
money. 

Register the sale. 

0 Wrap the receipt in the parcel. 

Give parcel and change to the customer. 

The customer gets quick service. 

The clerk gets credit for making the sale. 

The merchant gets all of his'profits. 


Get thU record inside the recieter. 



/^bJtUmal 


And get all your money. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 



DAYTON, OHIO. 
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The Tiitch Hardware Company 

DENVER 

Jobbers 

To the Merchants of the Rocky Mountain West 


DISTRIBUTORS OF 

QXnCK MEAL STOVES 

VIKO ALUMINUM 

MANNING-BOWMAN LINE 

PLYMOUTH ROPE 

VALLEY FORGE CUTLERY 

AMERICAN BEAUTY ELECTRIC IRONS 

MAYDOLE TTAMMTgRfl 

PENNSYLVANIA LAWN MOWERS 

WHITE MOUNTAIN ICE CREAM FREEZERS 

P ft F CORBIN BUILDERS HARDWARE 

ONEIDA COMBCUNITY PLATE 

DISSTON SAWS 

GATES TIRES 

REMINGTON GUNS AND AMMXTNITION 
ONTARIO KNIFE COMPANY CUTLERY 
QUAKER PIPELESS FURNACES 
MARSHALLTOWN TROWELS 
HYGRADE LAMPS 

AMERICAN STEEL AND WIRE PRODUCTS 


FRANK A. BARE 

President 

O. E. BARE 

Vice President 


R. B. GENTRY 

Treasurer 

H. R. HUFFMAN 

Secretary 
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"Tke 

Modem 




Bungalows, Residences and Every Type 

of Building 

The Most Popular of All Roof Coverings 


Approved by the National Board of 
Fire Underwriters 


Attractive Pioneer Slate Surfaced 
Shii^le Display Folders and full infor¬ 
mation furnished on request. 


I^oneer Paper Campai^ 

los An<^elea' 

^ San Francisco ^ 








' Ov'. . ' 




V4A. 







* 'a '*■ '/'rT.. ■.-' •'■> 

. :•« j 







t V-‘ 

/ V#. - 

' ;■ 

L«" . 

fa fa:-fV 





fa 


1^' 'fa... ‘‘'‘ t.V- 

'I'fa 




1 

Tii 



Digitized by v^ooQle 



42 


HARDWARE WORLD 




















HARDWARE WORLD 


43 



Increase Your Sales Witli 

BOYCO PRODUCTS 


B OYOO LUaGAGE CABBIEBS 

are designed to care for the 
needs of motorists and provide 
added carrying capacity for camp¬ 
ing, fishing, hunting and pleasure 
trips without, in any way, disturbing 
coiifort in travel. The Boyco Carry- 
all is the strongest and most substan¬ 
tial device of its kind on the market. 
Made in four numbers, with and 
without the end-gate feature, adapt¬ 
able to the carrying of every 
description of luggage. Adjustable 
to different heights and lengths. 


B oyco service units give genuine confi¬ 
dence to the motorist in that he is always sure 
of his fuel supply. No matter what the local¬ 
ity or what the road conditions, it is always a 
relief to know that one’s motor is well provided 
for against emergency. A useful product that 
means desirable business and increased sales. 

Send for 

Illustrated Booklets 


ITamber 212 


B oyco camp grates give lasting satis¬ 
faction for the day’s outing, or for 
extended camping and fishing trips. Their 
sturdy construction and built-in feature meet 
the requirement of those seeking out-of-door 
pleasure. Made in two numbers, with and 
without the skirting. Folds into compact form 
and is easily carried. There is a certain some¬ 
thing about the pungent odor of burning fire¬ 
wood that whets appetites and makes the meal 
a bigger treat. 

It’s a great Grate and appeals to every sports¬ 
man. 

Sold hy AU Jobbers 

Boyle Manufacturing 
Company 


A Great 
little Orate 


5l8t and Santa Fe A^e. 
Loa Angeles 


GAUFORMA 


21 Sntter Stzeet 
San Francisco 
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“Sterling” 


TUNGSTEN STEEL 


Fleodbl* 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STEIUilNO Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—^Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—^“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES OOMPANT 

TAnhtn^w Building, Boom 321, 417 Market Street, San Francisco, OaL 
EzelnslTe Padfle StaSas Bep i eea n ta tt vs 


Champion Blowers, Forges, Drills and Screw Plates 


TheEASY. ' ScRE w Pi 
2 


A T ' ,v s,.. t . . r- 

■ -No.5 

AOJUiTAf ..L TAP WRPNCh V.! 7H f At. H ’ 
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GET NEXT 

TO 

“HELLERS’ 

Famous Sectional 
Cabinets 

FOR 

Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 


PROMPT SHIPMENTS 


Ask for Catalog 37-H 

W.C. Heller & Co. 

Montpelier, Ohio 




WM. H. OTTEMILLER CO., York, Pa. 
Miiifietinrs of Cap aid Sat Seraws, Sam Maaliaa Work 

BIPBB8BNTATITB8 

Omer Cox, AtlM Bnlldinf, San Franeiico, California 
Banda A Col Ban Famaindo Bldf., Lot Aaftlaa, OaL 
Btrimpla A L. O. Bnaith Bldf., Baattla, Waah. 

Jonaa h Ooz, Nawhonaa Bldf., Balt Laka Oitj, Utah. 

Tajlor, Yoni^ A Ooz, Tampla Court Buildinf, Danrar Colorado 
Btrimpla A (mz, Carbatt Bldf., Portland, Ora. 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGURS 



CHISELS 
DRAW KNIVES 



NAIL SETS 
GIMLETS 




GOUGES 

SCREW DRIVERS 


New York Offloe: 28 Wanrea Street 

WB WEBE AWABDED THE MEDAl. OF HOHOB ON MEOHANIOS' TOOLS AT THE PANAMA- 

PAOIFIO EXPOSITION 

Sold by THOMSON DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PIiomIx SIiom aro Kapt in Stock hy tho Following Houaoa 


AHmaiierqae, New Mexico.J. Korber k Ck>. 

Boise, Idatio.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware €k>. 

Denver, Colorado-Moore Hardware k Iron Co. 

£1 Paso, Texas.Momsen-Dtinnegan-Byan Co. 

Fresno, California.Inland Iron Co. 

Hamilton, Montana-The Valley Mercantile Co. 

Los Angelee, Calif.— 

W. T. MoFie Supply Company 
Ferdval Iron Company 
Waterhouse k Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware k Aims Oo. 

Arizona Hardware k Supply Co. 


Portland, Oregon— 

Northwestern Hardware k Steel Oo. 

J. E. Haaeltine Company 

Pocatello, Idaho..Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotswood-Helfer Company 
Tayler k Spotswood Company 
Waterhouse k Lester Company 

Salt Lake City, Utah-Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothera 

Stockt^ Calif..Hickenbotham Brethen 

Tacoma, Washington.West Coast Sted Co. 

Tucson, Axis.Albert Steinfeld k Co. 


MANUF ACTUBED BY 


PHOENIX HORSE SHOE CO. 

Larg<eBt Horse Shoe Manufacturers in the World 

BOLUNB and FAOTOBIES JOHET, nj... FODOHKEEFSIE, NEW TOBX 
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lilDGET#SC^WJ 


“THE RECOGNIZED LEADER” 


ELECTBO-ZINCEED AFTEB WEAVING 

GALYANOID hM won the pre-eminent favor of the trade becanse it is the most diepeBd- 
able zineked screen cloth made. Yon can confidently recommend GALVANOID to yonr 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If TOUT Jobber caanoC funlali, sAvlM ns and wo will see that yon an anppMad. 

WE ALSO MAEXJFACTUBE 
BRONZE, COPPER^ PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Streep OhioagOf Uliiioia 

PACTOBIE8; 

Chicago, niinola Mh Wcdf, Pa. 

_ REPRESENTATIVES: 

EWING-LEWIS CO.y San Fran iaeo and Lot Angelet, CaL D. L. HERMAN, Seattle, Waah. 


The Bridgeport Hdw. Mfg. Corp. 


THE LITTLE WONDER 
Midget Screwdriver 


THE OH-KAY SCREW DRIVER 

High Grade Steel Blade, Black Oil Finish 
and Bright Points 

Bed Stained and Varnished Handle 
Patented Steel Ferrule, Bright Finish 
List Price, |6.00 


No. 56 Assortment Heayy Cardboard Stand 
2 Doaen 8-4, 8-5, 8-0 inch 


J. O. McOABTY a OO. 
Saatem Salea 
Agenta 

New York Oitj 


A ^aetieal high-grade little tool. Made 
just as earefnlly as the large Drivers. Packed 
on a very attractive red and gold card. 


The ‘‘Fastest Seller” of the Year 

No. 42 Assortment 


Four l^-inch, four 2-ineh, fopr 3-ineh 


0. W. OAUflB OO. 
Western Sales Agents 
008 Miarion St 
San Frandsoo, OsL 
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“Pittsburgh Perfect” 
Barbed Wire 

made exclusively of 

“Pittsburgh Perfect” Open Hearth Steel 

Uniform gauge and homogeneous qualitj' 
is assured because we control the manu¬ 
facture from the ore to the finished prod¬ 
uct. Barbs evenly spaced; two and four 
point, roun^, half-round and flat. Put up 
in catch weight, pony and 80 -rod .spools. 





^58 


gSiH 


Write for Catalog 


Pittsburgh Steel Company 

General Offices, Pittsburgh, Pa. 

Pacific Coast Office 

359, 363 Monadnock Bldg., San Francisco, Cal. 

Distributors of **Pittsburgh Perfect*’ and 
‘^Columbia” Wire Fencing; 

DUNHAM. CABRIGAN A 
HAYDEN Co. 

San Franciaco, CaL 
Northern California and Nevada 

WHITON HARDWARE COMPANY 
Seattle, Wash. 

Waahington and Oregon 





Handle Detaclied. Out diows Bight Hand Oaaement Adjnater 


Superior 

Casement Adjuster 

For windows tiint open out 
Operates without disturbing the screen 

Bnparlor Oasanwnt Adjuster is the moat 
convenient to operate beeauae all that ia re¬ 
quired to unlock and move the window la to 
limply move the handle; when yon let go the 
handle the window ia locked antomatiemly. 

Superior Oaaement Adjnster ie the etrong 
eat beeauae it loeka on the rod fattened to 
the window and thus oombinee the atrengtb 
of the two rods. 

Saperlor Oaaement Adjuster holds the win 
dow firmly at any angle and doee not allow 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 

550 W. Lake Street, Chicago 


I'Wa.gneR Door Hdnq«rs and Tracks 


Quality hangers and tracks deaigned to oTcrcome all the troubles and 
draw-baoka of cheaply built kangert and tracka that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheela, tandem trolley with 
bumper on end to protect wheela, a very aimple and practical cam vertical 
adjuatment and other featnrea that pnt them out of the ordinary claaa. Traeka 
are aelf-eleaning, bird-proof and much heavier than ordinary tracka. They 
pleaae euatomera and bnild trade Write for catalog ahowing entire line. 


RoUer Bearfnga 


C o wplata aiodb earrUtd at Tigard, Qrtgow, Brandt 


WAOHBB MFO. 00., Dtpt T, Oidsr FallA 
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MBjDHANlEAi-LyMIGtl-T;- 


Made by generations of saw makers—the most skillful 
in the world—and backed by the highest grade of saw steel, 
Simonds Saws today stand as the perfect-cutting service. 
They are so good that the makers stand behind them with 
the strongest kind of guarantee. Any hardware dealer who 
handles Simonds Saws is assured of reasonable profit. 
Simonds are the saws that satisfy. 

Write for dealer’s selling proposition and discounts. 


Portland, Ore. 

Son Francisco, Oal. 


Simonds Manufacturing Co. 


'The Saw Maken' 


Seattle, Wash. 
Vancouver, B. C. 


Forg«d ANVILS 


MANUFACTURING CO 




YOUB JOBBER WIIsL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SALES BEPBBSENTATIVBS 


Strlmple A Oox, Oorbatt BoUdina, Portland, Ortfon 
Jonoa a Oox, Newhooaa Bnildln^Toalt Lako Olty, XTtah 
Tajlor, YoangB A Ooz, Tampla Court Bid#., Doavar, Oolou 
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Breezo 

Disk Fans 


Breezo has a maximum capacity of 1000 cu. 
ft. of air per minute. This means 1000 cu. ft. of 
foul air removed or fresh air introduced and not 
just stirred up. 

Breezo is the fan of a thousand uses, it will 
remove the noxious fumes of paint, oils, var¬ 
nishes and other finishing materials. 

Will remove foul air or excessive heat from 
lavatories, engine rooms, kitchens and restau¬ 
rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EAST TO INSTALL—POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can be used in hundreds of different ways—and is a 
GOOD SELLER. Breezo is complete, just screw plug into lamp socket, set fan in 
place and it is ready to run. 

Gan make immediate shipments from Los Angeles branch. 


For information write D^artment 37 

BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


PORTER^S 

New Easy Bolt Clippers 

Look! 

A New cupper 


The “Pony” Riveter 

Every *'FONY” Machine will set both tubular 
and split rivets and is the best riveter made for 
repairing harness. 



12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 
Porter’s No. 1856 Clipper 

SALES OFFICES: 

Omer Oo:^ Atlas Building, San Franeisoo, California 

a Ooz,^ San Fernando BoiMinir, Loa Angeles, CaL 


Jones a Ooz, 'Newhonse Building, Salt Lake City, Utah 
Taylor, Youngs A Ooz, Temple Court Bldg., Denrer, Oolo. 


H. K. PORTER 


Everett, Mass. 


Every Farmer Should Have One 

The Machine is guaranteed against imperfections 
in workmanship and material, and the Dody being 
made of MALLeaBLE IBON, wiU not break if 
abnsed. MADE BY 

F. H. SMITH BIAMUFAOTUBINO CO. 

3047 Oam^ Ave., OUcaso, nunols 
Manufacturers of 

''Perfection*’ Spots, Spot Setting BCaddnee and 
Bivet BeMng Machines 
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Business was demoral¬ 
ized— I jumped in all 
the harder'' 


‘‘In 1894,*' says Mr. L. S. 
Starrett, founder and active 
president of The L. S. Star¬ 
rett Company, ‘ ‘ business 
was demoralized, m a n u - 
faeturers discouraged and 
laborers thrown out of em¬ 
ployment. I believed that 
the ebb in business would 
be followed by a flood tide. 
Therefore, instead of being 
discouraged, I ^jumped in 
all the harder,’ and built 
an addition to my plant. ’ ’ 

Today as in 1894, the 
Starrett program is for 
^ * j u m p i n g in all the 
harder. ’ ’ 

Every hardware dealer to¬ 
day—for his own interest 
and the national good— 
should join in the Starrett 
policy of faith and courage 
—and ‘‘jump in all the 
harder” to hasten and 
heighten the tide of busi¬ 
ness in its returning flood. 

Send for Catalog No. 
22^BF 


THE L. S. STARRETT 
COMPANY 

The World's Greatest Tool- 
makers 

Manofacturers of Hack Saws 
Unexcelled 

ATHOL, MASS. 







^Use^torrott IbOU 





STmEY 

~(r 


a 


SELF-SETTING 

IRON PLANE 


The plane iron, when removed to be 
honed or sharpened, may be replaced 
in exactly the same position as before 
removing. This also applies to the 
plane cap; when taken out to allow 
removal of the cutter, it goes back 
into the same position. 

Don't miss an opportunity to display 
this convenient tool. It will almost 
sell itself, if you'll give it the right 
chance. 


lUu$trated folder J5 Betting 
forth the advantageM of 
thU plane gladly Bent to 
hardware merchantB for 
diBtribution; your name 
and addreBB printed 
on the cover 


The Stanley Rule & Level Plant. 

The Stanley Works 

New Britain. Conn. U.S.A. 
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Myers O. K. Long 
Truck tXnloader 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

8FE0IAX1.T ADAPTED FOB HABDWOOD WOBEINO 

The Fontner Labor Saving Anger Bit, unlike other bits, is guided 
||BES555S5iS55S^^^^^to by its Circular Bim instead of its center; consequently it will bore 

any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll-saw, or lathe tool com- 
I bined, for core-boxes, fine and delicate patterns, veneers, screen 
-' work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PBOOBESSIVX MFO. CO., Dqit. “A,” Torrington, Conn. 

Enquire of Tour Hardwire Jobbers, or Write Us Direct. Snpplied In 8eU Write for Oatalogae 


WE8TBBN SALES BEPBESEVTATIVES 

John F. Koflej, Liinkershim, Oalifomia; 
O. M. Luther, Winfield, Kaniae; J. G. 
Bowen, 804 Finance Bide., Kansas Oily, 
Missonri; Geo. H. Ische, Prairie da Ohien, 
Wisconsin, and N. D. McPhail, VanoonTor, 
B. C. 


Prairie Du Ghien Tool Go. 


Prsiris dm Obien, Wis. 


MYERS HAY 


It will not be long before hay making 
is on in earnest. Already there is a de 
cided stir in this direction—new unload¬ 
ing outfits are being sold and installed 
in advance while the demand for unloaders, 
forks, slings, pulleys and fixtures is grow¬ 
ing rapidly as harvest approaches. Be 
prepared to obtain your share of this busi¬ 
ness by ordering now a complete stock of 
MYERS HAY UNLOADING TOOLS. 

You are familiar with Myers quality and 
know that Myers Unloaders, Forks, Slings, 
Pulleys and Fixtures, through their speed, 
ease of operation and large capacity, will 
please your most particular customers. 
What else is necessary? Write, telephone 
or telegraph. Catalog and prices by re¬ 
turn mail, if you do not already have them. 

F. E. Myers A Bra, Ashland, Ohio 

Athland Pamp and Hay Tool Works 


The Increasing Demand! 


for a complete line of high grade 
grinders for various requirements is 
being met in its every phase by 

Sturdibilt 

Tool grinders varying in size from 
the small hand grinder for kitchen 
use—^the foot power machine for 
farm and shop, to the heavy duty 
double head, double pulley belt power 
bench machine. The Sturdibilt line 
has many points of superiority over 
ordinary grinders, fully described in 
the Sturdibilt catalog. 

DEALERS 

Send for this catalog and names of 
jobbers in your territory, then order 
through the jobber. 
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Every Home Needs 
a Vise 

This is the automobile season — 
and automobiles and necessary 
tools go together. 

Prentiss Vise No. 1611/^ is as 
necessary to every auto owner as 
a wrench, a jack, or even tires. 
Its sure grip is needed in every 
home garage, on every work 
bench. 

Hardware dealers who are dis¬ 
playing Prentiss Vises on the at¬ 
tractive and serviceable sales 
stand, which is furnished free, 
are reaping generous profits. The 
Prentiss seven color window dis¬ 
play and counter card are also 
bringing quick and immediate 
sales. 


Wfitm for tho from sale* »tandf 
uHndow ditplay and 
countor card 

Stiipped direct or throagli 
your dealer. 

PRENTISS VISE 
COMPANY 

106-110 lAfayette Street 
NEW TOQEtK 

**On the Bench Since 1868** 



FACTS 

Worth 

Remembering 


In ordering 
Window or Ply 
Screen Oloth from 
your Jobber don't 
lorget these vital 
facts: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen dotii de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a nill 
100 lineal feet to 
every roll. 

That’s why dealers buy all of 
our wire products. Screen doth, 
Hardware doth. Poultry Net¬ 
ting, Ply Traps, etc. 

Please Order Through Your 
Regular Jobber 

ICaniif aetnred by 

The LUDLOW SAYLOR 
WIRE GO. 

ST. LOUIS, MO. 
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BABCOCK 


SPRUCE 


LADDERS 


Everything in the 
Ladder Line 


Write for Catalogue 


PROMPT SHIPMENT 


MANUFACTURED BY 



W. W. BABCOCK CO. - Bath,N.Y. 


(No. 12) 


There Is a Difference in Washers 


I 



Juft ftf in an other commodity. Our Waahera are 
made of the Best Material and with the utmost care. 
That’s why the largest users of Washers prefer those 
of onr make. 

We also make 

MsleaUs Washers ssmI Cast hea Washers 
inwin iM oiMi nat6 ii ssmh 

of all descriptions. Round and Square, Plain or 
Galvanized. 


id Rhret Baers 
Sheared Mdl 


r€Wii mns 
nins 


PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

HilwgHkM, WIs. 

Coast Representatives. 

HUOHSON g MERTON, Inc. 

San Frandsee^ Cal.; Loa AnMlea, Cal.; Portland, Ore.; 
Seattle, Waali.; Denver, Oolo. 



Digitized by 











































IN EITHER 

Held or Trap Models 

Offer to the shooter a record of “ kills 


BARRELf—Hifh-Pressure compressed steel, bored for nitro powder; 
full choked, modified or cylinder — full choked unless otherwise 
specified. Length, 26, 28, 30 or 32 inches. 

ACTION—Hsmmerless; visible locking block; safety firing pin; inde* 
pendent safety; side ejection. 

RECEIVER—^Drop forged; solid breech. 


not surpassed by any other ^ns regard¬ 
less of price. 

The shooting qualities of Stevens guns 
have often sold them—even when com¬ 
pared with the more expensive arms. 
Their moderate price combined with 
their well-known performance has con¬ 
vinced the shooter that Stevens Shot¬ 
as are right. 

i STEVENS ARMS COMPANY 

OHIOOPEH FAlJ:i8, MASS. 

Execotiwe and Ez^rt Offioea: 

60 Ohnrcli SI., Kew Toxk 
OwhMd mmd (h»rmt§d h 
Savaga Anna Oorporatton, Naw York 


STOCK—Plain walnut; pistol grip; rubber butt plate; length 13 
inches, drop 2 % inches. • 


AMMUNITION—Any standard factory-loaded shell up to 2^ inches 
in length. Six shots—five in magazine, one in chamber. 



««TRAP-8H00TES” grade 

Taka-Down 12-Oaaga Weight about 7 lb. 

BARREL—High-pressure compressed ateel, bored for nitro powder; 
full choked Hollow Matted Rib. Length 28, 30 or 32 inches—30-inch 
barrel always furnished unless otherwise specified. 

ACTION—Hammerless; visible locking block; safety firing pin; inde¬ 
pendent safety; side ejection. 

RECEIVER—^Drop forged; solid breech; matted top. 

STOCK—Fancy walnut, checkered; straight grip; rubber butt plate; 
length 14 inches, drop at comb 1 ^ inches, drop at heel 2 ^ inches; 
No Deviation. Fancy walnut slide handle, checkered. 


AMMUNITION—Any standard factory-loaded shell up to 2% inches 
in length. Six shots—five in magazine, one in chamber. 


Rifles - Shot^runs - Hsiols 


NORTROSS HARDEN 

lyuKK.nuoo cultivators 




Growing in Demand 
Every Day 

Sell one to a customer—and 
ou get his next door neigh- 
or. 

Comes in (8) sizes, 5- 
PRONG, 3-PRONG and MID¬ 
GET, suited to both Men and 
Women, 

The “N0RCR0S8** is Dis¬ 
tinctively a “Quality*’ Line. 

Handsome in appearance 
and built to give long Service 
and Satisfaction. 

You’ll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

Mm than 300 lobbera cany the 
*N0RCII0SS” Lin 


Uanufactared by 

C. S. NORCROSS & SONS 

Bnshnell, m. 
Distributed by 

leading hardware 

JOBBERS 

EVBBTWHERB 


CARRIAGE CLAMP 

(QUICK SAIaE) 



An exceedingly well made tool, having strong 
malleable frame and steel screw. 

PERFECTION CLAMP 


(THE TRADE WAlfTS IT) 



This is a strong, durable, convenient 
general purpose Clamp. 


Send for our new catalog showing complete line 
of up-to-date Champs, and many other '^HAR¬ 
GRAVE QUALITYTOOLS, for which you 
would have a ready market^ 

THE CINCINNATI TOOL CO. 

Mcntgomegy and Waverly ^ye., dneinnatl, Ohio 

Please address all orders and iA^uiries aa above. 
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GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

Y CjSSh I I We are the man- 
i III i j ufacturers of the 

J! original ‘Novelty’ 

J i \V for WELLS 

li^ll CISTERNS. 

m ¥1 patented han- 

w I ^ ^ ^ attachment 

renders it the most 
i durable, easiest 

I • working and best 

fitted pump. 

Its imitations are 
^ far inferior, be- 

fHi j cause they are not 

® accurately con- 

1 ^ 1 1 structed and do 

S> ^ produce as 
j. large a volume of 

SjlMul water with each 

Don’t d el a y— 
write for circular 
SpCCial pHcCS 
(No. 130) once! 

THE HESS-SNYDEB CO., Massillon, Ohio 


"EASY EMPTYING” 

Grass Catchers 

** Favorably known the 
world over'' now made 
with 

Re*liifMic6<l 


Botton 


BIgId Ugltt 
Durable 

Many ezoluaive 
patented f e a- 
tnreaandetrong 
■elling points 
explained in 
Oatalog No. 20. 

Writm for it 


SOME or OUB PAOinO COAST JOBBERS 
Oalifornia Hdwt. Oo. Bak«r, HamiltoA h Peeifle 

Union Hardwnro a MoUl Oo. 

Oo. HonoTnaan Hdwt. Oo. 

Hoffman Hdwt. Oo. Jtnttn, Kli». Bird a Ot. 

Harptr a Btrnoldt Oo. Tht Sohaaw-Baatolitr Ot. 

rtillnc-McOalman Oo. Sohwtbtehtr Hdwt. Oo. 

Mtrthall-Wtllt Hdwt. Oo. StatUt Hardwart Oo. 
HoUtr-Maaon Hdwt. Oo. Tht Ttaomton-Dicft Oo. 
Dunham, Oarrican a Hajdtn Oo. 

THE SreCIJaTYMF&(»^SLMMiniL,H.S.JL 



BOLLER’S CRANK MOP WRINGERS 

u... Can Ba Uaad Evarywhara 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling o r tea ring the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER ROLLER MSCHME WORKS, 122-124 N. Carlit St, CMcsge, HL 

Padfio Ooait and Inttr-MonnUin BtprtaantatlTta 
THAYEB a BOWEB 

845 Nonadnoek Bldg.. San Frandaeo, 820 Stexy Bldf., X«oa AngtlM 
BtalSla and Dtnvtx 
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Largest Makers of 

HIGH GRADE 

Lawn Mowers in the World 

So great is the demand we are compelled to 
make •^PHILADELPHIA** in 22 styles of ^ 
HAND r— 5 styles of HORSE — 3 styles of 
MOTOR POWER — all 
HIGHEST GRADE. 

k Mtwar tar Every Purpose 


Styles *‘Graham** 
and “A**—ALL STEEL 

Vaaadliim Orndble Steel Blades 
(Practteally Indestructible) 


Send for Catalog and 
Discounts NOW. 


MOTOR MOWERS are becoming more ^pular each 
season as rreat time and labor saTers for rarks, Ceme¬ 
teries, Golf Courses and large Estates and like onr Hand 
and Horse Mowers, the Genuine **PHILADELPHIA** 
the Tery finest that can be produced. 

THE PHILADELPHIA LAWN MOWER OO. 
Sm and Ohsstnot Street^ PhiladelphiA Pa. 

HAVEN a HAVEN, 508 Mission St.. San Francisco. Cal. 
Selling Agents 


MOTOR Mowers, 30-inch walking t 3 rpe; 
40-lnch riding type; combination lawn 
roller and lawn mower. 


PHILADELPHIA 


Yours for Mutual Profit 


B9N0REASE your profits and build up 
BS friendship and good-will by handling 
the Aseptic Home Capping Machine. It is 
packed for your convenience in individual 
boxes, thus saving space, preventing loss of 
parts, and reducing your expense. 

For our third year of bottle cappers we are 
prepared to double last year’s out-put and 
sincerely hope that we will double our circle 
of business friends. “Yours for Mutual 
Profit” is the way we sign our letters and we 
mean it. 

Write today for sample and prices. 

Reinhold-Sharp & Company 

616 Harrison St. Davenport, Iowa 

WmImb ItpiMOrtatiT*, rOBM r. SBOLET, Luikcnhim. OalifenU 
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YOU ABE BIOHT QT 
BEOOMMENDINO 

<<W0BU>*8 BEST** 
nr NAME AMD FACT 

World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 

EXCLUSIVE FEATUBES 
Frame it beat trade malleable iron 
Wheel underneath track prerenta derailment. 

Wide bearing of the wheel distributee weight and 
makea it the Eaaieat Bonning Hanger on the market. 

Packed one i>air in box complete with bolta: one- 
half doxen pairs in a case. 

Track has Slidable Bracket, which has made the 
World’s Best Hangers so popular with the bnildiuf 
trade. 

If 7 oar jobber can't aupplj jou, we will. 

THE TOPPING MFG. CO. 

For 18 Yean Safety Door Hanger Oo. 
ASHIJIND, OmO, U. & A. 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and. builders everywhere. 

We manufacture braided cord in all sixes and colors, 
for all purposes. Carried by all jobbers. 

Oord Shade Cord 

Clothes Idnes Masens’ Idnes 

Solid Braided Bope Chalk Lines 

Send tor catalogue and samples 

SAMSON CORDAOKVIfORKS Boston, Moss. 

JOHN T. BOWNTBEE, INO., Bsp. 

San Francisco, Los Angeles. Seattle, 

Denyer, Salt Lake City 


THE 

<< CANNON 
OILER" 


FORCES 
THE OIL 
ANYWHERE 


CaisoB Psnp 

Oilen 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition o.. can. 

1 pt., 1% pt, 

1 qt. 

Write for 
Catalog. 

CANNON 
OILER OO. 

Koltlisliiirs, HL 


Shelby Extra Heaxy Foot and Chain Bolts 

6 and 8-Inch Sizes 

Designed and built for heavy garage, bam and 
warehouse doors. 

They are made in 6 and 8-inch sizes. The shells 
are of heavy wrought steel, and the slides are 
made of steel rod. Ask for prices. 

THE SHELBY SPRING HINGE CO., Shelby, Ohio 

Coast BcpreoentsUves 

POND HABDWABE SPECIALTY CO.Los Angeles, CaL 

D. L. HERMAN.Seattle, Wash. 

TAYLOR A YOUNGS.Denver, Colo. 


MR. DEALER 

Have 70 a placed your Sprayer order for 
1921T We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satinfaetion to 
Dealer or user than 

THE UTILITY LINE 


Vg. 40 PortoblA Ontm 

Write for 
Catalog and Prieet 

ALBERT LEA SPRAYER 

ALBERT LEA. MINK. 
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Assortment Number DBS 

Mounted with Six 4-Inch Crescent Wrenches 
Size, 8i X 1 li Inches 

P UT this display on top of your 
^ show case and it will make 
that little 3x8-inch space which 
it occupies the best paying spot 
in your store. It will not only 
sell the 4-inch wrenches, but will 
stimulate the sale of the other 
sizes. 

The store with the best display 
of tools for the automobdist is 
the one that is going to get the 
business. The Crescent Wrench 
is one of the best tools for the 
automobile owner that has ever 
been put on the market. 

This display board is made of 
heavy cardboard, attractively de¬ 
signed and provided with an easel 
back which locks and will not 
fall over on a glass show case. 
The six wrenches will be billed to 
you at regular discounts. No 
charge for display board. 

Ordmr From Your Johbor 

CBESCENT TOOL CO. 

JAllESTOWK, N. T. 




The General Service Pump 

For Working Pressures of 125 Lbs. or a 
285 Ft. Head 

Here is a pump for all classes of work— 
domestic and farm water supply—garden 
sprinkling—boiler feed in steam heating sys¬ 
tems—pneumatic pressure systems, powered 
with either gas or electric motors. 

It is well adapted, in the larger sizes, to 
supplying water on construction jobs. Gaso¬ 
line or oils may be readily pumpM, since the 
valves are solid bronze and will not be 
damaged. 

Built in five sizes, capacities up to 4200 gals. 

Write for Bulletin H. 

THE BABNES MAKXJFAOTUBINa OO. 

Mansfield, Ohio 
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THE FATE-ROOT-HEATH 



The ARROW 


ADJUSTABLE WRENCH 

Drop forged, and hardened by a special heat treat* 
ment. 

A husky tool, nicely finished, that reflects strength 
and quality. 

Every Arrow Wrench is produced with the idea that 
it will receive the hardest kind of usage. Fully guar¬ 
anteed. Write for prices. 

arrow tool go., mo., Buffalo, N. Y. 


^^STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Alao: Behco Screw Anchors 

Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade Matlc 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


THRIFT is in 
THE SADDLE 

The day of the eaty 
doUoT is gone. Thrift 
is uppermost and — 

Our Perfection Economy Cobbler 
is the one article to put into the 
home. 

It is the Perfection Economy that 
takes the stitch in time and saves 
the proverbial nine. 

Holds a full complement of lasts, 
stands, tools and findings, and en¬ 
ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

klr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 

COMPANY, Plymouth,^Ohio 


THE BRAINERD LINE 


MOST OOMPLETB LIKB OP CABINET 
HABDWABB ON THE MABKET 



No. 8M No. 6»8 No. 1170 


THE BRMNERD MFCL CO., EMt iMhMtar, iiV.,l.S.«. 


OHLEN-BISHOP 

OIBOUX.AB ^ A WW HAND 

OBOSSOUT W yV lA# ^ 00MPA88 
BAND V V BUTOHEB 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrencebnrg, Ind. Columbus, Ohio, U. 8. A. 

Western Trade Supplied Thm Branches at 
San Francisco, Cal. Portland, Ors. 
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Vaughan’s Uncle Sam 
Hammers 

Made of Vanadium 

Ck>mpetent mechanics insist upon high- 
grade tools. Standardize your stock, re¬ 
duce scattered investment and increase 
profits by concentrating on V & B Tools. 



Ho. 41, 20 os.; 41H. 16 
42, IS os.; 42Vt, 10 os. 




HOie 


Vaughan’s Uncle Sam Supersteel Hammer 
is pre-eminently a quality tool. It is the 
strongest, toughest nail hammer made. 

VAUGHAN ft BUSHNELL UFO. CO. 

For Orsr 50 Tosrs Mskon ot Fills Tools 
2114-2138 OaiToU Ava. .... Chicago 


ARE MADE RIGHT 

When you ask a mechanic why 
he bought a Union he will answer, 
“They’re made just as strong and 
as exact as my tools. No bad spots 
or flimsy stuff in them!” 

Dealers all over America sell 
Union Tool Chests. They’re money 
makers, and create satisfied cus¬ 
tomers. Write for our liberal sell¬ 
ing plan, prices and sales-boosting 
methods. 


UNION 

TOOL CHEST 
COMPANY 

lOSMiUSt. 
Bochester, N. Y. 



SPRING JOINT RULE DISPLAY 






THE ASSORTMENT OF RULES EVEAY STORE 
NEEDS. PUT UP IN AN EXTRA FINE, PRACTICAL 
AND DURABLE QUARTER-SAWED OAK CASE. WILL 
CATCH THE EYE OF EVERY CUSTOMER;. KEEP 
YOUR RULE STOCK IN BEST ORDER AND CONDI¬ 
TION, AND SAVE YOUR CLERK’S TIME. 

STOCKED BY TOUR JOBBER 


ROMMED 

U lSPRIKC HINGESl Il 

STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMEB SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.T. 
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YOUR TRIDE WANTS 


^ The Highest Grade Coil A 
^ILEs\ File Made 

& ITS A TOOL Wi 


Willi Please Your Customers 


I Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


Rondf jw Igi^ Trooifo >fih a “Ddb’’ Coi File 

CISASS MX. COOTACr ro«T&>-»ARK m«l>>OOaS--MACMTT» I 

taouu K M-rat TOOL nr OH Kvnvr AUTOMOsas oa Moroa aoMT 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 

DELn FILE WORKS 

^quautyJf 

rilUOELPRIA, PA., n. S. A. 


Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

?& The Universal Tire 

Carrier Lock 

Adapted for dm 
on ALL cars. The 

Oakland^ Chevro¬ 
let, Dort, Nash, 
No. 1098 Haynes, F^rd, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is % of an inch. 

Case—Heavy, cast brass, polished. 

Shackle—Formed nickeled steel rod. 

Spring lever tumblers. In many key changea 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMAKER HARDWARE GO. 

Lancaster, Pa., U. 8. A. 

A. C. BIDDEIiL, Wostoni Sales Manager 
Hlgglna Bldg., Los Angeles 



Cut Your 

Gauge Glasses 

Tbe Sure and Easy Way 
A slight thumb pressure does the trick—with 
Wilkins Gauge Glass Cutter 
GEO. H. WILKINS COMPANY, 180 N. Market St, CWcafo 
Western Bepresentatives, 8PBAKE SALES CO., Inc. 
Loa Angeles San Francisco Denrer 

216 Higgins Bldg. 525 Market St. 506 Charles Bldg. 
Portland, 638 Railway Exchange Bldg. 


Sells to Every 
Belt User ^ 


Your market 
for Blue Ribbon 
^ ^ Belt Dressing ia lim- 

^ it«d only by the number 

\ of kelt users in your Ticin- 

\1 ity. The quality of tbe Dressing 

is bi^h enough to suit the most dis¬ 
criminating pur^aser. Ask your whole¬ 
saler for it or write for prices and samples. 


THE JOBBER’S MFC. CO. 
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• McCAPFREY 
FILE CQ 



1868 


‘Highest Award (Medal of 
Honor) for F I Ij B 8 and 
B A 8 P 8, Panama-Paoifie 
International BxjMsition, 
8an Francisco.'* 



Lockwood Locks, recognized 
88 standard goods, are well- 
made, of long life and afford 
the users unexcelled security. 
The line includes locks for all 
purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 

Lodmood Ssssf actsrisg Co. 

Mannfaetnrara of 

BUILDEBS’ HABDWARE 

SOUTH VOBWAXH. OOVV., U. 8w A. 

r. 0. Hxooni, Paelfte Ooaal BMpxrnmmw 
8888 HUUfafs At*., BaiMov, Oallf.. V. S. A. 



MAYDOLE HAMMERS 

THE WORLD'S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Glass in Every Respect 


The David Maydole Hammer Co. 


mobwioh; V. A. 



Th« Only Wron^^ bon Anvil naanfao. 
tnred in the United States 



The body is made of wrought iron, the face of 
highest grade emeible cast steel. 

The COLUMBUS ANVIL A FOBOINO CO. 

Oolmnlms, Ohio 


Did you get your outfit 

of the 1921 
"PENNSYLVANIA" 
__ Quality 

Lawn Mowers 



sales helps! Send 
for them. 




rOUNOCO 1677 


^^PHILADELPHIA 
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Tmff your itock—best and cheapest of 

identihcation for Boffs, Bheep and Cattle. 
Name, addreaaand number atamped on tags. 
Cat&loff mailed froo on reqneat. 

F.S.Burch&Co.MOW. Huron St.Chicago^ 


INCUBATORS 

Are good machines for dealers to sell, for they stay 
sold and operate without trouble. 

The Queen is known throughout America as a high- 
grade, moderate-priced incubator that hatches chicks 
that live and grow. Write us. 

Let us help you equip an incubator department. 

QUEEN INCUBATOR CO. - Lincoln, Neb. 


<<CRITCHLEY-SIX” 

Bzpanding Adjustable Reamer. Genuine original six or 
five blades are made only by 

CHADWICK & TREFETHEN 

Portsmoath, N. H. 

Represented by Caldwell Sales Oo., San Francisco, Oalif. 


^ STOCK 


Sturges & Bum Mfg. Oo. 

CHICAGO, ILL. 


"D T R R 17 P Buy goods that have made a world wide reputation 
^ ^ AJ AJ XV prices that will insure you a good profit 

Cobbler Sels Heel Plates Laste and Stands 


ORDER 

YOUR 

STOCK 

TODAY 


Write for Catalog 
No. 18 


ImproTed 

Economical 


STAR HEEL PLATE COMPANY 

LOUIS SACKS. Iiie. . 

Guaranteed 

357-391 Wilton Avenue Newark, N. J., U. S. A Empire 


Laste and Stands 


Satisfied Customers and 
Increased Profits 


All Steel 
Easy To 
Clean 


There’s 
money for you in sell¬ 
ing Sturges Steel 
Chums. All metal— 
drawn steel barrel, 
smooth inside—no corners 
—easily cleaned. Beauti¬ 
fully trimmed in red and 
blue. Write for Circular 
No. 35X. 


“ANSONIA’’ NAIL CLIP 

Made by the mak¬ 
ers of the "Gem*' 

Nall Clipper. 

Twelve In a box or 
12 on a display 

card. _ 

Write 

H. C. COI^CO. ‘T ANSONIA, CONNECTICUT 

Digitized by VjOOQlC 




With the 

Precision Ken Machine 

Anyone can cut a perfect 
duplicate of any Tale 
type key in leae than 
one minute. Machine ia 
automatic. No experi¬ 
ence or ikill neceaaary. 
Write for deaoriptive 
booklet today. 
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How the Hardware Dealer 
Can Sell More Levels 





Lots of good workmen don’t feel they need a 
new level until they see a Sand’s. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand’s level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

Tou not only get the business of the man who 
cannot resist buying when he sees a better level, 
but you get the business that goes to the mail 
order house when you do not stock and display 
levels. 

Ton can hold all the level business with the 
Sand’s line, for there are levels in pine, walnut 
and aluminum for all workmen on every kind of 
work. The price range covers all competition. 
Tour jobber will be glad to supply promptly. 

The following features were originated and first 
applied bj Sand^s: The walnut level, the aluminum 
level, the solid set spirit glasses, the plate glass lens 
protection for spirit glasses and the friction grip wire 
locaters to define exact center instantly. 

Write for fully illustrated folder describing Sand's 
levels for accurate workmen on every kind of work. 

J. SAND ft SONS 

4855 BIVABO ST. • • DETROIT, MIOH. 


The World’s Standards 

“SPECIAL” and “No, 1” Sawsets for 
hand saws not over 16 srause* 

No. 8 Sawset for Cross-cut and Circnlar 
saws 14-20 eranere. 

No. 4 Sawset for “Champion,” “M” and 
doable toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 

6 to 14 gauge. 

Nail Poller—^the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 

Soap Dispensers 

CHAS. MORRILL 

104 Lftfftygtte at, Nftw York, If. Y. 


Saved Our Business 

in every day en- 

abled os to make the business a success.” 

We make 1, 2, 4, 6, 12, 18 and 24-blade 
machines. 

Write for Catalogue end Prloee 

Hyfield Mfg. Company 

292 cnuireli Stmt Vew Toik Olty 


TfT 

MODERN METHODS 

HIGH GRADE MATERIAL 
EFFICIENT INSPECTION 

A FEW OP THE REASONS 

WHY OUR WOOD SCREWS 

WARRANT YOUR 
CONSIDERATION 

“PRODUCTS THAT GiTE SATtSFACTtOr’ 

REED & PRINCE MFG. CO. 

WORCESTER, MASS.. U. S. A. 

BRANCH AT CHICAGO. ILL. 
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THERMOID TIRES 


Made of the famous CROLIDE Compound, are themselves distinctive 


We are assured, and confidently extend this assurance, that *'Thermoid” is 
a LONG WEARING QUALITY TIRE—ENTIRELY HAND MADE and 
EXACTLY SUITED to CALIFORNIA TERRITORY CONDITIONS 



-GUARANTEE- 

FABRIC TIRES: Ford Sizes, 7500 miles. Large Sizes, 6000 miles. 

CORD TIRES: 8000 mUes. 


DL'NHAM, CARRIGAN & HAYDEN CO. 

Exclusive Wholesale Distributor for Northern California, Central California, 

Western Nevada 

SAN FBANOISGO, CALIFORNIA, U. S. A. 
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New Ladd’s Discount Book No. B 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by the compiler and 
editor, William J. Ladd. 

Is one of the gireatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, makmg prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you ? 

It contains more than300,000Computations including New Discounts and Combinationa 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60 . 10 , 10 , 7 ?^ & 254 . —- 


1103.2143 ai 
1303.6066 Sta 
1303.7987 as 
1404.0909 34 
15048831 35 
16046763 
IT 0496 76 
1805.2697 
19 05.6619 
3906.8441 


60 , 10 , 10,754 & 6 . — 






The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar ahowiner all disconnta Numerical Airaafement of Fi|;iiTed 
arranged numerically, with different Nets bringa the different neta together 
ways given for their application. numerically and increases the value of the 

Per Cent Profit. Tables for adding per- other tables, 

centage, affording an accurate and rapid Tweilltha of a Dosen or Gross. These 

way of making prices with profit added. tables, arranged on the plan of the Dis- 
n.S.Mon^ Into Foreign Mimoy andBo- count Tables, give the price of fractional 
versed. Pounds, marks, francs, kronen, etc. parts of a dozen or gross. 

600 Pages. Doable Indexed. Size, 8 x 11 inches. Cloth. Price, $10.00, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 

A 9 SBBSS arsABBsr omcai 


Vli^Uui BnlldlsiT* 

8 ab VnmoiMO, Oallf. 

•07 PloiLMr BuUdiiiff. 
■MttU, WMh. 



888 Taylor oozBir Wtt. 
FortliAd, OzifOB- 

•04-807 Soott BidldM 
Salt Xaka City. ITtaX 


BOATMEN’S BANS BUlLDmO, ST. TMUIB, MO. 
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OTHER FRENCH (PURE PENNSYLVANIA) PRODUCTS CONSIST OF 


Maxoliiie Motorcyde 
OU 

Moco NonFlnid Oil 




Moco Bex Hurd Oil 
Moco Gear Compoond 


First and Foramost. French Oil is made from Premium Pennsylvania Crude Oil, 
which your encyclopedia says is the best and which daily quotations say costs the most. 


INTRODUCING— 


I ^ Pure PennsyWama ^ 

KtEPSYOURMorOR-ibUNC 


Tha ffighest Possible Quality. Made from the premium crude oil of the world, by 
practical and scientific refiners, who have been making successful lubricating oils for 
more than thirty years. Embodies the maximum of lubrication purity and adaptation 
in motor oil. The terrific heat in the engine breaks down ordinary oil and forms sedi¬ 
ment. Repeated tests have shown this oil to resist heat and reduce sediment. This 
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Pure Manila Rope 

“Seaport" Brand 



TRADB MARK 


“Seaport” is a Pure Manila Rope with Government 
Standard Strength Requirements for Manila Rope. It 
is proper rope for Hardware Store trade, where a 
manila rope is desired. 

Ask your Jobber for this Rope. 

THE PORTLAND CORDAGE COMPANY 

Portland, Oregon ... Seattle, Washington 


GARDEN HOSE 



WBITE FOR CATALOGUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEPPARD, Vice-Prest. H. R. PEASE, JR., Treas. C. F. RUNYON, Secy. 
539 Miselon Street Nos. 61, 63, 66, 67 Fourth St., ft Pine Sk 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

OOODS SOLD TO THE TRADE ONLY 
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Push VERIBEST Lines 


HONEYMAN 

For VERIBEST Results 


Hardware Company 

Hardware of Onarantoed Merit, from a 


Park at Qlisan Fourth at Alder 

Horue Famona for Its Service. 


Tools 


White Mountain and Seeger 

General Hardware 


REFRIGERATORS 

Automobile Accessories 


TOLEDO STEAM COOKERS 

House Furnishings 


Nesco Perfect 

Sporting Goods 


OIL COOK STOVES 

Cutlery 

Phonographs 

Phonograph Records 


Domestic Science 
FIRELESS COOK STOVES 



GAS PLATES 

GARDEN HOSE 



LAWN SPRINKLERS 

Wliolesal«E»—Jobbers 


CAMP EQUIPMENT 

In Tents, Beds, Cots, Chairs 

StreveD-Paterson Hardware Go. 


Nested Cooking Utensils, 

SAZiT LAKE OITT 


Etc., Etc. 



A. M. HOLTER 


HOLTER 

Hardware Company 


Hardware Company 

Helena, Montana 


Spokane, Wash. 

BstablUhtd 1867 


WHOLESALE 

WHOLESALE 


ONLY 

Shelf and Heavy Hardware 


Auto Accessories 

Blacksmith Supplies 


PlymoQth Bope Peninsular Line 

Antomatic Washers Fnmaces, Ruifes 

Sargent Hardware and Heaters 

Acme Paints Schuttler Wagons 

Sporting Goods 


Bawlings Sporting Mill, Mining and 

Goods Logging Supplies 

Automobile Accessories 


Prompt, Courteous Service 
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Service ^ Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware' 


Salt Lake City 
Utah 


The ^a(t Lake 

^ cHardn 


cHardware Go. 


Pocatello 

Idaho 



The Hoaae of Fair and Square Dealing—Adr Onr Cnatomers 

EVEBTTHINa IN HABOWABN, IBON, FIFE AND HOUSE¬ 
HOLD UTENSILS, SFOETINa GOODS AND OUTLEET 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


Digitized by 


Google 







HARDWARE WORLD 


78 


BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
Hardware Trade 



li 



Opening 


Handle 
Eaised Seat 
Encased 
Washer 


Standard Brass Casting Co 

Main Office and Factory 
Oakland, Oalif. 

Sales Office 

823 Monadnock Bldc^ San Franclaco 

VL W. WUESTHOFF 
Sales Mgr. 



“MADEWELL” 
Bainbow Lawn Sprinkler 


Throws a fine 
uniform spray 
over reetanffn- 
lar space. 


WS9I5 


Stronfly built. 
Needed wher¬ 
ever there is 
a lawn or gar¬ 
den. A ready 
seller. 


All aboTe products for sale thru Jobbers, 
write to ns for folders. 


Madewell Pipe & Culvert Works 

East 12th Street and 25th Avenue 
Oakland, California 


MAD[lu 
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YAKIMA 

Hardware Company 

TAKIMA, WASH. 

Jobban of Standard Unea of Hardwaza 

Wholesale 


BUILDEBS' EABDWASE, BOOTINO, 
STOVES, TIN AND ENAMELED WABE, 
ntON, STEEL, PIPE AND ITTTZNCNI, 
BLACKSMITH AND WOOL OBOWEBS’ 
SUPPLIES, HOP AND FBUTT OBOW. 
BBS’ SUPPLIES, SPOBTINO GOODS 
AND OUTLEBT, AUTOMOTIVE 
EQUIPMENT 


Oi4«nfm«d 
■ame day 
aa reoelvad 



Prompt 

Oo Bit a ou a 

Sarrioa 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for lu to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFPICIENCT 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE A FUBNAOE 
BEPAIB WOBKS 

Znoorporatod 


MAX BUBmrS 




J, 1. BUBSn 


8POKAKB, WASHINCKrOK 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINOS FOB 1920 

50^0 OF PREMIUMS 

This is for you if a member of your Stata Hardware or Implement Associatioa. 


An inquiry addressed to 


E. E. LUCAS, Secretarj 

will bring full particulara by return mail. 
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“Kant-Slip’’ Creepers 


SAFETY FIR49T—Impossible to slip or fall. 

SAVES TIME—Adjusted or removed quickly; enables wearer to * *take 
the short cut.** 

ECONOMICAL—Outlasts the sole, thereby prolonging the life of the 
shoe. Fits all shapes and sizes. 

USED BY hunters, hikers, fishermen, carpenters, painters, loggers, 
ice cutters, etc. 

In writing state whether you are a jobber, dealer, or salesman, 
territory, etc. 


“Easy-On” Drip Cup 

(Paint Brush Attachment) 


Patent 

Pendini;. 


Every user of paints will want one. 
Protects walls, floors, clothing, etc. 

THE MAO A MAO 00. 

112 Bo. Onrtis At#., Alhambra* OaL 

(Hardware A Drug Supply Oo., Des Moines, 
la.. Distributors for Central States) 


Uentral States) 


THE PACKHAM 

Steve Pipe Criapcr sad Bsaisr 

MADE BY 

THE PACKHAII CRIMPER GO. 


If Your Jobber Does Not 
Carrj It, WriteUs 


These are the Best on the Market 
Agents wanted. 

Builders of Spraying Enginos 

CUSHMAN MOTOR WORKS 

StoAton, Oil 


SNAF8A0K DTT8T 8PSATEB 

FRESNO 


KHAP8A0K LIQUID 8PBATEB 

SONOMA 


Store and Factory Trucks, 
B Wheelbarrows, Scrapers, 
I Carts, 

!\ Casters 


WATER SYSTEMS 


FULLER 

AND 

JOHNSON 

ENGINES 

STAR 

WINDMILLS 

AND 

HOOSIER 

PUMPS 


PACIFIG PUMP a SUPPLY CO 

853 Folsom Street 
San Francisco, Galifomia 
Sole Distributors 
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BEAR BRAND COLD /V PACK CANNER 



Approved 6y 

California 

Home 

Cannere* 

Attociation 


Tot 

Glass Jan 
or 

Tin Cans 



mdds 
10 Qt. Jan 
or 

15 Pt. Jan 



RETAILERS—BIGGEST CANNING year is here — Many Canneries will remaii) 
closed—Reap this opportunity to PUSH sale of this profitable CANNER. 

Approved by U. S. Oovemment. No lifting of ten jan at once. Lift out one rack at a time as 
needed. More convenient than the Wash Boiler type. Your jobber can supply you. Send for catalog 
and instructions. 


WE8TEBN 8A1.E8 BEPBE8E1ITATZVB8 
Omer Oox, AUu Buildlni;, 8mi Frincisco, Oallfornla 
8ands A Oox, 8mi Fernando Building, Los Angeles. OaL 
SUlmple A Ooz, L. 0. 8mltli Building, 8eattle, wash. 
Stxlmple A Ooz, Oorbett Building, Portland. Oregon 
Taylor, Youngs A Ooz, Temple Court Bldg., Denver, Oolo. 
Dan M. B^ 222 Slaughter Building, Dalla^ Tezas 


MANUFACTURED BY 


Woolwine Metal Products Co. 

Eighth Stroai and Santa Fe Ave. 

Log Angelog, Oallfomia 


The 

Schaw-Batcher Co. 


SAOUiniTO, GAL 


WHOLESALE 

HARDWARE 

Pipe mi Rtthigs I Saigast t Co. 
CastM Sted I BdMen' Hariewe 


tperthg GmA | S mpA w 
Supples 


Will's Scientific SprinMer 

FOB LAWNS AND GARDENS 








wia s saeiNKUMe oevcc 
me Appueo fon 


“There’s a Reason Why This Bnainess 
Increased 100 Per Cent in 1920. 

Three Superior Qualities 

Durability—Enidency—Cheapnest 

Made of steel galvanised pipe. Saves 85% on Water 
Bills. Covert 25% more surface with same water. Ne 
Bust—^No Leake--^lid Standard!—eeeurelv attired. 
No bending or breaking. Hoae eonneetion BEST made. 

The Spray is distributed equally, eovaring every 
space and comer. 

Made in all Lengths, and to suit any pressure. 

Guaranteed for 10 yeart* service if properly oared for. 

Ask your Jobber or eend direct to the Factory for 
our deecriptive folder. 

WILLS SPBINKLEB CO. 


2110 FLOBBHOB AVB. 


LOS AmBLBB 
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Johnson Electric 

t Washer 

A Honsehold 
Neoeesity 

The Lowest in Price 

Most Economical in 
Operation and 
Maintenance 

Beqniree Less Service 
Work 

Lasts Longer 

Equipped with special gas burner — En¬ 
closed type motor. Solid copper tub, will 
not warp, leak, rust or bum out. Thou¬ 
sands in use on the Coast. 

Liberal Dealer’s Propoaltlon 
Write for Particiilars 


JOHNSON ELEOTBIO WASHER 00. 

Dept. E—4000 Addine Street 
Oakland, California 


Ws Easv to Sell 



No. 2843 


Thompson Adjustable 
Sprinkler Head 



Sold Through the Jobbing Trade 

Thompson Maiufactnring Company 

East Eighth and Santa Fe Ave. 

LOS ANOELES 


I T bums coal or wood and gas, one at a time 
or both together. There are three inde¬ 
pendent ovens which you can operate sep¬ 
arately or together at different tem^ratures. 
What else could a customer ask forf 

Compact, ultra-serviceable, this Spark Range 
is only 38 inches wide (the width of two 
kitchen chairs), 26 inches deep. It in made 
of rust-resisting steel with nickel, glass and 
enamel trimmings. Oven thermometer. Two 
overhead gas ovens—one will hold an 18-lb. 
turkey; the other broils or serves as an odor¬ 
less boiling oven. Guaranteed for five years. 

For women who want tbeir kiteheiui attraetiTe, 
thia range will pleaee them, becanae of ita 
graceful lines and good quality materials. 

If your locality U not roprotontod 
write for the Exdueive Agency for 
the range of the future 
— The Spark Range 

Made in a dayli^d^t idant by 




O^kl^Md CaliPorfiia 


P. L. Green 
Port. Pam. 

Co. 

P. L. Green Co. 

D. D. Adams 

Ex. 

62 Pike St. 

382 So. Spring St. 

Bldc.i Portland 

Seattle 

Los Angeles 
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JOE WELSH’S 

OEUBBBATEO 

Telerana-Nova 

LEADER 

A Leader that It well named 
a LEADER. A LEADER 
of Leaden 

A Leader that has LED the largest trout and 
salmon to their death this past season. Do you 
know the largest trout was landed in Colorado, 
10^ lbs., by M. Pawls of Meeker on a No. 2 Joe 
Welsh leader? The largest salmon, 41 lbs., landed 
by Judge Osborne on a No. 2 Joe Welsh Leader. 
The largest trout in So. Calif., 3213 lbs. 3 os., 
was landed on a No. 3 Joe Welsh Leader by Joe 
Welsh himself. O. 8. Taylor says in the American 
Field: *'The only Leader I found to stand the 
fishmg in the Soo were Joe Welsh Leaders.” 
Dixie Carroll of national fame, says they are par 
exceUenee. So does a score of our best known 
writing anglers. Think of the knotless, invisible, 
strong leader in all lengths up to 9 ft. in 6 sizes 
with breaking strains from to 30 lbs. All 
quality. Make the weakest part of your tackle 
the strongest. 



SPECIAL OFFER; I wOlBendyonaS^ft. 
L»admr for 25c, 6-fL Lmador for 60c, 9^ft 
Lmador for 76e at uurtploM only. Also a 
§ampio card chowing all cUct. 

JOE WELSH • Pasadem, CaL 

Dlstrlbntoro for XJ. 8. and Osasda 
Dealers can make good profits by baa- 
dling this popular leader. 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942>44-46 Mission Street 
San Francisco 
California 


W 0 carry factory brands only undor factory 
labHs and numbers 

WHOLESALE ONLY 




Cupola Burner OU S teve 


Short Ohlmney Oil 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SBlfD TOUR OBDBB8 TO 

QUICK MEAL STOVE CO., DIV. 

or AMBBZOAR STOVB OOMPAVT 

0, H. SOHDSOK 

We al 80 carry ^ large Paelfie Ooak Ameat 'We alao carry a larga 

OOAI. BANOBS Sw ftwelMO, OaL OA8 BABQffiS 


W6 alao carry a larga 
liDg cf 

GAB SAirOBB 
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BIG GAME CARTRIDGES 


In the heat treatment (xf metal, standards have been 
worked out bj The Peters Cartridge Company, which 
give the proper strength and elasticity to the metals 
used in cartridge cases and bullet jackets. 

Loading machines and loading methods originated and used 
by The Peters Cartridge Company, guarantee uniformity 
otherwise unobtainable. 

The Ballistic requirements of Peters ammunition are so strict, 
that no ammunition is permitted to leave the Works without 
almost unbelievable accuracy—penetration and uniformity. 

PETERS 22 Ammunition has been the standard of the World for years, as well as 
the pistol, revolver and rifle sizes. 

The World's Records won and held with PETERS ammunition and as yet unequaled 
are sure proof that PETERS ammunition is built to ‘‘World's 
Record" specifications. 

THE PETERS CARTRHKJE COMPANY, Cincinnati, Ohio 
BRANCHES: NEW YORK—SAN FRANCISCO 
MARSHALL-WELLS CO., Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT & OO.. Chicago 

SL08S & BRITTAIN, Inc., San Francisco 


3 




Favorite Stoves and Ranges 

BEST IN THE WORLD 


Also regular line of Gas Banges, with Poroelaiii Lined 
Ovens; full line of Coal and Wood Banges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modem oonstrao- 
tion and finish. 

BXOLfUSIVE AOSHT8 

MANGRUM & OTTER, Inc. 

827-831 Mission St, San Frandaco 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY DSr THE WORLD 


A big line to chooee ftein, 
consisting of pesil gray 
and royal bine porcelain. 
Oaa, coal and gas combi¬ 
nations. 
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FORTY-ONE YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1921 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 Mission Street, San Francisco, Gal. 

Samples and Prices on Request 


PAINTS • STAI 


The eomplete, eompaet. distinctire line in handy honee- 
hold cane—^full-eise, fall-meaeure. RETAILS 25 OBETS 
—^no larger eisea. Big Value for user; Blf Profit for 
Ton. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter included. 

Dealer’s Aasortment (SO doa.).054.00 

Jobber’s Aasortniint il2 doa.). 21.60 

Open Stock, all colon, per gross. 21.60 

2% Freight allowance, F.O.B. N. Y., 2% Oash. 

Write lor Color Coni, Gbcelar amd BooUet 


169-178 Second BBOOKLYIT—NEW TOBX 

Townley Metal A Hdwe. Oo., Kansas Oity, Mo. 
Pacific Wooden Ware A Paper Oo., Oakland, OaL 




GENUINE 

HUNTER’S SIFTER 

Stsndixd of the Woild 
Blnoo 1880 


SaoUonal View Order from jour Jobber. 
Showing Conatruotion 

Ctomblneo strength, beeutj, usefulness and dura- 
billtj. CTleanliness always posslblei Made in one 
piece of extra heavy tin platen nickel trimmings. 
Handle swedged to body. No soldered Joints to 
come looso Easy to remove all parts for cleansing. 

THB FBED J. MZTBBS 2dFO. OO. 


FOR OVER FIFTY YEARS THE N AME E. A. BERG HAS STOOD FOR 

m Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH 
GRADE LINE. We can now make prompt shipment of Pliers, Plane 
Irons, Chisels and Razors. 

We are also sole American Representatives for the famous 
(KRON SAGER) SWEDISH HACK SAW BLADES, the HIGHEST 
QUALITY BLADES MADE, AT PRICES NO HIGHER THAN 
ORDINARY BLADES. Wilt, for Priees 

BENSON IMPORTING CO., 620 South Hill Street, Los Angeles, California 


STOVE & FURNACE REPAIRS 

Welding for All Idakee Bepairs and Wicks for New Perfectioii sad Poritsa (Ml Stoveg sad Heaton 

IOBBER8 MYER S. RUBENS WHOLESALERS 

DI ATTCDC (Sold, auver, Nickel, Brocne, CJopper, Of A X C D C 
i Ej Iv O Braee, Blue sad GHia Metal (Mddlidag i Lj/\ 1 llj Ix O 

GALVANIZING RESILVERING RETINNING 

Demoontable Rims, Etc. Head and Spot Ughts Milk and Ice Orram Cans, Etc. 

_ Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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Easy to operate. 

No danger cutting hand. 

Cuts out top completely. 

Saves every can. 

Opens can of any shape. 

Enables contents being removed 
in whole form. 

It is absolutely SAFE. 

A pleasure to use. 

Guarantees satisfaction. 

Made of best materials. 

Deaton cannot afford to be without 
a stock of them because housewives, 
hotels^ restaurants, grocery, packing 
house, can goods and broken sales¬ 
men are all demanding them. 

Flit in V€9t pocket like a **cigar*’ 

Write for Prices. Samplee 65c Each 

SAFETY CAN OPENER GO. 

STSEATOB, njJNOIS 


“Libia” 

Triple Safety 
Vest Pocket Model 

Weight 12 oz. Length 4 in. 

25 cal. 6 shot 32 cal. 7 shot 

SHOOT COLT AUTOMATIC 
CARTRIDGES 

Samples and Prices on Bequest 

Complete line of Imported Firearms 
Sole Importers 

FOBEION MANUFAOTUBEBS SALES 
CORPORATION 
34 West 28th Stracrt, New York Oity 



This new senle 
is celled **Lil>. 
ertj Postal 
Beale" — eapao- 
ity two pounds. 
Finished in cold bronse or oxidised eopper. 

Order this TBINSB seals now. It*s e quick seller, 
with a good profit. 

TRINER SCALE & MFa CO. 

WmI TwwitrFinI SbMt CHICAGO, ILUNOIS 

W. P. HORN * CO. 

Paeifie Ooaat BeprosentatlTee 
Bialto Building, San Franciseo, Oal. 

Ue Aageles Portland, Ore. . Seattle, Wash. 


A New Dixon 
Lubricant 
Grease No. 672 

This is a spon^ grease of medium den¬ 
sity, prepared primarily for the lubrication 
of universal joints. 

It was developed in the Dixon labora¬ 
tories with painstaking care, and has been 
placed on the market only ^ter thorough 
tests have proven its exceptional lubri¬ 
cating qualities. 

A wide range of temperature and cli¬ 
matic changes do not ^fect its normal 
plastic condition. 

A sample of No. 672 will be sent on 
request to Dept. 230-Q. 

JOSEPH DIXON OBUOIBLE OOUPANY 


Bertti Ossrs 
Use Dixon’s 
Ko. 677 Oosr 
Labxicsnt 


Mskers of Qnslity 
Labriesnts 
Estobllshsd 1827 


For Worm 
DrlTss Use 
Dixon’s Ko. 
676 Oosr OU 
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Oompiel \ 

Dnrabl* \ 

mekiUd BU9l \ 
Bmp to Oporato' 


COMSTOCK.BOLTON COMPANY 

Maiiiifaolttroni Bona^olA PpocialtlM 
1926 E. 16tli St. BStaMf Oltp. Mo. 


LANE 

32 SIZES MILLS 


IMPROVED 
PATENTED 
SELP-SHARPEN 
ING GRINDING 
PLATES HAVE 
DOUBLED 
PREVIOUS 
CAPACITIES. 


Get new catalog 


LANE BROS. CO. 


Bivei StTMt 
Poiiglikeq;«le, 
KflwToik 




***•» no. 1100*9® 

Patented. 

Hol-Tite Hose Wasliers 

WONT LOSE OUT 

The SPRING of the 

OVAL SHAPE keeps them in 

SPLENDID 8ELLEB 
BEPEAT 0BDEB8 

FINE PBOFIT FOB DEALEB AND JOBBES 

If your Jobber hasn’t them, write ns his name 
and we will send sample washer and show card. 

Future orders will be packed in counter display 
boxes with show card in colors printed inside 
cover. Dealers who have been supplied with 
washers packed in cartons please write for Din- 
play Oar^ 

HOL-TITE WASHER CO. 

800 Fifo Bld«. 1613 WOlMtar at. 

San Fnaeiaco Alamoda 
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The Lightnmg Paint Brush Gleaner 


Ole ana 


Makes Stoves Look Like New 

KILLS BUST; PREVENTS BUST- 
INO; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 11 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Bllssion St., 737 Terminal St.. 
San Francisco Los Angeles 
Seattle, Wash. 


HERCULES COLD SODER 

THE METAL MENDEB 


Mends aaj leak in anj metal qniekly and permanently, 
without heat or acid. Just apply Hercules Cold Soder, 
a semi'liouid, from tube, eoverfng hole or eraok. Fines 
househola utensils, brasa granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your Jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept A OOXnrOIL BLUFFS, ZA. 

AMERICAN MERCANTILE CO.. 510 Batterr Street, 
San Francisco, Calif., Export Representatives 


AMERICAN SEAL 


PAINTS and CEMENTS 


^^MAKE GOOD” 


WITH YOU AHD YOUB OU8TOMBB8 
STAND FOB 




WBITE U8 FOB DBALEE’8 PBOP08ITZOV 


MANU7AOTUBBD BY 

The Wm. Connor8 Paint Mfg. Co. 

1808 TBOY, V. Y. 1981 


QUALITY and DURABIUTY 
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Columbia Brush Co. 

MANUFACTURERS OF 

BRUSHES 

EAST OBANaE, K. J. 

Floor Brooms, Counter Dusters, Radiator 
Brushes, Window Brushes, Pur 
Dyeing Brushes and Electrical 
Supply Brushes. 

ASK FOR A STOCK ASSORTMENT 




LarcMt selUnc—lowest priced. 


Heating Illl°Cs)Inl 

A Profitable 
t Summer Seller 

^ 1,000,000 Sales 

to date proves lt*s 
I a fast seller 

Simple and easy to 
operate. Highly 
f polished and nickel- 

plated. Heat regu¬ 
lated instantly. 
Handle always cool. 
Correct weight, 6 lbs. 
Attractive Selling 
Helps free to dealers. 
Write today for 
prices and details. 


BOYAI. SELF HEATINa IRON CX>MPANY 
Big Prairie, Ohio 


O. UNDEMANN & CO. 

35 andS? Woo«terSt,New York EHaMbh^ 1863 



tmf JAPANNED. BRASS i 
TINNED WIRE 


BM and Cage SuMhies 


A la. Oongor, 70S Market Street, Saa Praaeisco, Oal. 

BepreaeatatlTe for Oallforaia 
T. D. ir<.T.aeAii^ L, 0. Smith BnUdlag, Seattlo, Wach., 
BepreaeatatlTe for Washiagtoa, Oregoa. Idaho, 
Utah, Moataaa aad BritUh Oommoia 



Camp Spoons 

ATLAS TINNED 


Now is the time to 
place orders for these 
spoons so as to have 
them in stock for 
Campers. 

Write for catalogue 
and prices. 


Atlas Mf^e COa 

NEW HAVEN, CONN. 


HUOH80N & MERTON 
Paeifie Coast Agents 
San Franeisco, Los AsRsles 
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NORTHLAND SKIS—TOBOQQANS — SNOW SHOES 

Every one a good seller—and profitable, too. Order early for next season—prices are down now 
NORTHLAND SKI BflFQ. GO., 2330 Hampden Ave., St. Paul, Minn. ^wnt* 


Writ* 

for 

Otitlog 




BEST CUTLERY CO. 

MaxiTifaeturerB of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

25 Wmonghby Street Kewark, N. 3 . 


“ATLAS” 

Shears and Scissors 

gHOTJIaD BE m THE STOCK OF 
BVEBT JOBBER IN AMERICA 

The wonderful Atlas Brands are the best Tallies 
in popular priced entlery. Years of experience, 
with improved machinery and metho2U, now 
enable ns to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sixes. 

Onr Oomiter Carded AMortmcnti 

sell Scissors for dealers very quickly. 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Evaryone Bnys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ASBIVAL 

The BELMONT TUMBLER CO., Bellaiie, Ohio 


SHUR-TITE 

BOTTLE CAP 



For perfect 
sealing — and 
re-sealing—of 
home bever¬ 
ages, ketch¬ 
ups, sauces, 
etc., without 
the use of a 
capper. 



Used 

Bepeatedly 


Instantly 

Applied 

Seals 

Positively 





Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North At., Bildg«poit» Conn. 

RsprMoatdd bj 
JOHV T. mOWlTTBSB, Xne. 

Baa PraaeiBeo, Los Angelos. Sonttle, Salt Leke 0it7t 
Dourer, Mexico, D. F. Mezieo 


SELLS 

RETAIL 


5c BACH 
COMPLETE 



Attractive 
discounts to the 
trade. 


ORDER 

SAMPLE 

GROSS 

TODAY 


MANUFACTURED BY 

PORTER PRODUCTS CORPORATION 

616 Kntth Bldtr. • Sjnaenae, K. T. 


EYELET TOOL CO. 

Manufaetnrere of Pnnehes end Sets 
(head drire and foot power) for 
Losther, Oloth and Metal. Pn a e h 
Tubes, Wnohes sad Dies. All kinds 
and sisso made to order. Write jobber. 
Booklete free. Established 1858. 

190 DorehesUr Art. 
BOBTOV, XAM. 


Gilson Garden Tools 

Have proven Live Selim wherever 
shown. They get the weeds ont of 
gardens and cash into the dealer's 
tUl. Write today for catalog and prices. 

J. B. QILSON CX>., PORT WAflHnTOTON, WIR 
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“YANKEE” 


N«. 
1261 
Length 
IS in. 
Over All 



TAP 

WRENCHES 


Right and Left Hand and Rigid 


THREE grron 

No. 250 Capacity up to 3/16 in. Taps 
No. 251 ‘‘ “ 5/16 “ ‘‘ 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close comers. The No. 1251 is 13 
inches overall, ^ving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 




No. 250 


Your Jobber Will 
Supply You 


NORTH BROS. MFC. CO. 

PHILADELPHIA, PA„ U. S. A. 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the ChiU in It” 

The name “WHITE MOUNTAIN’' for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither ESffort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated M 

catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H., U. S. A 



iname manuiacnning i^ompany - nasnua, n, u., u. a. a 

BBAMOH OmOBS: 

Now Tovk Oikj Boaton, Maas. AUanU, Oa. Dallao, Taacas San Praiielaoo, Oai. Daswar, Oolo. MalbonxM, Am. 

PAOmO COAST DZ8TBZBT7TOBS: 

Ban Fraaoiaoo.Dunham, Oarxlnn A Haydan Co. Porttand.Hoaajmaa Haidwaiu Oa. 

Saeramaato...Mlllar-Bnwxlght Co. SaatUa ..Sckwabaehar Haidwara Oa. 
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WITT 

G>migated 
Cans and Pails 


A display of Witt Corrugated Gar¬ 
bage Pads in your store during the sum¬ 
mer will increase your sales. 

Backed by national advertising, the 
Witt Corrugated line, with the yellow 
label, lends distinction to your store— 
reflecting quality clear through. 

Display Witt Corrugated Cans and 
Pails and watch your summer profits 
increase. 

FOB gAT.B OB THE PAOIFIO OOABT BT 

Bak«r, HuBllton k Pacific Oo.San Franciaco 

Dohrmann Commercial Oo.San Franciaco 

DnnhaaiV Oarrifan k Hajden Oo.San Franciaco 

Harman-Weil Oo.San Franciaco 

Holbrook, Merrill k Sietaon, Inc.San Franciaco 

Maafxiim k Otter, Inc..San Franciaco 

Seller Broa. k Oo .San Franciaco 

J. Boniatein k Sona, Inc.Seattle 

SeatUe Hardware Oo.Seattle 

Schwabacher Hardware Oo.Seattle 

Wbiton Hardware Oo.Seattle 

TboBuon-Dign Oo..Sacramento 

M. Seller k Oo..Portland Seattle, Spokane 

Honeyman Hardware Oo.Portland 


THE WITT CORNICE CO. 

Oincinnsti 


—all you need is this 
solder and a way to 
melt it 

Think what that means in getting and holding 
solder business. Fluxing—that hard part of sol¬ 
dering, the part that requires most expertness, 
the part that calls for most explanation when you 
sell solder to the layman—that part is eliminated 
bv _ 





The acid flux, scientifically prepared at the fac¬ 
tory, is in the hollow core of this wire solder. As 
the solder is melted the flux is released and a 
perfect bond is the certain result. 

Send for sample—use it yourself 

When you see how much easier it is to do better 
work with this solder, youUl know why it is in 
demand, for automobile repair work, general re¬ 
pair work, electrical work and all kinds of general 
soldering. Kester Solder stocks two items in 
one; flux and solder. So it’s as easy to 
and sell as’to use. 

Sold in one pound cartons, and on one, five and 
ten pound coils. 

OHIOAGO SOLDER COMPANY 

4229 Wrlghtwood Ave., Chicago 

Direct Factory Rrepeaentatiyes: 

The Faaeette-Huston Co., Chattanooga, Tenn. 
Lonia J. Zieael Go., 210 Market St., San Francisco 


CHICAGO SOLDER OO., H-W 7-21 

4220 Wrightwood Ato.. Chicago. 

Gentlemen: Please send me a free sample of Kester 
Acid-Core Wire Solder. 


Company ... 

City . State ... 

Onr Supply is. . . 
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AT $6.00 KETAIL * 

The Most Wonderful Air RiHe 
Ever Invented 

Different from All Others 

ORDER NOW from your jobber or 
write us direct for full information 
regardinj: the only ORIGINAL PUMP 
GUN FOR MEN AND BOYS, always 
in great demand. Sample on request. 
Attractiye discounts. 

BMjamin Sir Rifle & Mfg. Co. 

Broadway k Waahingtoii 
8T. LOUIS, . • MISSOURI 

Fadfio Ooaat RepresentatiTsa 
MCDONALD A LINFORTH 
Call Bldg., San Franclsoo 


At a Popular Price 


The Benjaimin 


A RTSAT, pump air rifle 
ONE STROKE OF THE PUMP AND YOU CAN SHOOT 

POWBEFUI# and ACCURATE. Works on the same principle as Air 
Drills and Air Hammers. Shooting power always un^r your controL 
Each stroke of the increases the shooting power. One to four 
strokes all that is ordinarily required. Never loses its shooting force. 
Absolutely safe, holding the compressed air for some time. You do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can eai^y 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Gun is then only 28 inches long. 


American Portable Scales 


Hardened Made of very best ma- 

|| 1 ““d workmanship 

Pivots. y M 4r throughout, neatly fin- 

Accurately Ir > ished, strong and per- 

H fectly accurate. 

Guaranteed. H Nq better scale on the 

^ B i- market, and the low 

price will interest you. 
We make the complete 
line of sizes; also weight- 
less scales. 

Wrffe for Catalog and Jobbers Prices 

AMERICAN SCALE CO. - Slatisa B, Rastas City, Mo. 




Obampion L 

FotkB 

Specify Reddick Nationally 
Wire Spedaltiee 

From your jobber or direct 

MIOHIOAN WIRE GOODS 

702 Second Street, Nllee, 


^ Reddick 
^ Mole 
Traps 

f ShMBr 

' Wire 

Scoops 

Champion 

Ash 

Sifters 

Advertiaed 


from us. 

COMPANY 

Weh. 



...THE... 

FAULTLESS 

CASTER 

A scientific construction 
accurately produced—this 
is the fundamental prin¬ 
ciple that has established 
the supreme quality and 
unsurpassed service of 
FAULTLESS CASTERS. 

FAULTLESS CASTER COMPANY 

EVANSVILLE. INDIANA 
Mannf actnrers of AU Kinds of Oastexs 

PaeUic Cooaf RepresentativsB 
CHAS. A. DOWD SALES COMPANY 
320 Marhmi Street, Son Francisco 
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For Deck, Camp or Cottage 

your customers want folding furniture 
that for 30 years has been the leader in its 
line. Comfortable, compact and light, 
Gold Medal Folding Furniture is a ready¬ 
selling, profitable line for the dealer. Write 
for the ‘‘G.M.*’ catalog and the name of 
your nearest jobber. 

Gold Medal Oamp FnnUtore Mfg. Oo. 
Bacine, Wlaconrin 




TRADE MARK REa US. PAT. OFF. 




Gun Sights 

For Game and Target 
Shooting 




^ ^ Shooters everywhere place 
utmost reliance on Marble’s 
Sights—complete line shown in 
catalog. Marble’s goods sold byfirstclass 
jobbers—if your jobber cannot supply 
you, write us. Discounts from list prices 

Flexilda Bear 

Blgltt — Known 

wherever guns are^^N jm 

fired—^perfect rear HH I 

for nearly ^ H 

^ standard Amer- 

iktPriM$4ji 

Order a few of 
these ready sellers. 

MARBLE ARMS & MFG. CO. 

6S80 IMU At«., CM•dltoll^ Kidi. 



'"R gdSeoT ^r 

(I^Auto-PofcK Bed 


They’re Coining Fast 

Orders and Inquiries 

from all points are pouring in daily in re¬ 
sponse to our National advertising in more 
than a dozen leading mediums. 

Inquiries coming from territory wherein 
we have dealers are referred back to these 
dealers. 

It is Time NOW for you to begin your 
harvest of the touring and camping season; 
time to order— 

The “Red Seal" 

Auto Bed and Tent 

“FOXJS BEDS nr ONE” 

For Tourist, Camper 
Sportsmen and Home 

New 1921 model weighs bnt 47 pounds, and 
will s^port a family. Gan be erected within 
our * * Bed Seal ’ * tent, either with or independ¬ 
ent of the ear, or over the seats if desired. 

Equipped with a mattress that Oannot Sag; 
tensile steel springs; light steel frame—rWd 
and strong; folds into small, neat bundle which 
is carried conveniently on running board. 

Write todaj for deecilptiTe litoratnre 
and attraetlvo price list 

The Schaefer Tent & Anlii Ce. 

1421 Larimer Street 
DENVEB, OOLO. 

nrSirDCI The point of interest to yon 
m ig |;ijg comparatively low cost 
—the wide margin—the waiting market. Ail 
inquiries resnlting from our national advertis¬ 
ing will be immediately referred to yon. Be^ 
with the season; get the fall reward—Order 
TODAY. 
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DIETZ 

LANTERNS 



Now Is The Time to Sell 

Dietz 

“PIONEER” 

KEROSENE LANTERNS 

For use around the summer 
home or camp or as a light for 
private docks at seashore or 
lake. There is a fine profit on 
these lamps. 


Farnished either with bail for hang¬ 
ing or with socket for mounting on 
a post. 22 C. Power. Bums 24 
hours. Green enamel finish. 


R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World 
Founded 1840 

Your Jobber Stocks DIETZ Lanterns 


MADE IN ONIO, U. S. A. 

ALUMINUM 

“Real Solid” 

The **BBAL SOUD** LINE has been for 20 
yeejv, the 8ironw, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to grive the dealer 
roods of such quality that assures him not 
only his PROFIT, but the housewife’s contin> 
ued patronage. 

"REAL SOLID” WARE 



This is a Heavy 
Drawn line 
STAMPED from 
heavy tempered 
Sheets, which il 
far superior, la 


ness and Dura¬ 
bility. 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The beet on the market. 
PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metsd 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and bum off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers* Shelves. 

We have added 26 New Itexni, all prac¬ 
tical. This makee the “BEAL SOLID” 
Line the most complete on the market 

Write Todky and get our New 
Catalog just off the Press. 

The BuckiyeAluDiiRum Company 

WOOSTEB. OHIO 
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Milbradt Ladders 










jr^i - 


r , : -r ■-■ > 


Will pay for them- 
selves in a short time 
by enabling yon to 
wait on more trade, 
save the wear and 
tear on yonr fixtures 
and goods, as well as 
bring the appear¬ 
ance of yonr store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shely- 
ing. 


MILBRADT MFG. CO. 


CURVED 

Handle a 



>415 Vo. TMlth St. 


St. iMiia MS. 


Feature of 
Advantage 

Consider what it means to 
mechanics. A con renient 
wrench with just the proper 
curre which makes it easy 
to get into the bard-to-get- 
at places — which proTldes 
increased leverage and pre> 
vents the hand from slip¬ 
ping. 

Another improvement, fonnd only in this wrench, is the 
matly strengthened tongue, or web of jaw, which 
insures even distribution of strain. This wrenoh is 
made from drop forged steel, pack hardened with a 
jaw of special steel of high tensile strength. Fully 
guaranteed, “A New Tool for Any Defective One.’* 

Five sises, 4". 6**, 8**, 10** and 12". 

Write for catalog and trade discounts 

BEBQMAN TOOL MANUFAOTUBINa 00. 

Bnlfalo^ N. T. 

C, W. GAUS^ CO. 

698 Mission Street, San Francisco 
Pacific Coast Representative 


MAGNETIC CLOTH 

OLBAm LIKB MAOXO 

sad is the asotl ready teller of any dometlic device 
known 



Ko up to-date kitchen is complete without one; no more 
worry over Dirty Pane; just a rub or two with Mag- 
ostie Cloth and the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabrir and gives excellent service. 


Retails for 
10 Cents 



0TT5CHADC 


Send us your 
jobber’s name 
if he can’t 
supply you. 


Manufactured by 

JOHN W. QOTTSCNALK MFQ. CO. 

Lshidh Are. and Kaaehtr 81. Pltfladtlphla» Fa. 

MCDONALD A LINFORTH. 

Psdfie Ooaat Rapt., 780 Oall Bldg., San Francisco 



This is Freezer 
time and everyone 
wants the 


AC 




PUHBHBBII It is practical and 
J RITTER I compact, made of 

best quality tin. It 
works quickly and 
well, and child can operate it easily. Will 
turn out the finest velvety cream in five 
minutes. 

The ACME Freezer can be placed in an 
ordinary refrigerator after the cream is 
frozen. This saves ice and time, and labor 
packing. 

Your jobber can supply you with ACME 
Freezers. Two splendid selling sizes: 

2-quart size retails at $1.60 
4-quart size retails at $2.50 

MADB BY 

RITTER CAN & SPECIALTY CO. 

PH1LADEU.PHIA, P A. 

Factory Selling Agents: BEH a OO. 

106 Fraal^ St, Now Toric 
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Talk DUALITE to the 
man and woman on the 
other side of your counter, 
and you get ’em. They 
will listen to you. No 
matter what else they may 
or may not need for the 
moment, they will be in¬ 
terested to learn that there 


is a lamp that does double 
duty, serving twice as long 
as any lamp known, and 
that you can supply it to 
them. 

Order your DUALITES 
now. This is the season for 
you to lay your stock in. 


The DUALITE is fully protected by U. S. Patents and is made and controlled 
exclusively by us, who have for years specialized in gas-filled lamps. 

WHITELITE ELECTRIC COMPANY, 368-370 Broome St, New York City 




The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If yon are a wholesale dealer and have not onr catalog and prices, yon should writs for them at once. 





BUTOHEB 

SKnmiNa 

STioKnra 

BONINQ 

SHEATH 

SLIOINa 

OOBN 

SHOE 


KNIVES 


KITCHEN 

OANNINO 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVEBS, FLESH FOBKS and a large variety 
of E^ves with improved Sanitary Aluminum Handles 





We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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Protect 

Your 

Profits 


Know for a certainty that every sale 
is a profitable one. 

Stop the overweight and under¬ 
charging drain on your business. 

Protect your profits and give the 
best possible service to your customers 
by using 

Dayton Moneyweight 

Hardware Weighing Machines 

The No. 74 Dayton Moneyweight 
Automatic and Computing Hardware 
Weighing Machine has a total weighing 
capacity of 110 lbs., with computing 
chart capacity of 10 lbs. The wire rack 
facilitates the weighing of wire, rope, 
screen, etc. The scoop and scoop ‘‘on 
and off*^’ device and the extra large 
platform make for greater efficiency. 
This is the ideal weighing machine for 
the retail hardware business. 

Ask our nearest Agency for a dem¬ 
onstration. It will be cheerfully given 
and entails no obligation on your part. 

DAYTON MONEYWEIOHT SCALE COMPANY 

DAYTON, OHIO 

Snbiidlarx of 

Oompntiiic-Tabiilatliig-Boeoxdliif Oompaaj 
of Now York 


FOSTER BROS. 
CUTLERY 


Is Made for Service 

Keen—Convenient—Durable 

For all trade purposes 
FOSTER BROTHERS’ 
Cutlery is unrivaled. 
Properly ground, tem¬ 
pered, balanced and 
sharpened, ready for 
use, it is guaranteed to 
meet the most severe re¬ 
quirements. Knives, 
Cleavers, Carvers, Split¬ 
ters, etc., of every type 
and for every purpose. 

Foster Bros. Cut- 
is universal- 
ly noted for 
quality and serv- 
iceability. Half 
a century of ex- 
perience has en- 
abled us to pro- MJ 

duce the best M 

cutlery to meet 
all needs. H 

B y selling t o H 

your customers 
cutlery o f dis- IF 

tinguished service, you increase 
your profits and enhance your 
reputation as a high-class dealer. 

THE BRAND IS FOSTER BROS. 

Your fobbor can fully dotcribo Foster Bros. 
Complete Line of Cutlery 

85-99 Cliff St., New York City, N. Y. 
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Have you had 
your copy ? 

This booklet, “You Cannot 
Buy a Better Lamp,” contains 
facts about Hygrade Lamps and 
the Hygrade Lamp Company of 
interest to every hardware 
dealer who sells or who is plan¬ 
ning to sell incandescent lamps. 

We would like to send you a 
copy. 

Hygrade Lamp Co 


CCNElALOmCE 

ANDFACTOVr 


'Salem Mass 


( Licensed 

Wider tktiimtdm 

WAMfVSf 

GtatalEbetneCo 



Lalance & Grosjean Mfg. Co. 


Manufacturen of the Celebrated Lines of 

A.gate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMEUNG CO. 

MASSILLON, OHIO 

3 Planti at BeUaire, Ohio, and Massillon, Ohio 
eovartng IS acres of floor space 



HEB GLABBAK SHELF 


Glasbak Dishes I 
Are Popular 

T he demand for them is increi^ 
ing rapidly — which results in 
increased sales and a quick 
turnover. 

Women have quickly learned the 
value of a glass baking dish the 
transparency of which affords a clear 
view of food as it bakes. They appre¬ 
ciate that Glasbak dishes mean suc¬ 
cessful baking, because the heat is 
absorbed by &em so evenly that an 
even baking temperature is assured 
throughout. 

Not only that, but Glasbak dishes 
are attractive, and this saves extra 
dishwashing, for they can be served 
from right at the table. And they 
are very easily washed. 

Glasbak dishes are quick sellers. 
Write for Booklet V. 

McKEE GLASS COMPANY 
Jeannette, Pa. 
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MapuM Dealers Bulletin 


_ OKOE A IToKTH FOB DEALI 

PrflCtiCfll Helps We have just finished a new 

Duplex window trim—and it's 
DOOSI ijfllCS ® getter. One fea¬ 

ture that you will like about 
Sales helps are often promised readily 

the merchant by the manufacturer adapted to fit windows of any 
with the best of intentions, but ®®^ '^P- 

frequently do not materialize. For ' 

Sany Sa?jrve?“?h“e“Sr! “PP>-‘>«c'>ed 

handling I>uplel FUeless Stoves the savings 

practical sales helps of every ^ iT®** “* 

d e s c r i p t i o n. Aid that worZ 

“practical” means a lot. /w * 1 . « «, 

Get the Details Kow 

Never have we taken the “It’e it places you under no obliga- 
up to you to get salesattitude. 4 .^ *u«. jam h ^ 

\fe back you up by a strong na^ f f , 

tional advertising campaign and , “*®® P^*”' 

then help you further by real sales merchants are 

helps to get the business. Window doing with this fast-selling fea- 
displays, attractive folders, post- ture. 
ers, assistance in planning news- 
paper advertising — these sales 

aids and more are furnished you. DURHAM MFG. CO. 


D E A L E B8 EVEBTWHEBE 


We have just finished a new 
Duplex window trim—and it's 
a real sales getter. One fea¬ 
ture that you will like about 
it is that it can be readily 
adapted to fit windows of any 
size and it is easy to set up. 

equipment has ever approached 
the convenience and the savings 
in time as well as fuel and food 
bills, it makes. 

Get the Details Now 

It places you under no obliga¬ 
tion to get the details of our 
liberal sales plan. Write now to 
learn what other merchants are 
doing with this fast-selling fea¬ 
ture. 



The Feature of the Plan 

But the biggest thing in the Du¬ 
plex Sales Plan is the Duplex Fire¬ 
less Stove itself. No household 


MUNOIE, IND. 

New Tork, 108 Ohunben Street 
Lot Anxeles. 3718 H W. Pico Street 
1316 Manhattan Building, Chicago 


In selling the Duplex, yon are 
never stalled by the o^en-heard 
sales resistance, * * Well it's a fine 
thing but it won't fit my place. ’' 

For there is a Duplex Firelees 
Stove to suit every home from 
the one-room flat to the country 
estate. 
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Win With Elgins 

Display a few Elgin Ovens in your store, accept our sales 
helps; use them and you will win new and profitable 
business. Write for free bulletin of selling hints. A 
BIG demand exists in both city and country for Elgin 
ovens, and NOW is the time. 

July Days are Days 


A hot plate or an oil stove with an Elgin oven is ideal 
baking equipment. Saves three-quarters of the fuel and 

does not heat the house. 

■ — Eecommend Elgin 
ovens to your friends 

and customers. The line - 

is of exceptional merit. 

Will bake quickly and perfectly. Do anything any oven will do. 
Thousands now buying them to save cost of range and to save fuel. 
Let us send you a few and add more later. Orders shipped same day 
received. Lady Elgin and Thermo No. 40, here shown, are representa¬ 
tive of the big line of various sizes and styles. Ask your jobber or 
write us direct. 

ELGIN STOVE & OVEN CO., Elgin, III. 

Eastern Distributors: BEH & CO., 1140 Broadway, New York City 
Warehouses: New York, Philadelphia, Boston, Pittsburgh, Rochester 
Northwestern Representative: A. C. Black, 515 Lumber Exchange, Minneapolis, 

Minnesota 

Chicago Representative: M. S. Kopf, 180 Dearborn 


SECHRIST 

PRESSURE COOKER 

Your Customers Know About ft 


t T^HROUGH Sechrist magazine and newspaper ad- 

I vertising, full page articles on pressure cooking 
^ and canning in April, Woman’s Home Companion; 

May, Good Housekeeping; June, Pictorial Review; Peb., 
Ladies’ Home Journal, in numerous farm publications 
and U. 8. Dept, of Ag. Bulletin X S-37. 

The Sechrist Pressure Cooker cooks food in one- 
third the usual time and pays for itself in saving on 
fuel and meat bill. Gives housewife the canning method 
used by canning factories. Tested and approved by 
Good Housekeeping Institute. 

Your customers will appreciate the beautiful finish 
and high class workmanship of the Sechrist Cooker. 
The vessel is made of rolled plate aluminum, smooth and 
easy to clean. This hard metal resists the action of 

We furnish folders, window cards and electros. 

THE ALBERT SECHRIST MFG. CO. - Denver, Colo. 
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The lice hardware 
dealer says: 


“I Have Standardized 

my Golf Clubs 

“I am just beginning golf this year and 
I shall use three clubs. 

“You can have too many things to work 
with just as you can have too few. 

“I standardize the stock in the store 
just as much as possible. In garden 
hose, for instance, I keep only BULL 
DOG, GOOD LUCK and MILO, and 
you have to admit I play a great game 
with those three. 

“The caddy says I’ll change my mind 
about the golf clubs. It may be—but 
I am certain I will not change my mind 
about the garden hose.” 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mast. 

The largest hose manu¬ 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
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THE WHINERS 

I don’t mind the man with red-blooded 
kick, 

At a real or fancied wrong; 

I I can stand for the chap with the grouch, 
if he’s quick 

To drop it when joy comes along; 

I have praise for the fellow who says 
what he thinks, 

Though his thoughts may not fit with 
mine. 

But spare me from having to mix with 
the ginks 

Who go through the world with a 
whine. 

I am willing to listen to sinner or saint 

Who is willing to fight for his rights, 
And there’s something sometimes in an 
honest complaint 

That the soul of me really delights. 
For kickers are useful and grouches are 
wise. 

For their purpose is frequently fine. 
But spare me from having to mix with 
the guys 

Who go through the world with a 
whine. 

Business is not seriously sick—it’s not ty¬ 
phoid, but merely a case of overeating. We 
"Md exercise instead of rest. 

l^ollowing the war most of us lost sight of 
'he value of the dollar. Many of us spent all 
•hat we had made, were making or every ex- 
Peeted to make. We have tried to solve our 
Pfoblems by every method except through the 
"Veat of the brow. 


SUCCESS 

It’s doing your job the best you can, 
And being just to your fellow man; 

It’s making money, but holding friends, 
And sta3dng true to your aims and ends; 
It’s figuring how and learning why. 
And looking forward and thinking high, 
And dreaming a little and doing much; 
It’s keeping always in closest touch 
With what is finest in word and deed; 
It’s being thorough, yet making speed; 
It’s daring blithely the field of chance 
While making labor a brave romance ; 
It’s going onward despite defeat 
And fighting staunchly, but keeping 
sweet. 

It’s being clean and it’s playing fair; 
It’s laughing lightly at Dame Despair; 
It’s looking up at the stars above. 

And drinkmg deeply of life and love; 

It’s struggling on with the will to win. 
But taking loss with a cheerful grin; 
It’s sharing sorrow, and work, and 
mirth. 

And making better this good old earth. 
It’s serving, striving through strain 
and stress. 

It’s doing your noblest—^that’s Success. 

The only way to bring dead stock to life is 
to sell it, and the sooner you sell it the less the 
loss you will have to take. 


Conditions do not readjust themselves over 
night. The sellers’ market is a thing of the 
past. The tables are turned—the buyer has be¬ 
come passive. The seller must take the ini¬ 
tiative. Under present conditions nothing will 
be bought until first it has been sold. 
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WHAT IS YOUR ATTITUDE? 

Pessimism spreads like wildfire. We listen 
too much to the ‘'big noise.’’ This is a time 
for calm thinking. The last three years have 
been exceptionally good years for the wage 
• earner, the farmer and the dealer, but when 
we compare present conditions with conditions 
four years ago there is not such a contrast. 

Let us never lose sight of the fundamental 
fact that, irrespective of the business slump, 
people must eat and wear clothes. That, irre¬ 
spective of disturbed conditions, the vast ma¬ 
jority of Americans are living just about the 
same today as they were a year ago. 

What, then, is to be the attitude of the 
salesman ? 

Two courses are open: 

First: To sit back and keep repeating to 
himself and others that there is no such thing 
as an order, therefore it is useless to put forth 
sales effort. 

Second: That, irrespective of conditions, 
there is always a certain amount of business 
and that, through redoubled energy and hard 
work, he is going to get more than his share of 
that business. 

The first is the attitude of the slacker, the 
quitter and the drone. The second is the at¬ 
titude of the constructive optimist—the man 
who will come out ahead irrespective of con¬ 
ditions. 

And when the clouds have cleared away and 
business shall have been established on a firm 
foundation and prosperity sweeps over our land 
—it will have been to the credit of the peptim- 
ists—to those who have backed optimism with 
hard work! 


TIME TO QUIT 

There’s a time to part and a time to meet, 
There’s a time to sleep and a time to eat. 
There’s a time to work and a time to play. 
There’s a time to sing and a time to pray. 
There’s a time that’s glad and a time that’s 
blue, 

There’s a time to plan and a time to do. 
There’s a time to grin and show your grit— 
But there never yet was a time to quit. 


A PEPTIMIST 

The peptimist is the one who works wdth most 
exceeding vim. 

And sets example to the shirks who may keep 
tab on him. 

So many men, with dragging feet, go to their 
tasks each day, 

With frowns they shuck the ears of wheat and 
thresh the bales of hay. 

With scowls they ply the shining saw or wield 
the useful chum; 

They’re only happy when they draw the pay 
they think they earn. 

And when there is a slump in trade, and work¬ 
men must be fired. 

These delegates are first to fade—they’ve made 
the bosses tired. 

The peptimist has taken pride in labors safe 
and sane. 

Whatever tool he may have plied, a corkscrew 
or a plane. 

He did not go with dragging steps when morn¬ 
ing whistles blew. 

In every motion there was pep, no sulky fits he 
threw. 

And when a slump in trade appears, and work¬ 
men are laid off, 

The boss announces, through his tears, “W^e’ll 
keep the hustling toff. 

We can’t afford to let him go, he’s such a use¬ 
ful man. 

We’ll keep him, though to Tom and Joe we must 
attach the can.” 

The peptimist is in demand wherever commerce 
dwells. 

He makes his progress through the land, and 
wears a string of bells. 


Keep you eyes on your own job and you 
won’t see so many faults in others. 


The young man who aspires to do things 
must early learn to do without things. 


Behind each business that keeps up with the 
times is an individual with a periscope who 
keeps ahead of them. 


DESTROYS GENIUS AND INITIATIVE 

“Today I am wondering what would have happened to me by now, if fifty 
years ago, some fluent talker had converted me to the theory of the eight-hour 
day and convinced me that it was not fair to my fellow workers to put forth my 
best efforts in my work. I am glad that the eight-hour day had not been in¬ 
vented when I was a young man. If my life had been made up of eight-hour days 
I don’t believe I could have accomplished a great deal. The country would not 
amount to as much as it does if the young men of fifty years ago had been afraid 
thev might earn more than they were paid. There were shirkers in those days, 
to be sure, but they didn’t boast of it. The shirker tried to conceal or excuse his 
shiftlessness and lack of ambition.”—Thomas A. Edison. 
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YOU ARE THE ONLY MAN TO MAKE YOUR 
BUSINESS BETTER 

Perhaps the spring demand was not as brisk 
as it might have been. But what of that? Did 
you make the best effort you knew how ? Can 
you make a more vigorous effort for the summer 
and fall trade? It might be that some of the 
errors or omissions can be made to act as stim¬ 
ulants for a better business now. There is 
nothing like trying. 

It helps wonderfully when we make a real 
effort. The only way to do this is to act. If 
we are going to let the other man do their 
thinking for us, what can be expected but to 
first help himself and then perhaps think about 
you? No, you are the man who must make 
the effort to help yourself. 

Let the man on the other side of the street 
do his own thinking. You do yours and act, too. 

Some of us have a way of losing hope just 
when there is the most urgent demand for this 
spirit of optimism and firmness. We see so 
much of what appears to be dark and ugly that 
we shut out the light that is seeking to make 
our lives brighter. The hopeless man is lost. 
He has given up, and this state of mind is bad. 
Not only that, but it takes all the nerve out of 
us and we are unfitted for even a fair effort. 
When the hour is dark then the demand for a 
big, hard pull to get ourselves together is keen. 
Why not use the energy we have to help along 
this more humane way of viewing our earthly 
ills? Hope. Yes, that is the element in our 
raake-up that does much to make us try even 
in the face of failure. 


SEND IT IN. 

If you have a bit of news, 

Send it in; 

Or a joke that will amuse, 

Send it in; 

A story that is true, 

An incident that's new, 

We want to hear from you— 
Send it in. 

Never mind about the style. 

If the news is worth the while. 
It may help or cause a smile— 
Send it in! 


THE OTHER SIDE OF SOME WELL-TO-DO 
MEN 

A man was dying. His family believed he 
was to leave them well-to-do. But he had suf¬ 
fered reverses and, when stricken with an ill¬ 
ness which he knew was to prove fatal he was 
actually worth less than nothing; he was many 
thousands of dollars in debt. 

To a friend who visited him on his sick bed 
he confided that he was suffering mental tor¬ 
ture because of his financial condition. The 
thought of what would become of his family 
haunted him. The friends felt infinitely sorry. 
The sick man had always played the game hon¬ 
estly; he was held in high respect, and his 
family were lovable folks. 

The friend happened to tell the story to a 
wealthy man. “How much is he in debt?" asked 
the millionaire. He was told. “About how 
much would his family imagine he was worth?" 
he next asked. He was given some idea. The 
millionaire immediately wrote out a check for 
more than the combined amount, handed it to 
the friend and told him to deposit it to the 
dying man's credit and to go and assure him 
that he could die in peace, as his family had 
been amply provided for. Incidently, the mil¬ 
lionaire forbade the disclosing of his name. 

This sounds like a fairy story, doesn't it? 
The truth is that many men of wealth often 
do things equally as thoughtful and generous 
as this. Not a few of them have grasped the 
fundamental truth of the lines depicted by a 
great painter over a shrouded bier: 

What I spent, I had. 

What I gave, I have. 

What I have, I have lost. 

No man who cannot grasp the eternal truth¬ 
fulness of these lines has learned the secret of 
real happiness or real success. 


You can't be sure of anything unless you 
have a pre-conceived idea of what you want to 
be sure about. 


Everything comes to those who wait; the 
prodigal son returns to the village old maid, and 
the uncalled-on staller comes to the office to 
make a payment—sometimes! 


THE TRUE AMERICAN WAY 

There is not of necessity any such thing as the free hired laborer being fixed 
to that condition for life. Many independent men everywhere in these states a 
few years back in their lives were hired laborers. The prudent, penniless begin¬ 
ner in the world labors for wages awhile, saves a surplus with which to buy tools 
or land for himself, then labors on his own account another while, and at length 
hires another new beginner to help him. This is the just and generous and pros¬ 
perous system which opens the way to all, gives hope to all, and consequent en¬ 
ergy and progress and improvement of condition to all. No men living are more 
worthy to be trusted than those who toil up from poverty; none less inclined to 
take or touch aught which they have not honestly e^rggd^Abr^am Lincoln. 
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Insuring Prompt Collections 

Knowing Tour Customer and His Circumstances 
Should Determine Tour Methods—Keep Tour 
Promises, Don’t Let Customers Forget Theirs 


O NE of the great problems of the present 
day is collecting accounts promptly. In 
most quarters it is easier to make sales 
than to get payment. Naturally it is hard work 
for the retailer to pay his jobber if the retailer’s 
customers do not pay him, and it is equally dif¬ 
ficult for the jobber to pay the manufacturer if 
the retailer is behind. 

If somebody makes us wait we are likely to 
make somebody else wait—and so it goes. Once 
our own accounts get behind, or we have to 
borrow money and pay interest, we are com¬ 
pelled to carry an unnecessarily heavy burden. 

So one of the big problems to solve is how 
to keep money coming in steadily and in a 
dependable stream. It goes without saying that 
the present situation of money stringency is 
due to the industrial depression and high costs, 
unusual conditions, and in some cases lack of 
thrift. In any event, it is up to us to meet the 
conditions and to keep our own finances sound 
and our customers friendly. 

Here are a few common-sense methods which 
are bound to produce results. They have done 
it before. They are doing it now. They will 
do it again. So if money is a little tight think 
about these suggestions and remember that “A 
bird in the hand is worth two in the bush.” 
Don’t Ovomrge Sales 

In your desire for business, never make the 
mistake of overurging castomers to buy more 
than they need, or in all probability will not be 
able to pay for promptly. 

Have your terms of payment clearly under¬ 
stood. The war has made an excuse for many 
business people to print upon their stationery 
and even upon their charge slips the conditions 
upon which accounts are carried, such as a 
statement to the effect that all accounts must 
be settled the first of the month or special 
arrangements made for carrying said accounts. 

Under no circumstances permit your monthly 
statement to your customers to be delayed. 
Plan to have these in the mail, and if possible 
delivered the first day of the month. It is 
usually a case of ‘‘First come, first served.” 
Enow Your Oustomer and Act Accordingly 
When an account gets behind do not make 
the mistake of letting it slide for a time, nor of 
having some hard and fast rule like a pair of 
handcuffs ready to snap on. Use logical, sensi¬ 
ble, tactful, but, if necessary, firm individual 
methods. In one case a diplomatic statement 
with the added explanation that you need the 
money for use in carrying on your own busi¬ 
ness will bring results. In another, a brief 
follow-up of the bill, with the suggestion that 


part of it at least be taken care of, will* be the 
thing to do. 

Avoid antagonizing, but make an earnest ef¬ 
fort on delayed payments to get a definite 
statement as to when a remittance may be ex¬ 
pected. 

Under no circumstances permit your cus¬ 
tomers to forget the promise made. Send a 
brief note of reminder most courteously worded 
w^hieh will be received about two days in ad¬ 
vance of the date when the payment was prom¬ 
ised, always thanking the customer for the 
effort made, so as to leave a good taste in his 
mouth. 

Talagrams OoUect on Distant Slow Onstomen Show 
They Are Not Forgotten 

If the bill becomes two or three months over¬ 
due, call personally, or if the case warrants and 
the customer is in another town, send a night 
letter collect, asking as a special accommodation 
that the money be forwarded, or a part of it at 
least. 

If for any reason you find it necessary to 
say that you are going to do this or that—do it! 
To bluff is very unwise. It causes the customer 
to lose respect for you, and further collection 
efforts will not be taken seriously. 

Encourage Thoee Doing Their Beet 

When you find that a customer is doing his 
best, have patience with him and show your 
interest by helping him reduce his indebtedness 
in small payments or however may be wise. 

Sometimes a customer will be willing to nego¬ 
tiate a loan if a discount on the bill is made 
equivalent to the interest on the loan for a 
reasonable period of the accommodation. 

Endeavor to keep the customer’s good will 
by tactful and fair methods; also by real effort 
to keep the account out of the hands of an 
attorney for collection. 

It will sometimes be possible to put an over¬ 
due account into an interest bearing note which 
may be negotiated. Always make it plain to a 
customer that you w^ould be glad to grant longer 
credits, but your own business requires careful 
management, and that others are expecting their 
money of you and you must produce it to keep 
your credit good and to “carry on.” 

Do not let the customer who owes you forget 
you. That is fatal. The door which squeaks 
the oftenest and loudest is the one that gets 
oiled soonest. , 

If all of the above rules could be sumiue 
into one. they would read: Be prompt yoursei 
if you expect others to be prompt, and never 
fail to do what you say you will; but be inter¬ 
ested, helpful, fair, tactful, but firm in doiu 
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Increasing Your SsJes of Ensuneled Ware 


Selling Enameled Ware la not an art—^ratber. it ia ruing plain, common senae. Universal 
appeal to the housewife, and easily sold the year aronnd. Miss Mona Teo won the first 
prize in the contest held by the Associated Enamdl Ware Manufacturers with this article. 


I S there a woman living who can resist the 
appeal of gleaming white, blue or gray 
enameled ware? Is there a housewife who 
does not long for dainty, clean looking, sanitary 
appearing utensils in her kitchen? 

In order to induce a woman to buy, a store 
must make its stocks so attractive that the fem¬ 
inine mind cannot resist buying. All of the 
counter displays must be kept scrupulously 
clean. They must be carefully dusted each 
morning and wiped off if necessary. Then the 
stock must be carefully gone over regularly to 
weed out any pieces that may have become 
marred and the stock kept as nearly complete 
a.s possible. 

Women Enow What They Want 

When a woman buys she usually knows ex¬ 
actly what she wants and what sizes are best 
suited to the needs of her family and what 
size pieces can be used to best advantage in her 
kitchen or on her stove. She wants to select 
a one or two quart pan and not to be told that 
“We are out of that size at present, but we 
can order it for you/' She wants to buy and 
wry home or have sent out just exactly the 
piece she needs. 

In our store we have one counter that is 
devoted entirely to the display of white enam¬ 
eled ware. Then we have, just beyond this, 
one that is filled with gray enameled utensils, 
and farther on one that is white and blue. 
The white enameled ware counter strikes the 
^ve of the customer the minute she alights from 
the elevator, and she makes a bee-line for it. 


She inspects each pot and pan and selects the 
one she wants. 

She is very curious as to the wearing quality 
of the particular ware she is examining and 
here is where a saleswoman makes or mars a 
sale. She must know her stock. She must be 
able to tell the customer about the enduring 
quality of the ware and how it is superior to 
any other ware for cooking certain foods. 

She must tell how it is perfectly safe to 
cook or put up in enameled ware acid foods, 
such as tomatoes, spinach, citrus fruits and 
any other fruits or vegetables that have a tend¬ 
ency to induce chemical action. These foods, 
foods for infants, and foods that are prepared 
for invalids, and perhaps left to cool or stand, 
might be affected in a metallic vessel, but are 
perfectly safe in the enameled ware. 

Merits of Enamel Ware Many 

One great beauty of enameled wan* is the 
ease with which it may be cleaned. Simply 
washing it with soap and water cleans it per¬ 
fectly, as it is hard and nonporous and neither 
liquids nor odors are absorbed. So it is fresh 
and pure as when taken from the store after 
a simple washing. These are two facts which 
should be thoroughly impressed upon the cus¬ 
tomer, as it is of great importance to her that 
odors do not cling to this ware, and the fact 
that it cleans so easily and quickly is a great 
drawing and selling card. 

It is good merchandising to describe the 
cleanliness and purity of this ware in the news¬ 
paper advertising, which, by the way, must be 



A PRIZE WINNING DISPLAY 

This practical enamelled ware display won the second prize of $50.00 offered by the Vollrath Company 
r»MPntly in their display contest, and taken in connection with this first prize article by Miss Mona Yeo 
miitht seem to indicate that the Bunting Hardware Co. organization consisted of blue ribbon men and women. 
There are helpful and practical suggestions in both this article and display that merchants everywhere can 
otilire to advantage. 
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carried on consistently if one is to produce the 
best results. 

Adapted for Sale the Year Around 
Although this ware sells readily all through 
the year, we find that it sells better at certain 
seasons. There is great demand for it in the 
fruit canning season. There are always excel¬ 
lent sales at Christmas time, as the ware makes 
such attractive and useful gifts. There is a 
great demand for it at housecleaning time and 
during the spring and fall moving time it sells 
rapidly, as people moving into new quarters like 
to freshen up with new furniture, and new 
utensils in the kitchen create a fresh and homey 
feeling. 

Factory Salesmen Source of Information 
A saleswoman can perfect herself in the 
art of selling if she will take pains to talk 
with the factory salesmen when they are in 
the store, ‘'getting the dope'’ on the conditions 
at the factory and perhaps gleaning a few new 
ideas. She should listen attentively to every¬ 
thing the factory representative has to say, es¬ 
pecially when he tells how the ware is made, 
with what care the materials are selected, how 
it is fired and all the vital points about its 
manufacture. 

The enameled ware carried in our store is 
three-coated ware, in designs and styles suit¬ 
able and pleasing to the eye of the modern 
housewife. It is a ware that is in great de¬ 
mand in hospitals as well as in kitchens, in 
the domestic science classes in the public 
schools and these places will be found com¬ 
pletely equipped with a pleasing and choice 
variety of styles and sizes. 

Sales Plan Increases Sales 
The sales campaign of our store is carefully 


thought out. As often as possible an attrac¬ 
tive array of the beautiful white enameled ware 
is displayed in the windows. In a recent win¬ 
dow our decorator used a great deal of skill, 
taking up one entire half of the front windows 
to display the model kitchen filled with beau¬ 
tiful white kitchen utensils and an array of 
enameled pots and pans and kettles of every 
description. This window attracted a great 
volume of favorable comment. 

Every woman who came up or down the 
street stopped to gaze in admiration and our 
sales during the week that this window was 
displayed increased to a very pleasing degree. 

The window attracted so much attention 
that one of our local photographers begged for 
permission to photograph it. Other stores noting 
the beauty of the window not only displayed 
choice pieces of enameled ware in their windows 
but took advantage of this opportunity to ad¬ 
vertise in the local papers, with the result that 
they got increased business as well as we did. 

To show that the women came in because of 
the window display is proven by the fact that 
when they arrived in the housefurnishing de¬ 
partment of the store, they asked for the enam¬ 
eled ware by name, the name of the ware in the 
window. 

We have proven to our complete satisfaction, 
however, that the best methods of selling, espe¬ 
cially enameled ware, are to have an attractive 
window display, to display clean goods on clean 
counters, to employ a competent and keenly 
interested sales force, to keep the stock in 
perfect order, to sell the seconds out separately, 
to advertise both quality and special sales, and 
to keep the stock replenished and right up to 
the minute. 



Here is another method of displaying enamelware to advantage, which is sure to attract attention and 
increase sales. There is nothing like actually showing the large variety and the usage to which cooking 
utensils can be put. People easily forget unless they are reminded. ^ 
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When, Where and How to Advertise 


A SnccMtfiil and Practical Merchant Oivea Hla Experience Which Has Made Good. More 
Sound Common Sense in This Article Than in Those of Many ‘‘Experts’* and Theorists. 


E very kind and all kinds of advertising 
anywhere and everywhere is good if it 
tells something and speaks the truth. 
Advertising must catch the eye or ear and 
impresj> the mind that the article advertised is 
useful or ornamental and 
of good quality and 
reasonable in price. 

Advertising must 
describe the article, the 
price and the merchant’s 
or firm’s name and loca¬ 
tion. The reputation of 
the merchant has more to 
do with the sale than the 
price of the goods. 

If 3 ’our people don’t 
like you, you will have to 
sell cheaper than your 
competitor to sell at all. 
and then its hard to do. 

First sell yourself to 
your community by liv¬ 
ing right and doing a lot 
of constructive, lasting, 
and real service without 
pay. 

If you are public spirit¬ 
ed you personally will get 
a lot of free advertising 
which is the very best 
kind and is lasting, but 
if you have a bad reputa¬ 
tion personally and are 
nonprogressive you will 
find that advertising 
your goods brings very 
poor results. 

I am speaking now of 
local merchants and local 
a d V e r Using. National 
advertising is somewhat 
different, in that per¬ 
sonality does not always 
enter and has but little 
weight unless the man who is at the head has 
a national reputation for good, if so that helps 
Hell his goods. 

A well-assorted stock of hardware in a good 
locality with a good manager at the head with 
just enough salesmen to wait on the trade can 
niake a success if he will advertise, and he must 
have new advertisements same as new goods; 
he must have goods to suit his trade, and adver¬ 
tising to suit his goods. 

When, Where and How 

Advertise in the newspapers; advertise oii 
barns, rocks, trees; advertise in the homes, in 


the schools, on the farm, in the woods, on the 
roads, on the streets, on the fence. 

Advertise with the editors, the preachers, the 
farmers, the town people. 

Advertise in the garden, in the fields, in the 
parlor, in the kitchen. 

Advertise when it’s 
cold, when it’s hot; 
advertise when it’s dry 
and when it’s wet; adver¬ 
tise day and night, ever¬ 
lastingly and continu¬ 
ously. 

Advertise in your 
home and in your store; 
advertise on the counter 
and in the shelves, in the 
show window, and in the 
show'-cases; advertise in 
the basement, and up 
stairs. 

Advertise in the office 
and over the telephone; 
yeach the farmers and the 
farmers’ wives and chil¬ 
dren with advertisements 
of the goods they need, 
reach the city people 
with their kind of 
merchandise; sportsmen 
with his kind, dairymen, 
poultrymen, and work¬ 
men with their kind; con¬ 
centrate and shoot your 
advertisements straight 
at the prospective pur¬ 
chaser. 

Always Use Proper 
Judgment 

No need to advertise 
an electric washer in the 
country where they have 
n 0 electricity don’t 
advertise farm machinery 
in the city, advertise 
goods for the country in a country newspaper, 
and use country advertising of various kinds, 
advertise goods suited for the city in city news 
papers and other kinds of city advertising, but 
don’t mix them. 

Never advertise your business as thf^ cheap¬ 
est store in town because it is not true, neither 
Ls it true that your goods are the best, never 
I ( ter to your store as the ‘‘old reliable” or 
“pioneer,” “the best place to buy,” “selling 
out at cost,” “going out of business,” all these 
terms are ridiculous and nobody believes 
you. Digitized by OO^ C 



HAMP Wrr LIAMS 

One of the bebt, most sensible and successful merchants 
in the country, here gives HARDWARE WORLD readers 
most practical ideas of how a retail merchant should 
advertise, and what he should talk about. 

Advertising is onl^' salesmanship on paper, and if a 
merchant will talk m his advertising just as he would to 
a customer in person, realizing one person at a time reads 
his advertising he will get far better results. Don't 
talk as if addressing an audience. 

Ttiis article contains more sound, practicul sense than 
a hundred addresses by "experts’^ and theorists, the 
most of whom are absolutely without anv merchanaisiug 
experience. The HARDWARE WORLD believes no man 
should be nllow'ed to write advertising until he has had 
a selling or merchandising experience. 
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How to Advertiae Prices 

If you have a horse to sell describe him and 
name the price in your advertisement, the same 
thing applies to merchandise. A great many 
merchants get into their heads that they 
shouldn’t advertise a price unless its a bargain, 
that is not true, they see an advertisement of 
an automatic shotgun for forty dollars, tlie 
public tliinks it is worth it or you would not 
mention the price, but if you say, shotguns, you 
accomplish two things only, you impress your 
firm’s name and shotguns upon their minds, if 
you add prices ranging from six dollars to one 
hundred dollars you impress them that you have 
a good assortment. 

Should Oiva Information 

If you advertise paint at five dollars per 
gallon and wall paper at thirty cents a roll the 
information is not worth very much to the 
average customer, but if you advertise, paint 
and wall paper enough to cover a given surface, 
you are giving information to your trade that 
is worth while. 

Your individual reputation, the reputation 
of your salesmen together with a good assort¬ 
ment of seasonable goods will have a lot to do 
with your success. After the people are once 
attracted to your store if they are not handled 
properly it is hard to get them back for a 
second trial, therefore, you must have a good 
organization to hold your trade and build a 
good business. 


NO GREATER CHARM 

For me life holds no greater charm 
And sorrow no more healing balm 
Than knowing through some simple deed 
That those I love are friends in need 

It’s then the world looks bright and gay, 

I feel as happy as the day; 

My cup of joy is brimming o’er, 

Kind fate’s brought true friends to my door. 

I feel at peace with every one; 

These friends will share with me their fun 
Or comfort me when things go wrong; 

They make my life one grand, sweet song. 


Time spent in courtesy is never lost either 
to you, your customer, your store—or your 
cash register. 


When a customer has even a small grievance, 
treat that grievance as if it were as serious a 
thing to you as to him. 


HUNCHES, HOPES AND PACTS 

It is the exceptional business man who has 
not been busy discovering that it is impossible 
to keep going this year on last year’s profits. 
Some made the discovery quickly, others made 
a great task of it, and some there are who have 
not even yet found it out. 

Most of those who early had done with 
hunches and hopes, and got down to facts rap¬ 
idly, used budgets. They quickly scheduled the 
levels to which expenses had to be readjusted 
to meet the new conditions. They refigured each 
item in keeping with the new income possibili¬ 
ties. Every department was allott.^d its share; 
the sales force was shown the business necessary 
to maintain varying programs of expenditure. 

Then these figures were combined into a 
plan—a budget. Financing was arranged ac¬ 
cordingly, and purchases fitted into the pro¬ 
gram. 

The result was a definite measure against 
which current operations could be checked. 
When expenses exceeded the planned figures, 
there was no doubt about the action required— 
either the expenses came down or someone went 
out. Facts intelligently assembled commanded 
progress through the difficult deflation period, 
not hunches and hopes. 

There is a lesson in this for more normal 
times. Agreement is general that our govern¬ 
ment would benefit from a budget system such 
as almost every other large nation uses. The 
government, however, is merely our largest busi¬ 
ness—what is good management for it should 
be good management for private business. 

Yet it is the exceptional business which uses 
a budget system consistently and thoroughly 
Even the concern that spends liberally for cost 
statistics often neglects to assemble its ex¬ 
pensive figures and facts into a budget which 
alone can provide a means for obtaining the 
most important use from them—that of match¬ 
ing them against a conservative estimate of in¬ 
come in such a way that current operations 
can be checked against a carefully considered 
plan. 

The business man who has learned the true 
value of a budget as a result of meeting the 
problems of the deflation period has obtained 
one of those compensations which always come 
out of times of stress—like Napoleon, he now 
knows that ‘‘for everything you must have a 
plan—trust nothing to chance.” And if he is 
wise he will not forget. —A. W. Shaw. 


Ability without agility doesn’t win. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 


Boatmen’s Bank Bnildinsr 421 First Nat. Bank Bldjc. 

Broadway and Olive, St. Louis Cliicafco 

388 Taylor St. 424 HiKijins Bldg. .'>05 Pioneer 

Portland. Ore. Los Angeles Seattle 


70 Fifth Are. Phelan Bide. 105 S. Houston St 

New York San Francisco Dallas, Texas 

Bldg. 204 Scott Bldg. 220 Pacific Bldg. 

Salt Lake Vancouver. B.^ C.. Oan 
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Salesmen Who Interview You 


Merchants Who Keep Them Waiting Increase 
Cost of What They Buy 


I N the course of business it becomes 
necessary to interview many sales- 
f men. Some approach you with the 
idea of selling goods which you in turn 
are to retail. Others offer an agency 
upon special terms. And still others 
make it their business to bring stock proposi¬ 
tions which they try to show will be advan¬ 
tageous for you. 

It often happens that salesmen who repre¬ 
sent perfectly legitimate concerns are obliged 
to wait an hour or even two hours for proprietor 
or buyer to be at leisure. And it is apparent 
that if two-thirds of the men whom the sales¬ 
men approach keep them waiting this way, the 
cost of whatever you purchase must necessarily 
he higher, for goods are priced in accordance 
with cost of manufacture and distribution. It 
cannot be otherwise. In other words, waste 
of time must be paid for and, if you are one 
of the customers, you must help pay the bill. 
First Principle of Courtesy With Salesmen 
He enters your place of business. Perhaps 
he has announced his coming by letter, postal 
or telephone. Perhaps he has come without 
any word as to his arrival. In either event 
your wishes or convenience have not been con¬ 
sulted. For this reason, many people have 
felt the salesmen must expect to wait until they 
get “good and ready’' to see them, and not 
make any complaint about it, either. 

Let us look at the other side. The salesman 
would find it all but impossible to tell exactly 
when he would arrive, for he cannot tell how 
long he will be hindered in other places, and 
if his proposition is an honest one, or his goods 
desirable, he is doing you a favor to present 
them to you. 

Yet it is true you cannot leave a customer 
to attend to a salesman, or drop everything 
whenever a salesman appears, for there are 
days when salesmen are about as thick as black¬ 
berries on a bush. But common courtesy dic- 
tate.s that the proprietor or buyer shall state 
promptly to the salesman when he can see him. 
Treat Him as Yon Wotild Iiike to Be Treated 
In many establishments cards are made out 

wliich say that Mr. -, the buyer, is not 

at liberty at present, but if the salesman can 
find it convenient he will give him an inter¬ 
view at-time, and if this is satisfactory, 

will the salesman kindly make notation on back 
of the card so that this time will be reserved 
for him. 

An employe can present this card to the 
^lesman. who will then know whether it is 
worth while for him to wait or come back, and 



if he has other business which he can attend to 
in the meantime it can be given attention. 

In smaller establishments where this for¬ 
mality is not necessary, the proprietor may be 
able to step forward and speak to the salesman, 
telling him he cannot see him until he is at 
liberty, which will be approximately at such 
and such a time. Then it is up to the salesman 
to wait or not. 

When you or I go to a wholesale house we 
expect to be served courteously, even if our 
coming has not been heralded. It is a poor 
rule that will not work both ways, so be ready 
to do your part as you would like to be done 
by. Naturally, the salesman who is fairly 
treated is going to feel more amiable, and like 
giving tips and any special favors as may be 
in his powder to those who have treated him 
“white.” 

When It Tajs to Consider 

It happens many times an unknown sales¬ 
man comes in to you and puts up a proposition 
which is of an entirely different nature. You 
had not realized that need or opportunity of 
this kind existed. To turn the matter down at 
once may be to lose a good thing. To seize it 
without delay may give you reason for later 
regret. In such a case be careful in justice 
to yourself. 

Take time to be thoroughly informed before 
you take action, and do not be influenced by 
the fact that the representative of the unknown 
concern tells you of numerous other prominent 
men who have been enthusiastic patrons of 
this same proposition or scheme. 

It is astonishing how many millions are gath¬ 
ered in annually by propositions which in the 
last analysis do not prove worthy. Investiga¬ 
tion can hurt no one. It safeguards the cau¬ 
tious and helps to weed out the fakes. A 
scheme which will not bear investigation is 
better left alone. And one which proves sound 
and promising and is backed by reliable people 
will inspire confidence. 

Things to Consider 

Here are a few simple tests to which you 
can subject a new scheme or line of goods put 
up to you by some concern of which you never 
heard : 

What house do you represent? 

What proof have you that you are a legiti¬ 
mate representative of this house? 

Where is your firm located? 

How long has it been in business? 

How long has this line or proposition been 
offered ? 

What is the financial rating of your house? 
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Who are some of the men connected 
with it ? 

What is their record? 

What are the bank references of your 
firm? 

Are you willing to give me your literature, 
letting me go over it at my leisure, make such 
investigations and inquiries as prudence dic¬ 
tates ? 

What guarantee of salability of my holdings 
do you make provided I invest my money ? 

How quickly could I realize on these goods, 
or on this stock if I wished? 

You say your firm will buy the goods back. 
Will you give me a written statement to that 
effect signed by one of the officers of the com¬ 
pany. 

Is your concern incorporated and, if so, in 
what state? 

These are only a few questions that suggest 
themselves according to the nature of the prop¬ 
osition itself. 

Recently a business man was approached by 
a salesman selling stock in an automobile con¬ 
cern. The prospect asked: 

“Who is the president? How old is he? 
What salary does he get? What time does 
he get down to work in the morning? How 
long was your concern organized before it paid 
a ^vidend? What was the amount of your 
last dividend ? May I see your last three finan¬ 
cial statements? How much preferred stock 
and how much common stock is there? Upon 
what conditions can the preferred stock be 
called in? Is your stock listed on the market 
and, if it is not, what would my chances be 
of selling it if I wished to get my money back ? 

The salesman walked out in disgust, with 
the remark, “You want to know too darned 
much.’^ 

The result was that the inquisitive business 
man saved his money. It was not many months 
before this same concern was in financial 
trouble. 

Salesmen of legitimate houses are entitled 
to every courtesy. Unknown salesmen are en¬ 
titled to prove if they can that they represent 
legitimate houses. 

Let us learn to differentiate the real from 
The worthless. It becomes an art to know what 
to consider and what to pass up. But in all 
cases let us be business-like, discriminating and 
firm. 


JOBBER TO MERCHANT: 

“Your success and ours are dependent upon 
the same thing. As we get together and work 
hand in hand for the common good, our in¬ 
terests benefit equally and both make prog¬ 
ress. If, on the contrary, we take a narrow 
and selfish view of what constitutes our own 
intercvsts and in consequence, work at cross pur¬ 
poses, neither of us advances and we keep others 
back as well.^’ 


I’NIOxN IN FAVOR OF THE OPEN SHOP 

Members of the Steamfitters^ Union No. 
665 of Buffalo recently passed a resolution 
against the principle of the elosed shop, and 
announced their withdrawal from the American 
Federation of Labor. 

All theory was cast aside. There was no talk 
as to whether closed shop demands come within 
the rights of organized labor. They came right 
down to the basic fact that closed shop regxda- 
tions hinder rather than benefit the individual 
worker who is conscientious and ambitious. 

We see in this a very healthful sign. It 
gives hope that the sadly needed bond of confi¬ 
dence between employer and employe is at last 
developing. 

One of the most difficult problems of today 
is to keep the head of high wages, with the mill¬ 
stone of lowered prices about its neck, above 
water in the present sea of readjustment. 

There is only one buoy which will keep 
wages on top, and that is increased production 
on the part of the individual worker. 

This is the point on which the steamfitters’ 
union of Buffalo take their stand. The closed 
shop, they feel, instead of working toward this 
increased production on the part of the indi¬ 
vidual, will work against it. 

A labor union, like any other group of peo¬ 
ple, is a veritable crazy quilt, made up of units 
of all sizes, weights and qualities. There are 
skilled workers and mediocre ones and poor 
ones. Likewise there are lazy and unserupidous 
men among ambitious and conscientious ones. 

It is only the weak worker that needs the 
artificial prop of the closed shop system. The 
efficient worker stands on his own merits. 

It does not seem quite fair that the best and 
most industrious workers can expect only the 
same reward as the poorest, laziest worker on 
the job. Under such a system there is little 
incentive to do more or better work—to work 
to full capacity. 

We can hardly blame the skilled worker for 
saying “What’s the use?” and bringing his 
level of production down to that of the mediocre 
man who is receiving the same compensation. 

Such an expensive system of production, by 
increasing the cost of the article produced, 
raises the cost of living in general. In this way 
it acts as a boomerang on the worker himself 
and nullifies the effects of high wages. 

It would be foolish to deny the benefits 
which unions have gained for the worker. But 
there seems some danger of their forgetting at 
the present time that they exist to further the 
interests of their individual members, not to in¬ 
crease their power as an organization. 

Winning the closed shop war might add a 
feather to the cap of trade unionism and in¬ 
crease its power as an organization. But the 
vital point is this: Will the unit of the organi¬ 
zation—the individual worker—be benefited by 
such a move? 
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The Item of Service 


This is a principle that applies all through the community commercial life. The 
retailer is a necessity—a necessary part of the community. He saves the community time 
and money just as does the postmaster and blacksmith, the depot agent and the doctor. 

The retailer becomes to some extent an authority, a specialist or expert in his 
particular line of merchandising. One not familiar would be astonished at the amount of 
information desired by the public of the dealer, which is as it should be. 

The modern retailer’s idea is service. For instance, knowing nothing about clothing, 
I have always relied on what the dealer in that commodity said. I have bought clothing 
for a good many years and from many different merchants, and cannot now recall ever 
being “stung” or not getting value received for my money. If I had relied on my own 
judgment, I undoubtedly would have been far worse off. 

The retailer invests his time and money and gathers merchandise from every nook 
and corner of this old earth—for the pleasure and profit of the consumer. Teas, spices 
and cocoanuts from the Orient, coffee from Brazil, the figs and dates from Syria, the 
olives and lemons from Italy, the china from Prance, cutler>" and cloth from England, 
the fish from Norway, Sweden, Newfoundland and Alaska, the vegetables and fruits 
from Texas, Florida, California and New York, the hardware from New England, the 
lumber from Oregon, implements from the great manufacturing centers of the middle 
West—these are only a few of the hundreds of items brought together that we on the 
plains of southwestern Nebraska, the old Great American Desert, may live better than 
<lid King Arthur of old. 

And yet some say there is no Romance—no Service—in busines^s! 

The Merchant Must Protect His Customers 

No one need think for a moment that it takes a smarter man to be a successful 
merchant than a successful anything else—or that merchants are better business men 
than those in other callings. It isn’t a question of brains so much as a matter of applica¬ 
tion and “paying the price” of learning to do the right thing, say, four out of seven 
times. 

It certainly takas as good judgment to run a farm successfully, and as keen a 
s<*nse of the value of things to fatten up a fine herd of hogs or Herefords, as it does to 
run a store. The whole thing resolves itself into a matter of experience. 

At the stock show I saw a rather good looking pig that I would have valued at $75. 
That one estimate revealed the sum total of my experience and knowledge in that line 
of business, for I afterward found out that the pig’s actual worth was about forty times 
that amount, or $3,000. Now that was nothing against the pig; it only demonstrated my 
ignorance. 

A man who would send me out to buy a carload of mules would certainly be taking 
his financial life in his hands. If a mule were short a leg I might notice it, but prob¬ 
ably not a defect less prominent. My buying would probably be on a par with that of an 
inexperienced friend of mine who bought an earless driving horse. It was warm weather 
and he had neglected to look under the fly cover. 

The merchant, then, becomes an asset to the community through his knowledge of 
the merchandise he sells. It is to his interest to sell his customers good, dependable 
merchandise. He must be looking out for the good as well as the worthless new things 
that are constantly being placed on the market. 

Merchandising is like anything else. It is subject to change. Merchants and mer¬ 
chandising methods are by no means perfect, and probably never will be. but on the 
whole they improve. 




.T. A. McGuire, one of the Hardware World’s enterprising Nebraska subscribers, believes retail merchants 
could benefit themselves, as well as their community by taking their customers into their confidence. Retail 
merchants are often unjustly held up by politicians, would-be office holders and people of Red or Communist 
tendencies, as profiteers, and if the merchants make no response or defense it is generally taken for granted that 
they are guilty. 

Mr. McGuire has the right idea. We are giving our readers the benefit of Mr. McGuire’s methods of 
advertising in his community, methods which merchants might find to their advantage to follo^’. 
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When Silence is not Golden 


Take a Little Suspicion, Mix With It a Lot of Rumor, 
Add to It the Teast of Time and Tou Soon Get the Sour 
Dough of IKEsunderstanding and Ill Will 


(By Harry Gala Kye) 


There have been more 
two-pound volumes written 
on the value of brevity and 
more two - hour sermons 
preached on the desirability 
of keeping one^s mouth shut 
than have been written or 
said on any other subject, 
except possibly the beauties 
of co-operation and the im¬ 
portance of giving service. 
Many authors have com¬ 
mended the man of few words—even though 
the few words scorch the atmosphere when he 
lets them loose. Shakespeare, who wrote about 
thirty plays, tells us that brevity is wit. Teach¬ 
ers have taught and preachers have preached, 
and yet— 

There is a time when silence is not golden, 
but brass that masquerades as gold. There is 
a time when brave men talk and cowards keep 
still. There comes a tide in the affairs of men 
when it is time to talk, and talk right out, to 
tell the honest truth. 

Not merely to be frank—for heaven deliver ' 
us from the man who boasts that he is “ frank. 
The ‘‘frank’’ man is generally a man who is 
trying to make a Virtue of being nasty mean. 

There Is a Time When the Square Man Speaks 

And that is when there is a misunderstand¬ 
ing. The contacts of men in private and in 
business life are like the contacts of electrical 
agencies. There are bound to come times when 
the light of friendship burns dimly or goes out, 
when the bonds of business are disconnected by 
misunderstanding or misinformation. Then 
the thing to do is not to go on living in the 
dark, but to call in the repair man of Honest 
Speech and find out where the difficulty is, and 
how it may be corrected. 

Repairing the Lamp of Friendship 

When a bulb goes out you don’t discard the 
whole system. You try to locate the trouble, 
repair the insulation, restore the correct con¬ 
nection. When the light does likewise, when 
the lamp of friendship burns low or ceases to 
burn at all, when the relation between seller 
and buyer—no matter which you are—is short 
circuited by misunderstanding, then the thing 
to do is to go to its source, locate and repair 
the trouble and get “right” with each other. 

Grouch Produces Same Result as Sour Milk to 
Baby’s Tummy 

Yet some fellows go around nursing a grouch 
with a sort of milk of human kindness that has 


turned sour. You know what that kind of milk 
will do to a baby’s tummy, and it will do the 
same to a man’s disposition. It will give him a 
kind of mental dyspepsia that will cause him 
more heartache than the other kind ever gave 
him headache. When a man lets a grouch put 
that sort of dyspepsia into him it takes all the 
pep out of him. Unhappiness is unhealthy; 
you can’t be a grouch and grow. 

Remember, too, that a grouch is essentially 
an egotist. When a man smiles and says “Good 
morning,” he isn’t thinking about himself, but 
about the other fellow. But when a man for¬ 
gets to smile and fails to say “Good morning,” 
then you know that the light of his soul is 
turned inward and he is not thinking about 
the other fellow, but about himself. 

And so I say unto you, if you are nursing a 
grouch, change its diet, or it will keep you 
awake nights. If you think someone has done 
you a dirty trick, don’t convict him without a 
trial. Silence at such a time is not golden. 
Go to him frankly, lay the cards on the table 
and hear what he has to say. If he is trying to 
steal your business or your wife, if he is a 
dissatisfied customer, or you are a issatisfied 
customer of his, let’s find out if all that you 
have heard is so and all that you have guessed 
is true. 

For that is how misunderstandings generally 
arise. We take a little suspicion, mix it with 
a lot of rumor, add to it the yeast of time, and 
before long we have on our hands a batch of 
dough that makes poor eating. When that 
little suspicion happens, when that rumor gets 
around, let’s be frank and fair and give the 
other fellow a chance to defend himself. 

Just as Important to TaU of Misunderstandings 

There has been a lot of “if-you-love-me-tell- 
me-so” poetry written, and the idea is good. 
But it seems to me it is just as important, if 
you do not love me, to tell me that. Perhaps 
if you knew me better you would like me better. 

Perhaps I didn’t say what someone said I 
said; perhaps I didn’t cut the price or knock 
your goods; perhaps I never did any of the 
things with which men in the hard competition 
of business are often charged. 

But I shall never get a chance to tell you 
so if you never ask me. You ought to give me 
a chance to tell you the truth or to lie out of it. 
You don’t read a San Francisco paper to find 
out what i.s happening in New York. Why take 
some other fellow’s word for what is happen¬ 
ing inside of me, when you can come to me and 
get first-hand information? 
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Perhaps you will find that I have been doing 
just what you have been doing—that I have 
been foolish enough to take some knocker’s 
word about you and about your doings and 
sayings. When we have once laid the cards on 
the table, the cards that concern you and me, 
perhaps we shall find that some other fellow has 
stacked them on both of us to his advantage, 
and has been raking in the blue chips while 
you and I have been quarreling over the white. 

OoldMi Silence Often Ck>8t8 Money and Discontent 

Some of this golden silence that they talk 
about has cost some of us a lot of money, and, 
worse than that, it has cost us a lot of discon¬ 
tent. We have been scrapping over the feathers 
while someone else ran off with the chicken. 

An enemy is merely some fellow like ourself 
that we misunderstand. If there were some way 
to put folks through a chemical laboratory and 
analyze them, it would be surprising how many 
of our friends we would find that are our ene¬ 
mies and how many of our enemies are worthy 
to be our friends. 

Silence may be golden, sometimes, but speech 
is silver—and silver is the ordinary man’s coin. 
If you have a grudge, go with it to the grudgee; 
if you have a grouch, let a little sun in on it, 
and you may find that what you thought was 
a weed is a rose, and the man you thought is 
an enemy is your friend. 

In this life a friend is an asset, an enemy a 
liability. Let us not carry any more liabilities 
on our books than are necessary, and let us 
make sure they are before we say they are. 


HAVE A COPY OF YOUR OWN 

Many of our subscribers write us for ad¬ 
ditional and back copies, telling us they find so 
many interesting and helpful articles in our 
pages each month they frequently loan their 
copies to their friends, who often wish to and do 
keep them. 

Many wish to keep their files complete. As 
we are not able to supply back copies, only 
printing sufficient for our paid subscription 
list, we suggest you make sure to have a copy 
for each one who reads our publication. 

Our subscribers, among merchants and sales¬ 
men, tell us they can’t afford to be without the 
Hardware World. 

It is a text book you need. 


If people walk right by your store without 
even a glance at your windows—whose fault 
in it? 


A SECRET 

Little drops of water. 

Little raisins, too. 

But Uncle Sam won’t let us 
Tell you what they’ll do.” 


WHAT ARE YOU REALLY WORKING FOR? 

Have you ever asked yourself just what it 
is that you really want in this world? Lots of 
people imagine that what they want is “plenty 
of money.” It may be that you are one of 
them. ^1 right. Now, it cannot be that you 
want “plenty of money” for the sake of the 
money itself. You want it because of what you 
think money could do for you. Is that not so? 
Then, it isn’t really just “plenty of money” 
that you want. It is something else, something 
beyond the mere possession of money. 

Very well, just sit down and analyze what 
would be your circumstances should you get 
these things you think you would like. Are 
your desires purely selfish ? Do your tastes run 
to a grand home, automobiles, fine clothes, an 
abundance of amusements, and so forth? If 
so, look around you at people who have such 
things in abundance and superabundance. Are 
they any happier, do you think, than you are? 
Are they any better morally? Are they any 
stronger physically? Are they better liked by 
their friends than you are by your friends? 
Are they more useful in the world than you 
are? Do they put into the world as much work 
as you do? Do you consider them superior to 
you in any way simply because they have lots 
of worldly goods? 

“Plenty of money” and the things which 
money will buy in abundance do not of them¬ 
selves insure greater happiness, improvement in 
character, or any of the things which really 
count. The richest heir in the world recently 
declared publicly that he envied his father the 
necessity of having had to earn his own way 
in the world. 

The greatest satisfaction in life is to be de¬ 
rived from striving to attain some honest, hon¬ 
orable, worthy object from giving to our work 
and to the world the best that is in us, from 
expending effort, not from expending money, 
from trying to achieve, not to gratify selfish 
appetites or ambitions, from keeping in mind 
the well-being of others quite as much as the 
well-being of self. 

Since it is surely rather important to each 
one of us to find out just what it is we want 
in going through this world, suppose you sit 
down and try to think the thing clear through 
to the end. A good plan is to keep asking, 
“After thatj what?” 

FACE THE SUN, BOYS 

Don’t grumble, don’t bluster, don’t dream and 
don’t shirk; 

Don’t think of your worries, but think of your 
work; 

The v-orries will vanish, the work will be done; 
No man sees his shadow who faces the sun. 


Self-confidence is a running start in any 
man’s game. 
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Mary Anne Makes a Discovery 

Every Merchant Should "Sit Up and Take Notice’’ of What Mary Anne’s Research Woiic 
Has Brought for this Month. If You Will Forget Tour Preconceived Notions, 
and Want to Be Shown, This Will Convince You 


(Copyrighted by Hardware World. All rights reserved) 


DEAR MR. MERCHANT AND SALESMAN: 

INCE my last letter, I have been promoted. 
I have been accorded a new and dignified 
title, of which I am very proud. I am now 
a full fledged executive in the re¬ 
search department of the Hard¬ 
ware WoRi. 1 ), and it is the most 
interesting work I have ever 
undertaken. 

Why, I don’t believe the aver¬ 
age hardware merchant knows 
half the possibilities of his own 
business. I certainly did not 
dream there were so many until 
I went into this department. 

Search and Research for BoslnesB 

Everyone realizes that we 
must get back to the habit of 
research in business, and the up- 
to date merchant must not only 
search, but he must research. 

Right at your own door are ne¬ 
glected opportunities which a 
little investigation will turn into 
actual business getters. 

Whisper, Friend Merchant and 
Salesmen 

I say whisper, lest I shock 
some of my more staid and dig¬ 
nified friends. Do you know that 
each and every woman in your 
community is a possible pur¬ 
chaser of a safety razor? Now, 
don’t look shocked, because this is an actual 
fact, whether you like it or not, and it is up to 
you as a live business man to take advantage 
of that fact. 

To begin with, ra¬ 
zors have come to be 
looked upon by women 
as a toilet necessity. 

The prevailing fash¬ 
ions require them. No 
dainty or refined wo¬ 
man will don an even¬ 
ing gown, a filmy sum¬ 
mer dress, a sheer 
georgette waist, or 
even a modLsh bathing 
suit, without first us¬ 
ing a razor to remove 
the unsightly under¬ 
arm growth. The Gil¬ 
lette Safety Razor Co. 


have realized this and have put upon the mar¬ 
ket Milady Decollete Gillete Safety Razor, the 
handiest and most necessary little toilet acces¬ 
sory a woman can have. Other razor manufac¬ 
turers doubtless will follow suit, 
if they have not already done so. 

It may surprise some of you to 
know the extent to which these 
razors are sold to women, not 
only by the department and even 
the jewelry stores, but by hard¬ 
ware dealers as well. Here is 
what a few up-to-date merchants 
tell me: 

‘^Do we sell many safety ra¬ 
zors to women? Indeed we do,” 
responded the very capable and 
live head of the department in 
Frederick & Nelson’s, which by 
the way is an institution that has 
developed a large sale, not only 
in articles of this nature, but in 
housefumishings, hardware, etc. 

Without the slightest hesita¬ 
tion, she proceeded to give me a 
sales talk as to the opportunties 
for the sale of razors. 

Continuing, she said, ‘ ‘ A safe¬ 
ty razor for a woman is an abso¬ 
lute necessity, and every woman 
should have one. We find an in¬ 
creasing trade on this article, for 
to say nothing of sanitary 
reasons, the present mode of dress requires it. 
Now, just take my own case, for an example. 
While I have a gold plated decollette set my¬ 
self, yet how easy it is to pick up Dad’s razor. 

which he keeps right 
in the lavatory, con¬ 
venient and ready for 
use, just as I take my 
bath.” 

Increaslxig l>emaiid Sbonld 
Be Supplied 

We believe the sale 
and use of this item is 
probably greater than 
we realize, the Honey- 
man Hardware Co. tell 
us. 

” We carry and sell 
Milady Decollete Ra¬ 
zor sets. There seems 
to be a growing de- 




In the sale of safety razors in 
your own community there are 
far more prospects among women 
than men. Banish your precon¬ 
ceived notions and ideas and read 
these actual facts from Mary Anne. 
You have but to use your eyes to 
literally “see” the possibilities of 
trade. There are dollars for you 
in selling razors to women. 



In the boudoir intimacies that exist women explain the 
conveniences and advantages of the Decollete safety razor. 
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mand for these razors as the advantages are 
recognized and appreciated.’' This is the belief 
of Edwards & Chamberlain Hardware Co. 

The sale of safety razors 
to ladies has steadily been 
increasing for the past few 
years, but more noticeably 
in the last eighteen months, 
in fact 25 to 30 per cent of 
all the safety razors we sell 
are bought by women, the 
Churchill Hardware Co. 
have learned. 

“We carry in stock Mi¬ 
lady Decollete Razor and 
find we have an excellent 
sale of this article during 
the Christmas holidays,” 
says the Idaho Hardware & 

Plumbing Co. 

“For some time past, 
women have been interested 
in this particular article, 
and the demand is steadily 
growing, the woman of to¬ 
day feeling it is a necessary 
requisite to her toilet,” say 
Stix, Baer & B\dler Co. of 
St. Louis, who are in posi¬ 
tion to know. 

“Although our line of 
toilet articles is limited 
through lack of space, we 
think with sufficient space 
and prominent display de¬ 
voted to these lines, they 
could be made to be very 
profitable. ” the Stewart 
Bros. Hardware Co., Memphis, Tenn., tell us. 

“We have a limited 
trade on Milady Decol¬ 
lete Razors, although we 
have found that twenty 
per cent of the safety 
razors sold are sold to 


Every woman who 
dona a b a t h i n fc suit 
would feel much embar- 
raaaed nnlesa she bad 
previously used a Decol¬ 
lete rasor set. If you 
are not selling such sets 
to women, you are neg¬ 
lecting a big opportunity 
for increasing your sales. 



MABT ANNE ASKS YOU TO TAKE NOTICE 

You merchants and salesmen who complain 
about lack of trade, no opportunities for increas¬ 
ing sales, to you we commend this article by 
Mary Anne, as pointing an opportunity that 
exists in your own community, whether you live 
in a small town or a large city. 

Human nature and desire are the same in a 
woman, no matter where she lives. 

If yon have made up your mind that this 
business is for merchants in some other line, 
you will not be benefited, but druggists, jewelry 
stores, department stores and other merchants 
have been quick to take up the sale of rasors 
for women because of this neglect and apathy of 
many hardware merchants wno “know,*" 
out half trying, that they will not sell. 


women,” the Cass-Smurr-Damerel Co. write us. 

“My women’s trade on razors is constantly 
increasing,” says another. 

The young lady in 
charge of the cutlery de¬ 
partment of Spelger & Hurl- 
but’s, in speaking of the 
sale of safety razors for 
women, stated often women 
came and said, “I am so 
glad that there is a woman 
in this department. I want 
a safety razor.” Still she 
knew women would not hes¬ 
itate to purchase from a 
man. They sold a large 
number of razors both of 
the $1.00 kind, as well as 
the more expensive or reg¬ 
ular decollete set. 

Now, if you hesitate to 
have a man in charge of 
this department, why not 
have some young lady send 
out a personal letter, signed 
with her own name, calling 
attention to the fact that a 
safety razor is as necessary 
an article of toilet for a 
lady as anything else upon 
her dressing table, and Aat 
you are carrying an assort¬ 
ment of razors, which they 
will find both economical 
and convenient, or some¬ 
thing of that nature. 

Surely these statements, 
bearing the foregoing 


with- 



names of high standing and long established 
reputation, should, in 
themselves, prove con¬ 
vincing evidence. 

They are merely il¬ 
lustrations, of which I 
can cite manv more. 


The raising of her arms 
to arrange her hair, a con¬ 
stant ana natural movement 
of every woman, makes the 
need of such sets apparent. 
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Three Beaaoxui Why Women Bay Razors 

But to get back to my own research work, 
there are three good reasons why every woman 
is a prospective customer for your safety razor. 
They are appearances, sanitation and last but 
not least, the preservation of the family peace. 

My first reason is apparent; my second is 
evident, and my third, illustrated by the follow¬ 
ing little incident which came up during my 
research work, I have no doubt will turn many 
a long suffering father, brother or husband 
into an immediate and enthusiastic customer 
for Milady Decollete sets. 

A very decorous and entirely unsuspecting 
father finally began to wonder why it was al¬ 
ways necessary to make a search for his pet 


She would not think of raising her hands 
to her head, a natural and frequent movement 
of every woman, to display an unsightly under¬ 
arm growth. 

Surely the merchant or salesman who reads 
this will say that the opportunity for the sale 
of razors does exist and there need be no em¬ 
barrassment in advertising or selling them. 

Women Really Prefer Dealing With Men 
The days of false modesty are over and just 
as women prefer to deal with men in depart¬ 
ment stores in purchasing numerous items of a 
more or less intimate nature, there would not 
be the slightest embarrassment either to the 
hardware merchant or the woman herself in 
advertising or displaying these razors. 


safety razor, and why 
upon investigation it 
was always found in a 
damp condition. One 
evening, upon daugh¬ 
ter's departure for a 
party, the cause of his 
shaving troubles final¬ 
ly dawned upon him, 
and upon daughter’s 
twenty-first birthday, 
she was made the 
proud possessor of a 
Decollete Gillette, of 
which father adds she 
was more proud than 
a diamond solitaire. 

All of which goes 
to show the trend of 
events, and I will ven¬ 
ture to wager every 
man who re ads 



9 


m 


It is not difficult to advertise razors I \ 
for women: in fact, it is not absolutely « \ /\i 

necessary to say anything more in your : \ y/gj jf 

advertising than that you have such sets, \u^ y I} 
for every woman knows the purpose for / 

which they are designed. Still, if you 
wish to emphasize the importance of r ^ 
sanitation, cleanliness, prevention of discoloration of clothing, 
to say nothing of looks, this appeal will serve to remind the 
women of your community of their necessity. 


There should be lit¬ 
tle or no sales effort. 
The woman knows 
what she wants, there 
is no demonstration to 
be made; no explana¬ 
tion is necessary. 

The decollete sets 
for women may be ad¬ 
vertised and sold witli 
as much propriety as 
any other article that 
the woman uses. More- 
o V e r, every woman 
would much rather 
have her own individ¬ 
ual razor set than to 
be all the time borrow'- 
ing or using that of 
her male relation. 

Milady Decollete 
Gillettes will make an 


this will have a smile of sympathy for father.” 

These Daughters Found in Bvery Oommunity 

Now, ” daughter” typifies the average 
modern young woman who has discarded dress 
shields as unsightly and out of date, and realizes 
the sanitary superiority of safety razors over 
the average depilatory powder, which not only 
has an unpleasant odor but soils and discolors 
the skin. 



especially appealing display, as they come in a 
dainty white French Ivory case, lined in rich 
old rose velvet. The entire set is gold plated 
and retails for about $5.00 or $6.00 each. This 
is an article that will not fail to attract the 
women, and at the same time, will add much to 
the effect of your sales window or display 
counter. I merely mention Gillette because 1 
have been unable to find any other manufac¬ 
turer who seems to realize the piossibility of this 
trade. 

Merchants Sell $130.00 Sets 

Now, here is something that will surprise 
you merchants, who think that a woman would 
not pay five or six dollars for such a set. Here 
is a photo of a safety razor set with a gold case, 
gold handle, in fact, everything gold with the 
exception of the blade. This is sold by one of 
the leading jewelers for $130.00. I borrowed 


The merchant or salesman who “thinks” (?) that women 
will not buy safety razors from a hardware store or from a 
man will not be benefited by this article, unless he is willing 
to change his mental attitude. Men clerks and salesmen in 
dni^ stores, jewelry stores and department stores are finding 
an increasing sale for them. 

Don't think it is the young women who are exclusive 
users of razors, for they are recognized more and more by 
every woman, old and young, as a toilet necessity. 


this set to show you an actual photo of it. A 
silver set may be obtained from $7.50 to $15.00. 
These are sold by men. 

You Can Sell Your Regular Stock 


However, it is not necessary to feature the 
regular decollete sets, for the average safety 
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A Oold Safety Basor Betalllng for $130.00 

If there are some merchants or salesmen who “think" 
they cannot sell a woman a safety razor for $1.00 or $5.00, 
w-hat would these same merchants "think" when I show 
them an actual photograph of a gold razor set (every part 
made of gold except the Gillette blades). This was manu¬ 
factured by Shreve, Treat & Eacret, a large western jewelry 
establishment. Now, bear in mind, also, these razors are 
sold br their men salesmen tn a fashionable and refined clien¬ 
tele of women. Remember, also, the desires and needs of a 
woman is the same, whether she pays $1.00. $5.00 or $130.00. 
Yon can "cash in" on this opportunity, if you really desire. 

razor used by the men answers the purpose as 
well as any. It isn necessary for the merchant 
to even stock decollete sets unless he cares to 
feature something that makes more of a direct 
appeal. He can sell the average man’s set. 

More Prospective PmchaAers Among Women 
Tban Men 

In fact, there are more prospects among 
women than there are among men, for many 
men still go to their barber, while the women 
must do the work themselves. 

While not at all essential, if desired, a wo¬ 
man may be placed at the display counter, as, 
speaking from experience, she can often give 
a more convincing talk than a man or can per¬ 
haps show the results obtained from the use of 
the razor to the women customers. Especially 
would this apply to a large store where a 
toilet goods department is maintained. 

So, if the women of your community are not 
your customers you are to blame. There is 
every possibility for the sale of safety razors. 
I have gone into the subject thoroughly and I 
know. 

Yours for continued success, 

MARY ANNE. 


A customer who asks to look at a certain 
piece of goods today is quite likely to seek out 
the same clerk when making a purchase, if the 
clerk allows careful consideration. 



Oharleg T. Crawford, CMUotta Wostom Manager 
Mr. Oawford is a graduate of the hardware trade, a master 
cutler in all branches, and a most finished salesman and 
executive. The fact that he was born in Kentucky is eloquent 
explanation of his genial, pleasant way, and his legion friends 
in all branches of the trade he meets in distributing Gillette 
razors.^ In 1901 his first job was with Baker A Hamilton, for 
which institution he presently became manager of the cutlery 
department. Here he handled Gillette razors so extensively 
and successfully that he was made western manager for the 
GUllette company in 1909. Two years ago the company opened 
its elegant service branch and headquarters in San Francisco, 
and here again Mr. Crawford has demonstrated his artistic 
ability and good taste in equipping and maintaining a model 
store in every sense. 


A BUSINESS MAN’S PRAYER 

Teach me that sixty minutes make an hour, 
sixteen ounces a pound, one hundred cents a 
dollar. 

Help me to live so that I can lie down at 
night with a clear conscience without a gun 
under my pillow and unhaunted by the faces 
of those to whom I have brought pain. 

Grant that I may earn my meal ticket on 
the square, and that in earning it I may not 
stick the gaff where it does not belong. 

Deafen me to the guile of tainted money 
and the rustle of skirts. Blind me to the faults 
of the other fellows, but reveal to me mine 
own. 

Guide me so that when I look across the 
dinner table each night to my wife, who has 
been a blessing to me, I will have nothing to 
conceal. 

Keep me young enough to laugh with my 
children. 

And when comes the smell ot flowers, the 
tread of soft steps and the crunching of wheels 
out in front—make the ceremony short and the 
ej)itaph simple— 

“Here Lies a MAN.” 


Sf)me folks believe so firmly that the world 
was made for man that they forget that man 
was made for the world. 
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Many mercHants and salesmen have the idea that the hardware merchant does not carry a line of merchandise 
that enables him to make an artistic sales window. Surely no one will deny, after {^lancing at this window of 
the Ernst Hardware Company that their window trimmer has succeeded in accomplishing what to many is said 
to be impossible. It is typical of their windows; and while only a few safety razors are shown, yet it shows 
just what could be done in even displaying such articles as razors. 


HOW DO YOU FIGURE TURNOVER? 

Some merchants never figure turnover, so 
we are told, and so they tell the receiver very 
often when he comes from the bank to settle 
the affairs of their business for their creditors. 

However, even to those merchants who do 
figure turnover, there is the question of how 
often to figure it, and over what period should 
it be distributed, and how. 

Is it sufficient to take your January inven¬ 
tory and compare it with the inventory of Jan¬ 
uary of last year and figure your turnover on 
one or the other or the average of the two 
stocks? May it not be the case that in January 
you were carrying a particularly heavy stock, 
which you reduced in the later months of the 
spring, and you increased again in the early 
fall, perhaps carrying it through the inventory. 
Or it may be that you had a very small stock 
in January at the time of the inventory, which 
was greatly increased in the summer and which 
you carried over into the late fall, when you 
again reduced it. 

In other words, stock should be taken at 
several periods during the year, and the turn¬ 
over figured for each period, or the turnover 
should be figured on an average of the stock 
at the different seasons. 

Then to figure turnover: 

Take the total merchandise sold, divide it 


by the average amount of stock, and you will 
get your turnover for the year. 


THE BILLIONTH AND TWENTY-THIRD 
SLAM 

The Ford is my jeopardy, 

I shall not want— 

Another. 

It maketh me to lie down in deep marshes. 

It disturbeth my soul. 

It leadeth me into deep waters ; 

It directeth me in the paths of ridicule, for its 
name’s sake. 

It prepareth a “dead stop” for me in the pres¬ 
ence of mine enemies. 

Yea, though I race through the valley at thirty 
miles per hour, 

I must sometimes slacken when going up grade. 
I will fear more evil when it is with me. 

It anointeth my face with oil. 

Its water boileth over. 

Surely to goodness, if Lizzie follows me all the 
days of my life, 

I shall dwell in the house of “nuts” forever. 


The completion of one sale is not the end of 
your work as a salesman or clerk. With tact, 
you can suggest other articles which will be 
bought by the same buyer also. 
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NEGLECTED MAN 

(By Charles A. Carlson) 

Almost aoy man who owns a home takes 
pride in it and shows this pride by taking 
care of it. The house is nicely painted, the 
garden is neat and trim. When the neighbors 
compliment him on the beauty of his home, John 
feels very good. 

The owner of an automobile washes and 
polishes his machine in spare moments so that 
it will look its very best. 

A well-groomed horse is spoken of as a 
beauty, and truly reflects the master's pride. 

But, alas, Man, the beautiful home of a 
spirit; the most wonderful mechanism known; 
The most perfect of all living beings; Man— 
the object of limitless possibilities, even he 
shows only too often a wanton recklessness, a 
pitiful indifference as to his appearance, a 
thoughtless disregard of danger to the most 
vital, wonderful and beautiful parts of the 
mechanical masterpiece—Man. 

What are more wonderful windows than the 
human eye? How many are broken and so 
easily, but how few are repaired and how dif¬ 
ficult. Any tailor with one good eye can make 
a suit, but the best doctor in the world cannot 
make one good eye. 

And the hands of man. How beautiful a 
well-cared-for hand is! Think of its importance; 
the power to feel is keenest in the finger tips, 
the hand holds or lets go. It grooms the head, it 
serves the foot, it helps the whole body. Just 
think of the loss of such a willing and perfect 
servant. 

The loss of either, or both, makes the most 
perfect of living things the most helplessly im¬ 
perfect. 

Why? 

Because of some thoughtless, reckless, indif¬ 
ferent Man. 

Is that Man you or I? 

Mental Safety 

The phrase ‘^safety first" is too commonly 
considered as a precaution against a strictly 
physical hazard. Many persons avoid physical 
injury by sheer ability to dodge it subconscious- 
1t. 

This action does not contain the elements of 
“safety first," for it is merely the exercise of 
an instinct such as is possessed by even the 
lowest form of animal life. 

The mind is the safety valve of the human 
body. FVom it alone must come the warning 
of impending danger. Thus, it is plain that 
if we are to control our bodies safely, we must 
have our mind in perfect working order. 

It must be renovated occasionally, and pol¬ 
ished up with extended intellect. 

Test it frequently with progressive study 
and clean thoughts. 

Lubricate thoroughly with judgment. In 
the development of a keen, clear thinking mind 


lies the nearest perfect solution of “safetv 
first." 


HOW LONG IS A KNOT? 

In these days of ocean travel and constant 
reference to a “knot" in literature, one often 
wonders why the rate of speed of ocean travel 
is “knot" given in miles instead of “knots." 
Would it “knot" be more clearly understood, 
a correspondent asks. 

Hence our nautical editor, but who is 
“knot" an editor at all, has swept the cobwebs 
from his cranium and knotwithstanding it has 
been many years since he went to school and 
sailed his boat down the creek, back of the 
country schoolhouse, during recess and lunch 
time, gives this explanation: 

The statute mile is 5280 feet. The British 
admiralty knot or nautical mile is 6086 feet. The 
statute knot is 6082.66 feet, and is generally 
considered as standard. The number of feet 
in a statute knot is figured thusly: The cir¬ 
cumference of the earth is divided into 360 
degrees, each degree containing 60 knots, or 
(360x60) 21,600 knots to the circumference; 
21,600 divided into 131,385,456—the number of 
feet in the earth's circumference—gives 6082.66 
feet, the length of a standard nautical mile. 

1 knot equals 1.151 miles. 

2.303 miles. 

3.454 miles. 

4.606 miles. 

5.757 miles. 

11.515 miles. 

23,030 miles. 

28,787 milas. 

1 fathom. 

1 cable. 


2 knots equal 

3 knots equal 

4 knots equal 

5 knots equal 
10 knots equal 
20 knots equal 
25 knots equal 

6 feet equals 
600 feet equals 


WHOSE FOOT ARE YOU STANDING ON? 

When someone stops advertising, someone stops 
buying. 

When someone stops buying, someone stops 
selling. 

When someone stops selling, someone stops 
making. 

When someone stops making, someone stops 
earning. 

When everyone stops earning, everybody stops 
buying— 

Then the bread line. 

Don't block the traffic—keep going. 


We can't have everything we wish, but we 
can make the most of w^hat we have. 


You can't get what you want by wishing for 
it, but you can usually get it by working for it. 


Don't be a hog. When you take a man's 
money, give him a smile and a word o' cheer in 
return. 
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Spreading the Sale of Paint 


The Increased Spring Demand Should Be Part 
of an All-Tear Campaign—^MeUiods Every 
Merchant Would Find Successful 


S OMEWHERE and some time an idea was 
developed that paint is a seasonable prod¬ 
uct. Just as we sell snow shovels in winter 
and lawnmowers when the grass begins to 
sprout, so have many merchants allowed their 
paint stock to remain idle until talk is started 
about the annual spring clean-up. 

And after the “Clean-up! Paint-up!’* cam¬ 
paign is well started, these merchants bring 
out their assorted colors, add a few paint 
brushes, and the result is a window display 
that lasts but a short while and fails to bring 
satisfactory results. 

Merchants OeneraUy to Blame 
Luckily, dealers of this type are fast dis¬ 
appearing. They cannot stand the business 
pressure of modem methods; and conditions in 
the business world today prove the importance 
of the old law governing the survival of the fit¬ 
test. However, there are still some merchants 
who persist in the idea that paint is to be sold 
in the spring and then put back on the shelves 
for another period of somnolence. These same 
men are wont to complain about the paint busi¬ 
ness, and dire threats are often made wherein 
the paint stock suffers a contemplated close-out. 

But invariably a salesman comes along and 
points out the value of a good assortment of 
ready-mixed colors; he proves the superior 
qualities of the product he is selling and gen¬ 
erally, instead of closing out his paint stock, 
the merchant signs an order copy for more 
paint. 

Salesman Must H^p Educate Meichaata 

This hardware man really owes the sales¬ 
man a debt of gratitude, but seldom is the debt 
ever realized. And, on the other hand, the sales¬ 
man has partly failed in his duty. He has spent 
all his time dwelling upon his particular line 
and its superior points. 

But he would have done better to have con¬ 
sidered the dealer’s side of the question. The 
traveling man should have made inquiry and 
learned the problems which confront the dealer. 
Then the factory would be called in to help the 
merchant in selling paints. The salesman should 
see that the customer received his share of liter¬ 
ature. suggestions, color cards, window trims, 
etc. All of these will stimulate business in 
this line. 

Paint Should and Could Be Sold Every Day 

But the most important point for such a 
merchant is to know that paint should be sold 
every day of the year. If a building needs a 
coat of paint in September, it would not be good 
jndtrment to wait until s[)ring. Of course not— 


whenever a building needs paint, that is the 
time to paint it. The only concession to be 
made is inclement weather; otherwise paint 
should be in demand at all times. 

There are seasons when certain lines may 
be pushed harder than usual, and among these 
is paint. A steady demand with an occasional 
spurt is to be preferred to the antiquated paint- 
season idea. And an exceptional time to cash 
in on increased paint sales is found during 
spring and early summer. The apparent changes 
in nature make a favorable impression and this 
same spirit may be carried to the prospective 
paint buyer. 

Value of Sales Windows 

Good window trims, backed up with a relia¬ 
ble brand of paint which the deder can stand 
behind, and a practical paint man to sell the 
goods will form a powerful trio in boosting 
paint sales. It is claimed that real good paint 
windows are hard to produce. But the dealer 
has invaluable help from the manufacturer who 
is alive to the value of colored trims, paint 
paddles, sales suggestions and, the most im¬ 
portant of all—national advertising. All these 
“helps” are supplied freely, and the windows 
will show a decided improvement if such ma¬ 
terial is used. 

Appeal to Home Ownen 

One of the best paint buyers is the home 
owner. He likes a neat appearance about his 
home and if no difficulty presents itself he will 
readily apply an occasional coat of paint. High 
w^es and scarcity of labor are overcome by 
doing the work himself. Therefore his trade 
should be encouraged; but the store salesman 
must be able to handle a customer of this type. 
With tact and good judgment, a good paint 
buyer can be developed from a hesitating ama¬ 
teur. 

The salesman should be capable of advising 
and suggesting when necessary; he should give 
the customer an estimate of the paint needed, 
and with the aid of a book on shade suggestions 
he can help the buyer solve the problem of 
colors. All this creates confidence in the mind 
of the buyer, and future business will be the 
result. 

Paint Stock Includea Stains, Vamlslias, Brnslies, Etc. 

Then, too, a good paint stock invariably 
includes a line of stains and varnishes. But 
the selling of varnishes pre.sents other problems 
which mii.st be considered from the salesman’s 
point of view. Customers often call for stain 
when they mean colored varnish. And very 
often a thoughtless clerk will sell a penetrating 
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Here is a most anasual paint display, made by the Ernst 
Hardware Company. While it was unusnal, it was certainly 
molt effectire. 

The ererage retail merchant contents himself with pnttine 
Q his sales window a few cans of paint, a few brushes and 
accessories. 

When you come to think of it, there is really nothing to 
odieate the definite results and advantages of using paint. 
True it is yonr customers know what paint is for and generally 
)iow it looks, but there is nothing like giving an ocular demon¬ 
stration. 

In this display the artistic window trimmer of the Ernst 
Hardware Oompanv conceived the idea of nsin^ boards, seven 
or eight inches wide by seven, feet long, and painted each with 
a difftrent color or tint, arranging them in such a harmonious 
and artistic way a most pleasing effect was secured. That this 
paint exhibit was successful, increasing the sales during the 
tune and after it was taken out of the window, goes without 
uring. 


Stain to a customer who desires a varnish. To 
prevent such mistakes, allow the customer to 
state his wants fully; theil, if any doubt exists, 
inquire if a dull or glossy finish is wanted. A 
set of sample paddles is handy in such a case. 
With these one may show the difference be¬ 
tween the gloss and the dull or waxed finish. 
And the customer may easily decide for himself, 
without being puzzled by explanations. 

By reading and occasional study the average 
salesman may learn many valuable pointers that 
will help him increase his daily paint sal^. 
There are countless questions which may arise 
in the mind of a buyer and he naturally feels 
grateful if the salesman can enlighten him on 
any of the doubtful points. 

Be Able to Give Inf omiation 

Suppose a customer desires to re-vamish 
an oak table; how shall he prepare the surface? 
Or maybe he wants to change it to a mission 
finish, how can he remove the old varnish? He 
may want to “paint” his bathtub; the sale^ 
man knows instantly that bathtub enamel is 
needed—not paint. A buyer may ask for paint 
to twe on window screens, and the inexperi¬ 


enced clerk may sell him ordinary green paint. 
Then, because ordinary paint is viscous, it clogs 
up the meshes of the screen, causing untold 
grief. But a can of screen enamel would have 
given satisfactory results and the amateur 
would have been encouraged to paint other 
parts of the house. 

This Demonstration Makes Sales 

Varnishes and allied products can be worked 
up into splendid window displays. Factory 
demonstrators are often sent over the territory, 
and ingenious mechanical displays are supplied 
which tend to attract attention. Another stunt 
that never fails to create interest is accom¬ 
plished by taking an old chair or some other 
small piece of furniture that looks dilapidated. 
Apply several coats of varnish to just one-half 
of the chair, leaving the other half unvarnished. 
Place this in the center of the window to bring 
out the contrast between the finish, surround 
it with a suitable background, and paint a neat 
sign that will put across the idea desired: * ‘ Old 
furniture is made new with Blank's varnishes 
and stains.” 

It is needless to say that paint is a profit 
able line in the hardware store. But no dealer 
can afford to allow his stock to remain idle on 
the shelves the greater part of the year. A 
good assortment, made up of “live colors”— 
the best sellers in each shade, and the sizes 
standardized to meet popular demand, coupled 
with a paint salesman, will secure twice the 
turnover with the same investment. Such meth¬ 
ods make the product easier to sell, the cus¬ 
tomer finds it easier to decide on colors, and 
many little-used shades can be eliminated. 

And then, with the proper attention, a fair 
share of advertising and window displays, paint 
will take its place in the fronk rank of profit¬ 
able lines. But the biggest feature is to spread 
its sale throughout the entire twelve months of 
the year. _ 

GROWTH STOPPED WHEN THEY CUT OUT 
ADVERTISING 

It has been our policy to base our annual 
advertising appropriation on a percentage of 
volume of sales, which we have adhered to 
throughout our history, with the exception of 
one period when we made the mistake of cut¬ 
ting down our advertising appropriation at a 
time when sales were falling off; the results 
taught us that in such times additional reliance 
must be placed on publicity.—^H. C. Osborne. 
President The American Multigraph Company. 


Whatever else may happen. 

Now that the country’s dry (?) 
The sailor still will have his port. 
The farmer have his rye; 

The cotton still has got its gin, . 

The seacoast has its bar, 

And each of us will have a bier. 
No matter who we are. 


Digitized by 


Google 








HARDWARE WORLD 


120 


The Man Who is Readly Efficient 

Your Success or Failure Is Within Yourself— 

Don’t Blame Someone Else—Real Efhdency 
Based Upon Character 


E fficiency has come to be a much-used 
word within the last few years, and many 
times it is glibly mentioned without mean¬ 
ing very much. 

Efficiency is made up of many different 
qualities. It is not a single characteristic by 
itself. In fact, it is based or founded upon 
character itself, for character is what a man 
really is and quite regardless of what people 
think he is. 

Once a man’s character was supposed to be a 
thing apart from his business efficiency, or his 
success, but now we know this is not true, and 
that all real, permanent and worth-while effi¬ 
ciency is built upon character. We have come 
to the day when we are ready to admit freely 
that bluff, pretense, or camouflage are at best 
only skin deep, while the roots of real efficiency 
must reach down to the heart of character itself. 

Character is made up of the ideals and acts 
of the individual—ideals which he has gump¬ 
tion enough to put into actual working practice, 
and to make a vital part of his life. 

TI 1660 Qualities in the Efficient Man 
Honesty, integrity, dependability, reliability, 
thoroughness, promptness, toleration, sympathy, 
cleanness, moderation, self-restraint, self-con¬ 
trol, initiative, persistence, public-spiritedness, 
and love of fellow man as expressed by desire 
for service, are only a few of the strands which 
when twisted together go to make up the cable 
of character. 

But given a strong character made up of 
consistent virtues, and you have a man whose 
efficiency and success are assured. He will be 
steady of nerve and muscle, courageous of heart 
and not easily discouraged. 

He will be shrewd and far-sighted, upstand¬ 
ing yet liberal, and will possess all of the active 
elements of leadership. He will have the power 
to achieve, and to inspire others to achieve, 
and will prove an asset to his own business, his 
community, and the nation. Men of efficiency 
based upon character are what the times of 
today demand. 

Are These a Part of Me? 

It is one thing to talk in generalities and 
another to be specific and direct. Few of us 
will think for a moment of disagreeing with any 
of the arguments put forward in the foregoing 
lines, and here is the dangerous part of it, for 
we are so likely to say, ‘‘That’s very true.” 
And pass on to some other interest, letting the 
matter slip entirely from mind, or failing to 
make a personal examination as to where our 
own efficiency is at fault. 


It is rare, indeed, that we meet perfection in 
this world, and the business part of the world 
is no exception to the rule. In fact, the man 
who is busy and at times anxious, may, through 
stress of circumstances, overlook some of the 
very causes which are giving rise to his anxiety. 

For example, a man with Bright’s disease 
may feel weak and faint and unfit for work, 
and in a mistaken effort to bolster his health 
up he may eat and do the very things which 
aggravate the malady. In the same way a man 
w'hose efficiency is not as great as it should 
be may be embarrassed, and so keep on doing 
the very things which he ought not. 

Take Time to Analyze Tounelf 

Sometimes it pays to take a day or two 
days off—right away from business. At first, 
it is wise to put business out of mind, and to 
change the outlook and relax the nerve tension. 
It may take one day or several to do this. It 
is difficult to do it at home under familiar 
conditions to w^hich we are calloused. 

After that mental attitude has been reached 
when we can view our own affairs with reason¬ 
able disinterestedness from a distance, it is a 
profitable plan to spend a day with pencil and 
paper canvassing our own situation, our charac¬ 
ter, our assets and liabilities, carefully from 
start to finish. We are sure to come face to 
face with some things which are not satisfac¬ 
tory and there we must pause and consider the 
ideal thing to do or to be. 

For example, if we could be more successful 
wnth more money to finance business, there is 
no reason why we should not have more money. 
The man of strong and worthy character will 
have no trouble establishing a line of credit 
for any reasonable amount. If we discover 
that our overhead is costing us an excessive 
amount in view of the returns we are getting 
—then there is a chance for analysis, thorough¬ 
ness, readjustment, action and persistent effort. 

There are plenty of men in business who 
know that there are weak spots which ought 
to be strengthened, and conditions which ought 
to be corrected in their affairs, but they have 
not the courage or the character to go at it 
and to make themselves and their affairs over. 
And so the wobbly, uncertain and unsatisfactory 
state of things goes on and on. And the longer 
it persists the less likelihood there is of its being 
remedied. 

Scour the country from one end to the other 
for men who are recognized as wonderfully ef¬ 
ficient in their business, and without exception 
you will find these to be men of strong char- 
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acter. Success lies within rather than without. 
We can command it if we will. We can over¬ 
come handicaps to an astonishing degree by 
means of character. 

The world has plenty of money, and it is 
full of opportunities. But men of character are 
treasures all too rare, consequently their worth 
comes high, and life crowns them with good 
things. 

Cultivate character, and efficiency will fol¬ 
low as naturally as day follows the night. 


PROSPECTS YOU HAVE MET 

“Is the office boy on duty to keep people 
away from me?” 

“Yes, sir.^’ 

“Is there a bench in the hall on which 
busy business men may sit while waiting to 
see met 

“Yes, sir.” 

“Is there a hidden lock on the gate that 
leads into the outer office?” 

“Yes, sir.” 

“Has the telephone girl been instructed to 
ask all who call for me their name and busi¬ 
ness?” 

“Oh, yes, our telephone girl knows all about 
that.” 

“And to consult me before permitting any¬ 
one to talk to me?” 

“Yes, sir.” 

“Is everything arranged here to make it 
as difficult as possible for people to transact 
business with this firm?” 

“It is.” 

“Good. Then send the sales manager to 
me. I want to find out why our men are not 
getting better interviews.” 


NEXT SPRING 

The grass and the trees will be green next 
spring, 

The birds and the bees will sing, 

The dollars will holler and go jing-ling 
And only poor man will be glum. 

Poor thing. 

The active young robin will wiggle his wing. 
And hear the fat worms at their merry dig-ging 
The breeze will be sweet with its soft zephyring 
And only poor man will be sad, 

Poor thing. 

The orchards will breathe with their pink blos¬ 
soming, 

The lambkins will gamble and run in a ring, 
The corn will shoot up while the sun is shining, 
And finally poor man will smile, 

Good thing. 

He’ll laugh with a shout and merry by jing! 
He’ll caper and prance and laugh. 

Next spring! 


An Educator 
for the Merchant 
and Salesman 


The advertising pages of 
the “Hardware World” are 
one of the splendid educa¬ 
tional features of it. 

They serve as a persistent 
educator of the best goods, 
most economical labor sav¬ 
ing appliances, best mechani¬ 
cal equipment and most prof¬ 
itable selling lines. 

They give the talking 
points, the merits, the sell¬ 
ing points, of the various 
lines that are usually han¬ 
dled by the hardware mer¬ 
chants. 

In no other way can a 
merchant or a salesman get 
the points so quickly and so 
effectually as by noting our 
advertising pages. 

It is always the man who 
is best informed of what is 
to be had, where it is to be 
gotten quickly and cheaply, 
what its merits are, that is 
the best salesman. 

The knowledge gained 
from its advertising pages 
probably in the majority of 
cases, is acquired uncon¬ 
sciously and without mental 
exertion. 

A dealer or a salesman is 
perhaps wholly unaware that 
he is getting a valuable ad¬ 
dition to his general knowl¬ 
edge of merchandising and 
of the goods that he sells. 
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Disagreement seldom leads to a sale. 


Use your mind as a storehouse, but not as 
a junkhouse. 


Honestly, now, do you deserv^e Miss Fortune, 
or misfortune? 


Luck is ten per cent inspiration and 90 per 
cent perspiration. 


Failure is attained by believing the job too 
big for you to tackle. 


An ounce of hustling is worth more than 
many pounds of rustling. 


It costs a bee its life to sting. It costs 
mortals almost as much. 


WAITING ON ‘‘CRANKS’’ 

Almost every salesman dislikes to wait on 
the cranky customers who come into the store. 
The older salesmen try usually to pass them on 
to the younger. Often they watch the clerk 
waiting on the “crank” and laugh. But the 
proprietor does not laugh. He knows that any 
clerk who will put himself out to satisfy a crank 
is one of the most useful members.of his selling 
force. 

It is the experience of most merchants that 
a store’s greatest rooters are the cranks who 
cannot find what they seek—either in merchan¬ 
dise or service—elsewhere. Most clerks think 
that the crank does not know what he wants, 
but it is just the reverse. He knows exactly 
what he wants and insists on getting it. 


SEVEN SELLING PRINCIPLES THAT 
EXPERIENCE HAS PROVED 


Your interest in those you wait upon will be 
reflected in your sales book. 

Interest in the goods you sell is the best 
recommendation to your prospect. 

No merchant can afford to handle inferior 
goods no matter what the selling price. 


Many fields look greener in the distance 
until you get away and look back at them. 

The man who gives better service tlian his 
competitor will be found out sooner or later. 

A promise is all right as far as it goes, but 
it's the fulfillment that buys the baby’s rattle. 

The government imposes taxes on our in¬ 
come. We ourselves impose taxes on our out¬ 
put 

If, with 20 per cent less wages, you can buy 
25 per cent more goods, you are better off than 
before. 


Men who would not carry dirt in their 
pockets are sometimes not so particular about 
their minds. 

It takes 64 muscles of the face to make a 
frown, hut only 13 to produce a smile. Why 
work overtime? 


1. “The business that merely offers its 
product for sale will never get anywhere. 
Everything has to be positively sold. 

2. “Energy devoted to fighting a compet¬ 
itor is apt to be a wasted energy. A more 
satisfactory return will be had by forcing one’s 
own affairs forward. 

3. “One of the easiest ways to draw at¬ 
tention to the fact that one’s product is best 
is to charge a higher price than competitors 
charge. 

4. “Above all, it is not possible for even a 
month to let up on the advertising pressure. 
That must be continuous. 

5. “No one will buy from you simply be¬ 
cause you want to sell. People will buy from 
you only because you have something that will 
do them good in proportion to the price you 
charge. 

6. “It is extremely difficult, as a business 
grows, to avoid a public expression of satis¬ 
faction in the growth—and to remember the 
public is interested only in superiority of 
service. 

7. “The value to my mind of the various 
trademarks that we have established and the 
reputation of the company itself, which has 
been trademarked by a distinctive signature, 
is greater in actual business value than all the 
material assets we carry on our books.” 


The man that everybody likes usually likes 
everybody. 
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DRIVING EM OUT OF THE STORE 

Recently I went into a store to get the fol¬ 
lowing goods: 

1 10" French cook’s knife 

1 “pikes” or carborundum kitchen stone 

1 low angle block plane 

1 hand saw (22" or 24") 

1 saw set. 

1 saw filing vise 

1 6" slim taper file 

1 8" mill 

As I entered the store a young man ap¬ 
proached me and asked, “Did you want to buy 
somethingf” I informed him I did; that I 
wanted a 10" French cook’s knife. The clerk 
looked over the stock and could not find a 10" 
cook’s knife. At this moment the door opened 
and one of the clerk’s boy friends came in. 
They talked about the dance of the night before, 
and the one coming, etc. Friend announced he 
wanted to buy some rawhide laces. Clerk asked 
him how long, and what width, got all neces¬ 
sary data to take the order, then informed 
friend he would get them as soon as he had 
sold me a knife. 

I had been waiting patiently during this 
dialogue. Although in a hurry, I did not in¬ 
terrupt, but selected an 8" “butcher” as the 
best substitute displayed. This I told the clerk 
would do, paid my 70 cents and confirmed his 
assertion of “Nothing more you wanted?” The 
balance of the articles on my list have not been 
purchased yet. I would have gladly bought 
them that night if I could have kept the undi¬ 
vided attention of the young man who waited 
on me. The profit the goods on the list would 
bring would probably have paid his salary for 
the day. 

Remember what the Quaker said about 
being “queer”? Guess we all are queer when 
we are on the customer’s side of the counter. 

Human nature is pretty much the same; 
when anyone enters a store they mentally de¬ 
mand the whole attention of the clerk who 
chances to wait on them. 

That common word “customer” covers a 
great field of meaning. Without exception, we 
are all customers. When a “customer” is men¬ 
tioned the first thing anyone thinks of is, “Why, 
he’s the chap that goes into a store to buy 
something.” This is absolutely true, but look 
at it in a broader way. Doesn’t everyone of 
us buy or sell something every hour? There is 
a customer in practically every transaction. 

Now deep down, “honest to goodness,” 
don’t you think “customers” are about the most 
valuable asset you can have? 

It may happen that I will go back to that 
same .store and “buy” the saw, plane, etc., but 
it is doubtful. I entered fully intending to 
become that store’s customer, but came out 
feeling that next time I would try another 
place! It i.sn’t the money wholly that counts. 


If the mental attitude is right the sales are 
hound to come. 

Every concern’s success or failure depends 
solely on “customers.” Make sure that every 
purchaser you deal with is satisfied. You may 
not sell him anything tangible, but you can 
sell him your attention, courtesy and best 
wishes and by so doing he is sure to still be 
your “customer.”—Helix. 


A NEED-THE-MONEY SALE 

An eastern small town store recently staged 
a big sale, their real reason for holding it was 
to speed up their stock turn and get in the 
money. Hence, this announcement: 

Sale Now Going On. 

This is not a Fire Sale. 

Not a Bankrupt Sale. 

Not a Pre-Inventory Sale. 

Not an Adju.stment Sale. 

Not to Help the Poor Downtrodden Public in 
Cutting the High Cost of Living. 

Not even to aid our Noble Government, al¬ 
though it will get its share. 

No Such Bunk. 

But Telling the Truth— 

We Need the Money. 

And are going to see if we cannot do a little 
to help ourselves. 

It was a success, for the people believed such 
a frank, unusual statement. 


TAKING INVENTORY OF YOURSELF 

Do you like your work? 

Have you learned the best ways of doing it? 

Are you informed on personal efficiency? 

Do you realize which of your habits make 
you efficient? 

Are you correcting your known weakness— 
mental, moral, financial, social, spiritual? 

Do you realize that carelessness is the stum¬ 
bling block at the foot of the ladder of pro¬ 
motion ? 

As the vacancv may occur, have you a plaus¬ 
ible reason for not being competent to fill the 
po.sition next above you? 

Are you as pleasant and courteous to those 
with whom you come in contact as you would 
expect them to be if you were on the other side 
of the counter or desk? 

Have you stricken the word “Can’t” from 
your vocabulary? 


GETTING AHEAD 

It is a great mistake to have in mind, al¬ 
ways, the idea of “beating the other fellow 
to it.” A surer way of getting ahead is to 
get ahead of yourself each day—never mind 
“the other fellow.” 


If people were given all they pray for, 
world would have to be enlarged. 
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Questionnaire to Sell Washing Machines 


M ark V. O’NEILL has written a clever 
laundry questionnaire that will find an 
instant appeal in each one who finds it 
necessary to use the '‘modem steam laundry.” 
It voices the experiences so well known to 
each one of us. 

This little questionnaire we pass on to 
Hardware World readers in helping to push the 
sale of washing machines: 

Q. What is that old barn over there? 

A. That isn’t a barn—that’s the Sunshine 
laundry. 

Q. Can we go inside and see the machinery? 
A. Yes, I think we can. Let us try. 

Q. 0, what is this big machine? 

A. That is one of the new style patent neck 
and collar band wrinkling and crimping ma¬ 
chines. It puts the ridges and rough spots on 
the inside of the shirt collar bands before they 
are dried, so the starch can make them nice 
and rough. 

Q. What is this funny machine with all the 
revolving needles? 

A. That is a "New Hercules” No. 2 cuff 
frayer. The needle drum revolves at a rate of 
12()0 r p m and will fray any shirt cuff to rib¬ 
bons in 6 seconds. 

Q. 0, see this big one! What does this do? 
A. That is one of the old style Hercules 
button removers. By one step on the foot pedal 
all the buttons on the shirt are automatically 
removed at one operation. It also takes a small 
piece of the shirt with each button, so that they 
cannot be sewed on again. 

Q. What is this funny little one? 

A. This is a Gem perforating machine, for 
making holes in the front of the shirt just below 
where the collar goes on. 

Q. 0, see the big vats! What are they ? 

A. Those are the sulphuric acid boiling vats, 
where all incoming laundry is dumped so as 
to remove the colors and patterns. 

Q. And what is this big tank for? 

A. That is a dirt mixing tank, where the 
dirt from the old laundry is mixed with the 
fresh laundry so as to make the shirts and 
handkerchiefs and collars nice and yellow. Also 
it keeps the dirt from accumulating in the 
building. 

Q. Don’t they have a machine for shrinking 
woolen goods? 

A. No. my child, that is one thing that they 
can do with hot water and soap alone. 

Q. W'hat are all these ovens for? 

A. Those are the scorching and burning 
ovens, where the fresh laundry is put to dry. 

Q. What is this large room with all the piles 
of clothes in it? 

A. This is the lost and mixed articles room. 
It is a very important department and no laun¬ 
dry is complete without one. 


Q. What is this little fountain for? 

A. That is a moistening spray for wetting 
the metal tabs that are put on the finished 
laundry, so that they rust and make the cun¬ 
ning little brown spots that we find on every¬ 
thing that w’e send to the laundry. 

Q. What are all these people writing ? Are 
they authors? 

A. No, indeed. They are the indelible ink 
operators, putting numbers, names and dates 
all over the finished laundry. It is their duty 
to disfigure each piece of laundry in some con¬ 
spicuous spot. 

Q. What do all these girls do who sit at 
this long table? 

A. They are the professional pin hiders. 
Their duty is to hide pins in all the shirts be¬ 
fore they are sent out, so that we cannot find 
them until we try to put on the shirt. 

Q. Here is a row of twelve telephones. What 
are they for? 

A. Those are for the claim and adjustment 
clerks, who use them busily all day trying to 
convince customers that they are mistaken 
about the number of things they sent to the 
laundry. These phones are also used for at¬ 
tempting to tell Mr. Jones that the shirts and 
collars he has belonging to Mr. Brown are 
really his own. 

Q. Is it very hard to run a laundry? 

A. It must be, the way the wash looks. 

Q. Does anyone love the laundry owners? 

A. Yes, indeed. The stores who sell men’s 
furnishings, sheets, blankets, pillow slips and 
all kinds of washable things. 

Q. Why do they love the laundries? 

A. Because without them their annual 
sales would be cut in half. 

Q. That is a nice arrangement, is it not? 

A. Yes, it is not. 


DON’T BE HARD ON SANDPAPER 

Why is your sandpaper stock tucked aw^ay 
where nobody can see it? 

Sandpaper is one of the few items in your 
stock that everybody uses. It carries a much 
better profit than almost any other staple. Why 
hide it? 

A good stock of sandpaper well displayed 
acts as a magnet to attract good-will and trade, 
by which we mean that you can make "Ruff 
Stuff” open the door to a very profit^able busi¬ 
ness in carpenters’ and woodworkers’ and 
painters’ tools and supplies. Think it over. 

You’ll discover that a simple little thing like 
sandpaper can be made a very big thing in 
building up good-will among your most valuable 
customers. _ 


If you are content to drift lazily, you’ll by 
and by find yourself at sea. 
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A CHISEL DICTIONARY 

The word “ Firmeras applied to chisels is 
the trade name given what might be called the 
standard chisel used in all ordinary work where 
such a tool is required. 

'‘Pocket’* or "Cabinet Makers” chisels are 
similar, both as to use and appearance, to the 
firmer line, but the handles are usually of a 
slightly different shape and the blades are some¬ 
what Sorter. 

"Butt” chisels are principally used for sink¬ 
ing in butts, hinges, etc. The blades are 
shorter than those in either the firmer or pocket 
chisels, making them lighter and handier. Han¬ 
dles are the same in design as the pocket chisels. 

"Bevel Eldge” chisels are preferable to 
“Plain Edge” for the reason that they clear 
themselves easier after a blow. The friction on 
the sides of the chisel is cut down. 

"Oval Back” chisels are so made to do heavy 
work. They are stiffer and more rigid because 
they have more metal in them. 

While "Socket” chisels are more widely 
used, a great many "Tanged” chisels are sold. 
We know of no reason for both styles except 
that some workmen prefer one, some the other. 
The tanged chisel is just the reverse of the 
socket chisel in that the tang fits into the han¬ 
dle, whereas in the socket chisel the handle fits 
into the socket. 

Chisels with "Trowel Shanks” are pre¬ 
ferred by some carpenters and pattern-makers 
as they clear the hand. For instance, when 
working on a plane surface, making a very 
slight cut, there would be a tendency to hit the 
knuckles on the surface in grasping the handle. 

Chisel handles tipped with leather are popu¬ 
lar because the leather acts as a cushion for the 
blow and also prevents splitting of the handle. 

The best wood for chisel handles is hickory. 

Practically all chisel manufacturers also 
make razor blade draw knives. The name "Ra¬ 
zor Blade” originates from the fact that the 
blade of the draw knife is shaped very much 
like the blade of a razor. 


TO DO IS JHB ACT OF A MAN 

It isn’t the act you are going to do, 

Or the work you’ve just begun, 

That keeps on adding to the bank account. 
It’s the work you’ve really done. 

For credit is built on the things well done— 
The debit on things we shirk; 

The dealer who totals the biggest plus 
Is the one who completes the work. 

Intentions have never yet won success— 

Tis easy enough to plan; 

To wish is the play of an idle boy, 

To do is the work of a man. 


It may be no disgrace to be defeated. It is a 
disgrace to stay defeated. 


SUCK-SESS SEEK-RETS 

Economy of Today Is the Profit of Tomorrow 

Onst there wuz a man who 
awlways wanted the best thing in 
site—an’ that was awl rite. But 
where he fell down wuz on two 
points. He didn’t want to Work 
for it an’ he didn’t want to Wait. 
The result wuz that he wuz awlwa^^s 
spending money he didn’t have an ’ prom¬ 
ising hisself that when he got this or that 
paid for, that he would begin to save. 

Weaks, months and years went by, an’ 
there wuz awlways sumthing more to have 
B4 he wuz quite ready to start on the 
economy game. 

Finally, he reached the age of 47 years, 
an’ his Smart Alex of a sun wuz awlways 
referring to him as the Ole Gent. He 
woke up one morning to find that his 
hare wuz gray, that he would have to 
visit a spectacle man, an’ buy a set of 
new Furniture for his Mouth. 

He didn’t have the Kash ahed to pay 
for these things, an’ for the first Time 
he felt Oneasy because he wuz a 2x4 
kind of a bizness man. 

He looked around an’ found a carload 
of stuff that he didn’t need an’ had never 
needed. He looked Back over expendi¬ 
tures he had undertaken to Keep up with 
other Foakes. He couldn’t do it, an’ the 
other foakes either laffed at him or plumb 
forgot he existed. 

It wuz late in life for him to begin to 
think of Prophets, but he had a few grains 
of sense that he had never used. 

That nite he went home an’ sed to his 
wife; ‘ ‘ Mariar, why didn’t you wallop me 
over the hed with a flatiron when I 
wasted our substance an’ my bizness Op¬ 
portunities year after year! Well, I ain’t 
going to do it No longer. Here’s a motto 
I am goin’ to hang up in my office an’ 
home, an’ you and I, Mariar, air goin’ to 
trim our sails accordingly. Here’s our 
guiding Principle: 

" 'The economy of today is the 

profit of tomorrow.’ 

"I awlways thought when tomorrow’s 
bizness kum I would make a fine thing on 
it, but tomorrow wuz awlways a long way 
off; an’ besides, prophet isn’t a frill or 
Fancy wire fencing fastened Onto the 
top of bizness which can be lowered or 
raised at will. Prophet is economy of pro¬ 
duction an’ management. It is Basic an’ 
the Profit of Tomorrow is determined, 
Mariar, by what we do today. 

"I gotta late start, my dear, but I am 
goin’ strong now!” 
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(To readers of the Hardware World: Mr. Buckley is always glad to furnish free le^l advice 
on current problems that vex them in their own business. Any dealer desiring this special service 
is invited to state his case clearly and briefly in a letter to the Hardware World ; a careful reply 
prepared by Mr. Buckley will be forwarded him as promptly as possible.—Editor.) 


WHEN A PARTY TO BUSINESS CONTRACT 
DEFAULTS CAN YOU CANCEL 
OTHERS ON HIMT 

(Copyright by Elton J. Buckley) 

Several weeks ago we made a contract to buy 
futures from a New York concern, shipment to begin in 
March and to continue in regular installments. W^e 
bought five lines of goods in all, the New York concern 
not being the manufacturer of any of them, but merely 
the selling agent of the different manufacturers. There 
were five different contracts, but, as stated, all with the 
same concern. We really bought from the New York 
concern, and only knew them in the transaction. 

It happened that the goods to be delivered first 
were delivered according to contract. Before the next 
installment fell due the markets on all four articles 
changed. The market on the goods to come forward 
as the second installment advanced, and the markets 
on the goods to come forward as the third, fourth and 
fifth installments all declined. The New York house 
did not ship the second installments as a subterfu^, 
though the real reason was the advance in price. We 
demanded delivery several times, but did not get it. 
and we then cancelled the order for all the rest of 
the goods. Now we are being threatened with a law 
suit. Did we have a right! When a party defaults 
on one contract, have we got to go forward and 
continue to do business with him on a lot more! 

R. E. P. & BROS. 

I am afraid this correspondent is in rather 
an unfortunate position. It is the settled law 
that where two parties have several contracts 
pending, a breach of one is not legal cause for 
refusing to go forward with the others. That is 
always provided they are separate contracts. 
If they are merely parts of one contract, the 
breach of one installment is sufficient ground 
for calling the other installments off. It isn’t 
always easy, however, to tell whether a series of 
transactions constitutes several complete and 
independent transactions, or whether the whole 
is but one contract. In one case I recall it 
was held that where a seller got fourteen sep¬ 
arate orders for future goods in one day, there 
was but one contract. That would also be the 
case where a retailer, for instance, gave a whole¬ 
saler an order for several items. 

In the case submitted by my correspondent, 
there were, in my judgment, five separate con¬ 
tracts, and therefore the rule applies that breach 
of one is not ground for cancellation of the 


others. This correspondent should have written 
a letter of protest when the first contract was 
defaulted upon, and then sat down and waited. 
When the second came in he should have cal¬ 
culated his damages due to the failure to 
deliver the first, and deducted them from the 
money due on the second. He can still do that 
if the seller is forcing the other contract goods 
on him or trying to collect damages for their 
non-acceptance. In fact, I think this corre¬ 
spondent can set off his damages on the first 
default against any claim the seller can make 
against him. 

The rule of law under discussion has various 
applications. Sometimes cases will present 
themselves which are the reverse of the case 
presented above. The buyer in a series of con¬ 
tracts will refuse to accept goods on one deal 
and the seller will then cancel all the others. 
Of course, the law is the same there. 

Or a buyer in a series of contracts will fail 
to pay satisfactorily for the first contract, 
whereupon the seller will cancel the others. It 
is the fixed law that the seller has no right to 
do this except under the single condition that 
the contract provided for immediate payment on 
delivery. If it is so provided and immediate 
payment was not made, the law—^this logic has 
never seemed quite sound to me—considers 
that there is sufficient ground to cancel the 
other contracts or orders, anS it allows that to 
be done. This exception, however, has but lit¬ 
tle application to deals of this sort, because 
immediate payment on delivery, which is prac¬ 
tically C. 0. D., is not usually required. 


PAR ENOUGH 

A maiden not lacking in pride 
Went out with her beau for a ride. 
She said: “Tell me, Joe, 

How far do you go?” 

“As far as you’ll let me,” he cried. 


If friendship’s worth having, it’s worth in¬ 
suring; don’t make it a bargain counter where 
you always get the bargains. 
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Bl’YER WHO HAD JUDGMENT ENTERED 
AGAINST HIM OUT OF THE AIR 

(Copyright by Elton J. Buckley) 

A retail merchant came to my office last 
week with a moving tale. He said that that 
morning, without warning, without the serving 
of any preliminary writ upon him, without the 
filing of any statement of claim giving him a 
chance to file an affidavit of defense, without 
taking any judgment against him, a deputy 
sheriff had appeared at his place of business 
and levied on everything in it. This amounted 
to several thousand dollars. 

He supported his story by producing the 
usual writ of execution which the courts issue 
when personal property is to be levied on. 

“But,’’ I said, “they can’t levy on you 
without first issuing a summons and then get¬ 
ting judgment.” 

He was positive that that had not been done. 
The writ of execution was the first paper which 
had been served on him. 

“Who is this concern named as the plain¬ 
tiff?” I asked. 

“That’s the concern that I bought a fixture 
from on installments,” he replied. 

He happened to have with him the contract 
he had signed, and an inspection of it solved 
the mystery and supplied the text for this ar¬ 
ticle. To begin with, the contract was long and 
there seemed about an acre of the smallest type 
known to man, set in long lines without space 
between—really the sort of printed matter 
which is a sore tax on the eye and which the 
average eye avoids whenever possible. 

Had he read it before signing? No, the 
salesman had come to him when he was busy 
and had persuaded him to sign, which he did 
hastily and without either consideration or ex¬ 
amination. Later he had decided that he really 
didn’t need the fixture and had cancelled the 
order. From the moment of cancellation his 
troubles began. What he had done by the sign¬ 
ing of that contract was this: He had authorized 
the seller of the fixture, if he defaulted in his 
payments, or if he refused to accept the fixture, 
to go into court and sign his, the buyer’s, name 
ti) a confession of judgment. He was deeply 
amazed to learn that he had consented in ad¬ 
vance to a procedure like that, but there it was 
in black and white. 

That was exactly what had been done. When 
he refused to accept the fixture, the seller 
merely told his attorney to go into court and 
•*r»nfe.s.s judgment against him. This the at¬ 
torney did. and immediately after issued a writ 
of execution under which everything in his 
store was levied on. And if the sheriff had 
trone the limit, he could have closed the store. 

More than even this, the buyer had agreed 
in the contract not to object to what was done, 
and not to appeal! 


Not being a worker of miracles, I was un¬ 
able to do anything for this man except to 
advise him to go to the fixture man and make 
the best compromise he could. He had so com¬ 
pletely destroyed in advance all the defense he 
had or might have had that there was abso¬ 
lutely nothing else to be done. 

Now, of course, the moral here Is the one 
I have tried to teach so often, viz.: sign noth¬ 
ing without reading it over, but I w ish to make 
another observation. The real fault lies back 
of a party’s carelessness in not reading his con¬ 
tracts. It lies in what I believe to be the de¬ 
liberate intent of the other party to write and 
print contracts which will not be read. To that 
end long, ponderous phraseology is employed, 
spun out to an enormous length and then 
printed in type so small that the average eye 
shuns it as it shuns a plague. The person who 
invented that kind of contract was a shrewd 
judge of human nature. He knew that the 
average man who is asked to sign business con¬ 
tracts is a busy man, who in ninety-nine cases 
out of a hundred would not read through that 
mass of matter, but who would be bound by 
every word of it if he didn’t. It was an ex¬ 
ceedingly ingenious trap for the unwary, and 
many indeed are the unwary who have fallen 
into it. 

I hear that the Virginia contract law which 
was aimed to prevent such conditions is making 
progress. I described this when it passed. It 
is an act which is to be passed in all states of 
the Union, if possible. Virginia passed it first. 
It provides that all forms of business contracts 
shall be printed in certain size type (much 
larger than is usually used) especially provi¬ 
sions which make a buyer say that no verbal 
representations have been made inconsistent 
with the contract, etc. If the contract form is 
not printed as the law directs, and any suit 
arises over it, the buyer if he claims to have 
been victimized can offer in evidence all the 
verbal representations which the salesman made 
before the contract was signed. This cannot 
now be done. 

This measure has now been introduced into 
the West Virginia legislature; one of the mem¬ 
bers wrote me about it the other day. And it 
is to go into other state legislatures. It will 
at least accomplish this much, it will make it 
easier for a party to a contract to read it before 
signing. It will not, however, force a party 
to read, if he insists on not doing it, nor will 
it protect him from the consequences if he 
doesn’t read. 


“A JURY OF HIS PEERS’' 

A jury recentlj" met to inquire into a case 
of suicide. After deliberating over the evi¬ 
dence, they rendered the following verdict: 
“The jury are all of one mind—temporarily 
insane.” ^ t 
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LOOSENING UP ON BANKS ON DEPOS¬ 
ITORS’ CHECKS AND BANK ACCOUNTS 

(Copyright by Elton J. Buckley) 

Here is something that will loach a lot of 
you: 

Milwaukee^ Wis. 

We are in trouble over the stealing of a confiden¬ 
tial clerk. He had charge of our bank accounts, making 
up the deposit slips, making the deposits, filling out 
checks for bills and accounts payable, and getting them 
signed. We entrusted considerable to him and paid very 
little attention to the banking end of our business. 
Since the thing happened, we have learned that the two 
banks where we had accounts send cancelled checks 
and a statement of the account every month; as a mat¬ 
ter of fact, the writer remembers several times being 
handed packages of these and signing for them, but 
never paid any attention to them, merely handing them 
over to the clerk. 

We have discovered that he had been stealing about 
$200 per month for about thirteen months. His method 
was to falsify checks in two ways. Some checks he 
would make out for bogus accounts and actually have 
them sigrned by the firm, and in other cases he would 
make out checks to himself and forge the firm^s 
signature. The bank paid all these checks without 
question, and unless we can hold it liable we are short 
almost $3,000. We have taken the matter up with the 
bank, but it denies that it is liable, on the ground that 
cancelled checks were delivered to the firm, and that if 
they had been inspected the fraud would have been 
promptly discovered. 

Will you please let us have your opinion as to 
whether we can hold the bank! 

A. S. W. & BRO. CO. 

Of course, this correspondent has no claim 
against the bank for the checks which were for 
bogus accounts and which the firm actually 
signed; in those cases the bank paid properly 
signed checks. Is the bank liable in the other 
cases where the clerk forged his employer’s sig¬ 
nature? Ordinarily it would be, for the law 
has always imposed on commercial banks (the 
rule is not quite so strict with savings fund 
companies) the strictest obligation not to pay 
out depositors’ money on forged checks, and 
where a bank did that, no matter how deceptive 
the forgery was, and if the depositor had not 
himself been guilty of forgery, the courts have 
put the loss on the bank. That on the prin¬ 
ciple that a bank could not legally pay out a 
depositor’s money except on the depositor’s 
order, and the risk as to whether the order 
was really the depositor’s was always on the 
bank. 

But, as I said, the depositor must not have 
himself been guilty of any negligence which 
aided the fraud. I should say that this corre¬ 
spondent was guilty of negligence, and in all 
probability he could not make the bank pay 
for anything except the defalcation of the first 
month. The bank delivered to him his can¬ 
celled checks, an examination of which would 
have told him what was going on. He didn’t 
make any examination, and so the fraud 
went on. 

Business men will be interested in knowing 
that there appears to be a tendency on the part 
of the courts to relieve banks from the rigid 


obligation which formerly rested on them in 
such cases. As I have said, it was formerly 
the law, and still is to a great extent, that a 
bank paying out money on a forged cheek 
must make it good, even though the forgery was 
so clever as to almost deceive the depositor 
himself. But that rule is relaxing, and in a 
number of recent cases the courts have put on 
a depositor suing in such a case the burden of 
showing where the bank had been negligent. 
If the forged signature on which the bank paid 
was perfect, so that no amount of inspection 
could have disclosed the fraud, and if every¬ 
thing appeared straightforward and regular, the 
courts in recent cases have seemed to feel that 
there was no reason the bank should suffer. 
And if there was the slightest scrap of negli¬ 
gence in the case which could be charged to the 
depositor, the courts have charged the loss to 
him, too. 

I remember one recent case in which the 
deposit was in a saving fund company. Some¬ 
body stole the depositor’s bank book, took it to 
the bank, forged the signature and got the 
money. The depositor sued the bank on the old 
theory that the bank had no right to pay out 
to anybody but him, or on his order, and got 
a verdict. This was overturned, and the case 
tried a second time. Again he got a verdict, 
but the appeal court reversed on the ground 
that the bank had not been negligent any¬ 
where. It had required the production of the 
book and had compared the signature with the 
depositor’s own. What more, the court asked, 
could the bank have done? 

It has also been the rule that when a bank 
erroneously turns down a check on account of 
insufficient funds, where there are in fact suf¬ 
ficient funds to meet it, the depositor whose 
check it was could recover damages, even 
though he couldn’t prove that he had suffered 
any. But that rule, too, is being relaxed. In 
such a case recently a depositor whose check 
was wrongly marked “insuf.” sued and got a 
verdict. The appeal court took it away from 
him on the ground that he hadn’t shown a cent’s 
worth of damage and therefore wasn’t entitled 
to any. This is new law, and it is important 
to every reader of these articles, because it 
shows that from now on they will have to de¬ 
pend more on their own efforts to safeguard 
their checks and their bank accounts than they 
have had to do before. 


The steel giants that plow our fields, reap 
our grain, transport our supplies, and take us 
undersea and into the air, are our servants, 
obedient to our will. 

But they have created new problems. It is 
less than 150 years since steam was harnessed. 
During that period the best brains of the coun¬ 
try have gone into the perfection of labor- 
saving machinery. 
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WHAT THE PREY-CUDAHY DECISION 
DOES TO A SELLER’S RIGHT TO 
CHOOSE HIS CUSTOMERS 

(Copyright by Elton J. Buckley) 

A decision which the United States supreme 
court handed down last week in the case of 
Frey & Son vs. the Cudahy company makes it 
necessary to again say a word about the state 
of the law as to the right of a seller to refuse 
to sell a cutter and at the same time to compel 
other people to refuse to sell him. 

The Prey-Cudahy case was this: Frey & 
Son were Baltimore, Md., wholesale grocers 
selling Dutch Cleanser, which is made by the 
Cudahy company. Cudahy has a rule that 
every jobber selling Dutch Cleanser must get 
a certain fixed price for it. Prey insisted on 
selling it below that price, and Cudahy not only 
(lit him off but in some way forced all the 
other jobbers to refuse to sell him, too. 

Fred sued for damages on the ground that 
what Cudahy did amounted to restraint of com¬ 
petition, and won a verdict for about $2000. 
Cudahy appealed and the U. S. circuit court 
of appeals reversed, on the ground that as the 
C. S. supreme court had ruled in the Colgate 
ease that a seller could not be deprived of the 
right to choose his own customers, Cudahy had 
a right to cut Prey or anybody else off with¬ 
out regard to motive. 

Frey then appealed to the U. S. supreme 
court, and the latter now affirms, but says that 
the jury had a right to find the verdict it did. 
Business people are wondering how to square 
this with the decision in the Colgate case, which 
decided that a man with goods to sell can refuse 
to sell anybody he doesn^t want to sell. 

I shall try to make it clear in the light of 
this latest decision what the law is. My idea 
of what it is is this: That while it is funda¬ 
mentally true that a seller may choose his own 
customers, he has no right ^o enter into any 
agreements, express or implied, with his distrib¬ 
utors to keep goods away from a given distrib¬ 
utor, and if he does that he violates the anti- 
tnist act. Moreover, it is for a jury to say 
whether there have been such agreements. To 
state it a little differently, a seller can refuse 
to sell anybody he doesn’t want to sell to, but 
he can’t be the means, directly or indirectly, 
of inducing other people to refuse to sell him. 

Just a little resume of the cases will clarify 
this. First came the famous Colgate case. The 
court held in this case that since Colgate had 
no monopoly, he was within his rights when 
he announced in advance the prices at which he 
wanted his goods sold, and when he refused 
to sell to dealers who didn’t sell at those prices. 
There was no charge that Colgate & Co. had 
made any agreements with any of its distribu¬ 
tors that they should refuse to sell anybody 
whom Colgate & Co. should put a ban on, and 
the case therefore simply decides that a seller 
can refuse to sell a dealer who doesn’t conform 

his idea of price. In other words, a seller’s 
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right to choose his own customers is not af¬ 
fected by the fact that he cuts a customer off 
merely because that customer sells too 
cheaply. 

Next came the Schrader case, in which the 
government sued Schrader’s Son, Inc., a manu¬ 
facturer of patented automobile accessories. It 
was charged and proven that Schrader made 
regular agreements both with jobbers and re¬ 
tailers to sell his goods at fixed prices. Wlien 
anybody cut those prices Schrader would cut 
him off and compel his other distributors to 
cut him off. Schrader was found guilty and 
the U. S. supreme court upheld the conviction 
because it said '^the parties combined through 
agreements designed to take away dealers ’ con¬ 
trol of their own affairs, and thereby destroy 
competition and restrain the free and natural 
flow of trade among the states.” 

Now comes the PVey-Cudahy case, involving 
the same state of affairs as in the other two 
cases, viz., a situation where a manufacturer, at¬ 
tempting to hold his dealers to a certain re-sale 
price, tries to keep goods away from cutters. 

What the supreme court says in the FVey- 
Cudahy case is that while a seller, as was ruled 
in the Colgate case, undoubtedly has a right to 
choose his customers, he must not be the means 
of forming agreements with his distributors, 
of keeping goods away from a given distrib¬ 
utor; that such agreements need not be ex¬ 
pressed, either verbally or in writing, but can 
be by tacit understanding, or a course of deal¬ 
ing, and that whether such agreements or un¬ 
derstandings have been had a jury must decide 
after hearing all the facts. The only reason 
the Prey-Cudahy verdict was not sustained by 
the supreme court is that it was rendered after 
an erroneous instruction by the trial court. In 
other words, while the court affirms the fact 
that these cases must be decided by juries, it 
says that this particular jury had incorrect in¬ 
structions and therefore the circuit court was 
right in setting the verdict aside. If the verdict 
had been rendered after correct instructions by 
the trial judge, the supreme court would have 
upheld it. 

The importance of the decision is in this: 
That when the manufacturer of a trademarked 
article starts in to make the trade resell it at a 
certain fixed price, he is confronted by the 
fact that any cutter whom he has cut off, and 
had others cut off, can sue him for damages, 
that his case will be heard by a jury of laymen, 
that before that jury his whole scheme of limit 
prices and the way he has carried it out will be 
told, and that the jury will then have the legal 
power to render a verdict against him if they 
think he had an understanding with the trade 
that cutters shouldn’t be sold; a verdict, let it 
be said, that cannot be overturned if there was 
no error at the trial. 

My judgment is that juries of laymen would 
render verdicts in favor of plaintiffs in nine 
cases out of ten; that is the danger of the new 
situation. 
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SUCK-SESS SEEK-RETS 

Not Only Doing Business, But Making a Profit 

r Onst there wuz a man who 
went into bizness for Ilisself, an’ 
he had all sorts of Ambitions an’ 
Theories as to how things ought 
to be done. In fact, he wuz so 
certain that everybody who had 
gone before was a Boob that he Spent 
much time telling what he was going to 
do an’ how he wuz going to do it. 

The days came an’ went, an’ the 
weeks, an’ the months, an’ he wuz still 
telling everyone he could get to Listen 
to him what a smart guy he wuz. Nobody 
Kontradicted Hymn, but after a while 
peopul begun to smile an’ hurry away 
when he would begin to talk, for a lot of 
Folks had got the idea that he wuz some¬ 
thing of a Wind Bag. 

At last he woke up to find that he 
wuz not doing as much bizne.ss as he ought, 
so he begun to advertise an’ to feature 
Demonstrations of Everything. He wuz 
fond of saying, ‘‘Let me demonstrate. 
Demonstration is the most basic principle 
of salesmanship.” An’ he was knot far 
wrong, for his goods were of fair quality, 
an’ his demonstrations based on actual 
performance or personal tests. 

The Result wuz that bizness begun to 
pick up, an’ our friend thought he had 
proved his point by Increasing his sails 
to a enormous Extent. But he wuz still 
hard up for money, an’ he wuz forced to 
face the truth that the kind of Demon¬ 
strations what he wuz indulging in cost 
a lot of Money—they were a real selling 
Luxury. He wuz doing bizness on a big 
scale, but his expenses were eating every¬ 
thing up as Past as he went along. 

One day a little ole man who had a 
Unpretentious place of bizness around the 
corner came in an’ informed our Friend 
that he had bought the block where he 
wuz located. Our Friend, who was keep¬ 
ing the dust whirling in the Air, was as¬ 
tonished beyond words to know that this 
little Man, at whom he had snuffed up his 
nose, could buy such a property an’ pay 
spot cash for it. 

He sputtered an’ stammered an’ finally 
}i.sked point blank: 

‘‘How do you do it? Here I am doing 
more bizness in a day than you do in a 
Weak, an’ yet you own property all over 
town, an’ are the new President, you 
tell me. of a bank.” 

The Little Man smiled an’ said: 

“My Friend, your question Shows that 
y(ui have a few lucid moments. I’ll tell 
you the truth. The big job today is not 
only to sell your goods but to make your 


Bizness show a profit. You have learned 
to do the first, but before you succeed 
you have got to learn to do the second. 
That is awl there is to it. I have decided 
to raise your rent 25 per cent, as your 
lease is just expiring.” 

Our Friend gasped an’ Sputtered, but 
the Little Man walked out an’ left him 
to make the best Recovery that he could. 


THE DOLLAR SHOUTS PEP 

This is to notify the public that reports to 
the effect that I am sick are erroneous. If 1 
am ill, pure gold has the mumps. I did admit to 
a friend that the way some folks act makes me 
sick, but that is all there is to it. Never in all 
my illustrious life have I been so useful—it is 
pep, not pip, that I have. 

Maybe I am not as popular as I once was. 
but the day will come when people who now 
treat me with contempt will be glad to have me 
for a pal. If I cannot do the things I used to 
do, it is because I am not given the chance: 
organically I am sound and I want it known 
by the might of my sacred E Pluribus Unum 
that they don’t make ’em any better. 

Therefore, be it known by all men, women 
and children, that if you save me now when 
it can be done with very little trouble, later 
on I will save you from trouble. 

I ring true, that’s what I do. Save me, oh. 
brother, save me. Yours for an easy chair in 
old age. U. S. DOLLAR. 


HISTORY REPEATING ITSELF 

T saw them one day in the sunshine. 

Out where the clover blows— 

A wee little tiny towheaded girl 

And a boy v/ith a freckled nose; 

With an old straw hat without any brim 
And galluses holding his clothes; 

A wee little girl with a pigtail braid 
And a boy with two stubbed toes. 

I .saw them one eve in the twilight, 

Down where the river flows; 

The pigtail braid is a big braid now— 

How a lad or a lassie grows!— 

The old straw hat is a new hat now 
And never a freckle shows 

On the face of a youth who. bending his head. 
Gives a fair-headed maiden a rose. 

I saw them again in the sunshine. 

And whatever do you suppose? 

Between and about them there romped 
And ran and clung to their clothes 

A wee little tiny towheaded girl 

And a boy with two stubbed toes; 

A wee little girl with a pigtail braid 
And a boy ^^^th a freckled nose. 


Walter DeLong is now manager for the C. W. Young 
Hardware Co. at Juneau, Alaska. 
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CAN’T AND WILL 

Two little men stood looking at a hill; 

One was named Can’t and one was 
named Will. 

Can’t said, “I never in the world can 
climb this hill,” 

So there he is at the bottom of it still! 

Will said, “I’ll get to the top because 
I will!” 

And there he is now at the top of the 
hill! 

Two little men are living by the hill; 

At the bottom is Can’t, at the top is 
Will. 


$1000 PRIZE WON BY BOY OP SEVENTEEN 

Those who read our recent announcement 
of the award of the $1000 prize offered by Alvan 
T. Simonds, president of the Simonds Saw Man¬ 
ufacturing Company, for the best essay on an 
economic subject will be interested to know that 
the winner, David Koch, is a boy only seventeen 
years of age, living on the east side of New York 
City. His father is a button-hole maker and 
came from Russia to the United States in 1897. 

l>r. John L. Tildsley, superintendent of high 
schools in New York City, was interested to 
look up this boy and reported that the essay 
was entirely his own work, that he talked it 
over only with his instructor and a boy of his 
own age. His teacher of economics in the High 
School of Commerce in New York City says: 
“He was head and shoulders above other pupils 
in his economics class and knew more about 
economics than some of the teachers.^’ He be¬ 
gan to read books on economics when he was 
thirteen years of age, in the last year of the 
elementary school. 

He is hoping to go to college and this $1000 
which he has won will give him a good start. 

The stor>^ of this boy should be a stimulus 
to every young man and every young woman 
in the United States. He found at an early age 
a specialty in which he was interested and has 
followed it constantly ever since, which, how¬ 
ever, means only four or five years. 

li^en opportunity came he was ready and 
profited on that account. 


It’s fine to correct a bad habit. It’s a darned 
sight finer not to form one. Some business 
habits are more expensive and destructive than 
“booze-fighting” ever was. 


There are classes in America—and ia every 
organization. You fix your own class, not by 
what you have or what you do, but how do 
you do it. Are you a second-rater? 



W. M. PITKIN ELECTED PRESIDENT 
SOUTHERN HARDWARE JOBBERS 
ASSOCIATION 

At a recent convention of the Southern 
Hardware Jobbers Association at Atlantic City, 
the association in honoring Mr. Pitkin of A. 
Baldwin & Company of New Orleans, also hon¬ 
ored themselves by electing him as their execu¬ 
tive for the ensuing year. 

Mr. Pitkin succeeds a “real King” among 
hardware jobbers of the south, George B. King 
of the King Hardware Company of Atlanta, 
having been his immediate predecessor. 

The Southern Hardware Jobbers Association 
have always been fortunate in having as their 
executives men of vision and ability in the hard¬ 
ware line, and that Mr. Pitkin will give a good 
account of himself goes without saying. 

All agree that while the South has its in¬ 
dividual problems, owing to certain crop condi¬ 
tions, in all other ways the interests of the 
jobbers of the South are identical with those 
all over the country. 

The harmonious relations that exist between 
the retailers and jobbers of the South and their 
method of cooperation and working together 
are to be commended. 


Soft snaps usually fall to hard-working 
chaps. _ 

A real boss is one who can get work out of 
employes. _ 

Truth is often hard to see because it’s so 
near at hand. _ 

Eugene B. Hanson, formerly of Hoyt’s 
Service, Inc., Cleveland, has been made sales 
promotion manager of the United Electric Co. 
of Canton, Ohio, makers of Ohio Electric 
Cleaners. 
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Remington on Blade and Barrel 


I N THE high and far-off times they tell us 
it was the custom to beat the plow shares 
into swords in time of war. It would be 
more in order now-a-days to say they convert 
their farm implement, sporting goods, automo¬ 
bile and various other factories and all manner 
of industrial plants into munition plants for 
the manufacturer of war materials. 



T. B. HVBBT, of tho Soothwoot 

The trade in Tezaa, Louiaiana and MlaaiBsippi take their 
arma and ammunition and now their cutlery from the goodly 
hand of T. E. Hubby and hia ataff Juat aa faithfully aa they 
eat their three meala a day. Mr. Hubby ia another "life 
member" of the aporting gooda buaineaa who haa endeared 
himaelf to the trade. 

He entered the Remington aerrice in 1902 at the aolieitation 
of that grand old character. "Pop Heike^" known through the 
lena^ and breadth of the Southweat. M.r. Hubby waa at firet 
a Mmonatrator and a ahooter for the company, and he atill ia 
the Bort of fellow who cannot help aelling arma and ammunition 
beeauae of hia lore of the aport. Now that cutlery ia a part 
of the Remington line, he conmtulatea himaelf that for two 
yeara he waa with the H. E. An^old Sporting Gooda Oo.. Waco, 
Tezaa. which concern waa aaid to handle the largeat and beat 
line of pocket cutlery in the Southweat. 


When the ancient war was over they prob¬ 
ably beat their swords back again into plow 
shares, but the problem is not so easy at the 
present time. You can convert a factory once 
and you can build great additions and install 
extra equipment for top-notch high-speed get- 
ahead production. It is more difficult to uti¬ 
lize these facilities after the crisis has passed 
for peaceful, domestic ends. 

It is these reconstruction factors that have 
paved the way for the production of a full 
cutlery line by the Remington Arms Co. 

The trade well knows the sales policy of the 
Remington Arms Co., and its strict adherence to 
trade line and distribution entirely through the 
jobber and the retailer. Furthermore every 
sportsmen, every dealer, and every man who 
has handled a gun or used ammunition knows 


the Remington standard, and what the circled 
U. M. C. stands for, either on the barrel of a 
g^un or on a box of cartridges. 

The same Remington sales organization, the 
same standard of manufacture, the same inspec¬ 
tion and the same expert producers in every 
phase of fine steel utilization now go to the 
manufacture of cutlery. 

Complete American Knife Una Planned 

The first issue of the Remington cutlery 
catalog does not pretend to illustrate and 
describe the complete line of American pocket 
knives planned and being made at the Reming¬ 
ton Cutlery Works. The development of new 
and desirable patterns is now actively progress¬ 
ing—^many of the new patterns are in actual 
process of manufacture. Remington is. there- 



J. O. HEATH, "From Donyor Wtst" 

"Weatward the coorae of empire takea ita way," and J. G. 
Heath ia Emperor of Remington Arma for aome aoaen weatem 
atatea. including one-third of the area of the United Staiee 
and aome of the greateat aportamen and arma and ammunition 
uaera on the face of the globe, one of which ia Mr. Heath 
himaelf. 

For 25 yeara he haa earned apura and new apura in the 
Remington aerrice, and he ia known, reapected and heartily 
receired hr erery Jobber and arma uaer weat of the Rocky 
Mountain diride. He ia enthuaiaatic orer the cutlery line and 
finda the trade ia eager to handle another Remington product. 

fore, in position to give customers good service 
on a representative line of desirable and salable 
patterns. 

Since the very inception of Remington cut¬ 
lery much time has been given over to the work 
of preparation necessary to bring out a com¬ 
plete line of American pocket knives on a larg" 
scale of production. 

Model Factory at Bridgeport 
The main plants of the Remington Cutlery 
Works are located at Bridgeport, Conn. In 
construction, arrangement, convenience and 


Digitized by 


Google 








HARDWARE WORLD 


133 











1 






' - V- : - ' 








G ■ 




I 


\\ 



\ * 



' \ 

D. W. KINO, AMUtant WMtern Managar 

J. W. WALL, IndianapoUa, Znd. 


Literally “a kinf unonf men** and rery tmly a prince 
among sportsmen, Mr. King is thoronshly a westerner and ererr 
inch a sportsman. Bom in Ooloraao and experienced in all 
linos of merchandising and trade, he has hunted bear in Alaska 
and Rocky Mountain sheep with some of the greatest guides 
and hunters in the western hemisphere, and he is certainly in 
his natural element in the Remington organisation. 

Before his oonnection with tne Remington Company, Mr. 
King was western representatire for Nooles ExplosiTes of 
Glasgow, Scotland. 

adaptibility, they are of the most modem type. 
Ample space has been provided for the orderly 
progression of manufacturing operations and 
subsequent expansion in capacity. A maximum 
of sunlight so essential to cutlery work, ade¬ 
quate constant ventilation and modem sanitary 
equipment all contribute to efficient working 
confUtions. 

Under the direction and supervision of the 
engineering department and cutlery works man¬ 
ager, they have designed and buUt equipment 
of the most modem type—equipment, dies, tools, 
etc., best adapted to the production of pocket 
cutlery to the uniform high Remington stand¬ 
ard of quality—on a large scale. 

The company has also gradually assembled, 
organized and drilled a large force of skilled 
cutlery workers so that the manufacturing 
organization represents to a high degree the 
best cutlery talent obtainable. 

Best liataiials and Chreatest Experience 

Blades and springs are the vital parts of 
pocket knives. No knife is or can be better 
than its blades. Next to blades nothing is 
more essential than high uniform quality and 
smooth action in springp^. 

Remington blade steel is not a matter of 
chance, tradition or custom. Regardless of first 
cost we have sought and have found for Rem¬ 
ington blades the blade steel that will stand up 
under the most exacting tests and the rough, 
hard usage for which pocket knives are not in¬ 
tended but which they generally undergo. 


Trae to hit name, thia genial fellow completely aarronnda 
all arms and ammunition trade in the East central diatrioi, 
from the lakea to the gulf. With his tweWe aaaiatanta he will 
gixe the Jobbera and merchants in hia territory the aame 
typical Remington aupport on the cutlery line which he haa 
alwaya gixen on arma and ammunition. Mr. Wall has been 
with the Remington Arma Co. aince Not. 1. 1896, when he be¬ 
came manager of their bicycle branch atore in Boston. 

Heat treatment—hardening and tempering 
—is by Remington laboratory processes. Every 
lot of blade steel is analyzed and tested at ran¬ 
dom before its actual use in process is permitted. 


ALWAYS A CONTEST BETWEEN BUYER 
AND SELLER 

It is the unexpected, the doubtful or the 
unknown that always scares people. Human 
beings are disturbed very little by the things 
that they expect or by the things that they 
understand. 

Salesmen are human beingps. 

Let us recognize this cardinal principal of 
marketing: 

There always has been and always will be 
a contest between buyer and seller. 

The buyer wants more goods for his money. 
The seller wants more money for his goods. 

Since the very beginning of barter and ex¬ 
change on down through our present complex 
system of commerce the buyer has always stood 
for lower prices. 

In the light of the past, the present day 
salesman should anticipate a price resistance 
and should be prepared to meet it. 


Success usually is a plant of slow g^wth 
although its flowering may seem sudden. 


Illustration will go a longer way toward 
making a sale than any argument contrary to 
the customer's opinion. 
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Growth of the Sprake Sales Company 


I T IS always our pleasure as well as our 
privilege to note the progress of western in¬ 
stitutions in the trade, whether manufactur¬ 
ers, sales agents, wholesalers, jobbers, or re¬ 
tail merchants. It is interesting to the entire 
trade to follow the story of any progressive and 
enterprising institution and to know better the 
men who are responsible for this growth and 
what their methods and training have been. 



We have been handicapped somewhat in obtaining 
information relative to Mr. George T. Sprake. who is a 
most modest and quiet man, so we have hud to consult 
with some of his former associates and co-workers. One 
of them pays him this tribute: 

‘ ‘He does not get his results 
by exploding dynamite. He does 
not antagonize. He is gentle but 
very firm and very persistent. I 
have seen him put over some big 
deals in a wonderful and masterly 
way. I have seen him clear up 
awkward situations with great tact 
and delicacy. 

“Mr. Sprake was our buyer of 
tools for many years. In this de¬ 
partment, I do not believe there is 
a better posted man in the United 
States, lie had wide knowledge of 
the tool business and unerring good 
judgment in judging a good tool 
and in building up a line. Mr. 

Sprake not only knew practically 
every manufacturer of tools in the 
United States, but he knew all the 
tools as well. 

“I will tell you a little atory 
about Mr. Sprake that I hope you 
will not censor, and I hope you 
will not refer it to him, because if 
you do he will certainly tell you to 
cut It out, but it’s too good a story 
to miss. When he wanted a raise 
in salary, if I was neglectful of 
showing our appreciation of him, I 
remember one time he came to my 
office and said: ‘We have had a 
very good year in my department, 
by far the best year wo have ever 
had. I think I can say with all 
modesty that I have been of some 
help in producing these results, and 
I know you so well that I am sure 
there is no question about your 
showing your appreciation of my 
work in a necessary and substantial 
manner. ’ 

“Do you see how he asked for 
a raise f There was not the slightest doubt that he 
was going to get it. He knew he would get it because 
he deserved it, but I want to tell you that Mr. Sprake 
got that raise, and I felt very much better about it than 
if I had been held up by a threat or anything of that 
nature.'' 

As we have said, Mr. Sprake knows nothing about 
this article. He won't know about it until it is printed, 
and it will doubtless be a surprise to him to know that 
the HARDWARE WORLD has resources for obtaining 
information if a man does not give it himself. 


OEO. T. SPRAKE 

Snapped unawares 


Among such trade organizations of the west 
is the Sprake Sales Co., Inc., founded only a 
few years ago, yet since the start demonstrat¬ 
ing sound character, self-determined perma¬ 
nence, and the fact that in entering the field 
another means was made available for manu¬ 
facturers of the highest type to have representa¬ 
tion of the highest type in the far western terri¬ 
tory. 

About three years ago George T. Sprake re¬ 
tired as a director of the Shapleigh Hardware 



C. EDWARD WOOD 

Vice President of the Sprake Sales Company, had an experience 
which has been most comprehensive. It has given him a broad 
acquaintance with the trade, probably second to no other man 
in the country. His pleasing personality has won for- him a 
host of friends who are glad to count him among their friends 
and co-workers in the trade. 


Company, St. Louis, because Mrs. Sprake en¬ 
joyed better health in California. He settled 
in the far west and organized the Sprake Sales 
Co., Inc., under California state laws. 

Mr. Sprake was recognized as one of the 
leaders of the hardware business of the central 
west before his move to the Pacific Coast. 

Because of Mr. Sprake’s hardware trade 
knowledge and universal acquaintance among 
manufacturers and others, with whom he came 
in contact during his many years of business 
experience, it is perhaps not surprising that he 
should have been entrusted by many of Ameri¬ 
ca's great hardware manufacturers as their 
western representative. Mr. Sprake has sur¬ 
rounded himself with an exceptional organiza¬ 
tion of successful hardware men and the busi¬ 
ness has grown to such large proportions as 
to become one of the largest in volume of busi¬ 
ness and importance of the organizations doing 
business “from Denver west." 

Among their most important recounts are 
the Bonney Forge & Tool Works, said to make 
the most complete line of wrenches manu¬ 
factured by one concern; the Henry Cheney 
Hammer Corporation, one of America's oldest 
hammer manufacturers; Hartwell Bros. Inc., 
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O. P. WILCOX 

Secretary of the Sprake Salea 
Company 

According to Einstein’s theory 
of relativity, one is not to judge 
by the size of the photograph of 
the ability and importance of a 
man, is most true in the case of 
Mr. Wilcox, secretary of the 
Sprake Sales Company, and an 
important member of its organiza¬ 
tion, who contributes much tow¬ 
ards its success and develop¬ 
ment. 

If we are not mistaken, Mr. 
Wilcox is a member of the family 
oi Mr. Sprake, and that itself is 
a sufficient commendation as to 
his high character and ability. 

manufacturers of high grade hand and machine- 
made handles; the Keystone Reamer & Tool Co. 
whose products are in demand both among the 
hardware, automotive and mill supply trade; 
the Wausau Abrasives Co., the latter controlling 
its own mines and manufacturing a complete 
line of sand and emery paper and cloth, garnet 
paper, etc. 

It will be seen from the above that the 
Sprake Sales Company purveys particularly to 
the hardware, mill and automotive supply job¬ 
bers. As a matter of fact the success of the 
Sprake Sales Company is due to the far-seeing 
ability of its organizer, Gko. T. Sprake, and 
the fact that the company solicits only the 
recognized legitimate trade, being members of 
the Automotive Equipment Representatives* 
As.sociation. 

Trained at Hardware Headquarters 

Mr. Sprake *s first hardware jobbing ex¬ 
perience was with the Wyeth Hardware & 
Manufacturing Company, at St. Joseph, Mo. 
He began at the bottom of the ladder and left 
the organization as stockholder and director, 
to assume what he considered more important 
duties with the Simmons Hardware Co., where 
he also became a stockholder and remained a 
number of years. 

On the reorganization of the old Shapleigh 
Hardware Company, about 20 years ago. Mr. 
Sprake was taken in as a partner, where he 
(‘ontinued until about three years ago, when he 
organized the Sprake Sales Company and be- 
rume its president. 

O. Edward Wood, Vice-Preiddent 

(\ Edward Wood, who lately became a 
partner and vice-president of the Sprake*8 Sales 
Company, has also had a very wide and interest¬ 
ing hardware and automotive experience. As 
a boy he began with the Simmons Hardware 
Company, where he remained for a number of 
years, latterly going with Peck, Stow & Wilcox 
to gain factory and production experience. Mr. 
Wood covered “Pexto's** most important trade 
from Cleveland to the Mississippi River for 
some time, and then was elected general sales 
manager, which position he held for a 
long time, resigning to accept the sales man¬ 
agership of the Bonney Forge & Tool Works. 


He left this position the first of December, 1920, 
to become a partner and vice-president of the 
Sprake *s Sales Company and is in charge of the 
San Francisco office. 

G. P. Wilcox, secretary of the company, be¬ 
gan his hardware experience with the Simmons 
Hardware Company and now ably represents 
the Sprake Sales Company *s clients in Southern 
California, and east to El Paso. 

Experienced Men at Portland and Denver 

The company’s Portland office, covering 
Washington, Oregon and including a portion of 
British Columbia is in charge of F. H. Chown 
who was for more than twenty years identified 
with the Honeyman Hardware Co. as salesman 
and department manager. “Fred” as he is 
familiarly known, has a large and valuable 
acquaintance with jobbers in the northwest and 
has proved a valuable member of the organiza¬ 
tion. 

Prentiss N. Rice is manager of the Denver 
office, looking after the trade in Colorado, 
Utah and Montana. Mr. Rice has had excep¬ 
tional experience as a hardware and auto acces¬ 
sory salesman, and after serving Uncle Sam in 
the late unpleasantness became buyer for a 
large Chicago auto accessory house. Mr. Rice 
has family ties in Denver and having previously 
traveled in that territory he has a large acquain¬ 
tance with the trade. 


“HARDWARE WORLD” OP VALUE TO 
EVERY HARDWARE MAN 

Editor Hardware World : 

Some months ago my good friend Hamp 
Williams had your publication sent me, and I 
have so thoroughly enjoyed it, I want to pass 
the good work along, and will ask you to apply 

the enclosed check as follows: 

• • • • 

The last three names are our best salesmen, 
and I am sure the Hardware World will do 
them a “world” of good, as it has myself. 

Would it be asking too much to ask you to 
write a short letter to each of them with his 
first copy, advising them we have appreciated 
their service, and consider them ou.r best sales¬ 
men, and the Hardware World is sent them in 
appreciation of their work, and that it may help 
to make them even better business men ? 

With kindest regards, I am. 

Yours very truly, 

Florida. S. KBNDBICK GUEBN8EY. 


The Merino Hardware Co., Merino, Colo., recently 
held a spring opening in which denion3tration8 were 
given on various lines of merchandise and report a 
successful season’s business. 


At a recent meeting of the Owenhouse Hardware 
Co., Bozeman, Montana, f^ank H. Benepe was elected 
president; F. A. Waldorf, vice president; Chas. M. 
Fisher, secretary and treasurer. Chas. M. Fisher takes 
the office left vacant through the death of his father, 
E. H. Fisher. 
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MODEL STORE AT COLORADO SPRINGS to publish this series of photo^aphs from Colo- 
Supplementing our article of several months rado Springs, showing the fine, light, model 
ago, describing the rearrangement and improve- new store of the Lowell-Meservey Hardware Co. 
nient of the Venice Hardware Co., we are glad [Tnfortunately we are unable to publish 


The right wall shows builders’ hardware department. Every item is tagged with the stock number, the 
cost and the sales price, making it a simple proposition for the clerk to find any article, as well as a 
customers in finding out what they want and knowing what to ask for when they see what they do want, 
displays on the ledge above the top shelf are changed from time to time, and the fact that the stock does not 
run to the ceiling gives the store an open, roomy, clean appearance. 


Bear half of the store, the household goods department on the left, showing goods on pyramid tables right 
under the customer’s eyes—all opportunity for suggestions. Skylights allow fuU light in the rear half of 
the store. Bathroom fixtures on the walls to the left, and paint department to the rear. 

On the right an idea of the arrangement of selling stock in the reach of salesmen, with reserve stock oo 
the shelves above. The tag on each shelf shows number, size, cost and selling price and the manufacturers’ 
name for every item. The office is in the rear of the store and a display board and selling suggestions utilize 
the space in front of the office as a buying guide for customers. T 
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photographs of the old store, showing the con¬ 
trast with the new methods and display and 
sales arrangement. We know these views will 
give invaluable suggestions to retail merchants 
everywhere, as to the possibilities of sampling 
goods and arranging showcases, so that custom¬ 
ers can get next to the actual merchandise, 
taking every advantage of the power of sug¬ 
gestion and visibility in making sales. 

Colorado Springs is a summer resort in some 
respects and an outdoor town. The hardware 
dealers are called upon for builders^ hardware, 
sporting goods and for merchandise that ap¬ 
peals to the householder of a very high type. 

Sales Materially Ihcxeased 

The general changes and rearrangements 
were under the direction of A. C. Moline, and 
he tells us that with the new system in opera¬ 
tion selling is a pleasure, due to the advan¬ 
tageous display of merchandise. 

Sales in the household department has in¬ 
creased from 60 to 70 per cent since the re¬ 
arrangement, simply because household goods 
are out in the open and arranged on pyramid 
tables and so displayed that they appeal to the 
householder’s eye. 

Any merchant who is wide-awake to his 
opportunities and who sees the good work that 
other merchants are doing in opening up their 
stock and letting in the light, giving the store 


an airy, clean and orderly appearance, can 
well do likewise. Such a step is only following 
the lead of the modern, successful merchandiser, 
competing with the chain store, and also with 
cash and carry methods. 


HOW DO YOU FIGURE IT? 

The trickiest word in the retail store is 
‘‘Profit.” Now you have it—^now you don’t! 
Some merchants figure it one way, others 
another way. When you sell a certain article 
you say to yourself—there is a good 10, 33 1-3, 
50 or some even say, 100 per cent profit. But 
is it ? Sometimes you doubt yourself when the 
bank account doesn’t seem to grow and you 
wonder where that profit went. Others even 
use that foolish phrase gross profit” in speak¬ 
ing of the monthly or yearly figures. Don’t 
fool yourself any longer—there is but one kind 
of profit and that is net profit. 


Position is not everything. Your eyes are 
behind your nose, but you can see farther than 
you can smell. 


Stand around outside of your counter for a 
while and see how things look from the cus¬ 
tomer’s point of view. In this way you will get 
some ideas that will be worth while. 



A general view of the left half of the store from the entrance. In the left foreground the tool department. 
All goods samples on panels or displayed behind glass. The stock is carried in drawers or on shelves behind 
the panels, ana in boxes in the space above the level of the eye. On the right show cases are arranged on the 
hon^oe plan. All fixtures were built by local contractors and specially designed to display eutlery, hardware 
Mid tools to the best advantage. ^ ^ ^ 
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COLT COMPANY’S NEW PRESIDENT 

Samuel M. Stone Elected as Succeesor to 
Ool. William C. Skinner 

To the host of trade friends that have grown to 
know Samuel M. Stone, during his sixteen years of 
service with the Coitus Patent Pire Arms Manufactur¬ 
ing Company^ will come with a feeling of pleasure and 
satisfaction the news of his election as head of this 
great organization. 

At a meeting of the Board of Directors, Thursday, 
May 19, Col. William C. Skinner expressed his wish to 
be relieved of the details encumbent upon the duties of 
president, after having been in the business harness 
for more than forty years, and upon Mr. Stone was 
conferred the well-merited honor. Colonel Skinner will 
still remain actively engaged in the larger affairs of 
the company as chairman of the board of directors. 

Mr. Stone came to the Colt Company sixteen years 
ago as a salesman, after being a buyer for the Simmons 
Hardware Company of St. Louis, Mo., for about fifteen 
years. Two years later Mr. Stone was made sales 
manager of the Colt Company and in 1912 was elected 
vice president. 

Mr. Stone was born in Urbana, Ohio, was educated 
in the public schools there and received his first busi¬ 
ness experience in ths retail hardware store of Stone 
Brothers, his uncles. Mr. Stone worked in the store for 
three years. 

Mr. Stone is director of a number of large corpora¬ 
tions, including the Hartford Electric Light Co., the 
Atlantic Screw Company, the Union Reserve Insurance 
Co., of N. Y., and the Humason Manufacturing Com¬ 
pany of Forestville. He is a member of the board of 
managers of the Y. M. C. A,, a director of the Hartford 
Chamber of Commerce and the Hartford County Man¬ 
ufacturers’ Association and a trustee of the Dime 
Savings Bank. He is also a member of the Hartford 
Club and is a 32nd degree Mason, and serves on the 
board of deacons of the Windsor Avenue Congregational 
church. 

Untiring in his efforts to further the interests of 
the organizations in which he is interested and with a 
rare personality and democracy that makes fast and 
loyal friends of his subordinates, Mr. Stone is the ideal 
man for this position of responsibility, tact and sound 
judgment. 

As an example of his prompt recognition of loyal 
and faithful service, his first official act was to appoint 
Dwicht G. Phelps sales manager—a reward appreciated 
by those who know this popular representative of the 
Colt Company. 

Mr. Phelps, who came to the Colt Company in 1902, 
was born in Hartford and educated in the plublic 
schools of that city. In 1908 he entered the field as a 
company representative, gradually extending his terri¬ 
tory from the New England states to a broad field, 
embracing all of the more important trade east of the 
Rocky Mountains, and will now have supervision over 
all sales of North America, continuing to visit person¬ 
ally many of the more important customers. 


(Uark Hardware Co., Red Level, Alabama, recently 
suffered a loss by fire. 


The Wortham Hardware Co., 4641 Troost Ave., Chi 
cago. recently sustained a fire loss. 


P. M. Jacobson Hardware Co. are the successors 
to the Wells Hardware Store at Preston, Nebraska. 


E. L. Sweetnam has disposed of his stock of hard¬ 
ware and implements at Armington, Ill., to W. C. 
Darnall. 


Jesse L. Barlow has purchased an interest in the 
St. Paul Hardware Co., St. Paul, Indiana. They handle 
full lines of hardware, housefurnishing, electrical goods, 
sporting goods, automobile accessories, etc. 


PASSING OP WELL-KNOWN STARRETT 
REPRESENTATIVE 

Mr. Robert L. Bridgman, New England represent 
ative of the L. S. Starrett (’ompany, Athol, Mass., died 
suddenly at his home in Belchertown, Mass., May 7. 
1921. Mr. Bridgman was 67 years of age, born and 
brought up in Belchertown. 



ROBERT L. BRIDGMAN 


Previous to 1908, when he became connected with 
the L. S. Starrett Company as New England representa¬ 
tive, he served for over thirty years as representative 
of the Athol Machine Company, traveling a largo por¬ 
tion of the United States. 

Mr. Bridgman was a man of strong personal char 
acteristics, possessing the faculty of making many 
friends and holding them, and for that reason was 
recognized as one of the most popular salesmen in 
New England. These friends always found ‘ ‘ Bob ’ ’ 
to be genial, with a ready smile and cheery word for 
everybody. Another strong trait in Mr. Bridgman's 
character was his loyalty. He firmly believed that the 
concern he represented was the best concern, and tie 
dealers he sold likewise were the best dealers. 

Although an active, energetic commercial man, Mr. 
Bridgman’s home and family were the center of his 
life. He is survived by a widow and three sons. 

Needless to say, the death of Mr. Bridgman was 
received with profound sorrow by all connected with 
the Starrett company, as well as the host of dealers 
he called on. 


The Whitman Mercantile has taken over the stock 
of the Lamb Hardware Co. at Whitman, North Dakota. 


Zerkel Bros., Troy, Ohio, are planning to install a 
housefurnishing department and request catalogs. 


The Bayer Hardware Co., 117 East Town St., Co 
lumbus. Ohio, is a new enterprise handling full lines 
of hardware, housefurnishing, etc. 


The H. W. Woelke Hardware Co. are also the 
owners of the Nash Hardware Co.. Nash., Oklahoma, 
and request ca^^alogs of automobile accessories, house 
furnishings, hardware and sporting goods. 
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B rakes are the all-important safe¬ 
guards of the driver. He wouldn’t dare 
drive his car if he knew his brakes were use¬ 
less. 

Brake lining is the most important part of 
the brake. It must hold and give satisfactory 
wear. 

Sell RUSCO Brake Ldning. You can depend 
upon its performance. It gives the driver 
absolute confidence in every emergency. We 
put into RUSCO the finest of materials 
specially woven to insure wear-r—everlasting 
wear. Heat produced by friction does not 
impair RUSCO. It’s the brake lining that 
nets you a real profit. Recommend RUSCO 
with confidence. 

li The Russell 
Manufacturing Co. 

619 Bussell Avenne 
MIDDLETOWN CONNECTIOITT 


Grips strongest 

—Wears longest 


RUS 

BRAf^^lNING 
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PRIZE WINNERS IN ENAMELED WARE 
CONTEST 

The Associated Manufacturers of Enameled 
Ware have announced the prize winners in the 
essay contest on “How to Sell Enameled Ware/’ 
which closed recently. The contest attracted 
wide attention among hardware dealers and 
managers of housefurnishing departments of 
department stores, as it created interest of the 
salespeople in their selling methods. The con¬ 
test was open to all girls actually selling enam¬ 
eled ware. 

There were ten prizes—$50, $25, two of $10 
each, and six of $5 each. The judges reported 
that the essays received were of an unusually 
high standard and those selected were of real 
merit. Many of the essays indicated the girls 
are reading the trade papers thoroughly and in¬ 
telligently and putting what they learn into 
practice. 

The girls showed a great appreciation of the 
fine points of successful selling and many went 
beyond and gave sound opinions on the whole 
range of store management. Advertising, win¬ 
dow display, counter arrangement, keeping of 
stock, assortments, grading of ware, the ques¬ 
tion of price and quality, courtesy, substitution, 
suggestions to customers—all these topics were 
well discussed. The qualities and uses of enam¬ 
eled ware were skillfully brought out. 

The prize winning essays are to be published 
in a booklet entitled “How to Sell Enameled 
Ware,” which will be illustrated by photo¬ 
graphs of the authors and of the stores where 
they are employed. This booklet will be dis¬ 
tributed to aU salespeople selling enameled ware 
and to anyone writing for it to the Associated 
Manufacturers of Enameled Ware, 46 Cedar 
Street, New York City. 

Following are the prize winners: 

1. Miss Mona Yeo, Bunting Hardware Co., 
Kansas City, Mo. 2. Miss V. P. Anderson, 
Davidson Bros. Co., Sioux City, la. 3. Mrs. 
Edwin S. Wills, Edwin S. Wills Dept. Store, 
Cynthiana, Ky. 4. Miss Marie Morrow, Per- 
gason Bros., Waterloo, la. 5. Miss Carrie Sue- 
ger, Scherer Prankel Store, Sandusky, Ohio. 
6. Miss Mildred C. Shaw, Radford B. Smith, 
Bridgeport, Conn. 7. Miss Ploy Herrick, Smith- 
Winchester Co., Jackson, Mich. 8. Mrs. Jennie 
Carter, Elder & Johnson’s Dept. Store, Dayton 
Ohio. 9. Miss Martha Hall, Rudge & Guenzel 
Co., Lincoln, Nebr. 10. Miss Mabel Shinners, 
Schlafer Hardware Co., Appleton, Wis. 


The Biggs Kurtz Hardware Co., Grand Junction, 
Colo., have increased their capital stock from $100,000 
to $250,000, preparatory to increasing their jobbing 
line. 


The Mehl Hardware Co., Uplands. Calif., are occupy¬ 
ing a new building recently constructed for them, 
which gives them increased facilities for handling their 
trade. 


PASSING OP ROBERT N. PECK 

The passing of Robert N. Peck, for thirty- 
eight years with the Stanley Rule & Level Co., 
will be a distinct shock to his friends and as¬ 
sociates in the hardware and tool trades. 

He was born in Bridgeport, Conn., in 1866; 
his boyhood and school days were passed in 
Newtown, Conn. The rugged life of a farmer’s 
boy taught him the value of hard work. At the 
age of sixteen, he came in contact with Charles 
L. Mead, at that time president of the Stanley 
Rule & Level Co., who spent his summers in 
Newtown. Mr. Mead arranged with him to be¬ 
gin with the New York office. His wages were 
small, but he had natural business instincts, 
and as an office boy he bought tools from the 
company and after business hours sold them 
to carpenters whom he found at work in the 
neighborhood. At this early age he was getting 
trading experience and incidentally building up 
a demand for Stanley tools. 

He moved to New Britain in 1890 and was 
shortly elected vice-president and a director 
of the company. Later he began traveling and 
for years made regular trips in building up and 
developing the company’s trade connections. 
He managed the sales of the company so suc¬ 
cessfully that the products were to be found in 
every town in this country and in all large 
cities abroad. 

More than a year ago, the Stanley Rule & 
Level Co. was merged with the Stanley Works 
and Mr. Peck was elected vice president and di¬ 
rector of the enlarged organization. His inti¬ 
mate knowledge of his business over a long 
period and his close contact with markets made 
him an authority, and his advice was sought by 
both producers and distributors. 

The distinguishing qualities in his character 
were his modesty, his courage and his honesty. 

Mr. Peck was simple in his tastes, fond of 
his home and his family life was ideal. He was 
a good citizen of New Britain and a fine ex¬ 
ample of New England manhood. He leaves a 
wife, one son. Dr. Eugene Peck of New Orleans, 
two daughters. Misses Louise and Margaret; 
also two brothers. Dr. Charles H. Peck and A. 
W. Peck of New York and a sister, Mrs. James 
Minor of Portchester, N. Y. 


The Tonasket Hardware Co., Tonasket, Wash., re 
port a very satisfactory season’s business. 


The J. S. Broz Hardware Co. have moved to a new 
location at 5656-58 Broadway, Cleveland, Ohio. 


The Dalhart Hardware Co., Dalhart, Texas, are plan¬ 
ning to erect a new building, which will be occupied 
by their wholesale and retail business. 


The Southern Oregon Hardware Co. has been organ¬ 
ized at Medford by H. C. Garnett, E. H. Lamport and 
Albert Piche as stockholders. The new store will be 
opened in the Liberty building, formerly occupied by 
Mr. Garnett. They carry a complete line of hardware 
and sporting goods. 
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Sales 137.4% Greater 

FOR FIRST QUARTER 1921 THAN 
SAME PERIOD 1920 

Sales: January, February, March, 1921.237.4% 

Sales: January, February, March, 1920. 100.0% 

INCREASE FOR 1921 .137.4% 

No better proof of the sales value and denaand for Auto-Kamp-Kook-Kit is 
needed than this remarkable sales increase. Such sales increase can only 
come to a product of the highest standing. 

Auto-Kamp-Kook-Kit is a real stove (it fries, boils, bakes, roasts), has 
real grates, bums motor gasoline, is windproof, folds up like a suit case, 
compact, light and easy to carry. 

To assure stock for immediate delivery, dealers should anticipate their de¬ 
mand and order npw. If you do not already handle this popular camp 
stove, send for our dealer’s terms, now. 

Prentiss -Wabers Stove Company 

18 Spring Street, Wisconain Bapids, Wis. 



Two-Burner Kit—In Use 
Price Equipped $17.50 

Price Unequipped 15.00 


Auto • Kamp~Kook‘Kit 
enables you to have good 
clean meals, without 
fuss or muss, when and 
where you please, on a 
moment’s notice 


Auto-Kemp-Kook-Oven—Open 
Fits ell Auto-Kemp-Kook-Klts 
oonvertind the kit into a 
veritable range 

Price ... - $5.( 


Two-Bumer Kit - Closed 
Everything Inside 


Auto-Ramp-Kook-Oven—Closed 
Folds to 12'xirx2'' 
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AT HOME AMONG HOUSEHOLD GOODS 

What more noble work for a fine woman 
than to guide the householders of her com¬ 
munity in making their homes more liveable, 
homelike and convenient with utensils, labor 
saving appliances and household goods in gen¬ 
eral. 

If we are to judge by appearances and the 
many good words we have heard about her 
from all sides, Mrs. Mugar, manager of the 
crockery and household department of the 
Turner Hardware & Implement Co.. Modesto, is 
every bit as good as she looks. 

Although our good friend J. 1). Turner 
apologized for sending so ‘'intimate” a picture 
of Mrs. Mugar, we have assured him that this 
is just the right one to place in the Hardware 
World. It strikes just the right note. 

For it indicates that Mrs. Mugai* is not only 
saleswoman or executive, but she is a home¬ 
body and we know that her department is not 
only efficiently run but that it is practically 
run for the benefit and real progress of the com¬ 
munity, particularly the women buyers. . The 
goods are not sold for the sake of selling them, 
but for the comfort, service and help they may 
be in the home-life of the community. 

Mrs. Mugar is a New Yorker originally, and 
her first experience was in the great depart¬ 
ment stores in New York. Several years ago she 
moved west and was connected with the sales 


department of several of the larger department 
stores at the other extreme of the continent. 
Eight years ago she moved to Modesto and has 
proved a strong support on the Turner Company 
staff. 

At the present time Mrs. Mugar is in the east 
visiting old friends and also calling on the 
principal factories whose goods she so success¬ 
fully and interestedly sells "way out west.’' 


E. FRANK NETTLETON DECEASED 

Announcement is made of the death of E. 
Frank Nettleton, vice-president of North & 
Judd Manufacturing Co., New Britain, Conn., 
at his home in New Haven recently. 

Mr. Nettleton was in his fifty-fifth year and 
had been connected with the saddlery hardware 
industry from his youth. He was born in Sey¬ 
mour, Conn., but received his early education 
in the New Haven public schools, later attend¬ 
ing a business college. Upon his graduation 
from the latter institution he entered the em¬ 
ploy of Kelsey & Couch, saddlery hardware job¬ 
bers, soon being promoted to the sales force. 
From that firm he went to Weed & Company. 
Still later he became associated with W. & E. T. 
Fitch company, being assigned to the Chicago 
office as western representative. Upon his re¬ 
turn to New Haven he became secretary of W. 
& B. T. Pitch Company. At the death of John 
B. Pitch he was elected vice-president. 

When North & Jndd Manufacturing Com¬ 
pany purchased the Pitch Company Mr. Nettle¬ 
ton became a member of the "Anchor Brand” 
organization, being made vice-president. He 
remained at his desk until a few weeks ago, 
when ill health forced him to relinquish his 
tasks. 

In addition to his business activities, Mr. 
Nettleton devoted himself to promoting public 
welfare. As chairman of the Board of Health 
Commissioners of New Haven under three dif¬ 
ferent mayors he rendered distinguished service, 
and his administration won the approval and 
praise of the best minds in the City of Elms. 

]\Ir. Nettleton was a man of sterling char¬ 
acter. upright in all his dealings with his fel¬ 
low men. He was of the type which has elevated 
American business to its high plane. 



Secretary Jacobs offers to pit the office force of the Wisconsin Hardware and Insurance Association against 
any .similar aggregation in tlie world in the matter of efficiency, ability and pulchritude, and a glance at this 
group will cause any other association to hesitate to accept the challenge, especially in the matter of feminine 
beauty, and masculine handsomeness, if we are to judge by a mere glance. We are sorry we do not have their 
individual names that we might help to make Wisconsin more famous than jealous critics sometimes accord her. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 


High Grade Tools 




For High Grade Workmen 


The High Quality of our Tools, also good service rendered the 
Government and the trade, helped Uncle Sam win the war. 

With our increased facilities we expect to meet all demands 
and will appreciate your continued orders. 



No. 1771 Carbon Scraper Sat. lAit $7.20 Dot. 


1ENCINCEIRS'SCARING SCRAPCR SET 
1^ -.M eOr^UM TOOL CO* LOUISIANA. MO. 



M 

0 

0 

No. 1750 Straight. 
No. 1751 HoUow. 

Idst $4.00 per Set 

List $6.00 per Set 

g 

bl 



1 


I Vrr, -vt ; ; > V 


Cnrvad Bearing Scraper Bet 
No. 1765. Llat $1.50 per Set 


Three Cornered Bearing Scraper 
No. 1754 Idet $^0 per Dos. 

No. 1755. Lift $4.20 per Dos. 


Machinists* Anto Punch 
‘Special’* and *’Reliable* * Brands 


C. W. CAUSE CO., Western Sales Agents 

693 Mission Stareet, Son Francisco, Cal. 
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IF YOU HAD THIS HABIT 

The reason why most men fail so often in 
their hopes and purposes in life is they work 
along without a plan. Is it not so? A well- 
laid plan is just as needed for success in life as 
is the compass to the mariner at sea. Without 
the compass, mariners are often lost in mists 
and fogs, and know not where they drift or 
sail. And so it is with man in life. For he who 
works not on a plan will drift with fruitless 
effort all along the sea of life in fogs and mists. 

If you would frighten Gaunt and Ghastly 
Poverty away, then station at your hearth. Fru¬ 
gality. 

By habit, men are often bound with hoops 
of steel. It grows to be a sort of second nature. 
So much is this the case that, even in what they 
eat, one race of men might die if fed on that 
which another race will live and thrive. 

A habit early formed in life of saving just 
a little part of what one earns will grow, by 
repetition of succeeding years, to be a part 
and parcel of one’s self. He cannot help it 
by-and-by. 

And so it is with spending money. It soon 
will grow a habit of great force. Parents, then, 
should take a note of this, and early start their 
child in habits that are sound and good. The 
young man, starting life, should grow by wise 
direction of the elder friend, a constant saver 
of a certain part of what he earns. 

No matter (not at all) how small the first 
beginning is. Ten cents per month in early 
youth, saved faithfully and well, will form a 
habit that will make the after-man familiar in 
the halls of wealth. Things have a cause, and 
causes have effects. This is a rule of nature, 
just as fixed and permanent as planets, stars 
and suns. 

Saving is a cause—riches the effect. Do 
not deceive yourselves, ye architects of wealth, 
ye young beginners of a life! For here you read 
the truth! And now, at this very moment, you 
may start (no matter if you’ve lived one-half 
your life); you even now may start the sure 
foundation of a fortune, which will make old 
age a time of ease. 

But whenever a man is urged to lay apart 
each week a portion of his wages, the almost 
universal answer is: “It takes all I earn to 
support my family, and I cannot save a cent.” 
I ask such a man: ‘ ‘ Suppose your life depended 
on putting three dollars every week in the sav¬ 
ings bank, could you do it?” “Oh, yes, then 
I could, of course.” “Well, then, don’t tell me 
again ‘you cannot save,’ but, rather, say you 
will not save, for that’s the simple truth. 

“If it seems so dreadful to go without some 
few things to save the three dollars every week, 
how much more dreadful will it be to get sick, 
one of these days, and have your wages fail, 
for then you’ll have to starve, or send your 
children out to beg, perhaps?” Make your 


choice, fellow-men, now, while there yet is 
time. 

Either a man must run the risk of penury 
and want, when sickness or old age overtake 
him, or else he must lay money by for coming 
rainy days. 

But those who convince themselves they 
cannot save a cent will never, till they change 
their minds, be likely to make trial of that wise 
and prudent act. 

Watch the sort of men who tell you (and 
convince themselves, too) that they cannot save 
a cent. You will find them always spending 
money for vain and foolish, useless things. 
When a man gets rich, he ought to spend his 
income, maybe, but no man living on wages has 
any right to spend all he earns, for it is tempt¬ 
ing fate. 

Now, fellow-workin^en, artisans, shop¬ 
keepers, clerks, mechanics, laborers, yes, and 
working girls, too, whatever ye are—go directly 
and open a savings bank account, put five dol¬ 
lars in this week, and keep on doing the same 
thing every week afterwards—and if any week 
comes when you think you cannot save five 
dollars, read this again, and then go and put 
your money in the bank. Keep on doing this, 
and in a few years you will be worth several 
thousand dollars. 

Your affectionate friend, 

“UNCLE BEN.’’ 


“BROWNIE” AND “U. S.” SKATES 

F. D. Kees Manufacturing Co. of Beatrice, Neb., 
announces its complete skate line, Bulletin No. S-3. 
1921-1922, embodying the Brownie and U. S. skates. 

Late in 1919 the company purchased the businesg 
of the Brown Spring Ice Skate Co. of Webster City, 
Iowa, makers of “Brownie” skates and skooters. Last 
year the company acquired the ice skate dies and 
equipment of the P. Lowentraut Mfg. Co. of Newark. 
New Jersey, adding the U. S. ice skates to the line. 

The equipment has been moved to Beatrice and the 
two lines now give a most complete variety of patterns. 
This department is in charge of B. R. Brown, formerh 
secretary of the Brown Skate Co. 


The Trinidad Hardware Co., Trinidad, Colo., has suf 
fered a loss of .$200.00 recently in fire arms through 
burglary. 


The John Dower Lumber Co., Hanford, Wash., have 
recently been adding additional stock including hard 
ware and paints. 


The Bliler Hardware stock at Clyde Park, Montana, 
has been moved into a new building to enable them to 
have increased facilities. 


McGowan Bros. Hardware Co. have leased a two 
story brick building at the corner of Sprague Ave. and 
Wall Street, Spokane, Wash. 

The hardware business of Bert H. Finch at Esta 
cada. Ore., has been sold to Harry H. Smith, Hillsboro. 
Ore., who has taken possession. 

The Dayton Hardware & Implement Co., Dayton, 
Wash., have found it necessary to take increased facil¬ 
ities for displaying their stock. 
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BEACON 


Flexible Spout 

OILERS 
FILLING CANS 
FUNNELS 


Standard Spout 

MEASURE- 

FUNNELS 

MEASURES 


An attractive and staple line affording quick 
turn-over and good profits. Send for litera¬ 
ture. Order through your jobber. 




ture. Order through your jobber. 

MOOERS-WRIGHT CO. - 1400 Broadway, New York 

WttUrn 8PRAKB SALBS OO., XVO. 

Lm Aiic«l«t Saa Franelaeo Portland 

S16 mgffiaa Bldg. 526 Markat 8t. 688 BaUwaj Bzehango Bldg. 504 Oharlea Bldg. 




BEAR BRAND CANTEENS 



Bear Brand is the best. Double bot 
tom forms legs. Perfectly balanced 
(»n the carrying strap. 

Sgnd for folders—oee full line—tben tell 

WOOLWINE METAL 

Los Angeles, California 


OsMT Oo; 
Ssadj a 
StrlBpls 


**D” Oombination 

Small, compact, inexpensive. The all Steel—100 
per cent Carrier goes with it. 

yoor Jobber yon mnst baTe BEAB BBAKD 

PRODUCTS COMPANY 

Eighth and Santa Fe Ave. 

I OFFXOBS 

Stzlmpla a Oox, Oorbeil Building, Portli^ 

Taylor, Youngs a Oox, Tomplo Oonrt Bldg., Donvsr, Ools. 
Dan M. B^ 222 glangbtar Building. Dallas, Tessa 
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MORLEY BROS. MOVE MERCHANDISE IN MICHIGAN 


With 200 feet of window space on one of the most 
prominent streets in Saginaw, Michigan, and with 
window trims of this sort changed every week, is it 
any wonder that this progressive institution reports 
business improving very much in their section and 
sales comparing favorably well with those of last yearf 
Morley Bros, are among the institutions '^ho believe 
strongly in publicity and sales pressure to keep the 
wheels turning. In fact, F. M. Gray of the company 


tells us that the very window display in this picture, 
featuring fishing tackle and base ball goods, sold so 
much merchandise that they figure it is the most 
efficient and least expensive sales method they have 
found. 

However, Morloy Bros, are not content simply with 
window trims, but are strong newspaper advertisers 
and believe that it takes every form of advertising and 
publicity to move goods, create new trade, and hold 
old customers. 


AMERICAN WIRE FABRICS' NEW 
FACTORY 


DODGE SALES & ENGINEERING COMPANY 
DISTRIBUTING KENYON COTTON ROPE 


Started in July, the American Wire Fabrics 

Co. announces the completion and operation of their 
new Chicago plant in the suburban town of Blue Island, 
located at Western Avenue and 136th Street, on the B. 
& O. and Indiana Harbor Belt. Several of the trunk 
lines run through Blue Island, giving them splendid 
shilling facilities in all directions. 

Those who have experienced building in the last 
year or so realize what an amount of time and effort 
is required to finish a plant. It was built from the 
ground up and is of the latest construction, with 
nothing but modern equipment. There are several de¬ 
partments and the warehouse yet to be erected, but the 
mill proper is now in operation. 

tW gives the Fabrics Co. two plants, one in the 
East to take care of the eastern, southern and export 
trade, and this new plant for the trade of the Central 
States and the West. 

The American Wire Fabrics Co. make a complete 
line of screen wire cloth, in painted, galvanoid, gal¬ 
vanized, copper, bronze, brass and monel, and all special 
grades of cloth. 

Their home office is at 208 So. La Salle St., Chica^, 
Ill., and their New York office at 160 Broadway. D. 
L. Herman. Seattle, Washington, and Ewing-Lewis Co., 
of Los Angeles and San Francisco, represent them in 
the far West. _ 

The National Hardware & Stove Company are suc¬ 
cessors to H. S. Bettes Hardware Company, Paris, 
Texas, which has now been capitalized under the Texas 
laws for $250,000.00. The new company will continue 
to operate the business at Paris with the following 
officers: Jas. D. Gee, president, Paris, Texas; J. W. 
.lanes, secretary, Paris, Texas; F. H. Menke, treasurer, 
Paris, Texas; .Tohn J. Fisher, vice president, Quinev, 
111 . 

Mr. Fisher is the president of the Excelsior Stove 
& Manufacturing Company of Quincy. 

The new firm will continue to do a strictly jobbing 
business, handling a full line of general hardware, 
stoves and house and farm furnishings. 


The advantages of cotton rope are almost unknown, 
but its superiority for certain types of service has 
been recognized for over a half century where it has 
been used almost exclusively for power transmission 
purposes. 

In securing the exclusive agency for Kenyon Cotton 
Rope in the United States and Canada, the Dodge Sales 
dc Engineering Company of Mishawaka, Indiana, feel 
they have made a connection which will enable them 
to place on the market a power transmission unit on 
a par with the quality of their other products. 

Kenyon Cotton Rope is manufactured by William 
Kenyon & Son, Ltd., of Dunkinsfield, near Manchester, 
England, who are the world's largest manufacturers 
of cotton rope for power transmission purposes. The 
Kenyon organization was formed in 1863 and the con¬ 
trol hias remained continuously in the hands of the 
family, the third generation now being in command. 
Kenyon Cotton Rope is made in six factories, four 
of which are located in England and two in France. 

Kenyon Cotton Rope is primarily distinguished by a 
certain principle of inter-stranding, which is made pos¬ 
sible by specially designed machines developed by Mr. 
William Kenyon of the second generation. The Ken 
yon organization have made a deep study not only of 
the technique of manufacturing but of analysis of the 
use of rope under all diversified and varied burdens 
of service. 

The construction of Kenyon Cotton Rope is espe*- 
cially interesting; the patent inter-stranding consists 
of a series of twisting operations, first the yarns, then 
the threads, and afterward the strands, these being 
finally locked together by reversing the turn. This 
results in a trinity of elastic spirals acting in unison 
and so wedged into each other that they will bend 
pliantly without undue wear or without disturbing 
the relationship. 


The Morrissey Hoffman Hardware Co., Ordway. 
Colo., are adding to their store and warehouse facilities 
and are carrying an increased stock. 


Digitized by 


Google 





HARDWARE WORLD 


No. 46 Reliable 


Weight, 10 Iba. 

Will Lift 3000 Iba. 

Height, Lowered. llVa ina. 

Height, Baised, 17 Va ins. 

THE PETRY PUMP 

America** BEST Tire Pump 


The Jack You 
Ought to Sell 

You can greatly increase the 
turn-over in your Automobile 
Accessories Department by 
stocking Reliable Jacks. Other 
dealers find them an exceed¬ 
ingly profitable item to handle. 
Their customers find them de¬ 
pendable. Customers sold on 
Reliable Jacks stay sold. 

Your jobber can supply you. 
Write us direct for catalogue. 

Qito Hanufactiiriiig Company 

Ashland, Ohio 




- = 

for Life** 

‘‘HEXALL” 

Trade ICazk Seg. U. 8. Pat. OfRoe 

SOCKET WRENCHES 

AND 

oaera who know them through experience. 

—dealers who have made and held trade because of 
them. 

—Jobbers who find **HEXALL” always in demand 
with dealers. 

Twelve Sete—a **HEXALU* for eoery need 

•Break Any ‘HEXALL* Wrench and We 
Repair It—No Charge” 

R. F. SEDGLEY, Inc. &L!I2: 

Also Makers of **BABT" Hammerleaa Berolvers 

2311-13-15 North 16th Street* Philadelphia* Pa. 

Padfto Coast BepresentatlTos: 

McDonald k linforth, San Francisco, Cal. 


HANDLE LOCK V 
facilitates carry^ 
ing or handling.'^ 

barrel——3 

17» or 20 'x 1V2« 
diameter, highest 
grade seamless 
steel tubing, 
threaded and sol¬ 
dered into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 

P ressure on 
eather cup 
washer. 


BASE, V \ 

spreads end \ 
allows natural X 
pumping posi¬ 
tion without losing 
balance—pump op¬ 
erated In front of, 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 
grade malleable 
iron, closes into 
space of ordinary 
size pump base, 
fastened by a Wing 
Nut which cannot 


come off. 


HANDLE 


shaped to fit 
your hand. 

CAP 

heavy cast brass 
with long piston 
rod bearing. 

BRASS VALVE 


5-piy, highest 
grade,27* long 





LOX-ON 
CONNECTION 
' with tire valve 
deflating pin, 
consideraoly 
lessening pump¬ 
ing effort. Its use 
impractical on 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $5,00 
17** or 20** Barrel 



t Copyright. 1921 

• *. S. A. Petry 

Company. Inc. 

**Stands hy Itself ** 

THESE SPECIAL FEATURES not found In any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughouL Guaranteed to make 
good. Patents appiied for. 

N. A. PETRY COMPANY, Inc. 

Makers of the Petry Cut-Out, Pedal, arui Ventilator 

^5 N. Randolph St., Philadelphia 
Wottra Dutritew. Nwmtt CtwuCa, 44S4S1 Raht BUa. SuFrMdK».CiL 
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USE NAILS AS A PAINT BAROMETER 

No man is so poor, or so rich, in ideas but 
what he should be able to learn from someone 
else. That is a safe principle to go on. 

Simon Brothers have developed the idea to 
which we have referred previously, but it will 
bear repetition. It is no more nor less than 
simply coupling up the idea that when a man 
buys nails he is going to drive them in lumber 
of some kind, and lumber requires paint, and 
so Simon Brothers or the manager of their 
hardware department, Mr. Coffey, capitalizes 
the idea to good effect. 


Hence he has been educating his associates aud 
co-workers, not only to talk paint, but actually 
demonstrate it, and to know just what can be 
done with every can of paint that goes out of 
their house. 


It’s better to take a small profit with a 
quick turnover than to have large-profit goods 
gathering dust on your shelves. 


Work and play don’t go together, but those 
who know how to play the hardest are usually 
capable of doing more work. 



Simon Brothers started a few years ago 
with a small store which has developed into a 
department store. The store’s paint department 
started in a small way in the early days, turning 
their stock about four times a year. Now their 
paint department averages twelve times a year 
turnover. They handle a line of hardware and 
other products, of which their paint department 
is not the least. 

Too often a clerk will shove out a can of 
paint to a customer with the formula that this is 
So and So’s paint and is the best paint made. 

Mr Coffey believes that if the salesman will 
give paint the study and attention that they 
give to other lines they could make the paint 
line not only a most interesing, but a most 
profitable one. 

He originated the idea that for every sale 
of nails there should be a good paint prospect, 
and he w’atched the nail bins pretty closely, to 
verify his theory. No matter whether one is 
using old lumber or new it requires paint. He 
believes no one should be permitted to sell paint 
unless he is familiar with its qualities and uses. 


AN EYE TO BUSINESS 

Two brothers ran a hardware store in a western eity, 
One of the brothers became converted at a revival 
and it was not long before he was urging the other 
to follow in his footsteps. 

**You ought to join, Jim.” said the converted one. 
**You don’t know how helpful and comforting it ia to 
be a member of the church.” 

know, Bill,” admitted Jim thoughtfully, ”an’ 
I would like to join, but I don’t see how I can. ’ ’ 

“Why notT” persisted the first. “What is to pre 
vent you f ’ ’ 

“Well, it’s jes’ this way. Bill,” declared Jim 
“There has got to be somebody in the firm to weigh 
the nails and other stuff.” 


The Bishop Hardware Co., composed of B. S. Me 
Queen and B. H. George, C. F. Messman and W. P- 
Middleton, at Bishop, Calif., reports a good bu8ines<<. 


The Hallowell Hardware Co., at Susanville, Calif , 
has di^osed of its implement department to the Hal- 
lowell-Harriman Co. JEVank Harriman is a veteran 
implement man from Fallon, Nev. 


P. H. Hubbard, formerly of Steamboat Springs, 
Colorado, and W. P. Hays, Saratoga, Wyoming, have 
purchased the hardware stock and fixtures formerly 
owned by the Wyoming Supply Co.. Rawlins, Wyoming. 
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WHEEL DISCS 


For Ford Cars 




—And like the others—Peerless Radiators, Penders, 
Tool Boxes and Combinations—it’s a sure-fire seller. 

We don^t claim it has the high degree of utility that 
other Peerless Products possess—it’s essentially a novel¬ 
ty. But it’s a novelty that moves fast, that pays big 
profits and costs little to stock. 

The Peerless Wheel Disc slips on easily over the or¬ 
dinary Ford wheel and gives it the grace of a solid disc 
wheel. Easily washed—and there’s no rattle or noise. 
Made in two colors—maroon or black—for either 
clincher or demountable rims. Ask your jobber—or, if 
he hasn’t them, writg us direct. 

Retail Price $10.00 Per Set 


Section Avenue 


THE CORCORAN MFC. CO., Dept. 14 

CINCINNATI, OHIO 


Norwood 
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est and most faithful members of the Pacific 
Northwest Hardware & Implement Association. 
In recognition of his support he is the present 
second vice-president of the Association. With 
him in the management of his business is F. 
A. Williams, president; Wm. M. McGowan, sec¬ 
retary and treasurer; H. D. W^oodard, manager 
of the hardware department, and E. J. Robert, 
manager of the implement department. 

The building has a frontage of 60 feet on 


summer windows, each with a big idea, featur¬ 
ing fishing supplies. The entire window points 
to the central idea. 

In the second window automobile supplies 
are featured. Never could a motorist pass this 
window without some suggestion or urge to 
possess some article which is clearly featured 
in this display. The panel in the rear brings 
home to the motori.st the usefulness of a flash¬ 
light. 


Digitized by 


WINDOWS DISPLAY, THE TOPPENISH 
TRADING CO.^S STANDARD 
The philosopher speaks of the ‘‘eyes as the 
windows of the soul.’’ In the same way we feel 
that these two recent window^ displays of the 
Toppenish Trading Co., at Toppenish, Wash., 
are a mighty fair index to the general character 
and soul of the new store enlargement and im¬ 
provement of which has just been completed. 
Manager Z. Y. Coleman is one of the strong- 


Toppenish Avenue and a depth of 120 feet on 
Main Street with show windows on front and 
side of the building. The company carries a 
complete line of general hardware and sporting 
goods, as well as a complete line of farm imple¬ 
ments. They are local Winchester agents. 

The feature windows of the company are 
under the care of and directed by Al. Herboth. 
formerly with John Iloene at Cottonwood, Ida, 
The window displays shown here are strictly 
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Yours for Quick Sales 
and Good Profit 


A Dealer writes: have received your Sees- 

All Mirror and have installed it on my car with 
greatest satisfaction. I find that it is all that 
you claim for it.’^ 


1 Want Every Merchant and 
Jobber to Have a 

SEES-ALL Mirror on His Car 


—Ed. Kennard, President Sees-AU Mfg. Co. 


Beveled Plate. Non- 
r n 1 1 i n g E n a m e 1 
Frame, weighs 166 
Ihs. per gross, packed. 
Comes in individnal 
cartons. In ordering 
he rare to specify 
open or closed types, 
as clamps differ. 


Sees-Afl Mirror 

(Patented) 



A Jobber says: Never have I appreciated 

anything on iny car so much as the Sees-All 
Mirror. The duplex feature enables me, either 
as driver or passenger, to fully command the 
view behind. No car is complete without the 
Sees-All Mirror, and I am telling this to all my 
friends. ^ ’ 


It’s the best thing in the world for avoiding automobile accidents and goodness 
knows there are enough accidents these days. 

My little Sees-All Mirror is really two mirrors in one—heavy beveled plate glass 
niirrors—in a neat and substantial metal frame, and are at the exact angle which per¬ 
mits the driver and his companion to see the road, both sides and behind, while looking 
ahead. 

It is quickly and firmly attached to the top center windshield, right before your eyes. 

— Try This Sees-All nHiiTor on Your Car 
10 Da 3 r 8 Free 

So positive am I that when you once 
use this mirror on your car that you will 
recommend it to every car owner and 
sell it readily, that I am willing to send 
you one right now to try for yourself. 

JrST SEND THIS COUPON and 
the Sees-All Mirror will come to you 
postpaid. If you don’t like it, just send 
it back. If you keep it, remit $2.50. 
Please enclose your card or letterhead. 

Dealers and Jobbers Write for Our Proposition 

ADDRESS OFFICE NEAREST TO TOU 
1220 Boatmen’s Bank Bldg. 866 Phelan Building 
St. Louis, Mb. San Francisco 

1810 Westlake Ave. 388 Taylor St. 

Seattle Portland, Ore. 



Mlliii 


LIST PRICE, $4.00 




Ed. Kennard. SEES-ALL Mfg. Co. 

.\lright, Ed: T’ll trs’ your old Sees-All 
Mirror on iny wiic; n for ten days that you 
offer to readers of the Hardware World. If 
I don’t like it. I’ll return it to you. Other¬ 
wise I’ll remit you trade j)rice. $2..">o 


My Car is Open Model ( ) (Mosed Model ( ) 
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THE STANDABD PORTABLE ELEC¬ 
TRIC DRILLS AND ORINDERS WILL 
REDUCE COST AND SAVE TIME 


The Tools you take , 
to the work. 


SPECIAL PROPO¬ 
SITION TO 
JOBBERS AND 
DEALERS 


WRITE US TODAY—AN EXCELLENT 
PROFIT AWAITS YOU 

EVERY TOOL GUARANTEED BOTH ELEC¬ 
TRICALLY AND MECHANICALLY 

BALL BEARINGS ARE USED THROUGHOUT 

We manufacture drills and grinders for every class 
of work in all sizes—Write for Illustrated Catalog 


THE STANDARD ELECTRIC TOOL CO. 

OINOIMNATI, OHIO 
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TCNTH STRCCT VIADUCT 

OMAHA. 


Top Beooven, Seoi Ooren 
Sadiator and Hood Oovon 

8ido Chirtaiii% Bain Omacda 

Tire Covers, Ona*man Ford Tbps 
Trimmers’ Material and Sopidiss 
Tent% Panltu, Wagon Covers 
Cotton Picking Bags 

GUfton Manufacturing Company 

Main Offioe and Taotoiy 
Waeo, Texas 

laa FrandMO, oyifonU 
Offloo: M9-41 LartetM A. 

Lm AaiMin. CMtfonU 
Offiot: 619 north BroAdwif 


The BUTTERFIELD & CO. 


Division 


UNION TWIST DBILL CO. 


MAWUTAOrUBB 


GOOD BETTER 

- REAMERS - 

AND 

SCREW PLATES 


DERBY UNE, VERMONT 


Chichgo 8tore 
11 South CUnton 8L 


Pacific Ooaat BeproMiitative 
V. a Walah, 660 MiflBion St., San Frandaco 
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HOW TO AIAKE ’EM SIGN DOTTED LINE 

A sale is not a sale ’till it’s “closed.” Not 
only must the salesman create a desire for his 
goods, but he must translate that desire into 
action by inducing the prospect to sign his name 
on the dotted line. A MacLachlan, secretary 
and sales manager, gives some helpful hints on 
the tactful art of getting the customer’s “John 
Hancock” on the order blank, in Forbes Mag¬ 
azine. 

“A salesman,” he declares, “should have 
three or four closers. The reason a customer 
doesn’t buy is because he doesn’t understand 
the proposition. Each time he turns the cus¬ 
tomer around and brings him to the fence, the 
salesman should use a new closer, so arranged 
as to make the customer answer the question 
indirectly. 

“In our own business as manufacturers we 
put all orders secured by our salesmen through 
wholesale houses. One of the closers we use in 
selling an industrial plant is worked out as 
follows: The salesman has gone through the 
proposition, we will say, has jotted down the 
order; he turns to the customer and asks, ‘Shall 
I send this through the Jones Electric Com- 
panyt’ If the customer says, ‘Yes,’ he writes 
‘Jones Electric Company’ on the order and 
hands it to the customer to sign. If the cus¬ 
tomer says ‘No,’ he realizes that the customer 
doesn’t imderstand the advantages he will de¬ 
rive from the purchase and use of our mer- 
chandise; so, figuratively, he turns the horse 
around, restates the proposition, and when he 
gets him up to the fence again, he uses the 
second closer on him. 

“The second closer is: ‘Shall I ship this 
freight or express?’ If the customer answers 
either ‘freight’ or ‘express’ he jots it down and 
hands the customer the order to sign. If the 
customer says he doesn’t want it shipped either 
way he isn’t sold yet, and it is necessary to go 
over the proposition again. 

“We use four closers, sometimes five, if 


necessary, and we find that our average sales¬ 
man has to use four closers to close his sale.” 



NEW STEEL AUTOMOBILE VISOR 

An automobile visor that ‘‘sheds the rain like the 
prow of a* boat^^ is the latest offering of the New 
Era Spring & Specialty Co., Grand Rapids, Micb. The 
new visor, which is made of an unusually heavy grade 
of pressed steel, is provided with a gutter at its lower 
edge, into which the water flows and is thus carried 
to the ends of the visor, whence it flows off and 
past the sides of the car instead of blowing back on 
the upper half of the windshield. 

This is a feature which is embodied in a few other 
visors, but the New Era goes a step farther and pro¬ 
vides both ends of the visor with a metal awning, or 
gable end, which overcomes the tendency of the rain 
to eddy around the ends and wet the windshield 
usually just at the spot in front of the driver's eyes. 
Perhaps the best that can be said about the New Era, 
or any other visor for that matter, is that it works. 
And that's what the New Era people claim for it in 
addition to the further detailed facts of heavy baked- 
on black enamel on the top and dull green finish under¬ 
neath, together with its easy adjustability to the height 
of the driver's eyes when installation is made, which 
also is very easy. 


BUILDERS HARDWARE MAN 
WANTED 

One of the leading hardware jobbing houses 
on the Pacific Coast has an opening for a man to 
take charge of the Builders Hardware Depart¬ 
ment. 

The position is permanent and the man must 
be fully qualified by character, ability and ex¬ 
perience. 

Give full particulars as to age, character, ex¬ 
perience and salary expected. 

Address A. B. O., Oare Hardware World 
Address Office Nearest Ton 

Boatmen’s Bank Building 866 Phelan Building 

St. Louis, Mo. San Francisco 

388 Taylor Street, Portland, Oregon 



A Patriotic Cordage Window 

An appropriate window for the 
first week of July, made entirely 
of cordage products is sure to at¬ 
tract favorable comment and at¬ 
tention by reason of the unnsual- 
ness of it. Such a window serves 
to bring to the attention of the 
people of your community the 
various uses to which cordage 
products can be put, and will, of 
course, be sure to increase sales. 
Columbian products were used in 
this attractive window of Russell 
& Co. 


Rawlins, Wyoming, have been i 
crea.sing their store facilities ai 
improving the appearance of the 
establishment generally. They a: 
adding a number o&new lines. 
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SELLi ELECTRIC FANS 



Many live hardware dealers are selling Northwind Fans—and making 
good profits. 

You can do as well. The demand is there—five successful seasons prove it. 

Northwinds arc well-made, serviceable fans—good to look at and econom¬ 
ical to operate. They carry a year’s guarantee, backed by 25 years’ experi¬ 
ence in making high-grade fans. 

Made in two popular sizes—8-inch desk-bracket type, in mat brass 
finish, complete with two-speed switch, plug and cord—10-inch oscillating 
type, adjustable for desk or wall use, in dull black finish, brass-finished 
blades, three-speed switch, plug and cord. Packed in individual cartons 
(8-inch, 12 to a case—10-inch, 6 to a case). 

These are “universal” fans, operating on 100 to 120 volts direct or 
alternating current (25 to 60 cycles). 

You can’t sell fans unless you have them in stock! Order a case of 
Xorthwinds from your jobber or 


THE EMERSON ELECTRIC MFC. CO. 

2018 WASHmOTOK AVE., ST. LOUIS, MO. 
Eastern Office — 50 Church St., New York City 





«*OIL RUINS TIRES” 

Moturists realise what a great menace oil 
is lo inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FRKS 
FROM OIL 

Five different sises of com¬ 
pressor, 125 different com¬ 
binations of ontfita. In 
stock at most jobbers. 
Price is right. A result of 
25 years* experience In 
compressor manufacturing. 
Send for Bulletin 0-6. 

Cwtis Pms. Meftv* Co. 

1612 Klsnlsn Av., St. Louis 
6S0-L Budson TsnL, N. T. 



The wide Guarantee under which 
V mOOIKS QUALITY SFBIKGS For Replacement 
are told—years of successful usage back of them 
—the new, improved principle of construction 
give you poslttve protection against imperfections j 
—breakage and bother. 

Best for the dealer because they deliver greatest worth in 
wear to nssr. Write for Trade Diseounts and Big Oaialog. 
listing 500 different styles. 

Hioonrs SPBlirO * axle OO., Dept. 741, Bjudno, WU. 


NO BOLT —NO HOLB —NO HUMP —NO JOLT 


King ^^Multi-Timibler” Padlocks 




Built to Serre 
Every Padlpck 
Need 



Unususl strength 
of body — case 
hardened shaeklec 
—eizteen to twen¬ 
ty-four tumblers. 


Guaranteed to give satisfactory senrieo— 
the eustomer to be the judge. 


TEX KINa LOCK CO.. OmOAOC, ILL. 

8ALBB EEPBEeSETATTVEf 
iUBPLBBA DUn ft OO.. 14 Murray 8t.,irew Toik Oltr 
Ohlesgo Qfflee, 84 M. OUatoii Bt. 
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SEES-ALL MIRROR NEEDED BY EVERY 
AUTOIST 

Attention is directed to the announcement 
of the Sees-All Manufacturing Company, who 
offer to send to any dealer or jobber one of 
their Sees-All Mirrors, so that he can try it on 
his own car and thus fully appreciate the ad¬ 
vantages of having every car equipped with the 
Sees-All Mirror. 

Ed. Eennard, president of the Sees-All Mfg. 
Co., has such confidence that it will appeal so 
strongly to every car owner and hence to ^very 
merchant and jobber, that he is willing to send 
one on ‘‘suspicion*’ as Elbert Hubbard would 
say, for a ten days* free trial, and if the mer¬ 
chant is not thoroughly satisfied that it is all 
that is claimed for it, he can return it without 
any obligation. If he keeps it, the price to 
merchants is $2.50. The list price on this mirror 
is $4.00, so that it carries a good margin of 
profit. 

The merchant assumes no obligation in try¬ 
ing this mirror out on his own car to convince 
himself of its merits and quality. 

Correspondence may be addressed to the ad¬ 
dresses given in the announcement of the Sees- 
All Manufacturing Company, where they have 
representatives conveniently located. 

STERLING CHICAGO BRANCH 

The Sterling Tire Corporation of New Jersey an¬ 
nounces the opening of a western branch at 1509 S. 
Michigan Ave., Chicago. This move was made neces¬ 
sary when the Sterling Tire Corporation severed its 
connections with the Rubber Corporation of America. 

Although it is the intention of the Sterling Corpora* 
tion to open as few branches as possible so as to elim¬ 
inate unnecessary expense and thus keep prices low 
and (quality up, the Chicago branch is in the center of 
the tire section, and is well equipped to give service 
to the company’s middle western customers. The 
capacity of the branch is a stock for 6000 tires. A 
power elevator carries automobiles and trucks directly 
to the stock room. 

John C. Schultz has retired from the Wooster 
Hardware Co., Wooster, Ohio, but the firm name will 
remain the same. 



THE DIA]\IOND-DE LUXE 

The Diamond Electric Specialties Corporation, 
Newark, New Jersey, are putting on the market the 
Diamond-De Luxe, a line of electric decorative out¬ 
fits; it’s designed to take the place of the sixteen, 
twenty-four or thirty-two light electric Christmas tree 
lighting outfits; eight-light sets can now be hooked up 
to get the required number of lamps merely by plug¬ 
ging into a four-way distributor block, just as one 
now plugs into any current tap. In place of the usual 
plug, the Diamond ^outfit is made with a connector. 
This connector plugs into the Diamond four-way dis 
tributor exactly as any parallel blade two-piece plug 
snaps together. Only these eight-light outfits and the 
distributors need be carried in stock, to be able to 
meet requirements for sixteen, twenty-four and thirty 
two light outfits. If a customer wants a sixteen-light 
outfit, he merely snaps two eight-light outfits into 
a distributor and a sixteen-light outfit is made. If 
a twenty-four light outfit is desired, three outfits are 
snapped into the distributor. If a thirty-two light out¬ 
fit IS called for, four outfits are combined with a 
distributor. Another feature is that they can be added 
to at any time by the user. A customer buying a six¬ 
teen light outfit, and finding it too small, can pur¬ 
chase another eight-light outfit, snap it into the dis 
tributor and make a twenty-four light outfit. No tools 
or knowledge of electricity required. 

The Pamic Coast representatives of the cqrmpany 
are Myers & Schwartz, 75 New Montgomery street. 
San Francisco, California. 


HARVE\ 

r BOLTLBSS 
^ AUTOMOBILE 

S P RINGS 


iTP.ima 

lUIETtniMiFOIStMCO. 

1117 UthSLlMiM. wit. 1 


IMPORTANT 

ramr bovsbs: 

Wslli for our BzelaMvo AjNag^^^^rspsMttea (BW) 

ALERT TOOL COMPANY 

n7.8»41 *Mtk Mxlh Sk, miadalpMk 


Sioux Tools sro the standard tools in garages evorTwhero 
for 

BSMOVDrO BXJSHZNOS 
BS-FACXVO, BB-8BATINO. OBZNDZm 
ANY AND ALL VALVES 

ALBERTSON A OO.. Manufaeturers, SIOUX OITT, lA. 
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New Era Visors 
Sell Quickly 

because their merits are as plain m the side of 
a bam. Gutter that catches the rain and carries 
it to the ends of the visor. Metal awnings at 
enda Baked>on black enamel outside and dull- 
green underneath. Interchangeable between 
open and closed ears. Adjustable when in¬ 
stalled to height of driver’s eyes. All metal, 
but extremely light. Prices are p|^ular at 
$10 for steel—$15 for aluminum. Write for 
particulars. 

NEW SFBINa SPEOIAIiTY OO. 

66 Ckittage Grove Ave., Grand Rapids, Mich. 

VISOR 


M oroi^ Mei^ camile HoMiaNY 


Wholesale 


Exclusivel 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

BxtntoaivB m sTaiB UTOBS roa *bb 
rouAWim unu 

littal OO Mobmoo Tool Stta 

Bunn PoBko ICBitloii Pacts 

Mmos Taboo Zjockwood float Oovm 

SSaSjoirtBrtort nxgjDA 

tn Poida Anew Grip ObMaa 

flsbild flaabbici Da Pont Top Malarial 

aOMco Pan Bella Laidlaw float Oana 

Kip Boo Spot Xlikta Matacial 

Maieo Bxouo DxfSaco Botioadara 


Maieo Bxouo DxfSaco Botioadara 

dad a Ooaiplalo Um of MOobaales* TMs and Oarago 
BqaipBMBt 

New 1920 Oatalog rnrnldhed on BetPMPt 

Motoi ^ Mei^ caotile Company 

116-117 floatb Waal Taaplo fltraot. flilt Ldke Ollp 


Hardy’s 

“Campers 

Friend^’ 



A “Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—^Aa a running board box it earriee a eom- 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal serviee 
box, in which to carry a complete dining 
service. 

—^The box is convertible in lata than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26%xSs 
inches and with two spacious sheiTafl under¬ 
neath for holding utezuiils, stove, etc. 

—With the **Oainp€ni Friend** yon stand 
up and cook with ease and sit down and eat 
in comfort. 

—^It eliminates the open camp fire for eook- 
ing purposes with all its disagreeable 
features. 

—There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—^The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this * * up-to-date ’ * outfit. 

Write for Prleei and mnfltrated 
Folder. 

JOHN E. HARDY 

POBTUUID. OBBOOK 
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SENCA SAFETY RAZORS 

The Geneva Cutlery Corp, Geneva, N. Y., manufac¬ 
turers of Genco razors, annoiinoe a new safety razor of 
the hoe type which they are placing on the market. 
The Genco razor, it will be remembered, is of the stand¬ 
ard or barber type. 

One claim for the new razor is that of simplicity, 
there being but one part in addition to the blade. 
The ease with which the blade can be inserted and 
removed, the firmness with which it is held in the razor 
and the construction of the guard are other features 
that the Genco people hold for the n^'w Senca razor. 

The razor is of brass, heavily nickel plated and 
is packed in a black box lined with purple plush. There 
are small cartons for sharp and dull blades. 

A complete equipment of especially built machinery 
has been installed in the Geneva plant for the manu* 
facture of blades alone, and several secret processes 
of steel treatment are used. 

The first of the line of Senca razors ultimately to 
be placed on the market is known as Model and 

has been made to sell at $1.00, with interesting profits 
to both jobber and retailer. 


BERMICO SHEATHING PAPER 

Attention is directed to our announcement 
on our last cover of Bermico Sheathing Paper, 
which when once sold is self-selling—that is 
the great reason why it appeals to every mer¬ 
chant and dealer. Bermico is not only made 
and sold right, but one could not pay any more 
than Bermico costs to any advantage. 

It is made only from spruce wood fibre— 
clean and tough. It contains absolutely no 
filler, is sized with rosin, is weather-proof and 
non-porous and really insulates a building 
against the cold air of winter and the heat of 
summer. 

Bermico is cheap only because it is a per¬ 
fect sheathing paper sold at a fair price, hnd 


no other sort of eheapnes.s is worth w’hile to 
anyone. 

The architect specifies Bermico because it 
safeguards his own work and pleases his client. 

Samples with full information will be gladly 
sent to any of our readers upon request by ad¬ 
dressing the manufacturers, the Brown Com¬ 
pany, Portland, Maine. 



SECHRIST COOKER MOST POPULAR AT 
HOME 

Very often the test of any iudustiy’, as well as an 
individual, is popularity at home. Judged by this 
test the Sechrist Cooker is true and genuine, for a 
recent investigation showed that the sales 6f Sechrist 
Cookers in Denver totaled more in dollars than the sales 
of the most popular brand of aluminum utensils. 

Here is a recent display of the cookers by the com¬ 
pany, in connection with the Colorado Manufacturers’ 
Exposition. 

The Sechrist steam pressure cooker is manufactured 
by the Albert Sechrist Mfg. Co., Denver, Colo. 



THE ONLY 
GENUINE 

AL WILSON 


SPINKEKS 
BASS SPOONS 
OONNEOTINO 
LINKS 

With the Safety 
Catch 


Famous from Pacific to Atlantic for workmanship 
and material. 

Order Uirongh year jobber Wxlte as for catalog 
AL WILSON CO., Williams Building, San Frandsoo 
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QUICK-FILL TIRE PUMP 

The ^‘Coleman Quick-Pill’^ tire pump is the newest 
offering of the Coleman L»amp Company of Wichita, 
Kansas, to the hardware and garage trade. 

Pressure pumps have been made by the Coleman 
Lamp Company for a number of years for its lamps, 
lanterns and lighting plants; and, answering the de¬ 
mand for a high-grade auto tire pump, the company is 
now placing on the market what is considered as the 
perfected single barrel pump. 

The Coleman Quick-IHll has a brass barrel that is 
heavily nickel plated, which prevents rust and cor¬ 
rosion. Charles E. Parr, sales manager for the Cole¬ 
man Lamp Company, says that this brass construction 
and nickel finish is superior to steel barrel pumps 
with; painted or enameled surfaces, which soon chip 
and then the steel is exposed to rust. 


The Coleman Quick-Pill pump is offered at a retail 
price but slightly higher than common pumps. The 
company is producing its new offering on a large 
scale and predicts that with the prestige of its Coleman 
Quick-Lite national advertising, the Quick-Fill will soon 
take its place among the leaders of the auto tire pump 
market. _ 



IMPROVED ADJUSTABLE WRENCH WITH 
CURVED HANDLE 



METAL BAND 


LOCK NUT 


LOCK Nuf| 


SPRING LOCK 
WASHER 


QUICK 

FASTENING 

BRASS 

CONNECTION 


EBONIZED HANDLE I 


EBONI2EOCAP 
AND PLUG 


COMBINATION AIR 
a OILING HOLE 


NICKEL PLATED 
BRASS BARREL 


AIR TIGHT 
STEEL CLAMP 


(STROKE 
CUSHIONING 
STEEL SPRING 


jAIR TIGHT 
ISTEEL CLAMP 


PLUNGER EXPELS 
ALL AIR 

EVERY STROKE 


'EXTRA SIZE 
[PUMP LEATHER 


HOSE 

connection 

PARALLEL 
WITH BARREL 


STEEL RING 
WELDED TO 
BRASS BARREL 


LARGE settling CHAMBER 
PREVENTS PUMPING OIL INTO TIRE 


ACCESSIBLE 
CHECK VALVE 








A new location of the check valve permits all the 
^ in the tube to go past the valve into the tire 
instead of some of it being lost in the pump on the 
opward stroke. Consequently, there is no waste com- 
pTeseion and more air with less strokes. 

There are no threads on the pump barrel. The 
company’s engineers point out that with threads cut 
on the tulring, there is always the risk of stripped 
threads and weakened barrel. Instead, the Coleman 
Qniek-Fill pump has a strong steel ring sweated to 
the bottom of the barrel. The base is threaded on to 
this ring, thus giving the most strength where the 
pressure is greatest. The new style base has a large 
combination oil settling chamber and free air outlet, 
which prevents any oil t>eing pumped into the tires. 


With a curved handle designed to fit the user’s 
hand comfortably, the Queen City improved adjustable 
wrench is of interest to hardware dealers. It is made 
by the Bergman Tool Mfg. Co., Buffalo, N. Y. 

This wrench with its scientifically designed curved 
handle makes it easy to get at hard places with more 
leverage and no chance to slip. Another improvement 
found in this tool is the greatly strengthened tongue or 
web of jaw which insures even distribution of strain 
over every part of the wrench. 

The tool is made from drop forged steel, pack hard¬ 
ened and heat treated. The jaw is of special high 
tensile strength steel. The adjusting screw is case 
hardened and heavily knurled. The square hole in the 
handle serves as a solid set screw wrench. 

The wrench is highly polished with black finish 
center web. This tool is made in five sizes. 


THE KIND OP LUBRICANTS THE RACERS 
USE 

Every car owner is interested in the kind of equip¬ 
ment and the choice of oil, gas and grease used by 
famous racing drivers. Especially is this true of 
lubrication. 

Proper lubrication, so vital to the performance and 
life of every car, is of special importance to racers. The 
terrific pace which the ears maintain and the long 
distance covered, develop heat and friction that quickly 
breaks down an ordinary grease and greatly handicaps 
the driver. Quite often he is forced to withdraw before 
the finish. 

A significant detail of the big race run at Indian¬ 
apolis on May 31 is that each of the nine drivers who 
finished used Dixon’s lubricants. 

As we go back over the years and recall such 
famous names as Chevrolet, Pullen, Rester, Disbrow, 
Bichenbacker, Burman and scores of others, we are 
impressed with the fact that their choice also was 
Dixon’s. 


A good 
Profit 
for you. 


EVERY FISHERMAN 
NEEDS 

Hall Automatic Gaff 


Write 

for 

priees. 



Only Practical Gaff Made. 
Weight, 20 oz.; 
Length 17 in. 


Nall Aitomtic Hsh Spear 
aadGaff Co. 

601-3 Bostoii Block 
MINNEAPOLIS, MINN. 
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ABILITY TO IMAGINE. THE FOUNDATION OP BUSINESS 


It is said that “well lathered is half shaven.” 
The ability to do is largely the ability to 
imagine. 

A man can do most an3rthing that he can 
truthfully imagine himself doing, and vice 
versa. 

Ask a man who can’t imagine himself doing 
a certain job to do it. Pears by the dozen 
rise up in his mind to defeat him. Those fears 
not only fail to tell him that he can accomplish 
what he is asked to do, but they overwhelm 
him with reasons why he can’t. 

If you doubt this just try to imagine yourself 
doing something which you know you can’t. 
You will very quickly fall short of accomplish¬ 
ing that feat of imagination. You can imagine 
only those things which you believe you could 
accomplish, if you were put into a position 
where it was your task to accomplish them. 

But when you can imagine yourself doing a 
certain work; when you can work out in your 
own mind every little detail that is necessary 
to accomplish that work; when you can actu¬ 
ally see yourself in imagination doing a certain 
thing and doing it well, there is no reason under 
the sun why you can’t do it. 


LOYALTY FIRST OF ALL 

If you work for a man, in Heaven’s name, 
work for him. If he pays you wages that sup¬ 
ply your bread and butter, work for him; speak 
well of him; stand by him and the institution 
he represents. If put to a pinch, an ounce of 
loyalty is worth a pound of cleverness. If you 
must vilify, condemn and eternally disparage, 
why, resign your position, and when you are 
outside, damn to your heart’s content. But as 
long as you are part of the institution, do not 
condemn it. If you do, you are loosening the 
tendrils that hold you to the institution, and 
with the first high wind that comes along, you 
will be uprooted and blown away in the bliz¬ 
zard’s track, and probably you will never know 
why. —Hubbard. 


Not “How much have you made!” but 
“How much have you done?” is the final ques¬ 
tion we will have to answer. 


Character remains the foundation of busi¬ 
ness, even though much of that foundation may 
have crumbled to dust since the signing of the 
armistice. 

“In the end,” says one commentator, “busi¬ 
ness comes down to character and moral obliga¬ 
tions. In ordinary times, when things are 
prospering, with little pressure upon character, 
men stick to their bargains and carry out their 
contracts. But when clouds come up like thun¬ 
der and the fulfilling of obligations means loss, 
pretty much the whole business falls upon char¬ 
acter.” 

So character not only is the foundation of 
business but its test as well. The true test comes 
in times like the present, and when the abnor¬ 
mal has given place to normal and our business 
once more sails on an even keel, the character 
which has stood the test of recent months will 
be the foundation upon which business of the 
future will go forward. 


IT’S YOU 

If you want to have the kind of home town 
Like the kind of a town you like. 

You needn’t slip your clothes in a grip 
And start on a long, long hike; 

You’ll only find what you left behind, 

For there’s nothing that’s really new. 

It’s a knock at yourself when you knock your 
town; 

It isn’t the town—it’s you. 


You wouldn’t expect, if you mined your soil. 
Bumper crops that you used to get; 

Nor aught but runts from feeding that stunts; 

Nor payment without a debt. 

One gets returns from what he earns— 
Something must first be due. 

If your town doesn’t pay, look at it this way: 

It isn’t the town—it’s you. 


Real towns are not made by men afraid 
The others will get ahead 
When everyone works and nobody shirks. 

You can raise a town from the dead. 
And while you make your personal stake. 
Your neighbors can make one, too. 
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WHICHt 

PEPTIMIST, OPTIMIST, PESSIMIST 

It costs money to be a pessimist. Lots of 
things are liable to happen to you, and finally 
you will land in the hands of the doctor or the 
undertaker, and that costs money. Let’s all 
be peptimists, and beat the doctor and the un¬ 
dertaker out of a job. 

A peptimist. by the way, is an optimist who 
is putting in his best efforts to make things 
go the way he wants them to go, and keeps 
smiling at the same time. Pretty tough job 
sometimes, but well worth trying. 

Some wise bird once said: Those men who 
try to do something and fail are infinitely bet¬ 
ter than those who try to do nothing and beau¬ 
tifully succeed. 


Be interested in whatever your customer is 
telling you. Learn to listen with one ear 
train^ on what the customer is saying, and the 
other seeking fqr an “opening” which will 
permit you to turn the customer’s words to 
account. Use the customer’s words as a means 
of pushing your wares. Interest in the small, 
every day affairs of their lives will prove a big 
aid in gaining their good will and the pannage 
of their friends. 


A man’s worst enemy is his own disinclina¬ 
tion to do the things he knows he should. 


Dependable Service 
Quality Goods 

We are exclusive agents for 

Home rt ead Qnarter-Tiim Blow-Off Valvw 
Witt Piuiq> Govemora and Begnlating 
Valves 

/ Valve Discs 
\ Bod Paddng 
Dnnbla \ Sbset Packing 
I Union Gadcets 
\ Gangs Glnmee 

Distributors of 

Wm. Powell Valves and Specialties 


The M. L. Kline Co. 

WholMMden 

PLWMBIKa. HSATlNa AND 8IBAM 
SUPFIiZBB 

84-as^-89 Front St a reo t , PortUaO, Ora 


Church White Pyralin 

Closet Seats 

are made in our own wood 
working shop and covered with 
genuine white sheet Pyralin 
which is applied by our patent¬ 
ed process and should not be 
confused with enameled or 
sprayed coatings. 

The surface of Church Seats 
is non-porons and requires only 
soap and water for cleaning. 
They can never turn yellow, 
chip nor crack. 

Write for Isstest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Boom Supplies 

Holyoke, Maas 

New York San Fraadeeo Ohlcego 

Tb«M goods can be obieinod from the lesding Jobbing houses In the West. Insist on them. Ifjron cannot get them, 
address for information W. B. Oilchxlst, Pacino Oosst Bepresentsttva Monadnoek Building, San Franeisoo, Om. Thsss 
goods are sold by the loading Jobbinf and supply houses. 
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M. L. KLINE’S NEW BUILDING IMAGINATION OF CUSTOMERS 


The photograph herewith indicates some¬ 
thing as to the present extent of the M. L. 
Bdine institution of Portland, and the facilities 
enjoyed by the customers of this splendid busi¬ 
ness institution in the prompt handling of their 
orders. 

We were about to say that the growth of the 
house of Kline kept pace with the growth of 
Portland, but we believe we would be justified 
in even a stronger statement in stating that the 
Kline institution has in a measure, set the pace, 
as it is Mr. Kline’s policy never to lag behind. 
It is typical of anything Mr. Kline undertakes 
he most successfully accomplishes, and no one 
does more to cooperate with their trade than 
does the house of M. L. Kline. 


MULEOLOGY 

The mule is patient, fond of work. 

His virtues will bear sifting; 

Besides, the business end of him 
Is always so uplifting! 

When a young man loses interest, his best 
girl loses her capital. 


Most girls are conceited enough to think 
there are two excellent reasons for extremely 
short skirts, but the average person is inclined 
to think the larger number are afflicted with 
poor eyes and worse judgment. 


When your patrons are indifferent and show 
small tendency to be pleased by anything you 
show them, remember that you have one piece 
of ammunition in your belt which you can 
always use to good purpose. Appeal to their 
imagination. Talk about your goods from the 
standpoint of the benefit, advantage or pleas¬ 
ure they will give. The love instinct sells many 
life insurance policies, just because the insur¬ 
ance man appeals to the imagination. 

It is natural and human nature to enjoy 
originating. The little child loves to build 
towers and buildings after his own fancy. The 
older child rejoices in making mud pies and 
in creating dramatic plays to work out hh 
own fanciful ideas. He loves to be the pirate, 
the hunter of deer, the slayer of lions, but 
when we get older we are so likely to be lazy 
and to be satisfied just to follow and to drift 
along from day to day. It is the man who 
originates a plan of his own and puts it into 
execution, who works along fresh lines, who 
becomes a leader and profits as a result of his 
originality. 


DECIDED TOO SOON 

“Was papa the first man who ever proposed 
to you, mamma?” 

“Yes; but why do you ask?” 

“I was just thinking that you might have 
done better if you had shopped around a little 
more.” 


Pair lady to undersized suitor: “How does 
it happen that you are such a little shrimp?” 

The Shrimp: “As a child I was raised on 
condensed milk.” 


“A fair day’s work for a fair day’s wage,” 
a fair article for a fair price—that’s the watch- 
wa>rd of good business. 
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WHAT ARE YOU DOING TO INCREASE 
YOUR BUSINESS? 

Ask the average plumber and he will often 
tell you that everybody knows that he is there, 
and that they know he is a plumber, but that 
isn’t the real way of getting business. Business 
is not to be had by sitting back and waiting 
for it. Business can be developed; people need 
to be reminded of their needs, as well as all of 
the conveniences that can be offered. 

How long do you suppose the department 
stores would stay open, unless they advertised 
constantly and persistently? They create a 
demand for a large part of their merchandise; 
even though people know what coats, suits, 
shirts, dresses and shoes are for, how much do 
you suppose these stores would sell unless they 
constantly reiterated and reminded their pros¬ 
pective customers of the advantages, the needs, 
the uses to which such goods are put ? 

Clothing is an everyday essential, and people 
would not be half so well dressed or look so 
well unless the department stores and clothiers 
did a great deal of work in educating and de¬ 
veloping the trade. 

This is equally true with the plumbing busi¬ 
ness. Here is a sample advertisement prepared 
by the Trade Extension Bureau Service, which 
is typical of the work and the cooperation that 


they will do with the plumbing trade to help 
them develop a larger business. 



SOMETHINO BESIDES A DRESS 
IS NECESSARY TO COMPLETE 
A WOMAN’S COSTUME 


By the same token, it takes something besides a 
bath tnb, lavatory and stool to complete a bathroom. 

Of coarse, you can **got by" with these alone, but— 
Water glass holders, tooth brush holders, mirrors, 
soap dishes, towel racks, toilet paper holders, etc., add 
a touch of convenience that makes the bathroom really 
modem. 

A complete stock of small fixtures is here for your 
convenience. 

(Yonr Name Here) 

Phone 000 000 Modem St. 

At the recent convention of the Washington State 
Master Plumbers’ Association, held at Spokane, J. E. 
McCormick was elected president of the association, 
Jerry Ward of Seattle vice-president, A. M. Qoodard 
of Tacoma treasurer. 


OVER 1200 PHILADELPHIA PLUMBERS 

J'vR r SAVILL'S SWAN-NECK FAUCET 

Ij Full-stream flow in a fraction of a minute. 

_^ntle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

brass, 85% copper. Saves replacing. 

Long nozzle-outlet Saves splashing. 

\gj Jobbers of Piiimbiiig Sop- SAVIll^S SONS, Wallace and Watti Stti^ Plifaiilplila, Pi. 

pUee Everywhere Send postal card for catalogue showing 28 styles. 



Ho. 10 StMl ^ 4 ** to 4** 


Plates that Please 

OBDEB NOW 

and be ready with a stock 

Increasing Demand for “B A 0” S^ea 

C»t»lof oa requMt 

THE BEATON A OOBBIN MFO. 00. 

Larfost and Oldaat Plato Oompnay la tho World 


Paeifie OoMt BopraaeatatiTo 
W. EBWZN 0XL0HBX8T 

681 Markat St. 

Saa rraaaiaoo, Oal. 


suoua 

CAXALOCUa 

SwotS 


Digitized by 


Google 



164 


HARDWARE WORLD—PLUMBING AND HEATING 


CALIFORNIA MASTER PLUMBERS 
CONVENTION 

Of all conventions held by the State Associa¬ 
tion of Master Plumbers of California during 
twenty-one years, none was so largely attended, 
none excelled in the faithful and earnest atten¬ 
tion of the delegates and members; and, as for 
the ladies, why they outnumbered their escorts 
at the recent Yosemite Valley meeting. 

It being necessary to hold a business session 
previous to the customary open-session, state 
president, Francis C. Schilling of Los Angeles 
called the delegates to order, and briefly out¬ 
lined the business to be transacted. 

By previous arrangements the Credential 
Committee were enabled to render a progressive 
report to the chair and then announced the con¬ 
vention in regular session and he named the 
personnel of the several business committees, 
among which was the committee on resolutions. 
Messrs. A. Coleman of San Francisco, chairman, 
and members L. Mellinkoff of Los Angeles, 
Hateley of Sacramento, B. A. Newman of 
Fresno, and H. S. Johnstone of San Diego. On 
the auditing committee, Messrs. Cary, Timmons 
and Goss served. 

Following these preliminaries, the annual fi¬ 
nancial report of the state treasurer, Frederick 
A. Wilson, and of state secretary, John L. E. 
Firmin were read and referred to the auditing 
committee. These reports showed that notwith¬ 
standing the very heavy and unanticipated de¬ 
mands made on the funds during the past fiscal 
year, that, taking all in all these balances com¬ 
pared more than favorably with those of last 
year. 

President Schilling called attention to the 
fact that by the kind consideration of Mr. Wool- 
ley, manager of the National Trade Extension 
Bureau, the bureau would be represented by Mr. 
Bateman, who would address the delegates on 
several interesting topics. The chair then in¬ 
troduced Mr. Bateman, a gentleman well equip¬ 
ped to intelligently and interestingly discourse. 
At this discourse, he spoke on “How to Secure 
Profitable Business’^ and “How to Know 
Profitable Business as Against Unprofitable 
Business,'^ and so well did he explain his views 
that at the conclusion, the convention conferred 
a vote of thanks. 

A pleasing incident was noted by President 
Schilling when he referred to the fact that 
there were eleven past state presidents honoring 
the present occasion with their presence, and 
now, the chair introduced Mr. Frank J. Klimm, 
the state president of 1911-12. 

In a very pleasing and instructive address, 
Mr. Klimm carried his hearers with him whilst 
speaking to his subject, “The Merits and Value 
of Co-operation.” 

The convention now resumed regular order 
of business, several additional resolutions were 
placed in the regrular course, and tlien, President 


Schilling relinquished the chair to State Vice- 
President Dixon, whilst he read his annual re¬ 
port. The report contained several recommenda¬ 
tions, the pith and body of which were in¬ 
corporated in the resolutions adopted by the 
convention; the feature eliminating the custom 
of the state executive board holding a mid-year 
session, as recommended by the president is 
a notable departure, and it would appear that 
only experience can determine the merit. 

National Director J. Hokom of Los Angeles 
informed the convention that by the courtesy 
of the Trade Extension Bureau its representa¬ 
tive, J. C. Greenberg, now covering Washing¬ 
ton and Oregon, has arranged an itinerary cov¬ 
ering California, and that by co-operation of 
the incoming state executive board, the light 
of business education will be spread over Cali¬ 
fornia in a direct and highly profitable manner. 

Responding to the chair’s announcement, Mr. 
Bateman renders that which properly may be 
termed a lecture on the principles of heat, and 
practical application to the heating of human 
habitations, more particularly such as are 
schools where children congregate. The gentle¬ 
man described the chemical-natural components 
of our common atmosphere and their propor¬ 
tions relative to human environments. The 
general impressions derived from the gentle¬ 
man’s presentations were that, comparing the 
three methods of heating appliance now most 
commonly installed, they form a sanitary view¬ 
point rated: first, hot water systems; secondly, 
steam systems; lastly, gas appliances. 

A question pertaining to the installation of 
the plumbing, lighting and heating of state 
buildings was answered by Secretary Pirmin 
to the effect that while there was a state law 
making it mandatory that all such installation 
exceeding a nominal specified sum, shall be sub¬ 
mitted to open competition and let by contract 
to the lowest bidder, yet, a rider had been 
quietly legislated which to all intents and pur¬ 
poses killed the law. Inasmuch as that it now 
is entirely optional with the state engineering 
department as to whether the installation shall 
be done by the state itself and as “day’s work” 
or by some other way, and to the disadvantage 
because it does not enjoy the betterments de¬ 
rived from open, fair, competent and experi¬ 
enced competition. 

Past State President Graham submitted a 
long report on the subject matter of legislation 
relative to the desired state plumbing law to 
take the place of that which the appellate court 
recently abrogated. This report showed that 
Mr. Graham and his co-adjutors had devoted 
much labor and thought to the matter, but that, 
in the opinion of Mr. Graham, present condi¬ 
tions are not favorable. 

Past President Schilling rendered the gavel 
to the keeping of state president-elect, Mr. 
Harry Dixon of Sacramento, and in graceful 
language wished him success and a.ssured him 
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California Master Plumbers and their families in annual convention at Yosemite. 


of hearty co-operation. President-elect Dixon 
briefly and happily responded, and the election 
of the balance of the candidates proceeded in 
the unanimous election of the candidates. 

Delegate Carlow of Sacramento bid the 1922 
state convention welcome in that city and, by 
acclamation, loudly pronounced, the fraternal 
invitation was accepted. 

Prior to the taking up of the election of 
officers, Mr. Bateman again addressed the dele¬ 
gates speaking on the subject “overhead.’’ The 
gentleman by charts, figures, and his running 
argumentive comments explained the erroneous 
conceptions so commonly prevalent and by his 
deductions, laid his conception of the underly¬ 
ing principles and practical application thereof 
relative to “overhead,” “turn-over” and “vol¬ 
ume’’ clearly before his audience. 

SCAIFE “Copper-Brazed” 

TANKS 


For Air, Oas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB OATADOODES 


WM. B. SCAIFE AND SONS CO. 

PITTSBUBOH, FA. 

38 Soath Dearborn St. Chicago, HL 


The officers elected were as follows: 

State president, H. Dixon, Sacramento, who, 
ex-officio will represent the State Association 
as a delegate to the national convention. New 
Orleans. 

State vice-president, D. A. Deacon, San 
Diego. 

State treasurer, P. A. Wilson, San Francisco. 

Members of the state executive board, A. M. 
P. C.: 

John Hokom, national director, Los Angeles. 

A. B. Benedict, Pasadena. 

H. G. Newman, Oakland. 

F. C. Schilling, past president, Los Angeles. 

John L. E. Firmin, state secretary, San FVan- 
cisco. 

R. W. Mackie, secretary’s assistant, San 
Francisco. 


Garden Hose Valves 

- O F- 

Recognized Quality 

Which command repeat orders for yon 



Sizes W' to 2V^" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. GO.. Erie, Pa, 

W. Erwin Oilchriat 
Pacific Coast Representative 
681 Market Street, San Francisco. 
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Vincent W. Guercio, honorary secretary’s 
assistant, Los Angeles. 

Resolutions adopted by the State Association 
of Master Plumbers of California, N. A. M. P.: 

Sesolatlon No. 1 

Whereas, The requiring of the installation 
of sanitary conveniences, and of water supply, 
not definitely specified, nor shown on the plans, 
causes considerable loss and expense; 

Now, Therefore, Be It Resolved, That we 
recommend that our state office shall take up 
this subject matter in a communication ad¬ 
dressed to the chapter of architects of Califor¬ 
nia, asking its co-operation with a view of cor¬ 
rection ; 

And, We Further Recommend, That the 
various locals affiliated with our state associa¬ 
tion, shall, in every proper way, assist our state 
office in these premises and furnish it such use¬ 
ful data as may be at their command. 

Beeolatlon Ho. 2 

Whereas, The Portland, Oregon, Master 
Plumbers* Association, by a unanimous vote, 
has decided to make a bid for the 1925 national 
convention, and has asked individual, local and 
state associations* co-operation to the end of 
securing this 1925 convention for Portland; and, 

Whereas, The Atlantic-Pacific Highways, 
and the Electrical Exposition will be held in 
Portland during 1925, when the low railroad 
fares which will then be in effect, will greatly 
reduce the cost of attending the convention; 

Now, Therefore, Be It Resolved, That tiiis, 
the State Association of Master Plumbers of 
California in convention assembled at Yosemite 
Valley, May 19-21, 1921, does heartily indorse 
the proposition that our national convention of 
1925 shall be held at Portland, Oregon; and, 

Be It Further Resolved, That an official copy 
of this resolution No. 2, shall be sent to the 
national association when assembled in its 
thirty-ninth annual convention at New Orleans, 
Louisiana, June 7, 8, 9, 1921, and that a copy 
shall also be sent to the Portland, Oregon. Mas¬ 
ter Plumbers* Association. 

Resolntioii No. 3 

Whereas, The Trade Extension Bureau, and 
the manufacturers and the wholesale jobbers, 
in their endeavor to assist the master plumbers 
in conducting their business on sound business 
lines by advocating the sale of sanitary ap¬ 
pliances, and the establishing of expensive show 
rooms; 

And, Whereas, We believe that considerable 
good has been accomplished, and that, the 
measures taken are in the interest of the wel¬ 
fare of the general public; 

Now, Therefore, Be It Resolved, That this 
convention assembled through its executive of¬ 
ficers, shall ask the jobbers of the state for 
their sincere and full co-oi>eration in carrying 
out the ideals as advocated by the Trade Ex¬ 
tension Bureau and the manufacturers and job¬ 


bers of the United States, so that the work may 
be continued; and, 

It Is EMrtiier Recommended, That the vari¬ 
ous locals, through their educational committees 
shall co-operate with the state executive board 
in this progressive movement. 

Resolution No. 5 

To the purpose of maintaining the interest 
of members, to enlarge our membership, to es¬ 
tablish new local associations, and to place our 
finances on a sound basis so that these ends may 
be successfully carried out; 

Be It Resolved, That a budget shall be es¬ 
tablished and approved of by this and following 
conventions; and. 

That, The state shall be divided into a num¬ 
ber of districts or zones, not less than ten (10 ) 
in number, and that these districts or zones shall 
be under the direction of the state executive 
board. Baaolution No. 6 

Be It Resolved, That, in the interest of 
economy, and for the promotion of the associa¬ 
tion *s welfare, that the customary mid-winter 
meeting of the state executive board shall be 
abolished, and that, in lieu thereof, the state 
secretary shall furnish the state president and 
each member of the state executive board, a 
monthly report showing the increase and de¬ 
crease of membership, and of per capita paid 
and owing, and such other matters as may be 
offered by the state executive board. 

Raw^utiou No. 7 

Whereas, It is contrary to the rules of this 
state association for jobbers of plumbing sup¬ 
plies to be elegible or to hold membership 
therein; 

And, Whereas, Certain of our members have 
become jobbers and still claim membership in 
this organization; 

And, Whereas, It is our wish to retain them 
as members; 

Now, Therefore. Be It Resolved, That this 
organization advise such said members that 
their practice of jobbing plumbing supplies in 
competition with regular jobbers is detrimental 
to this organization, and that therefore, we re¬ 
quest them to cease such practice. 


BESTOV ELECTRICAL APPLIANCES 

Attention is directed to the announcement 
of the Bestov Manufacturing Company on our 
inside cover this month. 

While located in the West, their products 
are distributed by jobbers and dealers in all 
parts of the United States. They have devel¬ 
oped a line of electrical appliances that a mer¬ 
chant can recommend with every confidence 
and satisfaction that it will please and increase 
his trade. 

They will be glad to give full information 
to any of our readers on request, and to furnish 
their descriptive matter and catalog illustrating 
their entire line. ^ I 
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Suggestions for Plumber’s Windows 

T he most effective windows are those which of the merchandise displayed to catch and hold 
exhibit a single idea. There are a number the interest of the passerby. Be constantly on 
of reasons why this is so. The whole win- the alert for new ideas and new ways to pre- 
dow bieathes of such goods, when only a single sent goods. Pick up local and national events 
idea is shown. It is a characteristic of the and connect the ^‘something everybody is talk- 
human mind to be interested in and to remem- ing about with your window trim. A little 
her that thing which can be easily compre- money spent for these special settings will be 
hended. Hence the simple single-idea window quickly regained in increased sales. 
has the best chance to make a lasting impression. Every holiday and season should be reflected 
For instance, when bath rooms, heat regulators, in your window displays. When a merchant 
etc., are featured, each by an individual display, keeps abreast of the times by installing such 
some particular group of buyers is reached with displays, he is looked upon as a wide-awake, up- 
each display. to-date business man in his community. Patrons 

It is much easier to attractively dress a win- flock to such a store and his windows become 
dow based on a single-idea than to successfully the talk of the town. Although this is true of 
make a miscellaneous display. A single-idea the larger cities, it is particularly true^ therefore 
display' can also be made more thorough than if more valuable, in the smaller towns, 
a variety of goods are shown at the same time. And do not overlook the display possibilities 
h'urthermore, with single-idea displays, the con- of materials that do not seem to possess any 
trast, when the window display is changed, is value of display, such as pipe, fittings, valves, 
so strong that the mere change itself attracts brass goods, etc. A little thought and effort 
attention. will often produce displays that have real sell- 

A single-idea display should be changed ing value, 
often. Now and then it is well to show a mis- Many manufacturers of plumbing and heat- 
cellaneous display for the sake of variety, as ing equipment regularly supply suggestions for 
variety also attracts attention. After the mis- displaying their materials and these suggestions 
eellaneous display, return to the single-idea dis- should always be used. To derive the greatest 
play. benefit from such suggestions, each one should 

Don’t depend only upon the attractiveness be carefully worked out in detail. The little 


’".wTRIMO 

stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter {Hand) 

The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut— ^and 
the Inserted Jaw in handle, that can he 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG, COMPANY 

ROXBURY (BOSTON), MASS. 




Trimo Pipe Wrench 
in At eel or wood handle. 



Trimo Pipe Ontter 
one or three wheel 
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extra time and money spent will be well worth 
while. 

Window Demonstration 

Don’t forget that animation in a window 
display instantly grips attention. Hence the 
success of window demonstrations. Fans ar¬ 
ranged to blow ribbons or foliage, small motor- 
driven devices, moving signs, flashers, turn¬ 
tables, etc., all offer ample means for introduc¬ 
ing motion into displays. The motion-display 
to be effective, however, must be linked with 
the merchandise and should embody a selling 
idea. Otherwise it may attract attention, but 
fail to make sales. 

The first object of a show window is to 
attract attention; the second is to hold that 
attention long enough to create interest and 
desire for the goods, displayed. One of the most 
effective ways of attracting attention is the 
use of colors. However, we must be careful, 
lest we make our windows repulsive and thus 
psychologically drive customers away through 
lack of color-harmony. 

Color Harmony 

The surroundings, even the seasons of the 
year, will have considerable bearing on the 
choice of colors. For instance, we all know that 
a red danger signal attracts attention very 
quickly, but it would be inadvisable to use as 
much red during August as at Christmas time. 
However, very inharmonious colors may be used 
in a small way for special effects, just as dis¬ 
cords are used in music to create certain emo¬ 
tions. 

It is well to remember that color attracts a 
woman to a window when nothing else will. 
But it must be a harmony of well selected colors, 
not a jumble of all colors mixed together. 

One reason why color is so effective in win¬ 
dow displays, is that it stimulates imagination, 
whereas black and white only tax it. Memories, 
associations, desires are instantly awakened by 
color, hence color multiplies and intensifies the 
meaning of a picture or display. 

The use of artificial flowers to get color in 
a window is an inexpensive way to accomplish 
desired results. For instance, a display of bath 
room jewelry against a blue background and a 


vase or basket of golden yellow flowers, would 
get instant attention. And what is more, g^oods 
displayed in such surroundings do not seem 
high in price, whereas in the ordinary display 
prices might seem out of reason. It is much 
better to display things of this sort as a jeweler 
displays silver, instead of the way a hardware 
dealer displays saws and hatchets. 

Generally speaking, a window dressed with 
pure contrasting colors is more attractive than 
one in which only tints are used. Color con¬ 
trasts can be used effectively in advertisings, 
whereas in a work of art for a drawing-room 
they would be ridiculous. 

In the art of window dressing, color harmony 
is very important, but the novice will soon ar 
rive at a working knowledge through observa¬ 
tion and experience. Remember, however, that 
the surroundings and merchandise displayed 
will directly alter fixed rules. 

Never allow a display to stand longer than 
a week, or two weeks at the most. Few people 
give more than a passing glance to a display 
seen once or twice before. Hence the necessity 
for new and novel ideas in window trimming 
which will always get fresh attention. 

And another thing, do not change trims on 
Monday or Tuesday. Experience has .shown 
that many people who see show windows Satur¬ 
day evening and Sunday go out on Monday or 
Tuesday to buy something that had attracted 
them. If the windows are changed, they are 
unable to locate the store and the purchase is 
not made. Thursday is the best day to change 
the window trim. 

Don’t endanger the effect of the display by 
letting the window pane get too dirty. Have 
your windows washed at least once each week. 


NEW CINCINNATI BRANCH 

The Chicago Granitine ^Ifg. Co. have just 
opened a new branch at Cincinnati. They are 
prepared to make immediate shipments of their 
granitine laundry trays of their Ajax and 
Princess lines. 

The new factory is located at 919-21 West 
Fifth Street. 



Revolving Cabinets 

PLUMBEBS, Hardware Dealers, Dealers in Ante 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, clean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 
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No. 208 Torch 

List Price, Bach $17.00. Ask for Dlseoiint 

You Save Money 

by buying the most economical Torches and Fire 
Pots. The 1*. & L. Tools produce more heat and 
burn less fuel than other makes, enabling the 
o|»erator to do more and better work at less ex¬ 
pense. It pays to BUY THE BEST. The 
maker's guarantee stands behind every Tool 
which leaves our factory. Let us convince you. 
Try the No. 208 DOUBLE BLUNT NEEDLE 
TORCTa. It is sure to please. Jobbers supply 
at factory price. Catalog sent upon request. 

CLAYTON A LAMBEBT MFO. GO. 

10611 Knodell Ave. Detroit, Bfich., U. & A. 




Nya the Die Man 



Nye BoUd Die 


A Jackass Is All Heels 
—A Bulldog All Jaw! 

A jackass is a pessimist, and kicks; 

A bulldog is an optimist, and hangs on! 

A jackass listens to what others say; 

A bulldog watches what others do! 

Be a Bulldog! 

Speed up work, cut down costs—and hang on! 
Use the best tools, do the best work—and hang 
on! 

The Nye Die 

Is the bulldog of dies—^it hangs on! 

It cuts pipe and cuts costs. 

Tte Nye Tool & Madilno Works 


108-128 No. Jefferson St. 
Obicago, m. 


Nye Armatronf Die 
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ONE MORE CUSTOMER LOST 

It must have happened in the days before 
prohibition. The editor of a small newspaper, 
inspired by three or four fingera, in describing 
a fair young bride, wrote: ‘‘Her dainty feet 
were encased in shoes that might have been 
taken for fairy boots. But the compositor 
who set it had gotten far beyond the condition 
of inspiration, and it appeared in print: “Her 
dirty feet were encased in shoes that might have 
been taken for ferryboats.’’ 


About the only thing the nations have in 
common now is a deficit. 

Sign in restaurant: “Economize!—use only 
half a spoonful of sugar and stir like hell; we 
don’t mind the noise.” 

A woman recently petitioned the courts to 
allow her to spend her husband’s sentence with 
him in prison. Some women are forever taking 
the joy out of life. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beet uniTereally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that yon try it once—then compare it to any 
other plate you've used. We're sure you'll agree with os 
that this No. 10 is the winner. 

The Beaton ft Cadwell Mfg. Co. 

MSW BBITAIM, OONK. 

New York Office and Store, 284 Water St. Pacific Ooast 
Representative, Wm. P. Horn ft Compaq, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, ^rry Vor- 
beck, 129 No. Clark St^ Chicago, Ill. Western Canadian 
Agents, A. E. Hinds ft Oo., Chamber _ 

of Commerce, Winnipeg, Manitoba. sss'oua fT 

Southwestern Representative, J. R. I CMauwua i 1 
Devereuz, New Birks Building, Mon* Ii Sw gg fS l .l 
treaU Quebec, Canada. 



Making Good Tools For 46 
Years 

During that period we have increased 
our business greatly. WHY? Because 
so many mechanics have been con¬ 
vinced of the quality and merits of 
our line. 

Have you ever tried the “ALWAYS 
RELIABLE" furnaces, braziers and 
torches? If not, why not! 

He who hesitates is lost. Place a 
trial order at once with your nearest 
dealer and convince yourself. After 
you have done that you will always be 
a satisfied user of our tools. 

Jobbers supply at factory prices. 

B OTTO BEBNZ CO., Kowwk, K. J. 


YOU CANNOT INJUBB 
THEBURNEB 

of the No. 208 DOUBLE BLUNT 
NEEDLE TORCH by enlarging the 
orifice. The two BLUNT POINT 
NEEDLES do away with this 
trouble. The upper needle cleans. 
The lower needle regulates. This 
burner will bum either kerosene or 
gasoline, by changing the Jet Block, 
and will produce 200 to 800 degrees 
more heat than other makes. It 
is economical in the use of fuel. 
Jobbers supply at factory price. 
Send for catalog. 

Clayton A Itambert Mfg. Oo. 

10611 Knodell Ave. 

Detroit, Mich., U. S. A. 



No. 208 Torch 
list Price, 
Each $17.00 
Ask for 
Discount 


Why TURNER? 

5 Beasona for * 'Tomer New Line Blow Torches* * 

M 1.—The Baffle in the Burner Tube 

A (TURNER PATENT), which 

perfectly “gasifies" the pres- 
A ent-day heavy gasoline or kero* 

w 2.—The Separate Adjusting Needle 

^ (TURNER PATENT), which 

. JL0 prevents enlarging the fuel 

^ opening. Shut-off below pre- 

B 'v^ents corrosion. 

i J H 3.—The Flared Tube Air Intake 

El (TURNER PATENT), which 

AV automatically gives correct pro- 

^ portions of air and fuel, regard* 

less of size of flame used. 

4.—Light Weight. High Rsde 
metals and scientific design give strength and ef¬ 
ficiency without dead weight. Continuous use does 
not tire operator. 

5.—No clogging. Ordlna^ torches clog quickly. We 
burned two NEW LINE Torches, ona on gasoline and 
the other on kerosene, ten hours a day for two 
months with no trouble from clogging. 

Will you try a TURNER NEW LINE BLOW TOROH at 
our risk? 

Will you find out for yourself if yon are wasting time 
and money on ordinary Blow Torches? 

Ask your Jobber, or SEND TO US for a TURNER NEW 
LINE BLOW TORCH. 

If three days' practical use fails to convince you that it 
is the best Blow Torch you have ever used, you may 
return it at our expense for shipment both ways, and 
the demonstration will not have cost you a cent. 
(Sample Torch will be billed through your Jobber if 
you decide you can't get along without it.) 

PRI CES NO mOHER THAN FOR ORDINARY 
TORCHES. 

Just tear out this ad., write your name and address on 
the margin and mail to us. 

THE TURNER BRASS WORKS Sycamore, IHMt 

Fifty years of manufscturlng experience. 
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PLUMBING GOODS—RETAIL SELLING PRICES 

The following are the present market selling prices (corrected up to the time of going to press) of various 
lines of plumbing goods, ruling in some of the larger western cities. At the request of some of our subscribers 
among the plumbing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
up their prices and costs often, we are giving these prices as some we have obtained that are being charged by 
plumbers in the larger cities. These prices are usually based on the cost of goods, plus the overhead or cost 
uf doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 
be gladly answered. 


PIPE—Standard Wrouifht Steel—Random Length— 

Black—Per 100 feet—$5.15; ^*in., $5.50; %-in., 
$5.50; V4-in., $7.10; %-in., $8.95; 1-in., $12.75; 1%-in., 
$17.35: 1%-in., $20.60; 2-in., $27.75; 2%-in., $45.55; 3-in., 
$59.60; 3%-in., $77.65; 4.in., $92.00; 4%-in., $111.20; 

:> in., $129.35; 6-in., $168.00; 7-in., $233.35; 8-in. (25-lb.), 
$244 00; 9-in.. $337.35; 10-in. (32-lb.), $366.70; 11-in., 
$497.35; 12-in., $470.70. 

O. D. Steel Pipe, %-in. Wall—14-in., $853.35; 16-in., 
$973.35. 

Galranized—Per 100 feet—%-in., $7.35; %-ln., $7.90; 

%-in., $7.90; %-in., $8.50; %-in., $10.90; 1-in., $16.00; 
I %-in., $21.50; 1%-in., $25.70; 2-in., $34.55; 2 %-in., 

$56.55; 8-in., $73.95; 8%-in., $95.20; 4-in., $112.80; 4%-in., 
$136.55; 5-in., $160.00; 6-in., $206.70; 7-in., $286.70; 8-in. 
(25-lb.), $306.70; 9-in., $568.00; 10-in. (32-lb.), $577.35; 
ll-in., $762.70; 12-in., $741.35. 

Plugged and Reamed—2-in., $41.50; 2%-in., $67.90; 3-in., 
$88.70. 

ELBOWS—Black Caat Iron Elbows—%-in., 10c each; %-in., 
lOc: %-in., 10c; %-in., 14c; 1-in., 18c; 1%-in., 28c; 1%- 
m., 34c: 2-in., 48c; 2%-in., 85c; 3-in., $1.28; 8%-in., $1.79; 
4 in., $2.04; 4%-in., $1.98; 5-in., $3.40; 6-in., 4.68. 

Black Cast Iron 45® Elbows—%-in., I2c each; %*ln., 
12c; %-in., 12c; %-in., 17c; 1-in., 21c; 1%-in., 38c; 1%- 
tn., 41c; 2-in., 58c; 2%-in., $1.02; 3-in., $1.53; 8%-in., 
$2.13; 4-in., $2.47; 4%-in., $8.74; 5-in., $4.25; 6-in., $5.87. 

Reducing—%-in., 10c each; %-in., 12c; %-in., 16c; 1-in., 
21c; 1%-in., 31c; 1%-in., 39c; 2-in., 54c; 2%-in., $1.02; 
3 in., $1.45; 3%-in.. $2.04; 4-in., $2.38; 4%-in., $8.40; 5- 
in.. $3.91; 6-in., $5.86. 

Caat Iron Elbows, Right and Loft—%-inch, 10c each; %- 
in.. 10c; %-in., 12c; %-in., 16c; 1-in., 21c; 1%-in., 81c; 
1%-ln.. 39c; 2-in., 54c. 

TEES—Black Cast Iron Tees—%-in., 14c each; %-in., 14c; 
%-in., 16c; %-in., 21c; 1-in., 26c; l-%in., 39c; 1%-in., 

50c; 2-in., 70c; 2%-in.. $1.24: 3-in., $1.87; 8%-in., $2.55; 
4-in., $2 98; 4%-in., $4.34; 5-in., $5.10; 6-in., $6.80. 

Reducing—I^argest opening gorerns size—-%-in., 16c each; 
% in.. 17c; %-in., 24c; 1-in., 29c; 1%-in., 46c; 1%-in., 

.56c; 2-in.. 80c; 2%-in., $1.41; 8-in., $2.15; d%-in., $2.98; 
4-in,, $3.40; 4%-in., $5.02; 5-in., $5.95; 6-in.. $7.82. 
CROSSES—Cast Iron—%-inch. 27c each; %-in., 38c; 1-in., 
46c; 1%-in.. 72c; 1%-in., 90c; 2-in., $1.28; 2%-in., $2.21; 
3-in.. $3.40. 

Reducing—%-in., 31c each; %-in.. 48c; 1-in., 51c; 1%-in., 
78c: 1% in.. $1.02; 2-in.. $1.41; 2%-in.. $2.47; 3-in., $3.74. 
V BENDS—Cast Iron—%-in., 34c each; %-in., 48c; 1-in., 58c; 
l%.in.. 92c; 1%-in., $1.12; 2-in., $1.60; 2%-in., $2.82; 
3-in.. $4.25; 3%-in., $5.95; 4-in., $6.80. 

RETURN BENDS—-Cast Iron—Close Pattern—%-in., 31c each; 
%-in., 34c; 1-in., 38c; 1%-in.. 48c; 1%-in., 68c; 2-in., 97c; 
2%-in., $2.04; 3-in., $2.89; 4-in., $8.50. 

Close Pattern, Right-Left—%-in., 36c each; %-in.. 39c: 
1-in., 44c: 1%-in., 56c; 1%-in., 78c; 2-in., $1.12; 2%-in., 
$2.38; 3-in., $3.32; 4-in., $8.93. 

Open Pattern—%-in., 44c each; 1-in., 61c; 1%-in., 68c; 
1%-in., 94c; 2-in., $1.86; 2%-in., $2.80; 8-In., $2.74; 4-in., 
$11.05. 

O. P. Right-Left—%-in., 51c each; 1-in., 60c: 1%-in., 
78c; 1%-in., $1.09; 2-in., $1.57; 2%-in., $2.64; 3-in., $4.25. 
(Bath Tub Prices Less Fittings) 

BATH TUBS—K64. C370, P1990, Essex, on Feet, 4-ft., $44.00; 
4 % -ft., $44.00; 5-ft., $42.00; 5%-ft., $47.50; 6-ft., $66.70. 

K57, C360, P1991, Essex, on Base—4%-ft., $55.50; 6-ft., 
$55.50; 5%-ft., $61.60; 6-ft., $82.70. 

K80, P1993, Knickerbocker—5-ft., $45.50; 5%-ft., 53.50. 
KIO to K10%, P2160 to P2178, Conred Enam. Allover, 

Cardinal -*%-ft., $76.00; 5-ft., $80.00; 5%-ft., $86.70. 

KIO to K10%, P2160 to P2173—Conred. Enameled Inside. 
Cardinal—4%-ft., $60.00; 5-ft., $64.00; 5%-ft., $70.70. 

K10%, P2180 to P2186, Recona, Enam. Allover, Cardinal 
—4% ft.. $72.00; 5ft., $74.70; 5%-ft., $81.50. 

K10%, P2180 to P2186, Recona, Cardinal (Enam. Inside) 
— 4% ft.. $60.00: 5-ft., $64.00; 5%-ft., $70.70. 

F12 to F15, C316 to C319, P2305 to P2313. Pembroke. 
Vicerov. Sierra (Comer)—4%-ft., $90.70; 6-ft., 94.70; 5%- 
ft. $102.70; 6-ft., $183.50. 

F16 to F17, 0320 to C321, P2315 to P2318. Pembroke. 
V^'ireroy. Sierra (Recess)—4%-ft., $81.50; 5-ft., $86.70; 5%- 
ft.. $94.70; 6-ft., $128.00. 

FIO to Fll, P2319 to P2322, Pembroke. Viceroy (Pier) — 
.5 ft.. $199.50; .5%-ft., $141.50; 6-ft., $157.30. 

F7 to F8, P2380 to P2388, Woodmere, Imperator 'Corner) 
—5-ft.. $177.50; 5%-ft.. $184.00. 

F9. P2390 to P2393. Woodmere. Imperator (Recess)—5-ft.. 
$166.70: 5%-ft., $177.60. 

F5. Imperator (Standing Pattern)—5-ft., $261.50; 5% ft.. 
$278.70. 

F6. imperator (Wall Pattern) 5-ft.. $230.70; 5%-ft. 

$244.00. 


BATH TUBS, PORCELAIN—H5015, 2028N. Regular selection, 
light weight. Corner—5-ft., $145.35; 5%-ft., $158.35. 

H5015, 2028N, Special selection, light weight, Corner— 
5-ft., $177.00; 5%-ft., $198.35. 

H5020, 2029N, Regular selection, light weight, Recess— 
5-ft., $133.33; 6%-ft., $146.70. 

115020, 2029N, Special selection, light weight. Recess— 
5-ft., $166.70; 5%-ft., $183.35. 

SHOWER RECEPTORS—K112, P2510, with Strainer and 

Waste—36x36-in., $84.00; 42x42-in.. $112.00. 

K108, P2511, with Strainer and Waste—86x36-in., 

$113.50; 42x42-in., $150.70. 

K107, P2512, with P2530 Drain—38x38-in., $149.50. 

K105, P2525, with P2530 Drain—36x36-in., $120.00; 
42x42-in., $153.50. 

SHOWER MIXING VALVES—NCl, H15, P2745, $80. NCl, 
H12, P2746, $30.00. NFl, HIO, P2747, $30.00. P2748, 


$30.00. 

SHOWERS— 

H965, P2766, Shower and Rose Sprays.$110.00 

H1014, P2771, Shower and Needle Bath. 109.00 

NF1200, H911, P2790, Shower. 60.0(> 

H909%, P2791, Shower and Shampoo. 76.00 

NOlOO, fa952%, P2803, Shower. 38.40 

H953%, P2804, Shower. 32.70 

NCllOO, H954%, P2807, Shower. 42.00 

NCllOO (with stops), H954%, P2807, Shower. 41.40 

H943%, P2815, Shower. 55.49 

H944%, P2816, Shower. 58.40 

H945%, P2819, Shower. 64.00 

H946%, P2820, Shower. 62.65 

NCllOO %, H956, P2821, Shower and Shampoo. 52.00' 

P2823, Shower and Shampoo. 60.00 

H1402, P2826, Shower. 18.70 

H1406, P2827, Shower. 17.40 

H1400, P2828, Shower and Shampoo. 34.70 

H1404, P2829, Shower and Shampoo. 38.40 

H1410, P2836, Shower. 38.70 

H1411, P2837, Shower. 40.00 

H1408, P2841, Shower and Shampoo. 55.40 

H1409 P2842, Shower and Shampoo. 56.70 

NF1050, H900, P2855, Shower. . 39.00 

NF1050%, P2856, Shower and Shampoo. 54.00 

NF1055, H895, P2857, Shower. 49.40 

H904, P2860, Shower. 46.65 

P2861, Shower and Shampoo. 61.40 

H1246, P2868, Shower. 38.00 

H1250. P2870, Shower. 80.00 

H1600, Industrial Mixnmeter Shower. 34.70 

H1625, Industrial Combination Valve Shower. 14.15 

H1202, P2914, Shower. 54.00 

H1200, P2916, Shower. 69.00 

H1206, P2918, Shower. 46.70 

H1204, P2919, Shower. 48.00 

P2920, Shower and Shampoo . 61.40 

P2921, Shower and Shampoo. 63.40 

Portable Showers— 

H1275. P2946, Portable Shower. 22.70 

8124, Portable Shower. 23,40 

Wall and Ceiling Showers— 

H1270, P2950, Wall Shower. 13,00 

H1268. P2952, Ceiling Shower . 18.00 

LAVATORIES—(Less Fittings) — 


0105. P3050, P3055, P3057. Copley—18x27-in.. $52.00; 
22x33-in., $66.65. 

C114, K205, P3110, P3115, P3117. Laton—20x24-in.. 

$37.35; 22x27-in., $42.65; 22x30-in., $51.30. 

C145, K332, P3840, P3845. P3846, P3847. Ophir—17x21 
in.. $14.50; 18x24-in., $18.20; 20x24-in., $22.30; 22x27-in.. 
$38.70. 

C145, K332. P3847, Ophir—20x24-in., $22.30; 22x27-in., 
$38.70. 

Cl45, K332. P3850. P3855. Ophir—20x24-in., $22.30. 
C152. K582, P4045. Ralwon—17xl9-in., $12 30. 

P4125. Arion—19x24-in.. $22.65. 

P4205, Othello—18x21-in., $13.80. 

K580, C150. P4206, Othello—18x21-in., $18.80. 

K608, C162. P4335. Beverly—18x21-in., $18.20. 

K614. Cl64. P4345. Orescent—17xl9-in., $10.00. 

K7r>2, P4365, Alva—16x24-in.. $10.00. 

K66H, Cl 80. P4940. P4945. Athena—20-in., $30.00. 

K66R. C180. P4946. Athena—20-in., $30.00. 

K672. C182. P4950. P4955, Pi95f), P4957, Anglo—19-in., 
$ 20 . 00 . 

K690. 0184. P4980. P498.5. Verdun—16-in., $15 20. 
P5()H0. P.=i085. P5086. P5087. Everett—19-in.. $18.70. 
K732, C190, P5110. P5115, Yale—IC-in., $11.50. 

K762. 0192, P5145. Aida—16 in., $11.50. 

Add for Waste when reijuired—PI 1285, Imperial. $9.35; 
PI 1289, Empire. $8.00; P11290, Princess. $6.70. ^ 
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PLUMBING GOODS—RETAIL SELLING PRICES—Continaed 


WASH SINKS—(Les® Bibbs and Trap)—F910. P6450—3-ft.. 
$64.50; 4-ft., $82.20; 5-ft., $100.00; 6-ft., $135.50. 

P6495, Enameled inside, less Supply Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in.. $60.00; 72x24-in., $73.35. 

P6496, Enameled inside, less Supply Pipe and Bibbs— 
4x24-in., $60.00; 5x20-in., $76.00; 5x24-in., $85.35; 6x20- 
in., $96.70; 6x24-in., $112.70. 

DOUBLE WASH SINK COCKS—H1645, P6500, $7.35; P6501. 
$8.00; HI640, P6502, $8.85; H1635, P6503, $10.00; P6504. 

I $10.00. 

CHICAGO FAl'CET DRINKING FOUNTAINS—A6700, $20.00; 
A700, with Trap, $18.00; A7100, Self Closing, $7.00; A7200, 
Self Closing, $5.35; A7400, Self Closing, Swinging, $11.00; 
A7700, Self Closing, $8.70; A7800, Self Closing, $7.00; 
A8000. Self Closing, Swinging, $14.00; A8100, Self Closing, 
Swinging, $12.70; A8600, Nozzle, V4-in., I. P., $1.50. 


GLAUBER DRINKING FOUNTAINS—H503A, $12.00; H504E, 
$10.95; H510A, $12.80; H510B, $12.80. 

MUELLER DRINKING FOUNTAINS—E3728, $8.95; E3729, 
$10.65. 

RUBBER MATS—P6990, for Interchangeable Drain Board— 
18xl8-in., $3.50; 18x24-in., $4.50; 20xl8-in., $3.70; 20x24- 
in., $4.70; 22xl8-in., $4.00; 22x24-in.. $5.35. 

P6991, P6706-7. P6715-16, P6720-21—20x24*in., $3.70; 
20x30 in., $4.35; 22x36 in., $5.35. 

P6710—20x30-in.. $4.35; 22x32-in., $4.70; 22x36 in., 

$4.70. 

P6730-31, P6230-31—30x80*in., $4.35; 22x36-ili., $5.35. 
P6814—22x26 in., $4.00. 

P6815-16—20x24-in., $3.70; 20x30-in., $4.35; 22x30-in.. 
$4.50; 22x36*in., $5.35. 

P6817-18, P6822-23, P6826-27—20x30-in., $3.50. 

P6820-21. P6824-25—20x30-in., $4.35; 22x30-in., $4.50; 
22x36-in.. $5.35. 

ADJUSTABLE SINK LEGS—P6992—Type “A*’—Painted, 
$2.65 each; enameled, $4.00. 

Type “B”—Painted, $3.50 each; Enameled, $5.35. 

The Adjustable Sink Legs have an adjustment of 6 inches, 
making it possible to set the Sink at anv height ranging 
from 30 to 36 inches from floor to top of rim. 

SINK BACKS—K1176, C730, P7010—20 in., $5.70; 24-in.. 
$6.80; 30-in., $7.50; 36-in.. $10.90; 40-in., $12.50; 42-in., 
$16.40; 48-in., $18.70. 

END PIECES—K1182. P7012—18-in., $5.70 ; 20-in., $6.20; 22- 
in.. $6.90. 

FLAT RIM SINKS—K1160, C725. P7020, with Nickel Plated 
Duplex Strainer—12xl8-in., $6.80; 14x20-in., $8.80; 16x24- 
in., $9.60; 18x24-in., $9.70; 18x30-in., $9.80; 18x36-in., 

$14.40; 20x24-in., $9.80; 20x30-in., $10.00; 20x36-in., 
$15.70; 22x36-in., $18.50; 20x40-in., $20.00; 24x48-in., 
$26.70. 

STEEL SINKS—New Era Galvanized—16x24-in., $5.30; 
18x30-in., $6.90; 18x36-in., $7.80; 20x30-in., $7.80; 20x36- 
in., $9.30; 20x40-in., $10.70. 

New Era, Painted—16x24-in., $4.40; 18x30-in., $5.60: 

18x36-in., $6.70; 20x30-in., $6.40; 20x36-in., $8.00; 20x40- 
in., $9.35. 

GREASE TRAPS—No. 27 Wade—5-gnl., 10xl2-in.. $53.40; 10- 
gal., 12Hxl4-in., $93.40. 

SLOP SINKS—(Less Fittings)—K1200. C750, P7200—16x20- 
in., $38.00; 18x22-in., $44.00; 20x22-in., $46.70; 20x24-in. 
$49.40. 

K1212, P7235—16x20-in., $34.00; 18x22-in., $40.00; 
20x22-in., $42.00; 20x24-in., $44.70. 

K1218, P7260—16xl6-in., $30.70; 16x20-in.. $34.70; 
18x22-in., $38.70; 20x22-in., $40.00; 20x24-in.. $43.40. 

K1218, C756, P7263—16xl6-in., $25.40; 16x20-in.. $28.00; 
18x22-in., $32.00; 20x22-in., $35.00; 20x24-in., $36.00. 

K1230, C760, P7274—Enameled inside, with 2-in. outlet 
and N, P. Duplex Strainer—16xl6xl0-in., $11.40; 16x16x12- 
in.. $12.40; 20xl4xl2-in., $12.40; 20x16x12 in.. $14.00; 

22x20xl2-in., $18.00; 24xl8xl2-in., $16.40: 24x20xl2-in., 
$18.70; 30x20xl2-in., $28.00; 36x20xl2-in., 33.40. 

SLOP SINK TRAPS—P7280 to P7298—Enameled inside. 

$12.70: Enameled all over, $16.70. 

LAUNDRY TRAYS—Less Fittings—K1248, P7300. $102.70. 
For additional hardwood Wringer Holder between sections, 
add $4.00. 

K1250, P7320—1-Section, $62.70; 2-Section. $113.40: 3- 
Section, $164.00. 

Without Wringer Holders, deduct $4.00 each. 

P7338—i-Section, $56.70; 2-Section, $102.70; 3 Section, 
$153.40. 

Without Wringer Holders, deduct $4.00 each. 

K1268. C830. P7350—1-Section, $29.40; 2Sectinn. 

$58.70; 3 Section, $88.00. 

For Wood Covers, each section, add $6.70. 

For N. P. Union Strips, add $2.40 each. 

For N. P. Union Strips with hardwood Wringer Holders, 
add $5.00 each. ^ 

K1276, C8.30, P7380—l-Section, $25.00; 2-8ection, $50.00, 
3 Section. $83.40. , ^ 

For N. P. Union Strips with hardwood Wringer Holders, 
add $3.70 each. ™ « 

K1282. C850. P7400—20x24-in.. Enameled Iron F. R. 

Laundrr Trav with Painted Pedestal, $20.70. 

K1286, rHr>2. P7405—On Wall Hanger, $19.00. 

SINK AND TRAY COMBINATIONS—Less Fittings— 

P7425 and P7426, $90.00. 

For Combination Drain Board and Tray Cover add $10.70 
each. 

P7460 and 746.5—1 Tray. $106.70; 2 Trays, $180.00. 


For Combination Drain Board and Tray Cover add 910.70 
each. 

P7480 and P7485, Sink and One Laundry Tray—20x24-in . 
$57.40; 20x30-in., $60.00; 20x36-in., $63.40. 

P7480 and P7485, Sink and Two Laundry Trays—20x24 
in.. $90.00; 20x30-in., $100.00; 20x36-in., $106.90. 
ENAMELED IRON CLOSETS—P9050, Delecto Bowl—Enam 
eled in.side, $36.70; Enameled all over, $40.00. 

P9055, Arno Bowl—Enameled inside, $30.00; Enameled 
all over, $33.35. For Local Vent, add $3.85. 

ENAMELED IRON TANKS—P9262, Enameled all over, with 
Fittings, $26.70. 

P9264, Enameled all over, with Fittings, $26.70. 

HI, Haas Frost Proof Closets, $36.90. 

H2, Haas Frost Proof Closets, $20.55. 

700, Haas Pressure Valve Tank, Flush Tank and Seat. 
Lesa Bowl, $38.70. 

No. 1, Vogel, with Tank, $36.90. 

No. 2, Vogel, Direct Flush, $23.35. 

URINALS—K1479, (^60. P9960—Enameled Inside Urinal 

with Concealed Wall Hangers, Brass Bee Hive Strainer. 
Tank with Automatic Fittings, Flush Pipe, Tee and Brass 
Washdown Pipe, less Trap—2-ft., $66.70; 2H-ft., $73.40; 
3-ft., $78.70; 3%-ft., $83.50; 4-ft., $90.00; 5-ft., $106.70: 
6-ft., $123.50. 

P9965—Add to List Price of P9960 Urinal the List Price 
for Polished Brass Perforated Washdown Pipe fitted along 
back, ends and front. The length given refers to length of 
P9960 Urinal desired—2-ft., $13.40; 2H-ft., $14.70; 3-ft., 
$15.40; 3H-ft., $16.00; 4-ft., $16.70; 5-ft., $18.00; 6-ft.. 
$19.40. 

K1475, 0950, P9970—Supported with Concealed Wall 

Hanger, Brass Bee Hive Strainer, Washdown Pipe and Stop— 
Enameled inside—2-ft., $36.00; 2H-ft., 89.60; 8-ft., $45.60; 
3H-ft., $51.40; 4-ft., $56.30; .5-ft., $71.00; 6-ft., $87.00. 

K1481, P9995—Flat Back Lipped Urinal with Concealed 
Wall Hanger, with Inlet and Outlet Couplings—Enameled all 
over, $33.40. 

K1483, P9996—Corner Urinal, with Concealed Wall Hang¬ 
er, with Inlet and Outlet Couplings—Enameled all over. 
$33.40. 

BATH FITTINGS, BUILT-IN— 

H7025 Special. PI 1000—Compression, H*in., Valves, 2- 
in. Waste (End Wall), $29.00. 

PllOOl—^-in. Valves, 2^-in.. Waste, $42.70. 

H7025 Special, P11002—14-in. Valves, 2-in. Waste (Back 
Wall), $31.70. 

PI 1003—\-in. Valves, 2%-in. Waste, $45.35. 

PllOlO—H-in. Valves, 2-in. Waste, $40.00. 

PllOll—^ 4 -in. Valves, 2 Vi in. Waste, $44.70. 

P11012—14-in. Valves, 2-in. Waste, $42.70. 

PI 1013—%-in. Valves, 2%-in. Waste, $47.35. 

P11015. “(Juicko” — 14-in. Valves, 2-in. Waste, Top 
Nozzle, $42.70. 

P11016—Vi-in. Valves, 214-in. Waste. Top Nozzle, $47.35. 
Pll()17—14-in. Valves, 2-in. Waste. Top Nozzle, $45.35. 
PllOlB—%-in. Valves, 2^-in. Waste, Top Nozzle, $50.00 
Compression— 

PI 1025—% in. Valves, 1%-in. C. W. k O., $23.70. 

FI 1026—Vi-in. Valves, lV4-in. C. W. k O., $28.35. 

Pll()30—^-in. Valves, l^fc-in. O. W. k O., $27.35. 

P11031—Vi-In. Valves, lV4-in. C. W. k O.. $32.00. 

PI 1040—V4-in. Valves, 114-in. Waste, $46.70. 

P11041—Vi-in. Valves, 2-in. Waste, $51.35. 

NC2570—Fittings for Por. Tubs, Vi-in. Valves, 2V4-in. 
Waste, $64.00. 

H2466—Speakman Dishler, V4-in. Valves, 2-in. Waste, for 
Por. Tubs, $36.00. 

Exposed for Essex Baths—Compression— 

P11065—14-in. Valves, 2-in. Wa.ste, $46.00. 

PI 1066—%-in. Valves, 2 14-in. Waste, $50.70. 

‘ ‘Quicko”— 

P11090—14-in. Valves, 2-in Waste, $46.00. 

PllOOl—Vi-in. Valves, 214-in. Waste, $50.70. 

Exposed for Conred Tubs— 

H6978 Special. 11115—V4-in. Valves. 2-in. Waste, $30.35. 
Exposed for Pembroke and Woodmere Baths— 
Compression— 

H6978 S ecial, P11115—H-in. Valves, 2-in. Waste. $40 00 
Vi-in. Valves. 214-in. Waste, $40.00. 

PI 1125—14-in. Valves, 2-in. Waste, $48.00. 

Bath Cock Combination Fittings—For Essex Baths— 

PI 1150—Compression Supply and Waste Fitting, 9-16-in 
O. D. Annealed Supplies, $8.70. 

P11155—“Quicko” Supply and Waste Fitting. 9-16-in. 
O. D. Annealed Supplies, $8.70. 

P11160—Compression Supply and Waste Pitting, 9-16-in 
O. D. Annealed Supplies, $21.35. 

P11165—“Quicko” Supply and Waste Fitting, 9-16-in 
O. D. Annealed Supplies. $22.70. 

BATH WASTES—P11175—Imperial 2-in. Waste, $17.25. 
P11176—Imperial 2 14-in. Waste. $18.70. 

PI 1179—Imperial 2-in. Waste, $18,00. 

Bath C. W. & O.— 

P11185—1%-in. N. P. C. W. k O. for Essex Bath. $3.10. 
PI 1188—1%-in. N. P. C. W. k O. for Conred Bath. $6.15. 

114-in. N. P. C. W. k O. for Conred Bath, $6.70. 

PI 1189—1%-in, Rough C. W. & O. for Conred Bath, $5.00. 
1’4-in. Rough C. W. & O. for Conred Bath, $6.70. 

PI 1190—iVi-in. Rough C. W. k O. for Pembroke Bath. 
$6.70. 

e 
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PLUMBINa GOODS—RETAIL SELLING FBIGES-Odntiliiied 


lUMHINATlON LJLVATOBY FITTINGS— 

PI 1260—Verona, Compression Enamel Lavatory, |28.00. 
Pi 1263—^Verona, Compression, Vitreous Lavatory, $28.00. 


LAVATORY WASTES— 

PI 1285—Imperial, China Knob. 9.35 

PI 1288—Imperial, China Knob . 9.35 

PI 1289—Empire, China Knob. 8.00 

PI 1290—Princess, China Knob. 6.70 

PI 1291—^Princess, China Knob. 6.70 

PI 1293—Princess, China Lever. 6.70 

P11294—Princess, China Lever. 6,70 

P11295—Princess, China Lever. 6,70 

P11296—Princess, “B” China Handle. 6.70 

Pi 1297—Princess, 4 Ball Handle. 6.70 


SHAMPOO FIXTURES— 

PI 13.58—Quicko Double Basin Cock.12.00 

Pi 1359—Pedestal China Soap Dish with Drain. 2.70 

PI 1360—Compression, as described.20.00 

PI 1363—Quicko, as described.20.00 

MIXOMETER FIXTURE—H2285—Built-in Mixometer. $53.35. 
lAVATORY SUPPLY PIPES—Strictly I. P. Size—Pipes to 
Wall—Short Pattern, 6-in, x 7-in, 

P11371—With W. H. Stop, %-in., $7.45; H-in., $8.70. 
P11372—With C. I. Stop, %-in., $8.15; H-in., $9.35. 
P11373—With L. K. Stop, %-in., $7.45; V4 in., $8.70. 
I.AVATORY PLUGS AND CHAIN STAYS— 

PI 1395—P. O. Plug for Porcelain Enameled Lavatory. . 1.00 

PI 1396—P. O. Plug for Vitreous Lavatory. 1.70 

PI 1397—Chain Stay for Vitreous Lavatory.70 

COMBINATION SINK AND SUPPLY FAUCETS—PI 142.5— 
Quicko, Swing Spout, No. 100, Classic or Faultless, $10 70. 
NICKEL PLATED SINK AND LAVATORY TRAPS— 

Tubing Pattern, less Cleanout— 

P11450—IVi-in. Plain “P.” $2.00; 1%-in., $2.00. 

P11451—1^-in. Vented “P,” $3.00; IVi-in., $3.15. 

PI 1456—lV4-in. Bag, $4.70; 1^-in., $4.60, 

PI 1462—1‘4-in. Plain “S,” $2.70; lV4-in., $2.70. 
P11463—1 *4-in. Vented “S,” $3.60; IVi-in., $4.00. 

With Cleanout—• 

PI 1450—1%-in. Plain “P,” $2.80; lV4-in., $2.70. 

C’ast Brass Traps with Cleanout— 

P11450—lU-in. Plain “P’ $4.00; llri-in., $4.90. 

P11451—lV4*in. Vented ‘‘P," $6.00; 1%-in., $6.00. 
P11456—l‘A-in. Bag, $4.70; 1H-in., $5.50. 

PI 1458—1‘4-in. “P” (N. Y. Reg.), $2.70; 11^-in., $3.10. 
P11462—lV4-in., Plain “S,” $4.00; iMi-in., $5.20. 

PI 1463—iH-in. Vented “S,” $4.00; 1%-in., $5.20. 
COMPRESSION BIBBS —HlOO—H-in. Rough Plain SSS 
$1.05; Finished, $1.30; Nickle Plated, $1.55. %-in. Rough, 

$1.35: Finished, $1,65; Nickel Plated, $2.00. 

H102—^4-in, Rough Hose SSS, $1.20; FinishetL $1.50; 
Nickel Plated, $1.70. %-in. Rough Hose, $2.20; Finished, 

$1.85; Nickel Plated, $2.10. 

HllO—%-in. Rough Plain SOT, $1.20; Finished, $1.45 
Nickel Plated, $1.70. % in.. Rough Plain SOT, $1.65; Fin 

ished, $1.90; Nickel Plated, $2.05. 

HI 12—%-in. Rough Hose SOT, $1.35; Finished. $1.65; 
Nickel Plated, $1.90. %-in. Rough Hose, $1.70* Finished, 

$2.04: Nickel Plated, $2.30. 

H135—%-in. N. P. Plain Adj. Flange, $2.25; %-in., $2.80. 
HI37—%-in. N. P. Hose Adj. Flange, $2.45; %-in. $3.00. 
11140—%-in. N. P. Plain Set Screw Flange, $2.10; %-in. 
$2.50. 

11142—%-in. N. P. Hose, $2.25; %-in., 82.70, 

H365—%-in. N. P. Oomp. Stub W. T. Bibb, Plain, $1.50 
H367—%-in N. P. Comp. Stub W. T. Bibb, Hose. $1.70. 


QUICK COMPRESSION BIBBS— 

H410—%-in. Nickel Plated, Plain SOT, Metal Handle, 

$2.55: %-in., $2.95. 

H412—%-in. Nickel Plated. Hose, SOT, Metal Handle, 

$2.75; % in., $3.20. 

H413—%-in. Nickel Plated, Plain SOT, China Handle, 

$3.15: %-in., $4.29. 

H414—%-in. Nickel Plated, Hose SOT, China Handle. 

$3.20: %-in. Nickel Plated, Hose SOT, China Handle, $4,60. 

H435—%-in. Nickel Plated, Adj. Flange, $2.85; %-in., 
$3.30. 

H437—% in. Nickel Plated, Adj. Flange, Hose, $3.10; 
%-in., $3.50. 

H438—%-in. Nickel Plated. Plain, $3.30; %-in., $3.70. 

H439—%-in. Nickel Plated, Hose, $3.50; %-in., 83.95. 

H440—%-in. Nickel Plated, Plain S. 8. Flange, Metal 

Handle, $2.65; %-in., $3.05. 

H4 42—%-in. Nickel Plated, Hose, S. S. Flange. Metal 

Handle, $2.90; %-in.. $3.30. 

H443—%-in. Nickel Plated, Plain. S. S. Flange, China 

Handle, $3.05; %-in., $3.50. 

H444—%-in. Nickel Plated, Hose, S. S. Flange, China 

Handle, $3.30; %-in.. $3.60. 

SEI.F-f^LOSING BIBBS—H478—% in. Finished, Plain SOT, 
$280; Nickel Plated, $3.00. 

FULLER BIBBS—H510—%in. Nickel Plated, Plain SOT. 
$2.25: %-in., $2.60. 

H512—%-in. Nickel Plated, Hose SOT, $2.50; %-in., 

$2.85. 

H540—%-ln. Nickel Plated, Plain 8. S. Flange. $2.90; 
%-in.. $3.30. 

H5 12—%-in. Nickel Plated, Hose S. S. Flange, $3.15; 
%-in.. $3.r>5. 

GROUND KEY BIBBS—H575—%-in. Finished. Plain SSS. 
$1.45; %-in.. $2.05. 

H.S77—%-in. Finished. .Hose SSS. $2.05; % -in.. $2.25. 


H585—%-in. Finished Plain SOT, $1.66; %-in., $2.25. 

H587—%-in. Finished, Hoae SOT, $1.85; % in. $2.85. 

COMPRESSION STOPS—H600 and H603—%-in. Rough I. P. 
both ends T. H., $1.15; %-in., $1.45. %-m. Nickel Plated 

both ends T. H., $1.95; %-in., $2.35. 

H605 and H608—%-in. N. P. I. P. both ends W. H.. 
$2.15; %-in., $2.65. 

H615 and H618—%x %-in., O. D. T. H. or W. H. N. P.. 
$1.50. %x9-16-in. O. D., $1.50. %xll-16-in., O. D., $1.75. 

H620 and II623—% in. I. P. both ends Finished, $2.15. 
%-in. I. P. Nickel Plated, $2.60. 

SELF CLOSING STOPS—H640 and H641—% in. I. P. both 
ends N. P., $3.65. 

COMPRESSION SILL COCKS—H650 to H654—%-in. Angle 
Pattern, $1.45; %-in., $1.60. 

BOILER DRAIN COCKS—11655 and H658—%-in., $1.10; 
%-in. Rough N. P. Male, $1.10; %-in., $1.45. 

H656 and 11659—%in. Rough N. P. Female, $1.10; %-in., 
$1.45. 

H7O0—%-in. TH or LH Stops. Solid Head, $1.45; %-in. 
$2.05. 

H703—%-in. TII or LH Stop and Waste, $1.50; %-in., 

$ 2 . 10 . 

GROUND KEY STOPS AND STOP AND WASTES—H730 and 
H731—%-in. TH or LH Stops, Loose Handle, $1.30; % in., 
$1.85. 

H733 and H734—%-in. TH or LH Stop and Wastes, Loose 
Handle, $1.35; % in., $1.90. 

COMPRESSION BASIN COCKS—H852—No. 1% Midget Ba 
sin C^cks, Pair, $3.40. 

H85.5—No. 2 Medio Basin Cocks, Pair, $4.20. 

H856—No. 2A Medio Basin Cocks, Pair, $5.25. 

No. H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. ; 

QUICKO BASIN COCKS—H901—No. 1%, $3.35. 

H902—No. 2 Quicko Basin Cocks, $4.00. 

H903—No. 3 Quicko Basin Cocks, $7.50. 

H908—No. 5 Quicko Basin Cocks, $7,50. 

“Allwite” Quick Comp. Basin Cocks, $10.95. 

FULl.ER BASIN COCKS—H925—No. 0 Fuller Basin Cocks, 
$5.25. 

H926—No. 0 Fuller Basin Cocks with Union, $6.90. 

SELF CLOSING BASIN COCKS—H950—‘‘Standard” Ball 
Bearing, Cross Handle, pair, $8.40. 

H951—“Standard” Ball Bearing. China Level, pair, 
$10.05. 

H970—“Standard” Boston, pair, $10.05. 

Junior Size jL^all Bearing 4 Arm Indexed Self Closing, pair, 
$7.90. 

DOUBLE BASIN COCKS—H980—Quicko Double Basin Cocks, 
each, $12.35. (For China Soap Cup, see U11359.) 

Glauber “Winton,” Nu-Rapid—Double Basin Cock with 
Gooseneck and China Index Lever Handles, 12-in. G to C of 


Cock Holes, $19,35. 

PANTRY COCKS— 

HlOOO—No. 1 Compression, pair. 7.32 

HlOlO—No. 1 Quicko, pair. 8.65 

H1015—Quicko, Double, each.10.85 

II1030—No. 1 Fuller, pair. 8.80 

SLOP SINK COCKS— 

H1070—Compression.19.50 

H1075—Fuller.19.50 

DOUBLE BATH COCKS— 

Hi 100—No. 3 Compression . 6,20 

HI 105—No. 3A Compression. 5.55 

H1142—No. 1% Quicko. 6.60 

H1150—No. 2%L Quicko . 7.50 

H1152—No. 2% Quicko. 7.90 

H1160—No. 10 Quicko.18.50 

HI 170—No. 5‘/6L Fuller . 6.40 

H1172—No. 5% Fuller. 6.75 

HI 175—No. 4%L Fuller . 6.40 

H1177—No. 4% Fuller. 6.75 


CHICAGO FAUCET COMPANY’S BRASS GOODS— 

AlOO—“Classic” N. P. Quaturn Swing Spout Mixing 
Faucet with Index Lever Handles, $10.70 each. Extra 
VTashers for same, $2.36 per hundred. 

A500—N. P. Quaturn Plain Bibbs SOT, Detachable Ta¬ 
pered Shank, %-in,, $3.00. 

A900—N. P. Quaturn Plain Bibbs with Detachable Shank, 
Adjustable Screw Flange, %-in.. $3.85. 

A1600—N. P. Quaturn Single Pantry Cock with China 
Lever Handle, $5.90. 

A1700 N. P. Quaturn Double Pantry Cock with China 
Indexed Lever Handle, $17.40. 

A1900—N. P. Quaturn Basin Cock with Top China Indexed 
Lever Handle, $3.50. 

A2000—N. P. Quaturn Basin Cock with Side China In¬ 
dexed Lever Handle, $4.90. 

A2100—N. P. Quaturn Donble Basin Cock with China In¬ 
dexed Lever Handle, $14.70. 

A4500—No. 102 Amazon Basin Cocks, N. P. with China 
Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all “Q«s- 
turn” Bibbs, Basin Cocks, Bath Cocks, Pantry Cocks, Ball 
Cocks, etc.. Hot or Cold. 40c each. 

N. P. BRASS ANNEAI.ED TUBING—%-in. O. D. N. P. Brass 
Annealed Tubing. $27.00 per hundred ft. 

O. D. N. P. Brazed Brass Tubing—Per 100 ft.— %-in.. 
$43.15; %-in., $4.5.15; %-in., $55.20; 1-in., $38.65; 1‘^-in.. 
$42.55: 1‘4-in., $47.65; 1%-in.. $52.50; 1%-in., $56.25: 
2-in., 75.00. 


Digitized by 


Google 



































174 


HARDWARE WORLD 


BUSINESS OPPORTUNITIES 

WAHTBS 

Position in Hardware and Furniture 
Store. Hare twelve jeais' experience in 
the businesir five years as a buyer and 
manner. Have been located in the Mid¬ 
dle West, but wish to get first hand ac¬ 
quaintance with Pacific Coast conditions 
with a view of permanently locating here. 

Address, N. Dak., Care HARDWARE 
WORLD. 

POSITION WANTED 
Have been manager of a hardware store 
for several years, but desire to make a 
change where there is opportunity for ad¬ 
vancement. Best of references and bonds 
furnished. Am married, of good habits 
and will do my level best to fill a place 
full. Address Box 2,000, care HARD¬ 
WARE WORLD. 

FOB SALE 

A new clean stock of Hardware, con¬ 
sisting of Household Utensils, Stoves and 
Ranges, Painty Oils and Glass, Tools, Auto 
Accessories, Sporting Goods and Shelf 
Hardware. Stock and fixtures will amount 
to about $24,000. Located in the very 
best agricultural section of central Califor¬ 
nia, devoted to Orchards, Vineyards and 
Dairying. In a city of over 6,000 popula¬ 
tion. A good opportunity for anyone to 
^et into the Hardware game, as this stock 
IS absolutely new and in good condition. 

Reason for selling; Owner is taking up 
other work. Address H. H. H., care 
HARDWARE WORLD. 


The Bluff ton Hardware Company at Bluff ton Ind., The Bolen Hardware Co. plan to occupy their new 
are the successors to the Bluffton Hardware & Imple- building at Hobart, Oklahoma, very soon. 

ment Company. - 

- Borg Brothers of Richfield, Utah, have been estab 

C. E. Cook and O. C. House, successors to Ira lished for a number of years, handling a full line of 
Griffith, Lewiston, Ohio, are adding new lines of hardware, automobile accessories, sporting goods, house- 
housefurnishings and accessories. furnishings, and have recently been incorporated. 


There are Profits 


FOR THE 


“LIFETIME” DEALER 


The Pacific Coast dealer selling “Lifetime” Aluminum Cook¬ 
ing Utensils realizes more profit than he would otherAvise be apt 
to make. 


He has all the advantages of buying a Pacific Coast product 
plus that of handling a well known, quality line at a popular price. 


Write to our Service Department for details of our special 
deals. 


Aluminum Products Co. 

Of the Pacific Coast 
OAKLAND, OAUFOBNIA 



PARTNER l^LNTED 

In good Implement and Furniture busi 
ness in thriving Southeastern Idaho town. 
$5000.00 needed. Terms. Present part 
ner desires to go to college. Address Part 
ner, care HARDWARE WORLD. 

FOR SALE 

Reinforced concrete garage building, 50 
front by 154; corner, now bringing $150 
mo. rent (14%); price $12,000. Alao re¬ 
inforced concrete building, 54 front by 60, 
now bringing $75 mo. rent (10%); price 
$8,500. Garage clean stock, invoic^ Jan, 
1, $11,000, including fixturei. Business 
last year $40,000 (No shop included). 
Also stock of groceries, hay and grain, in¬ 
voiced Jan. 1, $8600, vdth no boss, want 
to sell all or any part. I have too much. 
F. 0. Parrish, Doming, New Mexico. 

REPRESENTATION WANTED 

A reliable, well-established firm manu¬ 
facturing a line of Gas Ranges, Gas Cook 
era. Hot Plates, Oil Oooking and Heating 
Stoves and Portable Ovens desires repre 
sentation for Pacific Coast and Western, 
territory. Applicant should have selling 
experience with display room and some 
knowledge of the merchandise. A good 
opportunity for an ambitious, progressive 
firm or individual with an organized sell¬ 
ing force. Give full record of your serv¬ 
ices, references and territory traveled. 
Your reply will be treated in confidence 
and no investigation made without first 
consulting you. Address Box 925, care 
HARDWARE WORLD. 


SALESMAN 

Salesman calling on hardware and gen¬ 
eral trade in western states to handle high- 
grade Ski and Toboggans as side line. 
Northland Ski Mfg. Co., 2306 Hampden 
Ave., St. Paul, Minnesota. 


WANTED 

Salesmen to handle an established line 
of Auto Accessories to the dealer on good 
commission. Well-known item that every 
dealer sells with profit. State other lines 
carried. Address X. T. Z., c o HARD¬ 
WARE WORLD. 

FOB SALE 

Prosperous Hardware business in well 
settled irrigated district in Sacramento 
Valley. Stock will invoice at $25,000. 
For cash only; no trades considered. Ad¬ 
dress C. A H., care HARDWARE WORLD. 

WANTED 

Salesman calling on Hardware and Fur¬ 
niture dealers to sell polish and mops for 
following territory: San Francisco, Fres¬ 
no, Arizona. Address Box 1217, care 
HARDWARE WORLD. 

FOB SALE 

Ohampion Account System Register. 
Holds 340 accounts. New—in original 
package. Will make good price f. o. b. 
your town. Write for price. Lodi Hard¬ 
ware Go., Lodi, California. 
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HARDWARE WORLD 


Retail Selling Prices 


The following are the preeent market retail selling prices of merchants in some of the large cities: At the 
request of many merehants in smaller towns and cities who do not have the opportunity of decking up their 
priees often, we revise these prices each month. In communities removed from the larger cities, transportatlen 
charges would of course be aaded. As the overhead expense of a retail business in any part of the United States 


AMMUNITION—Oartridses—MeUllie 

Box 


Blank Rim Fire— 

Semi- 

Smkls 

Smkls 

22 Short . 

. .20 


32 Short . 

. .40 


Blank, Center Fire— 

32 8 AW. 

. .65 


38 8 A W. 

. .85 


38 Long Colt . 

44 W 0 F. 

. 1.35 


. 1.80 


Shot, Rim Fire— 

22 Long . 

. .60 

.70 


32 Lonf . 1.20 

Shot. C«nter Fire— 

32 S h W. 1.10 

32 W C P. 1.55 

38 8 a W. 1.30 

38 W OP. 1.80 

44 W OP. 1.80 

44 X L . 1.90 


2.15 

2.35 


44 Gome Getter . 

1.80 

2.15 

Rim Fire, Ball— .. .. 



BB Caps . 


.40 

lCB Csps. 


.50 

22 Short . 

.30 

.35 

22 Short H P. 

.35 

.40 

22 Long . 

.35 

.40 

22 Long H P. 

.40 

.45 

22 Long Rifle. 

.40 

.45 

22 Long Rifle H P.. .. 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F, H P. 

.65 

.70 

22 Win Auto. 


.65 

22 Win Auto, H P. 


.70 

25 Short Stevens . 

’.70 


25 Stevens . 

1.00 


32 Short . 

.70 


32 Long . 

.80 


38 Short . 

1.15 


38 Long . 

1.25 


41 Short . 

Centor Fire Pistol— 

1.05 


22 Win 88 . 

1.60 

1.80 

25 Colts Anto . 

.. . 

1.60 

25-20 Single Shot. 

1.70 

2.00 

25-20 Win . 

1.55 

1.90 


25-20 Win HV. 

7.63 MM-Mauser. 

7.65 MM-Manaer. 

9 MM-Lnger . 

32 Colts Auto. 

32 Colt’s Short. 1.05 

32 Colts Long . 1.15 

32 Colts Police Positire. 1.15 

32 S a W. 1.05 

32 S a W Lons. 1.15 

32-20 Marlin . 1.55 

32 Winches ter . 1.55 

32-20 Win HV. 

35 S a W Anto. 

38 Colts Auto. 


to any prieos quoted herein and any Items not mentioned. 



38 

Colts Short. 

1.30 

1.50 

os., drop shot. 


38 

Colts Long. 

1.40 

1.60 

8 drs. X 1H os.. 24 grs. x 


38 

Colts Police Positive. 

1.40 

1.60 

IH os. drop shot. 

.... 

1.25 

38 

S & W. 

1.40 

1.60 

8^4 drs. X IH 01 ., 26 

rrs. 


38 

SAW Special. 

1.60 

1.80 

X IH OB., drop snot.. 


1.25 

38 

Winchester . 

1.85 

2.30 

8 hi. drs. X 1H os., BB 

shot, 


41 

Colts Short DA. 

1.60 

1.80 

drop shot . 


1.85 

41 

Colts Long DA. 

1.85 

2.10 

8 hi drs. x Buck shot, 

drap 


44 

Bull Dog . 

1.55 


shot . 


1.86 

44 

SAW Amer. 

2.00 

2!36 

16 2% drs. X % os.. 22 grs. x 


44 

SAW Rus. 

2.10 

2.30 

% os., drop shot. 


1.16 

44 

SAW Special. 

2.15 

2.85 

2% drs. X % os., BB 

shot. 


44 

Webley . 

1.75 


drop shot . 


1.25 

44 

Winchester. 

1.85 

2!36 

20 2% drs. X hi os.. 18 grs.. x 


45 

Colts . 

2.85 

2.60 

hi os., drop shot. 

. 

1.15 

45 

Colts Auto . 


2.85 





2.20 

2.75 

2.75 
2.80 . 

1.75 
1.15 
1.80 
1.30 
1.15 
1.80 
1.90 
1.90 
2.20 
1.90 
2.50 


Center Fire Military and Sporting— 

22 Sarage . 1.60 

250-3000 Sarage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. 1.50 

25 Remington Rimless. 1.40 

6 MM U8N. 2.30 

7 MM Spanish Manser. 2.30 

7.65 MM Bel Manser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. 2.30 

308 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester . 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester Slf Ldg. 8.10 

32 Winchester Special. 1.60 

38 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 8.15 

351 Winchester Slf Ldg. 8.35 

38-55 Winchester Lea d. . 1.50 1.70 

38*55 Winchester HV. 2.00 

38-56 Winchester . 1.60 1.80 

40-60 Marlin . 1.60 

40-60 Winchester . 1.50 

40-65 Winchester . 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 1.95 

40-82 Winchester . 1.65 1.95 

401 Winchester Anto. 1.80 

405 Winchester. 2.75 

45-60 Winchester . 1.60 

45-70-405 Government... 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 1.95 

SHELLS, LOADED- 
MEDIUM GRADE. 

BULK—SMOKELESS. 

12 8 drs. X 1 OS., 24 grs. x 1 


HIGH GRADE SMOKELESS 

12 8^ drs. X IH os., 26 grs. x 

IH os., chilled shot. 1.40 

8^ drs. X IH os., 28 grs. x 

IH os., chilled shot. 1.45 

16 2% drs. X % os., 22 grs. x 

% os., chilled shot. 1.80 

20 2^ drs. X % os., chilled 

shot . 1.25 

2% drs. X T4 os., chilled shot. 1.85 
Trap Loads— 

12 8 drs. X 1% os., 7H chilled 1.85 
3V4 drs. X 1^ os., 7 H chilled 1.40 
Black Powder—Loade— 

12 8^ drs. X IH os., drop shot 1.05 
Caps and Primers— 

Percussion .20 .... 

Musket Caps.25 .... 

Primers, 100 in box... .85 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16. 20 Ga., per 100. ... 1.50 

10 Ga.. per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
12, 16. 20, 28 Ga. per 100 .. 1.80 

10 Ga. per 100. 2.10 


HIGH GRADE SMOKELESS— 

12, 16. 20, 28 Ga.. 

10 Ga. per 100. 

Empty Brass Shells— 

Best Quaf. 12, 16, 20 

28, Box 25. 

2nd Qual. 12, 16, 20 

28. box 25. 

Wads— 

Cardboard, box 250... 

Black Edge. Reg., box 

250 . 

Black Edge. % in.. 125 

in box . 

Black Edge. %, in.. 250 
in box. 


2.80 

2.40 


2.75 

2.10 

.20 

.50 

.40 

.30 


ADZES—All makes of Lipped Ship Adses, 4 to 6, $5.50; 
larger. $6.00, 

Lippincotts—House, $8.50; Ship, $4.60. 

Whites or Bartons—House. $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 3 to 3^, $5.00; Standard Slicks. $4.75. 


ALUMINUM WARE, PRESSED— 


ALUMINUM WARE, CAST— 


Griddles— 

Size 7 . 8.35 

Size 8 . 8.75 

.Size 9 . 4.25 

Size 10 . 4.00 

Size 12 . 4.75 

Kettles, Berlin— 

2H qts. 5.75 

4 qts. 6.65 

5 qts. 8.00 

6 qts. 8.75 

Kettles, Maslin— 

4 qts. 5.10 

6 qts. 5.75 

8 qts. 7.50 

12 nts. .10.50 

Kettles. Tea— 

Size 6 . 6.85 

.Size 7 . 6.50 


Size 8 . 7.00 

Pans. Lipped Sauce— 

2 qts. 4.75 

8 qts. 5.25 

4 qts. 5.75 

Skillets— 

Size 6 . 3.50 

Size 7 . 3.50 

Size 8 . 4.00 

Size 9 . 4.50 

Spoons, Basting— 

15-inch .SO 

Spoons, Mixing— 

18-inoh .30 

Waffle Moulds— 

Size 7, Low . 4,75 

Size 8, Low. 5.15 

Size 7, Deep. 5.15 

Size 8, Deep . 7.00 


Boilers, Rice— 

1H quart . 2.00 

8 quart . 8.00 

Gups— 

Collapsible .15 

Measuring.25 

Covers, Pot— 

7% inch.25 

8^ inch.25 

9H inch.35 

10 H inch.40 

11^ inch.50 

Kettles, Convex— 

2 quart . 1.25 

4 quart . 1.75 

6 quart . 2.25 

8 quart . 2.75 

10 quart . 3.25 

Kettles, Preserving— 

3 quart . 1.25 

6 quart . 2 (»0 

10 quart . 2.50 

14 quart . 4.00 

Kettles, Tea— 

5 quart . 4.00 

6 quart . 5.25 


8 quart . 6.00 

Ladles— 

% pint.25 

Moulds, Jelly— 

2841 to 2848 .10 

Pans, Biscuit— 
ll%x7^xl^ inch. . . .65 

Pans, Bread— 

9 ^ x5 % x2 ^4 inch . , . .65 

Pans, Cake— 

Round, Plain, 8% in.. .35 
Round. Plain, 9% in.. .40 
Rd., lAu»se Bot., S% in. .45 
Rd.. I.oose Bot., 9% in. .50 
Square. Plain. 9H in.. 1.25 
Ttibe, Plain, 9 inch. . . .90 

Tube, Plain. 9% inch. 1.25 
Mountain, 9 X inch. . .45 

Pans, Corn Cake— 

6-cup .90 

12-cup . 1.75 

Pans. Dish— 

10 quart . 3 00 

17 quart . 4.25 

Pans. Fry— 

9% inch . 2 65 
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HARDWARE WORLD 


BETAIL SBLIJKO PBIOBS-CkMitlniiad. 

L. * G.—ROTAl/ SNAHEL WARE 


Bigsima, Ooffee 

0 . 1.00 

00 . 1.26 

020 . 1.50 

080 . 1.70 

Boilers, Ooffee 


Boilers, Bice 


Bowls, Wash 


Buckets, OoTered 

21 .60 

28 .76 

26 . 1.06 

28 . 1.85 

82 . 1.85 

160.66 

850 .86 

450 . 1.00 

660 . 1.25 

860 . 1.66 

1050 . 1.85 

1260 . 2.15 

Buckets, Dinner 

110 . 2.00 

112 . 2.35 

118 . 2.76 

602 . 1.65 

508 . 1.86 

(Cambers 

1 .65 

2 .96 


3 . 1.00 

dismber Corers 

10.80 

20.40 

80.60 

Oolsnders 

1 .65 

8 .95 

104 .65 

806 .90 

Oups 

8 Muf).86 

6 .85 

8 .20 

9, 10. 11. 25.. .26 


40 .86 

Oups and Saucers 


800 . 

... .45 

800S . 

... .25 

Onspidon 

10 . 

... .60 

80 . 

... .85 

800 . 

... 1.40 

Dippers. 

Cup 

10 . 

. .. .85 

Dippers. Windsor 

110 . 

. . . .45 

Dippers, 

Suds 

4 . 

... .70 

Dishes, Soap 

50. 60 _ 

... .40 

Fillers, Fruit Jar 

20 . 

.. . .85 

Flasks, Coffee 

10 . 

. .. .76 

Funnels, 

Pieced 

01 . 

... .85 

08 . 

... .60 

05 . 

.. . .70 

06 . 

.. . .85 

Kettles. Convex 

03 . 

... .80 

06 . 

... 1.00 

08 . 

... 1.40 

010 . 

... 1.75 

014 . 

... 2.25 

020 . 

... 8.15 

Kettles. 

Lipped 

Preserving 

14 . 

... .45 

18 . 

... .56 

22 . 

. .. .70 

26 . 

... .85 

80 . 

... 1.15 

86 . 

... 1.65 

40 . 

... 2.60 

50 . 

. . . 8.75 

Kettles, 

Milk 

71 . 

... .70 

78 . 

... 1.00 

74 . 

... 1.20 

Kettles, 

Tea 

30 . 

... 1.00 

50 . 

... 1.25 

70 . 

... 1.60 

90 . 

... 2.15 

100 . 

... 2.60 

160 . 

... 1.60 

180 . 

... 2.10 

190 . 

... 2.60 


Ladles, Deep 


100.86 

120 .40 

111 .40 

Measures 

02 .40 

04.65 

06 . 1.25 

11 Graduated. .66 
Pails, Ohamber 

2 . 1.85 

40 . 2.60 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pans, Bed 

1 . 8.65 

Pans, Douche 

2 . 2.40 

Pans, Bread 

11 .50 

18 .70 

Pans, Cake 

9 .85 

10, 69, 70.40 

200 .46 

Pans, Oom Cake 

706 .75 

709 .90 

712 . 1.10 

Pans, Muffin 

406 .60 

412 . 1.00 

Pans, Deep Pudding 

60 .80 

150 .../ .40 

800 .50 

600 .60 

800 .80 

1000 .90 

Pans, Dish 

15 . 1.85 

80 . 1.10 

140 . 1.50 

210 . 2.00 

300 . 2.90 

400 . 4.40 

Pans, Rinsing 

08 . 1.05 

014 . 1.85 

017 . 1.60 

Pans, Lipped Fry 

80 .40 

82 .55 


84.70 

86.86 

Pans. Milk 

0.25 

11 .30 

20.40 

40 .50 

60 .70 

100 .90 

120 . 1.00 

Pans, Oonrez Sauce 

02 .70 

04.95 

06 . 1.15 

010 . 1.65 

012 . 2.00 

Pans, Combination 
Sauce 

ID . 1.85 

lOT . 2.85 

Pans, Lipped Sauce 

10 .86 

14.45 

18 .56 

24.75 

28 . 1.00 

Pans, Straight Sauce 

250 .80 

450 . 1.05 

650 . 1.80 

850 . 1.40 

Pans, Stew 
8 .40 

5 .60 

6 .65 

Pans, Oblong Store 
04.45 

100 .60 

300 .85 

350 . 1.05 

450 . 1.35 

550 . 1.80 

Pans. Square Store 

110 .80 

112 .95 

114 . 1.25 

116 . 1.60 

120 . 1.85 

Pitchers, Molasses 

601 .76 

Pitchers, Water 
2 . 1.20 

4 . 1.55 

5 . 1.20 

10 . 1.35 


Plates, Deep Pie 

89. .85 

40 . .40 

Plates, Shallow Pie 


27 .. 

.25 

80 . 

.40 

Plates. Dinner 

20 . 

.40 

Pots. Fireless Cooker 

1450 . 

1.90 

1850 . 

2.75 

Pots. Ooffee 

2H . 

.60 

6 . 

.75 

26 . 

.95 

45 . 

1.15 

Pots. Tea 

00 . 

.65 

0 . 

.80 

20 . 

I.OO 

on . 

.80 

101 . 

1.00 

102 . 

1.10 

Pots, Straight 

Sauce 

018 . 

.05 

022 . 

1.25 

026 . 

1.85 

030 . 

2.85 


Pots, Soup Stock 


818 . 9.76 

886 . 18.75 


Boasters 

150 . 2.90 

180 . 8.60 

Skimmers, Flat 
12 ._.35 


Spoons, Basting 


10 . 20 

14 .25 

18 .85 

Steamers 

7 . 1.50 

8 . 1.75 

Steepers, Tea 

8 .70 

Tubs, Oral Foot 
0 . 1.60 


2 . 2.00 

4 . 8.25 

Turners, Cake 
14.25 


ALUMINUM WARE, PRESSED—Continued. 


10% inch . 

. 8.26 


Pans, Convex 

Sauce— 

Pans. Milk— 


1 

quart . 

.75 

6 quart . 

. 1,65 

3 

quart . 

. 1.65 

Pans, Pie— 


6 

quart . 

. 2.25 

9% inch . 

. .40 


Pots. Fireless 

Cooker— 

Pans, Padding— 


4 

quart . 

. 1.50 

1 quart . 

. .50 

6 

quart . 

. 1.85 

2 quart . 

. .75 

8 

quart . 

. 2.25 

4 quart . 

. 1.25 





anchors—S crews per 100, 8-16, (4.15: (6.25. 

Sebco, 8*16xH in. in. >1 in., (5.00 per hundred list; 
in. •% in. -1 in., (5.60 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., (7.50; No. 3, 30-lb., (9.00; No. 
4, 40-lb., (10.00; No. 5, 50-lb., (11.50; No. 6. 60-lb., (18.00; 
No. 7, 70-lb., (14.50; No. 8, 80-lb., (10.50. 

Columbian—80 to 425 lbs., 82e per lb.; 70 to 79 lbs.. 82Ho 
lb.; 60 to 69 lbs., 83o lb.; 50 to 59 lbs., 84c lb. With Clip 
Horn, 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Leg, (2.25; No. 12 Long 
Brown, (1.75; No. 2 Short Brown, 75c. 

AUGURS—Greenlee Carpenters’ Nut No. 57— 


Siie H % % % 1 IH 

AUGURS—Snell’s Carpenters’ Nut— 

Size . H % % % 1 IH 

Each .$1.15 (1.15 (1.30 (1.50 (1.75 (2.25 

Size . IH 1% 2 2H 3 

Each . (3.00 (3.40 (3.85 (6.75 (11.75 

lOths . 8-10 11-12 13 14 15 16 

With Screw _$1..50 (1.60 (1.75 (1.75 (2.00 (2.00 

No Screw. 1.80 1.95 2.10 2.10 2.35 2.35 

leths . 17 18 19 20 21 22 

With Screw_(2.10 (2.10 (2.40 $2.40 $2.70 (2.70 

No Screw. 2.00 2.60 2.85 2.85 3.25 3.25 

lOths . 23 24 25 26 27 28 

With Screw_$2.45 (2.45 (4.00 (4.00 (4.85 (4.85 

No Screw . 4.15 4.15 4.85 4.85 5.75 5.75 


leths . 29 30 31 32 

With Screw_(5.75 (5.75 (6.75 (6.75 

No Screw.* 6.85 6.85 8.10 8.10 

ASBESTOS— 


Mill board, 80o lb.; cut, 85e lb. 

Paper, 80c lb.; cut, 85c 1b. 

Wicking, H*lb. balls, 40c each. 

Wicking, 1-lb. lots, 75c. 

Cement, per sack, (9.00; per 1b., 12He. 

AXES—Plumbs’ Hunter’s handled, 12 oz., (1.65; 1 lb., (1.75; 
IH lb., (1.75. 

Boy Scout—Handled with sheath, (2.25; without aheath, 
(2.00; sheaths, 85c. 

Double Bit—Handled, (8.75; unhandled, (2.75. 

Single Bit—Handled warranted, (3.25; second grade, 

$3.00; unhandled, (2.25. 

BAGS—WATER— 

Closed Top Sanitary Top— 


1-gaI.. 


1-gal. . 

. 1.40 

2-gal. 

.1.75 

2-gal. 

. 1.85 

3 H gal. 

. 2.65 

8H-gal. 

. 2.85 

5-gal. 

. 3.50 

6-gal.. 



BABBITT—Frictionlesa, 45c lb.; Magnolia, 50c lb.; No. 4, 
11 He lb.: No. 3, 15c Ih.; No. B, 22c lb.; No. A (genuine), 
75c lb., XXXX Nickeled, 90c lb. 

B.ARS, CROW—Pinch Point, Wedge or Lining, 20c lb. Claw, 
25-lb., 25c lb.; 30-lh., 24c lb. Ripping or Wrecking, Hxl2- 
in., 40c each; %x20-in., 60c; %x24-in., 65c; %x24-in., 70c: 
%x30-in., 85c. 

BATTERIES—Dry Cell—Columbia, Ever Ready, Red Seal, Red 
Devil or Red Label, etc.. Nos. 6 and 6S, 50c each. Hotshot 
Multiple, 4 cell, (2.75; 5 cell, (3.00; 6 cell, (3.50. See 
also Sparkers. 

BEDS—AUTO—B-1 Red Seal Auto Bed, (28.45; 0-5 Bed Seal 
Bed, Tent and Dust Bags, (50.00. 

BELLS—Alarm—House, 85c each. Call, steel, Iron base, 50c 
each; Call, bell metal, bronze base, (1.40; Gung, gold browsed 
steel, 90c: Gong, polished bell metal, 5-ineh, 51.50 askeh; 
6-inch. (2.10; 7 inch. (2.85; 8 inch. (4.25; 10-inch, (7.10. 


Digitized by v^ooQle 
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BELLS'—OoBtiiia«d— 

I2 inch, $11.25. Rotary Door, bronie, 85c each; steel, 85c; 
iron, 85c; copper, 85e; wrought steel, S-inch, $1.65. 

BELLS—Farm—(100 lb.). $16.00. 

BELLS—Cow—No. 0, $1.50 each; 1, $1.25; 2, $1.00; 8, 75e; 
4, 65c; 5, 55e; 6, 45c. 

BELLS—Elaetric—Eelipsa Iron Bon, 90o each; t-lm. 

Nonpareil, $1.00. 

BELL STRAPS— 

Cow—IH lb., $1.00; m lb.. $1.25; 1% lb., $1.85. 

BEVELS—Sliding T—No. 18, 6 in., $1.10; 8 in., $1.25; lO in., 
$1.35. No. 25: 6-in., 70c; 8-in., 75c; 10-in., 80c; 13-in., 

90e. No. 1—Odd Jobs. $1.10. 


IBBS—Compression— 

H-in. 

%-ln. 

%in. 

1-in. 

Plain—Rough brass__ 

.95 

1.25 

1.65 

.. . . 

Finished brass... 

1.25 

1.75 

2.10 

8.75 

Nickel plated ... 

1.45 

1.80 

2.35 

4.15 

Hose—Rough brass. 

1.10 

1.35 

1.80 

8.75 

Finished brass ... 

. 1.45 

1.75 

2.25 

2.70 

Nickel plated .... 

1.65 

1.95 

2.50 



BITS—Anger— 


leths 

R. J. 

Irwin 

Irwin Car 

OonuBon 

8. 

.85 

.55 

1.25 

.80 

4. 

.70 

.50 

1.25 

.80 

5. 

.70 

.50 

1.25 

.30 

6. 

.70 

.50 

1.25 

.85 

7. 

.70 

.55 

1.25 

.85 

8. 

.70 

.60 

1.25 

.85 

9. 

.85 

.65 

1.85 

.40 

10. 

.85 

.70 

1.50 

.40 

11. 

_ 1.60 

.80 

1.60 

.45 

12. 

_ 1.00 

.80 

1.65 

.45 

18. 

_ 1.15 

.95 

1.75 

.55 

14. 

_ 1.15 

.95 

1.85 

.55 

15. 

- 1.85 

1.05 

2.10 

.65 

16. 

_ 1.85 

1.05 

2.20 

.70 

17. 

_ 1.70 

1.20 


.75 

18. 

_ 1.70 

1.40 


.80 

20. 

_ 1.95 

1.56 


.85 

22. 

_ 2.20 

1.75 

... * 

.95 

24. 

_ 2.40 

..,. 

.... 

1.10 

Bits in Sets—Common, 

6 bits, $4.00; 8 bits 

, $5.00; 

13 bits, $7.50. 

B. J., 18 bi 

ts, $12.50. 

Irwin, 13 bits. 

$10.25; 


8 bits, $6.00. 

Ship Anger Car Bits same prices as Ship Augers. 
ExpansiTe—Clarks* small, $2.00; large, $3.00; Steers, 
small, $8.50; large, $4.25. 

Expansire Bit Cutters—Clark's No. 1, 85c; No. 2. 45e; 
No. 3, 65c; No. 4, 75c. Steers, No. 1, 75c; No. 2, 75c; No. 
3. 80c; No. 4, 85e; No. 6, $1.25. 

BIT HOLDERS—Extension— 

Miners FaUs, No. $— 


la . i . 

2.00 

1$ 




1.9(1 

15 . 

2.i6 

21 




2.00 

18 . 

2.25 

24 




2.86 

21 . 

2.85 

Staalty. 

No. 1 



24 . 

2.50 

IS 




2.00 

Millers Falls, No. 6— 

16 




2.15 

la . 

1.76 

1$ 




2.25 

15 . 

1.76 

24 




2.35 

BLOCKS—Tackle— 






Wood— 

3-in. 

4-in. 

5-in. 

6-in. 

8-in. 

10-in. 

Single. Plain Bushed. 

.75 

.90 

1.00 

1.20 

2.00 

3.30 

Double, Plain Bushed. 

1.35 

1.65 

1.85 

2.15 

3.50 

5.50 

Single Roller Bushed. 

1.20 

1.25 

1.35 

1.60 

2.75 

4.25 

Double Roller Bushed. 

2.15 

2.40 

2.55 

3.10 

5.10 

7.50 

Triple Roller Bushed. 


3.50 

3.75 

4.75 

7.50 

10.50 

Snatch Roller Bushed. . 

. .. 


. . . 

4.75 

6.75 

10.00 

Steel— 

3'in. 

4-in. 

5-in. 

6in. 

8-in. 

10-in. 

Single. Plain Bushed. . 

.70 

.85 

.90 

1.15 

1.80 

3.00 

Double, Plain Bushed.. 

1.35 

1.65 

1.80 

2.00 

3.15 

5.00 

Triple. Plain Bushed.. 

1.80 

2.15 

2.25 

3.00 

4.65 

6.90 

Single Rr»ller Bushed.. 


1.65 


2.25 

5.50 

8.75 

Double Roller Bushed. . 


8.30 


4.10 

10.00 

15.00 

Triple R'lller Bushed. . 


4.65 


5.75 

14.25 

20.00 

Snatch, Plain Bushed.. 




4.19 

6.00 

8.75 

Snatch, Roller Bushed. 




7.00 

9.75 

15.25 


BLOWERS— 

No. 400 Champion, without Tyere Irons. $40.00; No. 400 
(tampion, complete, $42.50. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.50. 
No. 200 Buffalo, Complete—IS-ia,, $44.00; 14-ia., $50.00. 
No. 700 Climax—IB-ia. complete, $28.00. 

boards. IR0NIN(3— 

With Tai»le—No. 2, Plain. $2.50 each: No. 10 Springer. 
fKixl5 in., no sleeve board, $5.25; No. 20 Springer, 54x13 
in., no sleeve board $5.25; No. 40 Springer, 50x12 in., no 
sleeve board, $4.50. 

Without Table (skirt boards—4-foot. $1.<»0 each; 5-foot. 
$1.50. 5 H foot, $1.75; 6-foot $2.00. 

BOARDS. WASH —Brass. 95r each; Toy. *inc. 25c; Single 
Zinc. 70c; Double Zinc. 90c; Glass, $1.00; Blue Enamel, 
$ 1 . 10 : Single Zinc, 75c. 


BOLTS—Common Carriage— 



8-16 

A K" 

5-16" 

H" 

7-16" 




10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1V4 

.15 

1.06 

.20 

1.50 

.25 

2.00 

.80 

2.50 

.35 

8.05 

2 

.15 

1.15 

.20 

1.60 

.25 

2.15 

.35 

2.70 

.40 

8.85 

2H 

.15 

1.25 

.20 

1.70 

.30 

2.35 

.35 

2.95 

.45 

8.65 

3 

.15 

1.35 

.25 

1.85 

.30 

2.50 

.40 

3.15 

.50 

8|95 

3H 

.20 

1.50 

.25 

2.00 

.35 

2.65 

.40 

3.40 

.55 

4.80 

4 

.20 

1.60 

.25 

2.10 

.35 

2.85 

.45 

3.60 

.55 

4.60 

4H 

.20 

1.70 

.30 

2.20 

.35 

3.00 

.45 

8.85 

.60 

4.90 

5 

.25 

1.80 

.30 

2.35 

.40 

8.15 

.50 

4.05 

.65 

5.20 

5V4 

.25 

1.90 

.30 

2.45 

.40 

8.35 

.50 

4.30 

.70 

5.55 

6 

.25 

2.00 

.35 

2.60 

.45 

8.50 

.55 

4.50 

.70 

5.85 

6H 

.30 

2.25 

.35 

2.95 

.50 

3.95 

.60 

4.75 

.75 

0.20 

7 

.30 

2.35 

.35 

8.05 

.50 

4.10 

.60 

4.95 

.80 

6.50 

8 

.35 

2.60 

.40 

3.30 

.55 

4.50 

.65 

5.40 

.85 

7.10 

9 


.... 

.45 

8.60 

.60 

4.85 

.70 

ii.85 

.95 

7.76 

10 



.50 

3.85 

.65 

5.20 

.75 

6.30 

1.00 

8.40 

11 





.70 

5.55 

.80 

6.75 

1.10 

9.00 

12 





.75 

5.90 

.85 

7.20 

1.15 

9.60 

14 






• • • • 



1.35 

10.90 

16 









1.45 

12.15 

18 









1.60 

18.40 

20 




.... 





1.75 

14.70 


BOLTS—Expansion—(See SHIELDS). 


BOLTS Stove ““ 



Vk. 

6-82" 

8-16" 



5 1«" 



.10 

.50 

.10 

.50 







H.... 

.10 

.50 

.10 

.50 

.l(i 

.75 





%.... 

.10 

..50 

.10 

.50 

.10 

.75 






.10 

..50 

.10 

.50 

.10 

.75 





% . . . . 

.10 

..•JO 

.10 

.55 

.10 

.80 





1 .... 

.10 

.55 

.10 

.55 

.10 

.85 

.is 

1.10 

.20 

1.65 

i>/4 .... 

.10 

.60 

.10 

.60 

.10 

.85 

.15 

1.15 

.20 

1.75 

1%.... 

.10 

.65 

.10 

.65 

.15 

.90 

.15 

1.20 

.25 

1.85 

1*^4 .... 

.10 

.70 

.10 

.70 

.15 

.95 

.20 

1.30 

.25 

1.95 

2 .... 

.10 

.75 

.10 

.75 

.15 

1.00 

.20 

1.40 

.25 

2.05 

2^4.... 



.10 

.75 

.15 

1.05 

.25 

1.50 

.30 

2.15 

2H.... 



.10 

.80 

.15 

1.10 

.25 

1.55 

.30 

2.30 

3 .... 



.15 

.90 

.15 

1.20 

.25 

1.65 

.35 

2.50 

3H.... 



.15 

1.05 

.20 

1.30 

.25 

1.80 

.40 

2.75 

4 .... 



.15 

1.20 

.20 

1.45 

.25 

2.00 

.45 

3.00 


BOLTS—Machine, Square Head and Nut— 




5- 

16" 


7- 

16" 

1-m 

.15 

1.40 

.20 

1.65 

.25 

2.00 

.85 

2.80 

2 

.20 

1.50 

.20 

1.75 

.25 

2.10 

.85 

3.00 


.20 

1.56 

.25 

1.85 

.30 

2.25 

.40 

. 8.20 

3 

.20 

1.60 

.25 

1.95 

.30 

2.40 

.40 

8.40 

3H 

.20 

1.65 

.25 

2.05 

.30 

2.50 

.45 

8.60 

4 

.20 

1.76 

.26 

2.16 

.35 

2.65 

.45 

8.80 

4H 

.25 

2.20 

.85 

2.75 

.40 

8.35 

.50 

4.00 

5 

.25 

2.25 

.35 

2.85 

.45 

3.55 

.50 

4.20 

5% 

.30 

2.35 

.35 

2.95 

.45 

3.70 

.55 

4.40 

6 

.80 

2.45 

.40 

3.10 

.45 

3.85 

.55 

4.60 


.30 

2.50 

.40 

3.20 

.50 

4.00 

.60 

4.80 

7 

.35 

2.60 

.40 

3.85 

.50 

4.15 

.60 

5.00 

8 

.35 

2.75 

.45 

3.55 

.55 

4.50 

.65 

6.40 

9 

.35 

2.90 

.45 

3.80 

.60 

4.80 

.70 

6.80 

10 

.40 

8.05 

.50 

4.05 

.65 

5.15 

.75 

6.20 

11 

.40 

3.25 

.55 

4.30 

.65 

5.45 

.80 

0.60 

12 

.40 

3.40 

.55 

4.55 

.70 

5.75 

.85 

7.00 








11V4 

.45 

3.60 

.65 

5.20 

.95 

7.70 

1.25 

10.50 

2 

.45 

3.85 

.70 

5.60 

1.00 

8.25. 

1.85 

11.20 

2H 

.50 

4.15 

.75 

5.95 

1.05 

8.80 

1.45 

11.90 

3 

.55 

4.40 

.75 

6.35 

1.10 

9.35 

1.50 

12.60 

3H 

.55 

4.65 

.80 

6.75 

1.20 

9.90 

1.60 

13.80 

4 

.60 

4.90 

.85 

7.10 

1.25 

10.45 

1.70 

14.00 

4H 

.60 

5.15 

.90 

7.50 

1.35 

11.00 

1.75 

14.70 

5 

.65 

5.45 

.95 

7.86 

1.40 

11.55 

1.85 

15.40 

5% 

.70 

5.70 

1.00 

8.25 

1.45 

12.10 

1.95 

16.10 

6 

.75 

5.95 

1.05 

8.65 

1.55 

12.65 

2.00 

16.80 

6V4 

.75 

6.20 

1.10 

9.00 

1.60 

18.20 

2.10 

17.50 

7 

.80 

6.45 

1.15 

9.40 

1.65 

13.75 

2.20 

18.20 

8 

.85 

7.00 

1.20 

10.15 

1.80 

14.85 

2.85 

19.60 

9 

.90 

7.50 

1.85 

10.90 

1.95 

15.95 

2.55 

21.00 

10 

.95 

8.05 

1.40 

11.65 

2.05 

17.05 

2.70 

22.00 

11 

1.00 

8.55 

1.50 

12.45 

2.20 

18.15 

2.85 

23.80 

12 

1.10 

9.05 

1.60 

18.20 

2.30 

19.25 

3.05 

25.20 

18 

1.15 

9.60 

1.70 

13.95 

2.45 

20.35 

8.20 

26.60 

14 

1.20 

10.10 

1.75 

14.70 

2.60 

21.45 

8.85 

28.00 

15 

1.30 

10.65 

1.85 

15.45 

2.70 

22.55 

3.55 

29.40 

16 

1.35 

11.15 

1.95 

16.25 

2.85 

28.65 

8.70 

80.80 

17 

1.40 

11.65 

2.05 

17.00 

8.00 

24.75 

8.85 

82.20 

18 

1.45 

12.20 

2.15 

17.75 

8.10 

25.85 

4.00 

83.60 

19 

1.55 

12.70 

2.25 

18.50 

3.25 

26.95 

4.20 

35.00 

20 

1.60 

13.25 

2.30 

19.25 

8.35 

28.05 

4.85 

36.40 

21 

1.65 

13.75 

2.40 

20.00 

3.50 

29.15 

4.55 

87.80 

22 

1.70 

14.25 

2.50 

20.80 

3.60 

30.25 

4.70 

89.20 

23 

1.80 

14.80 

2.60 

21.55 

3.75 

31.35 

4.90 

40.60 

24 

1.85 

15.30 

2.70 

22.30 

3.90 

32.45 

5.05 

42.00 

25 

1.90 

15.85 

2.75 

23.05 

4.05 

33.55 

5.20 

48.40 

26 

1.95 

16.35 

2.85 

23.85 

4.20 

34.65 

5.40 

44.80 

27 

2.05 

16 85 

2 95 

24.60 

4.30 

35.75 

5.55 

46.20 

28 

2.10 

17.40 

3.05 

25.35 

4.45 

36.85 

5.70 

47.60 

29 

2.15 

17.90 

3.15 

26.10 

4.55 

37.95 

5.90 

49.00 

30 

2.20 

18.45 

3 25 

26.85 

4.70 

39.05 

6.05 

50.40 
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BOLTS—Barrel- 


Extra Heayy Wronght 

StaaU Japaanad— 


4- inch . 

5*inoh . 

.15 

.20 

6-ineh . 

.25 

8-ineh . 

.45 

Cast Iron, Japanned- 


2 %-inch . 

.15 

3-inch . 

.15 

4-inch .. 

.20 

5-inch . 

.25 

6-inch . 

.80 

CHAIN— 


Cast Iron Japanned- 

- 

6-ineh . 

.50 

8-inch . 

.60 

10-inch . 

.85 

Cast Iron, Amber or 


BroDM^— 


4-ine1i . 

.45 

6-inch . 

.60 

8-ipch . 

.75 

Cast Iron. Ant. Copper 

or Dull Brass— 


4-inch . 

.75 

6-inch . 

1.00 

8-lhch . 

1.10 

CUPBOARD, Japanned— 

8-inch . 

.75 

6-ineh . 

.75 

10-inch . 

1.75 


Oapboard, Other Finiehea— 
S-ineh .76 


FLUSH, Angle—AU Finishes, 

Cast Bronse— 

2-lBeh . 

.40 

8-ineh . 

.50 

4-lBeh . 

.55 

6-ineh . 

.70 

LEVER— Oast Bronse, 

All 

Fiuishee— 

8 %-ineh . 

LIO 

5-ineh . 

1A5 

T-HEAD—^Wrought Bronze, 

All Finishes— 

S-ineh . 

.85 

4-ineh . 

.40 

5-ineh . 

.45 

6-ineh . 

.50 

Oast Bronze. All Finishes— 

8-inch . 

.45 

4-ineh . 

.40 

5-inoh . 

.50 

FOOT— 

Oast Iron, Japanned- 

— 

6-ineh . 

.45 

8-ineh . 

.55 

10-inch . 

.85 

Amber or Bronzed— 

6-inch . 

.55 

8-inch . 

.75 

Other Finishes— .. . 


4-inch . 

.75 

6-inch . 

.95 

8-inch . 

1.10 


Foot Wrought Steel—Cup¬ 
board, Japanned— 

.60 
.00 
2.25 


8-ineh 
6-inch 

6-inoh . 1.00 10-inoh 

BOLTS—Toggle—(See Toggle Bolta). 


BOTTLES—aeunm— 

Thermo!— 

6 4.60 

60 . 6.26 

11 .2.76 

IIQ .4.25 

14 .. 8.26 

14Q . 4.75 

14V4 2.75 

15 .. 4.00 

150 . 5.75 

16% . 8.60 

, UhiTeraal— 

'21 . 2.76 

22 4.25 

61 2.25 

' 62 . 8.26 

71 .8.16 

72 4.76 

81 . 4.50 

82 . 6.26 

91 4.00 

02 6.76 

502 6.75 

, Ferrostat— 

504R .11.00 

505R 2-qt.16.00 

506N .16.50 


FILLERS—Tkermoa and Uni- 
Tenal>— 

% Pint. 1.50 

1 Pint . 1.75 

1 Quart. 2.50 

LUEOH KITS— 

Thermo!— 

802 and 896 . 4.50 

898 and 897 . 5.00 

894 and 898 . 5.75 

UnlTeraal— 

810 .4.75 

820 . 5,25 

410 .5.00 

510 .5.50 

4070 . 6.25 

8070 . 4.25 

Thermo!—Food Jan. FlUen 

600 . 4.00 2.00 

601 . 5.00 2.25 

602 . 6.75 8.00 

Thermo!— Jaga. FUlen 

556 . 9.50 4.00 

557 .10.00 4.76 

104 6.26 

104Q . 9.25 

114 9.75 

114Q .14.75 

180 9.75 

180Q .14.75 


BOXES—Mitre— 


Goodell— 


1285 26x4 .... 

.24.00 

1805 25x5 .... 

.25.00 

1306 80x5 .... 

.27.00 

Stanley— 


50H . 

_18.25 

246 . 

.24.50 

858 . 

.28.75 

460 . 

_85.00 

Acme— 


72 . 



BRACES^ 


78 . 

.21.50 

74 . 

.26.00 

75 . 

.24.00 

New Langdon Imp.- 

— 

72 . 

.21.50 

78 . 

.28.00 

74 . 

.26.25 

75 . 

.81.25 


Steam*! Perfection— 


20 . 5.00 


P. S. A W., No. 7008, 25.00 each; No. 7010, $5.25; 7012, 
$5.50; 8010B, $6.50; 8012B, $6.75; 8014B, $7.00. 

Stanley. No. 921, 8 inch, $5.25 each; 10-inch, $5.50; 12- 
inch, 25|.76; 14-inch, $6.00. 


BRACKETS—Shelf— 


Japanbed— Pair 

,3x 4 .20 

4x 5 .25 

5x 7 80 

6x 8 35 

7x 9 40 

8x10 .45 

10x12 70 

12x14 90 


Copper, Brass, 
8x 4 . 

Nickel—Pair 
.60 


.65 

5x 7 . 

.75 

6x 8 . 

.90 

7x 9 . 

.95 

8x10 . 

. 1.00 

10x12 . 

. 1.25 

12x14 . 



BRADS—Wire— Bulk per lb. % lb. pkga. % lb. pkc*. 

% and %-ineh.80 .20 .15 

% to 1%-inch.85 .15 .10 

1% to 2-ineh. .20 .15 .10 


BRASS—Sheet—Soft, per lb., 75e; Half Hard, 80c; Sign, 80e; 
Spring, 21-05. 

BREAD AND CAKE MAKERS—UniTeraal—No. 2, 28.00 each. 
No. 4, 28.75 each; No. 8, 24.75 each; No. 44, 28.50 eacli. 


BRIGHT WIRE (K)OD8—See Hooka and Eyea. 


BROOMS—House or Parlor— 

Finest selected, 16-15 in., 21-50 each; second grade, 14^ 
in., 21-85; third grade, 14 in., 21-10; common, 86c; Ware¬ 
house, 21-25* Railroad or Smelter, 21-25; Switcn, small, 65e, 
large, 90c; Toy or Hearth, 1 aew, 30c; 2 sew, 40c. 

Push or Street 


Baasine, 14-in. 

Baasln^ 16-in. 

Steel Wire, 12-iB. 

Steel Wire, 18-in. 

BRUSHES— 

CASTING— 

Round . 

Oblong. 

Oounter— 

Dusting, com. 

Extra quality. 

White bristles .... 
FLOOR— 

Fibre, 12-ineh. 

Fibre, 16-Inch. 

Hair, 12-ineh . 

Hair, 16-inch . 

Mixed, 12-ineh. 

Mixed, 16-inch . 

Bristles, 14-ineh. 

Bristles, 18-inch. 

Garage— 

Fibre, 16-inch. 

Fibre, 18-ineh. 

Fibre, 20-ineh. 


1.60 Rattan, 6 rows, 12-in. 1.86 

1.75 Rattan, 6 Rows, 14 in. 1.60 

1.00 Rattan, 6 rows, 16 in. 1.75 

1.60 Rattain, 8 rows, 14 in. 1.25 


.80 

.60 


.90 

1.20 

1.76 


1.60 

1.90 

2.10 

2.65 

1.75 

2.00 

6.00 

6.25 


2.00 

2.25 

2.50 


Fibre, 24-ineh 


(Sear— 

Handles. 

Hand or Nail. 

Horsfr— 

Rice Root, 12% lb.— 

lUoe Roo^ 18 lb. 

Palmyra Fibre, 12 % 

Palmyra Fibre, 18 lb. 

Mixed Fibre, 18 lb_ 

Ox Fibre, 8 % xO in. .. 
Ox Fibre, 4%xll% in. 


Kalaomine — 

7-in., single. 

8x7% in. blocks_ 


Marking—(Round)— 
White Bristles— 

%-% in. 

1-1% in. 


3.25 

.65 

.10 

,75 

1.25 

.55 

.95 

.90 

.75 

85 

2.40 

6.75 


.10 

.15 


Paint—(Chinese bristles)— 





Grade. 

1 

2 

8 

4 

5 

2%-iaeh... 

• ••. AO 


.65. 



8-ineh •.. 

.40 

.55 

.85 

1.60 


8%-ineh... 

.66 

.76 

1.05 

2J5 

sIt5 

4-ineh. 

.70 

LOO 

1.55 

2.75 

8AO 

4%-iaeh... 

.... ... 

1.50 

.... 

8.50 

AOO 


Roofing^Knotted— 

8 knots, 14-lb. 

4 knots, 18-lb. 

Bash—Chisel Point— 

lx2%-in.. 

ScruV“ 

Gray Tampieo, KT.. 
Gray Tampieo, 12*.. 


2.00 

2.50 

KO 

A6 

.80 

.40 


.50 

.40 


Ox Fibre.15 

Split Bamboo.05 

ShaTing—Rubber Set 

Ebonised handle .... .55 

Boxwood, small .... 1.00 
Boxwood, medium... 1.10 

Boxwood, large.1.85 

White Bone^ small... 1.00 
White Bone, medium IM 

Oetagoa Bone.2.00 

Oetag. Bone, polished 4.00 


Ox Fibre, 10*. 

.50 

Stenell^— 


Ox Fibre, 12*. 

A5 

1%-in.. 8%-Ib. .. 

.. A5 

White Tampieo, 8*... 

.85 

l2-ln., 8%-lb. .. 

.. .85 

White Tampieo. 11*.. 

AO 

1%-ln., 5-lb. 

.. .45 

White Tampieo, 12*.. 

.70 

1%-ia.. 6-Ib._ 

.. A5 

Danber, wood. 

.20 

Window— 

Gray fibre. 

.75 

Dauber, iiroa. 

.80 

Black horsehair . 

.. .90 

Brush only, % -in.... 

.85 

Pope's Eye. 

.. 1.16 

Brush only 1%-in... 

.75 

Squeeges, 10-in. . 

.. .80 

Combination . 

.85 

Squeegee, IS-ln. . 

.. .86 

Extra briotles. 

.50 

Squeeges, 14-ia. . 

.. .40 

Best 1%-in. brlstleo 

A5 

Squeeges, 16-ln. . 

.. .50 


BUCKETS—(See Galr. Ware)— 


BURNERS—^Lamp—%-inch wick, 15c eaeh; 1-ineh, 20o: 1%- 
inch, 35e. 

Lantern—For Gold Blast, %-ineh wick, 20o eaeh; l-ineh, 
80c; for Kerosene, %-ineh, 20o; 1-ineh, 80e; Lard, Sperm 
and Sig. Oil, %-inoh, I5e: 1-inoh, 20o. 

Rubbish—No. 1, 20-ineh Steel, 29.00 eaeh; No. 8 , 80- 
inch Steel, 215.00. 


BUTTS—(See Hinges)— 
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CANTEENS^BEAB BRAND AND BOYCO—CoTered—No. 2, 
$1.25; No. 8. $1.40; No. 4, $1.66; No. 6, $1.85; No. 8, 
$2.20. Ck>Temineiit, $1.45; Am«rican« $1.50; Army, 8*pt., 
$1.40; Army, 5-pt., $1.60; De Luxe, 8-pt., $1.75; De Lazo, 
5 pt., $3.10. 

RUNNING BOARD OUTFITS— 

Boyeo Serrieo Units—No. 5, $5.75; No. 22, $6.65; No. 
112, $8,00; No. 212, $8.40; Np. 813, $8.60. 

Bear Brand—^Lineoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Aato Cane—^rered. No. 1, $1.05; No. 2, $2.80; No. 8, 
$2.70; No. 5. $8.85. Plain, No. 1, $1.45; No. 2. $1.70; 
No. 3, $2.00; No. 5. $2.50. 


CHISELS— 


Hiekorj HdL 
4.25 
4.85 


GANT HOOKS— Maple Hdl. 

2^z4H . .8.25 

2%z4Vi . .. 8.50 

GAPS—^Roofiaf. Per lb., 22o. 

CARBORUNDUM—Grain, per lb., bulk. 65c. 

CARRIERS—Timbei^No. 425, 4-ft. maple. $4.25. 

CARRIERS—Hay—Ueine Manila rope for eteel, wood, cable 
track, $14.50 each; neing wire cable or manila rope for eteeU 
wood, cable track, $18.50; Slinjg, $25.00; Steel Hay Carrier 
Track, 45o foot; Steel Hay Uarrier Hanging Hooke, 80c 
each; Rafter Brackets, 15e. 

CATCHERS—GRASS—RRI, $1.00 each: Eureka, 85o: 16G. 
$3.25; 05. $2.50; lOG, $2.75; 12G. $8.25; 9, all duck, $2.65; 
11, all duck, $2.75. 

CEDAR SWEEP CLEANING COMPOUND— 

Cedar Sweep—IH-Ib. carton, 20c; 4^-lb. carton, $H0c; 
33 lb. box, $2.00; 100-lb. drum, $3.75; 250-lb. barrel, $8.50. 
Kleen-A-Pipe—1-lb. can, 75c; 10-lb. can, $3,00. 
Shineoleuni—1 quart. $1.00; 1 gal., $3.50; 5 gala., $12..50. 
Cedar Mint—1 gal., $3.50; 5 
Sweeping Compound—No. 2, 
lb.; No. 4. Black, 2He lb. 

0HAIN8—Tire. 

Sisa Fair 

Tire—Weeds 

8 ztO .4.80 

8Hn80 .5.00 

sSzSt . 5.50 

4 z81 . 8.00 

4 z82 . 6.00 

4 z88 . 6.50 

4 z84 .. 7.00 

4 z86 . 7.50 

4 z86 . 7.50 

4^82 . 7.00 




la., $12.50. 
en, 3c lb.; No. 8, Brown. 


4%z86 

4Hz87 


. t.25 

. 7.^0 

. 8.00 

. 8.00 

. 8.75 

5 z85 9.00 

5 z88 ..9.00 

5 z87 9.75 

5ttz86 .12.00 

5H>87 .18.00 

5Hz88 .lAOO 


CHOPPERS—Meat and Feed- 

Enterprise 

5 4.00 

10 6.25 

12 5.75 

22 9.75 

33 12.75 


0 

1 

2 

3 

304 


501 

602 

703 


2.25 

2.76 

8.50 


Universal 


Russwin 


3 R 


1 
t 
% 

1 

IH 

IH 

IH 

2 


Socket 



Inside or 

Firmer 

Whites 

Pocket 

Outside 

Bev. Edge 

No. 2 

Bev. Edge 

Bevel 

. 1.15 

1.80 

1;80 

1.86 

1.20 

1.85 

1.85 

1.85 

1.25 

1.40 

1.50 

1.85 

. 1.80 

1.45 

1.55 

1.40 

. 1.85 

1.50 

1.60 

1.50 

1.40 

1.55 

1.65 

1.55 

. 1.50 

1.65 

1.75 

1.76 

. 1.65 

1.75 

1.80 

1.85 

. 1.85 

1.90 

2.00 

2.00 

. 2.00 

2.00 

2.25 

2.25 , 

2.85 

2.15 

2.40 

2.60 

2.50 

2.80 

2.75 

2.75 


1 

IH 

W 

IH 

2 


Bocke No. 4 
... .90 


1.45 


1.50 

2.00 

2.25 


Blacksmith!* 
Cold or Hot Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 
3.00 


^ 16 . 
H. . 


Cold 

Com. 

Gold 

Special 

Cape 

Round 

Nose 

Diamond 

Point 

.15 

.85 . 

.55 

.50 

.55 

.20 

.35 

.60 

.50 

.60 ■ 

.20 

.40 

.65 

.55 

.65 

.25 

.45 

.75 

.65 

.75 

.30 

.65 

.85 

.70 

.85 

.40 

.65 

.90 

.90 

1.00 

.60 

.90 



1.25 

.80 

1.00 



1.60 


OSes pair lota, 10% off. 

CHAIN—Now German Straight Link (Coil)— 

8>0, 16e ft.; 5-0, 14e; 4 0, xSe; 8*0, lie; 2 0, lie; 0, 10#; 
1, 8e; 2. 8c. 

Norway Straight Link (coil)—H, 86e lb.; %, 86e lb.; %. 
80o lb. 

Passing Link (coil)—4 0, 14c ft.; 8 0, 12e ft.; 2 0, 11c ft. 
Proof Straight Link (coil)—3-16 black, 20c lb.; H, 25c lb.; 
5-16. 20c lb.; %, 20c lb.; 7-16, 20e lb.; H. 20c lb.; 
%, 20o lb.; 20c lb. 

Proof Twisted Link (coil)—8-15 black, 80c lb.; H, 25c 
Ib.; 5-16. 25c lb.; 20c lb. 

B. B. Proof Straight Link (eoil)—5-16, 2Be lb.; %. 25e lb.; 

H, 20e 1b.; %, 20c lb.; 20c lb. 

Twisted Machine Coppered (eoil)—4-0, 20o ft.; 8-0, 17e 
ft.; 2-0, 17e ft.; 0, 16c ft. 

Jack, Iron—No. 20, 7He yd.; No. 18, 7Hc; No. 16, 10c; 
No. 14, lOe; No. 12, lOc; No. 10. 10c; No. 8, 15c; 
No. 6, 25c. 

Jack, Brasa—No. 120, lOo yd.; No. 118, lOc; No. 116, 
15c; No. 114, 20<;; No. 118, 20c; No. 112, 25c; No. 
110, 40c. 

Safety Braee and Nickel Plated—00 and NOO, 20e yd.; 0*N0, 
25e yd.; 1-Nl, 80c yd.; 2-N2, 85e yd.; 8, 40c yd. 

Bash—vl Copper Plated, 5c ft.; 02 Copper Plated, 5e ft.; 
XXXX Copper Plated. 20e ft.; 02P Steel Plain. 8He ft.; 
10 Cabla, 80c ft.; 56 Universid, 7e ft. 

Baeh Gbaia Faatenere—10, 80e aet; 100, 45c aet. 

(THALK—Oarpentere* Whit^ Bine, Red, 80e dos.. Railroad, 
BOc dos. School, 5e dos. Lumbar—Dixon's Black, 75e dos.; 
All oolora, $1.20. Metal Workere*—^lld Boapatone, 25c 
dos.; Solid Soapstone. Ohiael Point, 40e. Oil Ohookiiig— 
S-in. Blaak, red and bras, 46e dos.; 6-ia., 60o. 

CHECKS—^Dooi^All makoa. Liquid Chaeks—A-11, $7.00; 
B-13, f9.50; 0-18, $10.75; D-14, $12.75; E15, $18.86; 6. 
extra large, $22.50. For hold open arm, add $1.25 oaeh. 
Seraeii Door Cheek—No. 01, $8.85. 


CHURNS—Barrel—No. 0, $10.00 each; 1, $11.25; 2. $12.75; 
3, $14.25; 4. $16.75; 5, $19.5U. 

Improved Cylinder—No. 1 $6.85; 2. $7.50; 8. $6.75; 4, 
$8.76. 

Stnrges SteU—No. 1, $10.85; 2. $12.05; 3. $14.65. 

Glass Family—Universal. No. 16; $2.75; 125, $3.25; 185, 
$MiO: 145, $4.50. Dazey, No. 10. $2 00; 20. $2.50; 80. 
$3.25: 40, $4.00. E.xtra Jars. Dazey, No. 10. 55c; 20, 
90c; 30. $1.20; 40, $1.50. 

Tin without Daaher—IH gal., $1.50 each; 2 gsL, $1.56; 
8 gal.. $1.60; 4 gal., $1.75. 

Dash—IX Tin—3 gal., $2.25; 4-gal., $2.75; 6-gal.. $8.25. 
Dash and Handle—25e extra. 

CLAMPS—Steam*! Special Joiners*—Opens 1 ft., pair, $6.50; 
IH ft.. $7.00; 2 ft.. $7.25. 

Carriage Makers—Common—2Hin., 70e; 3-in., 80e; 4-in..- 
$1.10; 5 in., $1.45; 6-in., $1.85; 8-in., $2.75; lO-ln., $8.75; 
12 in., $4.75. 

Quilt Frame—No. 1, 10c each; 8. 20c; 32, 20c; 83. 20c. 

CLEANERS—Window— 

Rubber— 

lO-ineh.45 16-lmeh.. 

It-lneh.50 la-lneb.. 

14-lmeb.60 

OLByiSES—Malleable. 25e lb. Steal, 4", S5e; 5*'. S5e; 0**. 
80e; 7**, 80e; 8**, 85 g. 

CLIPS—Wire Ropa **Bnndog*'—8-10 to % iae., aaoh, 15c; 
H, SOe; %, tii; %. 85e; %, 50e; l-bu. 55o; iH lm., OOe. 


.05 

.75 


Wood Floor-^ 

14-iBeh.00 

10-iaoh.75 


CLIPPERS— Bolt- 
Now Easy— 

No. 0. 

Mo. 1. 

Mo. 2. 

Mo. 8.. 

O. K.— 

lO-inrh . 


Extra Ontter 


4.25 

No. 0 ... 


.. 2.28 

8.76 

No. 1 ... 


.. 2.76 

8.00 

No. 2 ... 


.. 8.78 

10.80 

No. 8 ... 


.. 4.78 

2.86 

14-lnek . . 


n 00 


CLOCKS, ALARM—America. $1.85 each; Circle, $3.25; Flash, 
$3.25; Gale, $4.50; Ideal $3.00; Indian, $1.85; Iron Clad, 
$3.00; liookout, $2.25; Peerless, $3.00; Pershing, $3.50; 
Practical, $3.0(); Sleepmeter 2, $2.50; Slumber Stopper, 
$4.50; Startle, $3.50. 

MOTE—A Goyemment War Tax of 5 par oaat haa Ms 
loTied on all retail aalaa of eloeks. Tho ratall doalar la ra- 
fDired to kora a rooord of all aalaa and pay tha tax tala tba 
Collector'a oftleo oaeh month. 

CLOTH—Emery, Mos. 00 to 2%. lOc straight; Mot. 1 to 8, 
15e. Carborundum or Aloxite—Nos. FF-90, 15e straight. 

CLOTH, WIRE— 


2.00 

2*50 

Hardware 

Galvanised— 



Mesh. 

8q: ft 

Screen 1 

Bq. ft. 

8.00 

1 inch. 

.18 

12 M—Black . 

.04% 

4.00 

% inch.... 

.14 

14 M—Black . 

.08 

9.75 

% inch.... 


16 M—Black . 

.00 

2 meah .... 


14 M—Bronse . 

.10 

2.50 

8 mesh .... 


14 M—Galvanised .. 

.06 Jt 

3.00 

4 mesh .... 


16 M—Galvanised . . 

.00% 

8.50 

5 mesh .... 


14 M—Opal, Galvanoid 

.06 

4.75 

8 mesh .... 


16 M—Opal, Galvanoid 
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COCKS— 





No. 


Each 

7-ineh... 

1.85 

Ball— 

H*ineh. 

. 1.25 

8-ineh... 

2.10 


H-inch.. 

. 1.50 

No. 

Each 


H'ineh.. 

. 1.85 

Gaa Hose— % -inch.. . 

.85 


l-inch. 

. 8.35 

H 'inch... 

.40 

Floats— 

5-ineh.. 

. .55 

%-ineh... 

.55 


6-ineh.. 

. .95 



Service. 

Standard— 

‘Square or Flat Head— 






2" 

^ Each .... 

... .65 

.75 .80 

.90 1.50 2.25 8.00 

5.25 


COMPASSES— So. 40-4, 45c each; 6, 55c; 8, 15e. 

COOKERS—Fireleaa—^Duplex—No. 25, $20.00 each; No. SO, 
$88.50; 35, $22.25; 50, $88.75; 55, $86.00; 60. $40.00; 
70, $56.00. 

Legs—Set, $6.00. 

Soapatono Diaca—Each, $1.50. 


COOLERS—Water—OolTanized Lined—02, $5.00 each; 03, 
$6.00; 04. $7.00; 06, $8.25; 08, $10.25; 010, $12.25. 

OOPPBR—Shaai, 65e Ib.; Bara, ronad, 7fa lb.; Tabing, 76o lb. 


COPPER WARE—Rome Nickel Plated— 


Tea Kettlea. 


Ineh. 8.00 

OH . 8-25 

10 H inch. 8.50 

Coffee Pota. 

8 pinta.2.00 

4 Plata . 2.25 


5 pinta. 

... 2.60 

6 pinta. 

Tea Pots. 

... 2.75 

2 pints . 

... 1.75 

8 pints .. 

... 2.00 

4 pinta. 

... 2.26 

5 pints. 

... 2.60 


COPPERS, SOLDERING—Familj— 

1. per aet. 

2, per let . 

Tianera— 

H pound, per pair. 

1 ponad, per pair. 

IH pouad, per pair. 

2 pouad, per pair. 

8 to 14 i»ounda. 


1.65 

1.50 


.25 

.86 

.60 


.50 


CORD— Saah, Common—Per hank: No. 6, $1.00; 7, $1.25; 
* 8, $1.50; 10, $2.50; 12. $8.00. 

Silver Lake—Per hank: No. 6, $1.75; 7, $2.70; 8, $2.60; 
10, $4.25; 12, $5.75. 

CORD, TINNED PICTURE— 

No. 00, 15c pkg.; 1, 25c; 2, 80o; 8, 40e; 4, 50c. 

CRAYON—Lumber, 10c; Soapatone, 5c. 

CULTIVATORS— 

Noreroaa, lGC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget. 60e. 

Pull Eaay, PEC, each, $2.00; PE5, $1.65; PEW2, $5.00. 

CUTTERS—Pipe—^Bamea, No. 1, $3.40 each; 2, $4.50; 8, 
$7.50; 4, $15.00: 5. $20.00; 6, $30.00. 

Saundera—No. 1, $2.75 each; 2, $4.00; 8, $9.85; 4, 
$15.80. 

Trimo—No. 11, $8.40 each; 12. $4.50. 

DAMPERS—Stove Pipe—No. 3, 20c each; 4, 20c; 5, 25c; 
6, 25c; 7. 40c: 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 35 A 50. 6 in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12'inch, $1.35; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 . 2.00 10x12 . 2.75 

8x10 . 2.25 12x15 . 5.50 

ASH TRAPS—Cbmmon, 7x9, 80c; Adams Double, 90c. 


DOORS—Screen— 

241 Common Varnished, % in.—2-6x6-6, $3.25; 2-8x6-8, 
$3.35; 2-10x6-10, $8.50; 8x7, $3.75. 

276 Black. iH-in.— 2 6x6-6, $3.65; 2 8x6-8, $3.75; 2-10 
X6-10, $4.00. 

311 Black, iH-in.—2-6x6-6. $4.50; 2 8x6-8, $4.75; 2-10 
X6-10, $5.00; 3x7, $5.25. 

391 Oalv.—2-8x6-8, $5.50; 2-10x6-10, $5.75; 3x7, $6.00; 
3x6-8, $6.25. 

525 Black—2-8x6-8. $6.50; 2-10x6-10. $6.75; 8x7, $7.00; 
3x6-8, $7.25. 


DRILLS— 




Goodell-Pratt 

Beneh Drills— 



No. 

Eaeb 

No. 

taeh 

8 . 

.7.60 

12A . 


8H .... 


87. 

.JAM 

9H .... 


97. 

.-IfilS 

loH .... 

.24.00 

118. 

• 7J0 

490 H _ 



1008 . 


1 . 

. I.M 

1006 . 


2 . 

Ljlm 

11 . 

.22.A0 

2B . 

. AT! 

Goodell-Pratt Breast Drills— 

8A . 

. 4.M 

6 . 

.S.8i 

6 . 


07 . 

........ 6.60 

98 . 

t ATI 

246 . 

.6.00 

106 . 

. i!ts 

279 . 

.18.26 

806 . 

. A60 

Millers Falls (Brass!)— 

848 . 

. AM 

12 . 


1080 . . 

. 6.71 


DrUl Presses—ICiUers Falls 


20 . 

.. 11.00 

28 . 

. 7.66 

21 . 

...16.00 

210 . 

.16.M 

22 . 





Hand Drills— 


No. 

Bach 

No. 

Each 

4 . 

. 8.00 

466 . 

. 6.86 

4H. 

. 2.80 

646 . 

.1AM 

6H. 

. 6.20 

660 . 

.lOAO 

6HB. 

. 6.20 

666 . 

.1A76 

40 . 

. 2.80 

1480 .. 

. A66 

68 . 

. 8.70 

1445 . 

. 6.M 

54 . 

. 4.00 

1466 . 

. 8J6 

164 . 


1680 . 

. 6.M 

269 . 

.6.40 

1640 . 

.lO.M 

820 . 

. 8.40 

1546 . 

.11.60 

870 . 


1660 . 

.1176 

886 . 

. 8.40 

1666 . 

.11.76 

446 . 





(Biain Drills—Oeodon-Pratt 


807 . 

..A60 

818 . 

. 7.M 

lift . 

.AJO 

1600 . 

. A66 

817 . 





Yankee Antematie 


41 . 

..8.00 

44 . 

. 1.76 

as . 

.2.60 

60 . 

. 4J6 

Yankee Oliueks and Drill Points 


No. 

Set. 

No. 

Sat. 

800 . 

.1.16 

806 . 

. .66 

801 . 





Yankee Drill Point! 

Set of 8, $7.10; each, 15c; 2 for 25o. 

Bita, Wood (STnMvao Pattern) 


Thi rtjaeconds— 
2 . 

Ea. 

.25 

12 . 

la 

.M 

3 ... 

.25 

18 . 

.60 

4 . 

.25 

14 . 

.M 

5. 

.25 

16 . 

.66 

6 . 

.80 

18 . 

i;.. .70 

7 . 

.86 

17 . 

.76 

8 . 

.40 

18 . 

.86 

9 . 

.45 

19 . 

.00 

10 . 

.46 

20 . 

!... .06 

11 __ 

_ SO 

24 _ 

.... 1.16 

Bit Stock Twist Drills for metal or wood^ 


1-16. 


16-82 . 

.... .80 

8*82. 

.20 


.90 

H . 

.20 


_I.M 

5-82 . 

. ,26 

9-18. 

_1.10 

8-16 . 

.80 

19-82 . 

.... 1.00 

7-82. 

.86 

% . 

.... 1.80 

H . 

.40 

11.18. 

_1.40 

0-82. 

.46 

K . 

.... 1.M 

5-16 . 

.60 

18.18. 

.... 1.80 

11-32 . 

.80 

% . 

.... 0.00 

% . 

.86 

16-18. 

.... 0 J6 

18-82. 

.70 

1 . 

.... 0.60 

7-16. 




Straight Shank Garbon Steel 

Short Set— 


1-82 . 

.15 

7-82. 

.05 

8-64. 

.16 

15-84. 

.... .05 

I-IO_,.. 

..16 

u . 

.80 

6-84. 

. .. Jb 

^82. 

.... JO 

8-82. 

.16 

6.18. 

.40 

7-84 -.. 

.16 

11.82. 

... .00 

H . 

.i6 

64 . 

.. JO 

0-04 . 

. 16 

18.82 . 

.... .80 

6-82 . 

.. .16 

7-18. 

. 70 

11-84 . 

.20 

16.82. 

.... JO 

8-18 . 


H . 

.... 1.00 

18-84 . 




Straight Shank, 

Wire Gauge Oarbon Steel— 


1 to 6.... 

. 26 

88 to 40. 

.15 

6 to 10.... 

. 20 

41 te 46 . 

. 16 

11 to 15. . .. 

. 20 

48 to 60 . 

.. .10 

16 to 20... 

. 20 

61 to 66 

... .10 

21 to 25... 

.20 

68 to 80. 

... .10 

26 to 80. . . . 

. 15 

81 to 80. 

.. .10 

31 to 85. . . . 
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DRILLS—OoBtiaa«d. 
teboo ••SUr**— 

7-16. 

% . 


.18.00 

aa.oo 

ae.oo 

80.00 


o-ie 


$ 


• 8.00 

88.00 

sa.oo 


■LKTTRIOAL APPL1AN0B8— 
UaiTtiMl Oooda— 


DUhM, OhAfinf— 


B940 . 

.82.00 

B9850 . 

.20.00 

Grills— 


E982 . 

.18.85 

B984 . 

. 14.00 

Heaters. Immersion 


E970 ... 

. 6.00 

Irons, Curling— 


E9901 . 

. 6.75 

E99011 . 

. 7.50 

Irons, Pressing— 


E901 . 

. 9.00 

E902 . 

. 8.00 

E905 . 

. 8.00 

E9028 . 

. 7.25 

E9035 . 

..8.00 

E9051 . 

. 9.00 

Pads, Heating— 


E9940 . 

. 12.50 

Percolators— 


E9435 . 

.15.00 

E9437 . 

.16.50 

E9489 . 

.18.00 

E9635 . 

.18.00 

E9687 . 

.14.50 

E9689 . 

.16.00 


E0646 .19.00 

E9649 .. .ai.OO 

E9676 .la.OO 

Rangel, Table— 

E9841 .aa.oo 

StoTei— 

E098 . 0.50 

E997 . 9.60 

E9960 . 8.60 

Toaiten— 

E945 . 9.00 

E046 . 7.60 

Urna, Coffee— 

E916 .19.00 

E919 .a0.50 

E9186 .16.50 

E9146 .81.60 

E9149 .84.00 

E9166 .25.00 

E9169 .87.50 

E9176 .17.50 

E9179 .19.00 

E9166044 .47.75 

E9169044 .60.85 

Vacnom Oleanen— 

E701 .89.50 

AUaehmenta .10.50 


vmi 


Loom, 7*88 (850 feat in eoil).10 

H (850 feet in eoil).11 


Beceptaelea, No. 888, Poreelain Oleat. 

No. 195, Freeman Key, braea. 

No. 188. Freeman Key, braaa. 

Boaettea, No. 819, Cleat, Meaeo No.l8445. 

No. 888. Oonoealed Meaoo No. 18447 . 

Switehea, No. 400, Oommon Snap, ICeeoo 6181. 

No. 408, Indieatinf Snap, Meaeo No. 5188. 

No. 459, 8-way Snap, and Meaeo No. 5189. 

No. 4401, Single Pole Puah, and Meaeo No. 5011. . 

No. 4408, 8-way Puah, and Meaeo No. 5018. 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 8-way Baby Knife. 

No. 709, Doable Pole, 1-way Baby Knife. 

No. 710, Doable Pole, 8-way Balw Knife. 

Soeketa, H*ineh and Pendant Cap BB. 

Pall C?hain . 

Shadea, 8-ineb Tin Cone.. 

10-ineh Tin Gone. 

8-inch Plat Tin . 

10-ineh Plat Tin. 

Shade Holdera, 8^-inch P. B A.. BB. 

8%-lnoh P. B A.. BB. 

Tubea, Porcelain, 5-16x3. 

5-16x4. 

5-16x5. 

5-16x6. 


Eaeh 

.80 

.70 

.80 

.80 

.80 

.50. 

.50 

.96 

.84 

.89 

.48 

.80 


.ov 
.55 
1.00 
.65 
.80 
.50 
.75 
.15 
.85 
.08 H 
.04% 
.06 
.07 


Lb. 


Tape, Dnrafiz Friction, %-lb. rolla.95 

Sticktite Friction, %-lb. rolla.95 

Paraweld Rubber, %-lb. rolla.86 


Hot Point Oooda— 

Chafing Diahea—No. 20501, $11.25 each; 20502, $21.00; 
20503, $25.00. 

Grilla—No. 11601, $18.00 each; 18661, $14.00; 20101, 
112.50. 

Heaters. Air—No. 80408, $18.50 eaeh; 30404, $14.50; 
30603. $36.00; 80604, $49.00; 116A4 (Hedlite), $12.35. 

Heaters, Immersion—No. 118W16 (50201), $5.75 each; 
115W16 (50202), $6.75; 115W17 (50208), $8.25. 


Foot 


Wire. No. 10. 8. B. Solid R. C.05% 

No. 12. S. B., Solid R. 0.04 

No. 14, 8. B., Solid R. C.03 


No. 18, Single Bell. 

No. 90, Twisted Bell. 

No. 18. Black R. 0. Fixture 


Lb. 

. 1.95 
. 1.40 
100 Feet 
. 1.60 


Irons, Carling—No. 112L1, $7.60 each; 112L2, $6.75. 
Irons, Presaing—1118818 (11108), $8.75 each; 115F22 
(11203), 8-lb.. $7.25; 115F5 (11205), 5-lb., $8.00; 115F17 
(11206), 6-lb., $8.00; 11807, $10.50 
Psda, Heating—114Q8 (50142), $10.00; 114Q4 (50151), 
$11.25. 

Percolators—No. 20611, $12.00; 20620, $13.50; 20621, 
114.50; 20622, $19.00; 20650, $19.50; 114P18 (20651), 
125.50; 114P17 (20652), $27.50. 

StoTea—No. 116D1, $11.00; 186D1, $12.50; 20801, $8.00; 
30302, $8.50; 40101, $8.50; 40102, $10.25; 40108, $14.00; 
40104, $16.05; 40105, $19.50; 40106, $7.25. 

Toasters—No. 114T5, $7.50; 115T1, $9.50. 
yacuum Gleanera—No. 118V8, $45.00; Attaehmenta, 

$ 11 . 00 . 


ELECTRICAL SUNDRIES— Eaeh 

Attachment Pluga, No. 908, Benjamin.85 

No. 500, Bryant .20 

Bells. 9%-ineh Eelinae, Nonpareil, Iron Box. 1.00 

8-ineh Eclipse, Nonpareil, Iron Box. 1.00 

Bassers, Nonpareil, Iron Box. 1.00 

Watch Caae .75 

Pair 

Cleats, 2 and 3 wire, unglased.Ob 


EMERY—Per lb., 25c. 

Stonee—See Stones. 

Cloth—See (Tloth. 

Wheels—See Wheels. 

FASTENERS—Gasement, common brass plated, 85e; Saab, 
common brass plated, 20o, two for 25c. 


FAUCETS—Cork Lined— 8-inch .20 

7-inch, each.-15 9-inch .25 


FIBRE WARE—Fnnnela—l-qt., $1.50; 8-qt., $2.85. 

Luneh Boxes—25e to 40e. 

Measures—1-pint, $2.25; l-qt., $2.50; %-gal., $8.00; 1- 
gal., $8.75. 

Pails—12-quart, $1.75. 

Spittoons—4x9 in., $2.00; 5x11 in., 2.35. 

Tabs, Oral—18-inoh, $5.00; 88-inoh, $8.00. 


FIGURES AND LETTERS (STEED- 


Figures 

Set 

Each 

Letters 

Set 

Bach 

% inch... 

. . 1.50 

.25 

% inch.. . 

. . 4.50 

.25 

8-16 inch. . . 

. . 2.00 

.80 

8-16 inch. . . 

. . 6.00 

.30 

% inch... 

.. 2.50 

.85 

% inch... 

.. 7.50 

.85 

5-16 inch. . . 

. . 8.00 

.45 

5-16 inch. . . 

. . 9.00 

.40 

% inch. . . 

. . 8.50 

.65 




% inch... 

. . 6.00 

.85 





FILES— 


(Hastera, No. 98, Beniamin, 2-light 

No. 98, Benjamin, S^ght. 

No. 94, Benjamin, 4-li|dtt. 

Porcelain Rings for Clusters. 


Cord, No. 18, Green and Yellow Twisted Lamp 
No. 18. Heater, Twisted. 


Poses, o, 10, 15, 20, 25, 80 amp. 

Globes, 6x8%, R. I. Ball. 

8x3% or 4. Ball . 

Knobs, No. 5%, solid. 

Lamp Guar^ Style A—16 C. P. 

Style H—16 0. P. 

Style H—88 0. P. 

Loxon, 40 watt (guard only)... 
Loxen, 60 watt (guard only)... 
Key for Loxon Guards. 


Each 

1.85 
1.75 

8.85 

.20 

Foot 


.15 


Each 


.10 

.60 

1.25 

.08% 

.06 

.40 

.85 

.45 

.66 

.70 

.10 


Length, inches— 
Band Saw, Slim. 

8-3% 

4% 

5% 

6 

8 

10 


.25 

.30 

.45 

Knife, Bast. 




.45> 

.50 

.60 

Regular Taper . . 

.15 

.is 

.20 

.25 

.85 

.55 

Slim Taper .... 

.15 

.15 

.20 

.20 

.30 

.50 

Warding, Bast. . 

.. . 



.85 

.40 


Length, inches— 

3-4 

6 

10 

18 

14 

16 

Flat Bastard . . . 

.20 

.25 

.40 

.55 

.80 

1.05 

Half Round Bast. 

.30 

.35 

.55 

.70 

.90 

1.20 

Mill Bastard . . . 

.20 

.20 

.35 

.45 

.65 

.85 

Round Bastard . 

.20 

.20 

.35 

.45 

.65 

.85 

Square Bastard . 

.25 

.25 

.45 

.60 

.80 

1.10 

IXTURES—Grindstone— 

-Auto—01, 

$2.00; 

: 02, 

$2.50; 

15. 

$1.25; 17, $1.35; 

19, 

$1.50; 21, 

, $1.75 

; Am. 

Heary- 

—17, 


$1.00. Extra Shafts, 15-ineh, 50c; 17-inch, 50c. Extra 
Cranks, 25c. 

FLASHLIGHTS — Ereready Daylos — Complete — No. 6061, 
$1.00 each; 6962, $1.25; 1991, $1.50; 2604, $1.70; 2681, 
$1.85; 2632, $2.25; 1619, $2.25; 2616, $2.00. 

Eveready Batteries—No. 705, 50c each; 790, 85c; 791, 
30c; 700. 80c; 750, 80c; 751, 40c. 
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FLA8HLJOHTB—Oontinued— 

KwikUtM 

TubaUr Not.. .5380 5331 5338 5339 5881 6340 6340B 

Oomplet«, ea...91.85 $1.70 $3.00 $3.00 $3.35 $1.55 $1.70 

OaM k Bulb. oa. 1.15 1.85 1.50 1.65 1.75 1.35 1.40 

Tubular Not . . 6341 6341B 6340 6340B 6848 6848B 6851 
Oomplete, •a...$1.85 $3.00 $3.85 $3.55 $3.35 $3.45 $3.75 

Oaa« k Bulb. a. 1.50 1.65 3.00 3.30 1.75 1.05 3.35 

Pocket Not.3473 3578 8475 8475B 8577 8577B 8570 

Complete ea.... 1.00 1.35 1.35 1.85 1.50 1.65 1.00 

Oaae k Bulb. ea. .70 .85 .05 1.05 1.10 1.35 1.50 

Watch Chain Not. 6380 6380B Watoh Chain Bat'j No. 1304 
Oomplete, each... .$1.00 $1.10 Battorj only, each... .$ .35 
Cate and Bulb, oath .75 .85 

Battery only, 

Not. ...1303 1308 1306 1307 1371 1801 1808 1800 

Each ..$0.80 $0.85 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Bltekamith—3 ia., $1.35; 3)4-in., $1.65; 8*iA.. 
$3.00; 8)4 in., $8.00. 

FORGES—No. 150 Chicago, $16.85; No. 151 Chicago, $17.00. 
Buffalo—No. 810 Steel Ball Bearing Riret, $88.00; No. 733, 
$88.00; No. 743H, $40.00. 

FORKS—Hay—Nellie, 04 tingle hanoon, $6.35; 05 double 
harpoon, $8.85; 96 double harpoon, J7.75; 07 double harpoen, 
$4.35; 08 double harpoon, $7.85. Ctzwple, No. 00 (4 ilnet), 
$15.50; No. 100 (6 tinea), $18.00. Jaekaon Pattema, 4 ft., 
$10.00; 4)4 ft., $19.75; 5 ft., $38.00. 


GLASS—Window^ 

8B Grade— Large Lots BaaB Lett 

Single Strength .80% 80% 

Double Strength .80% 80% 


Extraa for Putting in Glaaa 

Pirat 8 Brackett. 

Second 8 Braoketa.. 

Tbird 8 Braoketa.. 

Larger Ligbta. 


Far Light 


. J6Q 

.75 

. 1.00 

$1.00 par hour, par mam 


GLASSES— 

Ground Lerel— 

1 % .. 

3 . 

3)4 . 

8 . 

8)4 . 


ProTod LoTel— 


.60 

1% 

.$0 

3 . 

.66 

6)4 

.TO 

8 . 

.TS 

8)4 


.15 


a5 


GLASSES, GAUGE— 

Standard 


Bxtm HaaTy 

% 

)4A% 

% 

)4B% 


10 .85 

.85 

.86 

.66 

.75 

12 .85 

.86 

.50 

.60 

.00 

14 . 

.46 

.60 

.70 

1.06 

16 . 

.55 

.66 

.85 

1.36 

18 . 

.60 

.76 

.95 

1.8S 

30 . 

.65 

.80 

« • • 

... 

33 . 

.70 

.00 

• • • 

.... 

34 . 

.60 

1.00 

.. • 

.... 


FRE E Z ER A r c t i 


1 . 

2 . 

3 . 

4 . . 

6 . 

. 4.50 

. 5.25 

. 6.35 

. 7.76 

. 0.76 

3 . 

3 . 

4 . 

6 . 

.11.86 

8 . 

.12.65 

8 . 


Toy 

.4 00 

10 . 

.20.50 


13 . 



White Mountain 

15 . 


1 . , 


30 . 



FROES—Special—Each, 12 in., $2.00; 14 in.. $2.25; 16 in., 
$2.50. Common—Each, 12*in., $1.85; 14’in., $2.00; 16-in., 
$3.55. 

GARBAGE CANS—(See Galraniied Ware). 

GATES—Molasaea and Oil — 

Stebbini—%-ineh, 75c each; 1-inch, OOc; 1)4-inch, $1.00; 
1)4 inch. $1.25; 2-inch, $1.35. 

Perfection—)4*inch, 85c each; )4'inch, $1.00; 1-inch, 
$1.10; 1)4 inch, $1.80; l)4*inch, $1.50; 2-inch. $2.10. 

Enterprise. Self Measuring—No. 61, Faucet, $10.50; 97. 
Pump, $24.00. 


GAUGES—BUTT—Stanley— 


No. 

Baeb No. 

Baeb 

93 . 

1.75 77 . 


94 . 

2.00 71 . 

. 1.00 

95 . 

1.76 90 . 

.76 

95)4 . 

1.50 91 . 

. 1.75 

Marking—Stanley— 

92 . 


61 .’... 

20 97 . 


64 . 

.35 98 . 

. 1.85 

66 . 

.90 



Altitude Gauges, $5.35. 

Steam Gauges, 4)4*in. face I. C„ $5.35. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


GLOBES—T.antem—<3old Blast—Plain, 25c each; Bullseye. 
40c; 2 Plain. 25c; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 30c each; Green or Red. 70c. 

Tubular—Clear, 10c each; Plain, 25c; 3-0 Ruby. 60c; 4 0 
Bullseye, 35c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry- 


Common .35 

Oabt.40 

White .45 


Imperial Liquid— 


Size 

_ 


1 Oz. 

)4 Pt. 

)4 Pt. 

)4 Pt. 

1 Pt. 

1 Qt. 

1 Gal 

List, 

Doz. 


1.06 

8.60 

2.80 

6.00 

10.20 

18.00 

54.00 

Sug. 

Ret. 

Ea. 

.20 

.30 

.30 

.50 

.85 

1.50 

4.50 

Le 

Page 

i*s Glufr— 







Size— 


lOi 

. 2 0z. 

H Pt. 

. )4 Pt. 

)4 Pt. 

1 Pt. 

1 Qt 

List, 

dot. 


. .2.40 

1.65 

1.80 

3.60 

6.00 

10.30 

18.00 

Sug. 

Ret. 

Ea. 

.20 

.20 

.80 

.30 

.50 

.85 

1.50 


GOUGES—Buck's, Socket Firmer, Ontaide Barel—No. 
)4-inch. 81.20; %-inch. $1.30; )4*inch, $1.35; % 

$1.30 ; )4 inch, $1.40; 74'inch, $1.55: l-inch, $1.65; 
$1.85; 1)4 inch, $3.10; l% ineh, $3.25; 3-ineh. $3.50 


43— 

-inch. 

•inch. 


Witherby No. 820—)4'inch, $1.25 each, )4-inch, $1.25; 
)4-inch, $1.35; %-inch. $1.40; %-inch, $1.50; 74-inch. 

$1.65; 1-inch, $1.75; l)4 inch, $2.00; l)4 inch, $2.15; 1*4 
inch. $2.40; 2-inch, $2.75. 


P. S. k W. Firmer— 


160—)4 inch 
% inch 
^ inch 
% inch 
% inch 
74 inch 


1.50 1 inch.3.10 

1.50 1)4 inch.2.25 

1.65 1)4 inch.2.50 

1.70 1% inch.2.75 

1.80 2 inch.3 25 

2.00 


GRAPHITE—Flake, per lb., 80c. 


Boilera, Wash 

227 2.50 

228 2.75 

229 ..*. . . 8.00 

Bowls, Wash 

7 30 

7)4 35 

Buckets, Fire 

314 70 

Buckets, Well 
101 (10 qt.).. .60 

Cans, Garbage 
Smooth 

200 90 

.300 1.00 

400 1.2.5 

500 1.65 

600 . 2.00 

700 2.50 

Corrugated 
2 90 


3 . 1.00 

4 . 1.25 

5 . 1.65 

6 . 2.00 

70 2.50 

80 7.00 

90 7.75 

100 10.75 


Garbage Cans in 
lots of 3 dozen or 
more, 5 per cent from 
above prices. 

Cans, Gasoline 


65 2.10 

501 65 

505 1.75 

605 2.00 

Cans, Oil 

0 55 

02 85 


GALVANIZED WARE 

15 60 

25 2.00 

105 1.50 

205 2.10 

Canteens, see page 
195. 

Dippers, Laundry 
525 (4 qt).55 

Hods, Coal 

615 .75 

616 .85 

617 .90 I 

618 . 1.00 

Pails, Cement 

14 . 1.50 

114 2.25 

Pails, Chamber 

8-ot.85 

10-qt.90 

12-qt 1.00 


Pails, Stock 

14 .60 

16 70 

18 .80 

20 95 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

16 55 

Pails and Tubs, 6 
dnz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .75 

3 .95 

4 1.35 


Pots, Watering 


514 . 1.00 

516 . 1.15 

.518 . 1.35 

520 . 1.50 

522 . 1.75 

526 . 2.25 

Tube, Foot 

51 .75 

52 .85 

53 1.00 

54 1.25 

Tubs, Wash 

A .70 

B .75 

0 95 

1 . 1.00 

2 125 

3 1.50 

10 S. 1.65 

20 S. 1.85 

30 8 . 2 10 
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HARDWARE WORLD 


SBTAIL gBIiiJKa PBICnS— OoBtiniMd. 


ORSASB-^AXLB*—1 1b. mbs, 16e sseh; t lb. esns, 40s; B lb. 

I MBS. 66 e; 10 lb. pslls, $1.S6; SB lb. pslls, $a.?B. 

Cop Orssss—B lb. esas, Bl.OO sseh; 10 lb. ssat, $1.7B; 
as lb. csni, $8.75. 

TrsnsmiMion—B lb. esas. SOs sseh. 

OR1ND8TONES— 

Loots— Owt. 

15 to 40 Ibt. 8.00 19 iaeb . 1.50 

40 to 300 Ibt. 8.00 Mouatsd—Haai— 

Orer 300 Ibt. 8.50 7 lash. 8.00 

Plitorst sad Axis— 8 iaeb. 8.S5 

15 inch . 1.25 10 Iaeb. 4.00 

17 inch . 1.40 12 iaeb. 4.50 

Ptdtl Moaats—Prices rsacs from $9.75 to $80.25, seeordiac 
to Bstertnl sad qaslity. 


H10K8AW BLADB8— 


Lath. 

Wdth. 

U. 

HMxy. 

Ta •.. 
17* 1_ 

... 8.86 

4.15 

I' 

9-16... 

. .90 


Head. Laaox— 


10* 

%. 

. 1.15 

.... 

Length. 

Bach 

Dos. 

10" 

% . 

. 1.85 

1.96 

8-iach ... 

. . .10 

.75 

10* 

1. 


8.45 

9-ineh ... 

.. .10 

.85 

ir 

% . 

. 1.86 

.... 

10-ineh ... 

. . .10 

1.00 

11** 

%. 

. 1.60 

8.86 

11-ineh ... 

. . .10 

1.10 

II* 

1. 

. 8.$0 

8.96 

12-iach ... 

. . .15 

1.80 

14* 

%. 

. 1.70 


Hand. Starrett. Victor, 

Star— 

14* 

%. 

. 1.90 

8.75 

8-inoh ... 

. . .10 

.80 

14* 

1. 

. 8.66 

8.60 

9-inch ... 

.. .10 

.90 

18* 

% . 

. 8.16 

8.16 

10-inch ... 

. . .15 

1.00 

18* 

1 . 

. 8.06 

8.90 

12-inch ... 

... .15 

1.85 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $2.25; 
15. $3.50; 77, $1.25; 78, $1.35; 1027, $3.50; 69, $3.30; 
69B. $3.00: 14. $3.40; 4 Milford Adj.. $4.00; 7 Milford Adj., 
12.25; 36 Disttoa, $1.50; 40 Extension, 75c. 

HAMMERS—VnandiuBL No. 41H. $2.65 each; Pljmoatb, No. 
im. $1.90; No. 2 Ball Psia, $2.00. 


im. $1.90; No. 2 Ball Psia, $2.00. 

HAMMERS—Maydole Carpentert*—No. 1. $2.00 each; IH, 
•1.75; 2. $1.65; 11, $2.00; 11%, $1.75; 12, $1.65; 12%, 
• 1.50; 13, $1.40; 14, $1.35; 84, $1.25; 611%, $2.75; 710, 
2.35; 711, $2.00; 711%, $1.75; 712, $1.65; 718, $1.50. 

Majdole Chipping—No. 100, $1.90 each; 10^ $1.75; 
102, $1.55; 108, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Mtydole Machinist Ball Pein—No. 770, $2.75 each; 770%, 
•2.35; 771, $2.00; 772, $1.85; 773, $1.75; 774, $1.36; 776, 
•1.35; 776, $1.25; 777, $1.25; 78, $1.16. 

HAMMERS, CLAW— 

Stanley No. 22— 374 . 1.35 


16 ox. . 

2.00 

20 ox. 

3.25 

No. 12 and 12B— 

5 ox. 

1.65 

7 oz. 

1.75 

10 oz. 

1.80 

13 oz. 

1.85 

16 oz. 

2.00 

20 oz. 

2.25 

Plumb’s Engineers— 

261 . 

1.05 

262 . 

1.75 

263 . 

1.85 

264 . 

2.40 


Plumb’s Machinist* 
Pein— 

18 . 

370 . 

371 . 

372 . 

378 . 


374 . 

375 . 

376 . 

377 . 

379 . 

381 . 

Riveting— 

Plumb’s, Stanley No. 
350, 4 ox. 

251, 7 os. 

252, 9 ox. 

258, 12 ox. 

254, 15 ox. 

255, 18 ox. 

266 . 

Plumb’s Brick— 

461 . 

468 . 

8iB4 . 

8166 . 

Plumb’s Prospector’I 

470 . 

471 . 


Hammer and Hi 
14 inch, 25e; 1 

Psarsy Haadles— 


8%z4 

S%z4% 

a%x4% 

a%z5 

a%z5 


Sslset Maple Bosk Maple 



No. 6 , 1.60; Atkias No. 84, $1.60. Oae Man OrsM Cal, 
No. 818, 45e: Supplemeatary, 80e. Anjrer M, F. No. 1, 
$1.00: No. 8 , $ 1 . 86 ; No. 8 , $i.7B; No. 4, $4.78; No. 6 Oom^ 
IBc; Peeks A^., BOe; Pralls BalMst, $4.7B. 

HANGEBB, BARN DOOR—Eiehards-Wilcoz— 

Mo. With Braeketa ••f® 

SOHB for SI traok... 5.10 61 track-2.10 

87%B for 81 trrck... 7.50 Myers No. 3. 8.00 

Myers No. 4. 2.50 

Without Brackets Lanes No. 25. 1.75 

80 for 80 traek.8.40 Wilbers, rad. tr.. No. B 8.00 


HANOBB8, PARLOB DOOR—Cbmplete with track— 

Richards-Wilcox, Double. ob •* ts 

No. 11 with 14 ft. of it . ;*Sl 

track . 5.00 .. J-2 

Sine. No. 881 . 

JI .iHt Prouty, No. 58. 4.85 

80 ’.iBiS .8.76 

*10 .Lanes, No. OlOB.4.SB 

Riehards-Wilcox, Blagle. Lanes, No. 0105A.... 4.65 

No. 11, with 7 ft. of Lanes, No. 0105NT ... 8.75 

track . 2.50 Lanes, No. 105A.0.4B 

Sise No. 881 Lanes, No. 105.11.60 

18 . 6.00 Laaes, No. lOBNT_7.7B 

HASPS—Oommon— 

Sixe 20. 6-ia^ each. 10c; 6-in., lOc; 7-in., lOc; 8-in., lOc; 
10-in., 15e. Sise 80, 5-ia., 10c; 6-ia, lOe; 7-in., lOe; 
10-ia., 80c. 850. 8-ia., each IBOi lO-Uu, iOe. 86, O-la., 

each 20e; 8-in., 26c. 

mare—018, 8-in., each, IBe; 4%-ia^ IBe; 6-la., 80e; 

8-in., 25c; 10-in., 45c; 12-in., 75c. 

3. 0. 912—3-in., each, 20c; 4%-in.. 20e; 6-in., 85o; 

8-in., 35c: 10-in., 55c. 

1308%—3-in., each, 35c; 4%-in., 45c; 6-in., 60c. 

Lock—20, Prouty, 75c each; 22, Prouty, 95c. 

Safety—916, 8-in., doz., 20o; 4%-in., 25o each; 6-iB., 
85c. S0915, 8-in., 25c each; 4%-in., aOc; 6-in., 45o. 

85e. SC915, 3-in., 25c each; 4%-in., 80c; B-ia., 40c. 

45c each; 941J, 65c. 

HATCHETS—Underhill Star, No. Chicago Pat., $8.00; 
No. 5, Boston Pat.. $3.00; No. 15 St. Paul Pat., 8^.25. 
Sayre—Boston, No. 80, $3.00; Chicago, No. 40, $3.25. 
Flooring—Plumb, $3.25; White, $4.00. 

Broad—1 Plumb, $2.25; 2, $2.50; 3, $2.85; 4, $8.25; 5, 
$3.75. 

Bench—(single or double bercl)—8 White. $8.00; 7, 
$3.25: 6. $3.35; 5. $8.50; 4, $4.00. 

Claw—1 Plumb, $2.85; 2 Plumb, $2.50; 8 Plumb, $2.86. 
Shingling—1 Plumb or equal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plumb or equal, $2.00; 2, $2.10. 

Barrel or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.50. 

HEADS. MOP—Cotton—No. 9, 80c each; No. 12, 40c. Linen, 
No. 012, 50c; No. 015, 60c; No. 018, 75c; No. 020, 80c. 


HANDLES—Aaxe, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit. Boys* No. 1, 60c; Boys* extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 18 inch. 8 Bo; 
18 inch, 80o. 


Seleet mekery 
8.80 
8.40 
a.BO 
8.66 
8.80 
4.4B 


HINGRB— 

Wrought Braaa—No. 76, 8 Be pair; No. 76, 80o pair. 
Wrought Steel—^No. 1480, 8 %-tu., 8 Be pair; No. 1481, 
%-ia.. lOe; 8 in.. $1.86. 

Screen—No. 5908, %-iach, 6 Be; No. 5908, 1%-iB., 75e; 
No. 6908, blued, %-in.. 70c. 

Counter Flap—No. 9001, $ 1 . 86 . 

Light Tee Hingoo—No. 904» 8 -iu., 80o; 6 -lm., 8 Be. 

Extra Heayy Tee Hiagee—^No. 908. 4-la., 46#; O-la., 
7Be: 8 -ia.. $1.00 :10 -Ib., fl.BB; 18-iB., $1.86; 14-la., $8.16. 

Light Bimp Hlagea—No. 900, i-la., 80e; 6 -ia., 40o; 
Hoary, No. 908. 4^ 80e; 6 -la., BOe; 8 -la., 76e; lO-la., 
$1.16; 18-ia., Bl.BOiid-ia., $1.86. 

HMoy OalT. Strap—No. 1608%, 6 -ia., $1.00; 10-ia., 
$8.85; 18-la., $ 8 . 00 . 

Gate Hiagee—No. 184, 90e; 884-864, $1.10; 874. $1.46. 
Gate LatMes—No. 7, 86 e; 9, 40e; 14, 40e. 

Hook aad Eye Hiagee—%*iaeh, 86 e; %-laeh, $1.86; %• 
inch, $ 1 . 86 . 

Wrought Hook aad By# Strap Hiageo—Na. 10, tSo; 
18, $1.10; 14, $1.86. 

Chicago Floor Hiagoa—DB6881, l%x 1%. $ 6 . 86 ; l%x 8 . 
$8.50; I%x 8 %. $iT!50. 


BUTTS— 

Ball Beariag Bntta—^Bl 
5x5, $8.85; BB8418F8. 
$1.75; $2.00; $ 8 . 86 . 

OhlMgo Bntta, Siagle 
4-in., $8.40; 5in.. $ 8 .* 


I Beariag Bntta—BB841F, fHxf%, $1.76: 4 
$8.85; BB8418F8. $1.76; $8.00; $ 8 . 86 ; 


OhlMgo Bntta, Single Aeting—8008 Jap., t-la.. M.OO: 
4-in., $8.40; B in.. $8.76; 6 -^, $8.46. 8868 DDB aad 

8178AC, 8 -ia., $8.60; 4-ia., $ 8 . 86 ; 6 -ia., $8.76; 6 -ia., $4.76. 
ailSNP, 8 -ia., $8.50; 4-ia., $4.10; 6 -ia.. $5.00. 

Double Aeting—8001J. $8.80; $8.85; $4.60; $6.60; $7.16; 
$10.80; $14.85. ai71AO and a281AB, $4.80; $5.10; $6.00; 
$7.60; $10.00; $14.00; $19.85. 

Galyaaixed Bntta—No. 1884, 2 H-ia.. SOe.; 8 -ia., 80e: 
4-in.. $1.40; 5 ia.. $2.45. 


Pick — 36-ineh Drift. Seleet, 76e; Bxtra Select, $1.00, Rail¬ 
road No. 1 . 50e; No. 2, 60e; Select, 85e; Bxtra Select, $1.15. 
Sledge— 86 -iaeh, Select, 60c; Second Growth, 75c. 

Sew, Hand—Dieaton, No. 7, 60#; No. D 8 , $ 60 : No. 18. $ 1 . 86 . 
Oroeecnt, Disston, No. 118, $ 1 . 00 : No. 118, $ 1 . 86 ; No. 114, 
•1.50. Simoads Rororeiblo GuarC por pair. $1.60. Bimoada 
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HARDWARE WORLD 


BBXAIL 8BLXJKO PBIOBft—Oontiiimd. 


BUTTS—OoatiBued^ 

Loose Pin Bntts—a89D2BF. 
SSOSFa, 45e; 60e: S89N, 85e: TOe. 


1x2, 40e; 8z8» eOe; 


• ISSDa.l* 60 e: 

4*£r 86c* 1658Fa, a)i-ta^ sit; 8-ia^ 15c; 

Botto—No. 808. l%xl%-fMi., 10c; S-lm, 15c; 

Sionedised Botto— 8C804ZBZZ, 60«: 8-la.. 60«‘ 

4-10.. $1.10; 6-ln., $1.80. ^ ^ 

Wrought Steel Butts— ^841D8-F. Sz8. 46e: 8x8. 68e* 4x4. 
70c; 6x5, $1.40. a4l8Fa. 2x2. SOcf Oxs! 66c; 4x1* 10c*- 

TOe; 6x6, $1.80. 788, 8x8, 66e; 4x4, 76c: ix6, ^1.40. ^ 

Wrouxht Stoel PUted Butte—a881>2BF. 2-ia., 80e: 

^®- *®«l, 40e; 

dOOv 

- ®*®®* Butte—No. 804. 8x8. 85c; 4x4, 60c: 

6x5, TOe. 

wrought Steel Butte—No. 888, 1 ^-Ul. 16e: •»«« fOe.* 
8-10.. 2?o. No. 840, 15c; 20c; ioc. ^ * 

.Wrought PUted Butte—20IDOBF, 2H-iii., 40e; 8-la.. 46e: 
8%.la., 60c. 291SF2BH, 2% la, 46c; s ia, 60c: sVK! 

80c. 291N. 2V6-in., 60c; O ia:. 60e; S^ ia., ?0o.” ^ ^ 

HOLLOW WARS—STBEL— Belled Griddles, Oooklag surface 
12 laches, $1.00 each; 18 laches, $2.25; 14 laches, $2.50. 

Handled Griddles—Oooklag surface 0 laches. 81.80: 10 
laches, $1.60; 11 inches, $1.65. 

Spiders—^Diameter, bottom, 8 Inches, $1.10; 0 inches. 
$1.20; 10 Inches, $1.50; 11 inches. $1.75; 12 inches, $2.00. 
HOLLOW WAREJ—OAST—Dutch Orens—No. 6, $4.25 each : 

S: Util o“o. Ve-ss! “• “• 

^^Gem ♦I-*® •. $1.25; 6, $1.25; 10, 

Griddles — No. 7, $1.25 each; 8, $1.30; 9. $1.60: 10 81 96• 
12 $2.25; 14, $2.85; 16, $3.45. ’ ’ ^ * 

Kettles, Store—No. 7, Round, $3.15 each: 8. $3.65: 9. 
$4.50. No. 7, Flat, $3.15 each; 8, $3.66; 9, $4.50 

Skillets or Spiders — No. 4, $1.16 each; 6. ‘“1.25; 6. $1.30; 
7, $1.85; 8, $1.60- 9, $1.85; 10, $2.16; 11, $2.85; 12, $3.30. 
Scotch Bowls—No. 2, $2.00 each; 3, $2.40; 4 , $2.70 
Waffle Irons—No. 7, $2.35 each; 8, $2.65; 9. $3.10; 

7 D, $2.85; 8-D, $8.25; 11, $3.36; 12, $5.50. 

HOLLOW WARE—STEEL—Fry Pans, Acme — No. 00, 20c 
each; 0, 25c; 1, 80c; 2, 85c; 8, 35c; 4. 40c: 5. 50c: 6. 
60c; 7, 75c. 

•. 11.25; 10, $1.40; 12, 
$1.80; 14, $2.00: 16, 82.85. » » r . . 

Skillets or Spiders—No. 7, $1.20 each; 8, $1.85; 9, $ 1 . 45 ; 
10, $2.00; 12, $2.85; 07, 40c; 08, 45c; 09, 60c; 1010, 70c; 
012, 85c. 




Screw 

Hooks 

Screw 

Eyes 



Steel 

Brass 

Steel 

Brass 





.45 






.40 






.85 




.40 


.80 


or 

104. 



.25 


or 

105. 



.20 

.75 

or 

106. 


.75 

.15 

.60 

or 

107. 


.60 

.15 

.46 

or 

108. 


.45 

.10 

.40 

or 

109. 


.35 

.10 

.85 

or 

110. 


.30 

.10 

.80 

or 

Ill. 


.25 

.10 

.25 

or 

112. 


.20 

.05 

.20 

or 

113. 


.15 

.05 

.15 

or 

114. 


.10 

.05 

.10 


0 
1 
2 

3 

4 

5 

6 

7 

8 
9 

10 
11 
12 
18 

14 

Gate Hooks and Byes — 

8ixe 1 H 2 

No. 40, steel... .20 .25 

No. 1040, brass. . .60 .76 

Gross lots, 35% off list. 
Ceiling — Ea. 

2 H'inch cast iron.60 

2%-inch cast Iron.... 1.35 
2%-inch, other finishes 1.50 

Oast, coppered.65 

Wire, coppered.85 

Wire, Japanned.40 


2V6 

.30 

.90 


.2 

.40 

1.10 


8 % 

.45 

1.50 


4 

.50 

1.75 


6 

.90 

2.00 


Wire, tinned.30 

Wire, nickel plated... .40 

Clothes Line— Ba. 

Malleable iron, Jap... .10 

Malleable iron, Galr. . .15 

Grass— Each 

14-in., 16-in., 18-in... .50 


Wire, tinned.40 Bronzed.65 


.55 

.55 


Wire, nickel plated 
Wire, brass plated. . . 

Coat and Hat— 

Double, cast, heary. . . .75 

Single, cast.50 

Medium, cast.90 

Heavy, cast. 1.00 

Cast, nickel plated.95 

Cast, copper finish... 1.00 
Oast, brass finish .... 1.15 
Cast, bronze, all fin... 4.50 

Porcelain, solid.15 

Wire. Japanned.25 


HOSE FIXTURES—Hose 
45c lb. 


Washer 


12-in., enameled, ^een .60 
12-in., enameled, black .75 
Finest quality steel. . .90 

Forged tool steel.60 

Hammock— 

To screw.15 

With plate .16 

Hay Fork— 

%-inch pi. wr’ght steel 
%-inch pi. wr’jfht steel 
^-inch galvanized ... 
%-inch galvanized . . . 
7-16-inch galvanized., 
^-inch galvanized 


•inch, dos., 5e: 


.30 

.45 

.15 

.15 

.20 

.25 

bulk. 


Brass Hose damps—%-ineh, 5e •aeh; %-lmeh. 5e: 1- 
inch, 15c; 1 %*l»«l». 20c; IVk-lachl SOe; 2-1^ 85c. 

Galvanised Steel Hose dampe-^-Inch, 6c eaeh: H-lnak. 
5c; l-m^, 6c; l^J^ch, 15cj mSschTSOc; 2-laeh, 21^ 
Hose Mende»—Clincher, to-inch, 10c each; to-ineh. lOe. 
Sherman Seamless Brass, to'Inch. 15c; to-inch, IScTWood. 
to-inch, 25c; to'inch, 80c. Cowell Hose Straps, to'iaeh, 
2 to c; to '^ch, 8^ Caldwell Hose Strap PUers, No. 1 
for to or to‘inch Hose Bands, 20 g each. 

Hose Nozzles—^Bostom to‘inch, 05e each. Magic, to-Ueh, 
75c. Oakland Pattern, to'inch, 65c. 

HOSE, GA^EN—Coupled in 60-ft. lengths—Cotton, to inch, 
20c: to'inch, 28c;^ply, black, to-inch, 16toc; to'Uoh, 

letoc; to'inch. 20c; 6-ply, 

rod, to'inch, 17c; to'inch, 24c. 

Reels, not coupled, per ft.—Electric, corrugated, to'Uch, 
o5®’ 1-fnch, 40c; Electric smooth, to'inch, 

24c; % 27c; i-inch, 36c; Second Grade, to'inch. 22toe; 

®rodo, to'inch, 21c; to'inch, 24c; 

8h„„ ^ 

20 to 30... .ij 

.09 to 
.09 to 

Corrugated Sheets, Galvanized— 

Ga. . 00 

Rockface Siding . p.OO 

Brickface Siding 28 Ga. 8.25 

IRONS— 

Bailey— 2^-inch Single .1.10 



Sheets— 

. 12 


.12 


1 to-inch. Block.75 


1 to 'inch Single..... 


.80 


fie 

inch Double.1.25 

2-inch Double.1.85 


2-mch Single.86 2 to inch Double.1.46 

?J4 -*“ch Single.95 2 to-inch Double.1.70 

TT>?.1iQ“®o . 2 to‘inch Double.1.86 

IRONS—Sad. Common, 18c lb. 

Mrs. Potts—No. 50, $3.50 per set. 

Pressing, 25c lb.; T Tailors’ Goose, 25c 
lb.; N Gasoline, $5.25 each. Handles, 85e; Asbesloa No. •«. 
$3.50 set. 

KNIVES—Hay** 

®‘®*^>®» ®®»®; Serrated. 

_ #8-25; Heaths Upright, $2.75. 

KNOBS—Maple base, each, 5c; doz., 36c. 

LACING—Belt— ’ 


Rawhide, Cut 

Size, to, per ft. 

.02 to 

2, coil . 

_ .7# 

Size 5-16, per ft. . . . 

.03 

8, coil . 

_ .80 

Size to, per ft. 

.04 

OM, IM, 2M. 8M 

spl. .80 

Size 7-16, per ft. . . . 
Size to, per ft. 

.05 

.06 

Hooku 

Bos 

Size to, per ft. 

.07 

10 . 

r' 

Size to, per ft. 

.08 

8, 9. 

.05 

Wire 

0 and 1. 

. .05 

6, 7 . 

ll» 


Frosted 

.45 

.50 

1.10 

Frosted 

.80 

1.20 

1.65 

2.25 


LADDERS—Extension, No. 1, $1.00 foot. Step, Climax. TOc 
foot; Special, Crescent, 65c foot; Standard. 40c foot. 

LAMPS—Coleman Quick-Lite, Gasoline—^829, Eastern tnd 
Central States, $9.00; Rocky Mt. and Pae. Coast Stotes. 
$9.50. _ 

LAMPS, ELECTRIC—Hygrade, Save, B First, Whitelite, Msr 
vel, Brite-Lite and other makes. 

Type B Lamps— Clear 

10 to 50 watts.40 

60 watts. 45 

100 watts. 1,00 

Type C Lamps— Clear 

50 watts.65 

75 watts.75 

100 watts. 1.10 

150 watts. 1.55 

200 watts. 2.10 

LANTERNS—Coleman Quick-Lite, Gasoline, LQ827—Bast snd 
Central States, $7.50; Rooky Mt. snd Pse. Coast Stotes. 
8.00. 

Note—General rise in lantern prices will be itemized 
next month. Ask your jobber. 

LANTERNS—Dietz Tubular— No. 2 Large Fount Blis- 

HOT BLAST zard Lanterns .2.00 

Little Star Tin Lanterns. 1.50 Little Wizard Tin Lau- 

Hi-Lo Tin Lanterns.2.00 terns .1.45 

Victor Tin Lanterns.... 1.35 D-Lite Tin Lanterns. .. .1.65 
Monarch Tin Lanterns. . 1.35 No. 2 Large Fount Wlz- 

O. K. Tin Lanterns.1.50 ard Lanterns .2.10 

No. 2 Royal Tin Lants..l.75 DASH AND WAGON 

Jnnior^Thl^T 1 sn Dash Lant’ni. .2.25 

Junior Brass Nickel- ^ ^ 

plated Lanterns .2.50 . 

No. 2 Orescent IMn Lan- DRIVING 

terns .2.10 Eureka Driving, plain 

No. 2 Blizzard Tin Lan- lens .2.5(' 

terns ...2.10 Same with optical lens. .2.65 
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Oeto DriTing, pl'n lent. .4.50 

Same, optieei lens.6.10 

Union Driring, pUin 

lens .5.10 

Same with optienl lens. .5.50 


MILL 

Watchman’s Mill 

Lan- 

terns, enamel fin. 

_2.60 

Underwriter’s Mill 

Lan- 

terns . 

_2.75 

.Vo. 2 Blissard Mill 

Lan- 

terns . 

_8.75 

FIRE DEPT. 

King Fire Dept. 

’Tin, 

enamel finish ... 

_6.10 

Same, Nickel-plated on 

Tin. 

_5.65 


Same, all Brass. 

Same, Nickel-plated on 

Brass.5.50 

WAU. 

No. 15 Wall Lanterns... 8.00 
No. 25 WaU Lanterns.. .8,15 
No. 80 Beaeon Wall Lan- 
tefns .8.15 


No. 60 Beaeon Wail Lan¬ 
terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns. 

Tin .7.50 

Same, Brass Founts __0.50 

Same, all Brass.12.50 

Pioneer Hanging Lan¬ 
tern^ Tin .8.10 

Same, Brass Founts.. . .11.00 
PLATFORM 

Imperial Platform Lan¬ 
terns .13.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 

Nested .11.00 

UNCLASSIFIED 
Police Flash Lanterns.. .2.00 
Traffic Signal Lanterns.4.85 
No. 12 Display Stand and 
Assortment .25.00 


LEAD—Bar, 18c lb.; Calking (100 IbsJ, 17c lb.; Pig (100 
lbs.), 16c lb.; Sheet (full), 26o lb.; Wool, 85e lb. 

LEVELS—No. 36, 12-ineh, $3.35;18inch, $4.00; 24ineh, 

$4.75. No. 87, 12-ineh, $4.50; 18-inch, $5.25; 24-ineh, 

6.25. 

Marx Aluminum—12-inch, $8.75; 18-ineh, $4.50; 24-ineh, 
$5.50; 28, $6.25. 

No. 95, 24-inch, $8.00; 26-ineh, $8.25; 28-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28-ineh, $10.50; 
30-meh. $11.00. 

Special Nos.—No. 0, $2.00; 15, 24 and 26 inch, $4.75; 15, 
38 and 30 inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45%, $5.25; 00, $8.75; 03, $5.00; 103, $1.00. 


LIFTERS—Hot Pan—^80e each. Store Corer, wire circular 
handle, I5e; straight wire handle, lOe. 

Transom, Coppered—%x8-in., 55o each; %x4, 60o; 5-16 
z4, 90e; 5-16x5, $1.05. 


LINES, CLOTHES—Cotton, Braided—40-foot, 20e each; 60- 
foot, 25c; 50-foot, 85e; 50-foot, 85o. 

Wire, Twisted—50-foot, 20 gauge, 45o each; 75-foot. 20 
tange, 60c; 100-foot, 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 gauge, 80c; 100-foot, 16 gauge, 05c. 

Wire, Solid—100-foot, 10 gauge, 05e each. 


IXKTKS —Rim—Steel, 75o set; Cast, 60o set. 

LUGGAGE CARRIERS—BOYOO—No. 4, 46-ineh, open, $8.75; 
No. 40, 46-inch, with end. $4.25; No. 5, 66-ineh, open, $4.65; 
No. 50, 65-inch, with eno, $5.00. 

MANILA ROPE—8-16 inch to %-inch, 50o per lb.; %-inoh 
and larger, 45c. 

mats, door—O ocea Fibre. Fine, 14x24, $2.00; 16x27, $2.50; 
18x80, $2.75. 

Oocoa Fibre, Medium—16x27, $8.25; 18x80, $4.25; 20x28, 
IS.00; 22x86, $6.25. 

Steel—15%x23%. $2.75 each; 17%x80, $3.75; 2lHx86, 

15.50. 

Steel Matting in Rolls—Per aq. ft., $1.00. 


MOWERS—Lawn Common- 

Great American— 144neh . 10.50 

15-inch .24.00 16-ineh . 10.75 

17-inch .26.00 PennsylTania— 

19-inch .29.00 17-inch. 86.00 

21-inch .82.00 10-ineh. 40.00 

21-ineh. . 44.00 

NAILS—New Base, $5.50. 

NETTING, POULTRY—Hexagon, Oalranfsed after Wearing— 
2-ineh, 20-gauge—List roll, 12 In., $2.14; 18 in., M-08; 
• .. . $5.85; 48 in., $7.18; 




10 ; 


24 in., $3.92; 80 in., $4.68; 86 in., 

60 in., $8.01; 72 in., $10.60. 

Sell Full Roll—12 in., $2.25; 18 in., $3.85; 24 in., 

30 in., $4.90; 86 in., $5.65; 48 in., $7.50; 60 in.. 

72 in., $11.25. 

Sell Cut (lin. ft.)—18 in., l%c; 18 in., 2%e; 24 in., 8Me; 
30 in., 4e; 86 in., 4%o; 48 in., 6e; 60 in., 7%e; 72 in., Oe. 

1%-ineh, 20-gaufe—List Roll, 12 In.. $8.15; 18 Uu $4.58; 
24 in., 85.78; 80 in., $6.00: 86 in.. $7.88; 48 in., $10.50; 
60 in., $18.18; 72 in., $15.75. 

Sell Full Roll—18 in., $8.55; 18 in.. $5.10; 24 la„ $6.50; 
80 in., $7.75; 86 Uu. $8.85; 46 in., $11.80; 60 in., $14.75; 
72 in., $16.76. 

Sell Cut (lin. ft.)—12 in., 8e; 18 in.. 4%e; 24 In., 6e; 
80 in., 7e; 86 In., Oe; 48 in., 10%e; 60 in., 18e; 72 In., 164. 
l-inc^ 2q-gaug^Llat Roll, 12 In., $4.05; 18 In., 87.18; 

60 in., $20.64; 72 liu $24.75. 


Sell Full BoU— 12 Uu, $5.55; 18 in., $8.00 : 84 In., 810J0; 
•0 $ll_. 10j ae la., ais.a0; at la., ais.stf; 60 la. is 6 M; 

72 in., $27.85. 

SeU Cut (lin. ft.)—12 in., 5e; 18 in., 7e; 24 in., Oe; 80 In., 
lie; 88 in., 18e; 48 in., 16%e; 60 in., 21e; 78 In., 88e. 

%-in^ 20-gaufe—List RelL18 in., 88.85, 18 In., 818.80; 
M ^ WM; 48 In., iS8.50; 

60 In., $85.88; 72 In., $48.75. 

^ *d In., 817.65; 


80 in., $81.05; 86 In., $2400; 48 
72 in., $48.10. 


SeU Out (Un. ft.)—12 in., 8%e: 18 In., 12%e; 24 In., lOe; 
80 In., lOe; 86 In., Ole; 48 In., ioe; 60 In., 88e; 72 In.. 48e. 


NIPPERS, OUTTINO— 

Kraeuter’s— 

5- ineh . 1.86 

6- lneh . 1.60 

7- iach . 1.86 

8- inch . 2.16 

Bernard's— 

5- inch . 8.26 

6- inch .2.65 

7- inch . 8.25 

Nettleton's— 

6-lnch . 2.00 

NIPPLES—See Pipe Fittings— 

HUTS —Cold Punched U. S. S. Hexagon, Tapped—Mae M. 5 
for 5e; 6-16, 8 for 6e; %, 8 for OeTiV 
Be; 0-16, e>^_6e; each 6e; %, 2 for 16e; % eecL lOe; 

•ell at_eost, phu 50 per eMt. 


8-inch . 2.40 

10-inch . 2.90 

12-inch . 3.10 

14-inch . 3.75 

Utica— 

5- inch . 1.35 

6- inch . 1.50 

7- inch . 1.85 

4- inch . 1.65 

4%-inch . 1.80 

5- inch . 2.00 


Wing, 
85c; %. 


1 inch, each 15e. In quantity ceil at east, plus 60 per eMt. 

Hot Pressed U. S. S. Squar^ Tapped—Sise mT Sag. 
MUa 10 fer 6e; 5-16, 8 for 6e; %, 5 for 5e; 7-16, 8 lor M; 

a®®' ®®% 

l-im, 2 for 86c. In quantity sell at cost, plus 50 per cent. 

Tapped, U. S. S.—8-16, 25e dot.; M. 80c: 6-16. 
50c; 7-16, 60c; %, 85c; %, $1.75. 

20e lb.; Nary, 80e lb.; Best Unepnn, 


OAKUM—Phimbers, 
86e lb. 


mattocks— Each. 

Short Gutter, Standard, 6% lbs. 1.50 

Long Cutter, Standard, 6 lbs. 1.65 

Pick, Standard, 6 lb. 1.65 

Handled, DBS. 1.00 

Handled. O E 8%. 1.65 

Handled S Q 8%. 1.85 


MAULS—Post—10-lbn $1.65 each; 18-lb., $2.25; 16-lb., $2.75; 
18-lb., $3.10; 20.1b., $8.45. 

Ship or Top—22c lb. 

Wood Choppers'—Adse or Round Rye. 80c lb. 


mills—O lder- 

Junior .42.00 Senior .66.00 

Medium.48.00 Force Feed.80.00 


MOPS—Dish. Handled, No. 1. lOc each; 2. 10c; 4, 10c. 

0-Cedar, Handled—No. 4, small triangle, $1.00 each; No. 
5. largo triangle, $1.50; No. lOB, polish, $1.50. 
Self-Wringing—No. 10, $1.10 each. 

MOP STICKS—No. 2, 26c each; No. 7, 40c each; No. 13, 40c 
e^ch; No. 70, $1.15; Janitor’s, 75c each. 


OIL—8-in-l, 1-os. bottle, 20o each; 8-oi., 85o; 8-os., 65o; 2%- 
os. can, 86e. Household Lubricant, 4-os. ean, 25e each; 8- 
os. can, 85c. 


OILl 

Oopperised Steel— 

14 

14B .. 

18A . 

16 . 

Cannon Pomp 

11 . 

12 . 

18. 

Cannon _ 

1 .1.75 

2 .2.00 

2% .2.25 


OPENERS (Can)— 
No. 

4 . 

16 . 


100 


.40 

.45 

.55 

.60 

.85 


2.75 

8.00 

8.50 


Each. 

.10 


8 .2.26 

Felloe— 

8 . 1.75 

4 . 1.85 

5 .2.00 

6 .2.15 

Einc, Ohaee'e— 

00.15 

0.16 

1 .15 

2 .20 

3 .25 

4 .30 

5 .40 

6 .50 


No. 

140 
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Google 
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OYXNB. POBTABLS—3om— 


No. 

Back. 

Ho. 

Bach. 

i 012. 

. 5.25 

560 . 

6 60 

066 . 

. 6.76 

700 . 

8 60 

10200 . 

. 6.26 

760 . 

. 6 60 

M450 . 

. 6.60 

766 . 

g 7$ 

Perfection— 


Ill . 


121 G . 

. 6.26 

118 . 


122 G . 

. 7.60 

120 . 


Pinney 5 Boyle— 


218 . 


11 . 

. 8.00 

220 . 

. 7.1IK 

18 . 

. 8.75 

818 . 

. 4.60 


BSTAIL SEUJKQ PBlCm 8 --€ktttiaii 9 d. 


s-lb. 0 dm .ItH 

8-lb. OiM.OOtt 

S-lb. OsM.08 

10-lb. OftM. 08 H 

a5-lb. Oant. .08 

85 lb. ObM.00)6 

Rotis— 

Lb.. .14 


100 Ibl., O-Ib. 
l«m 100 ibi. 
pkfi. 


PACKING—Sheet Bobber—Standard I. C., 50e lb.; Rainbow, 
65e. 

: Italian Hemp—Common, 45o lb. 

Square Flax, braided, 05e. 

Pifton Spiral—Steam, high preiaure, $1.50; iteam or 
water, low preiieore, $1. 

PADS—Sweat—No. 68 N12, Bed Edge, 24 in., fl.OO; No. 146 
A 12, Blue and White Striped, $1.60. 

PAD1X)CKS—Corbin— 


No. 

Each. 

No. 

Each. 

958 . 

.86 

1903 . 

. ^ 

2fl02 )4 . 

... .80 

9902 . 

. [70 

2822 )4 . 

... .40 

9902 N C. 

.66 

2869 '. 

... .75 

21090 . 

.80 

2879 . 

. . . 2.00 

Yale— 


2RfiO . 

. . . 2.25 

228 . 

.86 

2881 . 

.. . 2.75 

225 . 

. 1.00 

2883 . 

. . . 4.00 

453 J . 

..... .30 

Miller— 


458 X . 

.30 

1 . 

. . . 1.85 

568 . 

. 1.75 

016 . 

... .25 

565 . 

.2.10 

18 . 

... .80 

585 .. 

.1.60 

18 D.. 

... .40 

685 . 

. 1.50 

19 . .. 

... .80 

645 J. 

.66 

21 . 

... .85 

803 . 

.2.25 

75 . 

... .40 

805 ___ 

.2.25 

76 .. 

... .86 

806)4 .. 

.. ,.. 2.60 

78 . 

... 1.00 

818 . 

. ,. . . 2.25 

06 . 

... .56 

815 . 

.2.86 

9dC . 

... 76 

828 . 

.2.40 

121 - T . - - - 

... .45 

888 . 

.8.00 

5441 . 

... .85 

843 . 

. 8.25 

Slaymaker— 


853 . 

. 3.50 

1902 . 

. . . .55 

8454 . 

.2.75 


PAINT SUNDRIES—^ 

Alcohol— (Denatured)— 

1 gallon. 1.80 

5 gallon!. 1.50 

Alum—— 

Pwd., let! than 100 
lb!., lb.14 

Ben^me— 

N»*w gal. .60 

Old cans, uucid, gal. .40 

Coal Tar— 

5*gal... Gal. .40 

1-gal,.GaL. .56 

Creoaote— 

Gal.70 


Distillate- 

Light, gal.40 

Glue- 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalsomine, White— 

Bbls., 280 lbs.08 

Kegs, 100 lbs.08)6 

4 25-lb. pkgs., bulk .00 

25 lbs., bulk.09 

Less 25 lbs.09)4 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .00)4 
Lamp Black—^Bear Brand— 

1-S, lb. pkg.46 

)6^.80 

)4S.20 

Linseed Cil, Boiled- 


5’s . . . 

.Gal. 

1.11 

I’s ... 

.Gal. 

1.40 

)4’s .. 

...)4*Gal. 
.Qt. 

80 

)4’s ... 
)4’s .. 

.45 


.80 


Raw Linseed Cil. 2o less 
than price of boiled. Paint* 
ing c ontractors* price on 
Linseed Cil, 5c abore cost, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloss . 1.50 


Lard. No. 1. 1.80 

Lin-^Oil.00 

Neatsfoot No. .. 2.40 

Neutral .60 

Paraffine.85 

Paint, Dry Colors— 

Umber.12 

Chrome Green, ICed .80 

Graphite .06 

Princess Metallic.. .06 

Sienna.11 

Venetian Bed.08 

Yellow Cchre.06 

Painters* Petroleum— 

IGal.Gal. .40 

Paints. Beady Mixed—1st 
grade, white — 

Uals.Gal. 4.40 

)6 gals.)6*Gal. 2.80 

Quarts .Qt. 1.25 

Pints.Pt. .70 

%-pints-H-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

Vi'ffsls. ...)6 Gal. 2.25 

^arts .Qt. 1.20 

Pints .Pt. .65 

)6‘Pints-)6*Pt. .85 

2d Grade, White or 

Colors— 

Gals.Gal. 2.90 

H-gals. ...H'Gal. 1.60 
Quarts .Qt. .05 

Inside Floor— 

Gals. .Gal. 2.90 

)4*gals. ...)4-Gal. 1.60 
Quarts .Qt. .95 

Porch— 

Gals. .Gal. 4.25 

H gals. ...)6 Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, Ib^.08 

Putty, Bladder— 

Less than 100 lbs. .07)6 
Putty, Bulk— Lb. 

1-lb. cans.16 


Tints, Kalsomine— 

Barrels, 880 lbs... .00 

Kegs. 100 lbs.09)6 

100-ik bulk.10 

25-lb. bulk.10 

Less 25 lbs.10)6 


Turpentine— 

5’s Gal. 1.10 

l*s.Gal. 1.25 

)6*s .)6 Gal. .75 

)4*s .Qt. 45 

)6*i .Ft. 25 

Painting contraetora* i>riee 

on turpentine: 6 gala, or 

more, 2e aboTe cost; leaa 5 
gals., 5e aboTe cost. 


PANS—Acme Frying— 

No. 00, ei^.20 No. 4, each. .66 

No. 0, each. . .86 No. 6, each. .so 

No. 1. each.40 No. 6. each.80 

No. 2. each.. .46 No. 7. each.00 

No. 8, each.60 

PAPER— ASBESTOS— 1-16 and under, full roll, per lb., 20c 
<mt, per lb., 20c; over 1-16 full roll, per lb., 20c; cut, pe 
lb., 20e; Asbestos Millboard, 20e per lb. 

P A B Imitattoa* P * 1 


roll, per lb., 20c; 
lb., zOc; cut, per 


M - Imitation* P * B 

No. 1-600. 4.25 8.75 

No. 1-1000. 8.26 7.25 

No. 2-500...,. 6.25 6*25 

No. 2-1000. 12.00 9*75 

No. 8-500. 9.00 7*85 

No. 8-1000. 17.60 14.75 

•I ®®? ^0-lh., $1.60; 25-lb., $1.80; 

80-lb., $2.26. 

Black Glased—No. 1, 600 so. ft. roll, $1.76; 1000 so. ft. tbll 
liS; *• ■H; ^** W ^O; 1000 so. ft. roU, $4.50; 

No. 8, 600 sq. ft. roll, $8.26; 1000 sq. ft. rolk $6.00 

FELT—Asphalt saturated, per roll, $2.76; Deadening, per 
lb., 06)6c. 

INSULATING—No. 8, per roll, $1.75; No. 10, per *oU, $2.75. 


ft. fbll 

$4.50; 


BOCFING— 

Standard or Oronolite— 

1 ply square.2.25 

2 ply square. 2.85 

8 ply square. 8.50 

Malthoid or Bubberoid 
Roofing— 

1 ply. 8.26 

2 ply. 4.00 


Carborundum 
B. 5 A._ 


8 ply.. . 4.75 

Malthoid Junior. 4.25 

Roofing Obment— 
PreeerratlTe 

fW*-. P« f»l; . .*0 

• OiJ, p«r g*L.1..M 

1 0«I. pv laL. LM 

Plat.ao 


•Per quire of sheets— 




0 

)4 

1 

1)4 

2 

9)4 

8 

.80 

.96 

1.10 

1.80. 

1.60 

1.76 


.45 

.50 

.55 

.60 

.76 

.85 

\05 

.40 

.46 

.50 

.60 

.70 

.76 

.00 

.80 

.85 

.90 

1.00 

1.10 

1.20 

1.46 


—^B,d or frtj 20-Ib., fl.25 per roll; S5-lb. $1.60; 
80'lb., $1.75. 

PEA VIES— 


Socket. 

Maple. Hickory. 
2)4x4 . 4.86 6.26 


2)4x4)6 - 4.60 6.60 6 '.. 

8)6x4^ - 4.66 6.75 8x6 

2)4x5 . 4.86 5.86 

PERCOLATOBS, COFFEE—Unirersal 


8\x4)4 

5 •••••• 

Sz6 ..•. 


Eoekei. 

Maple. Hiekory. 
. 6.86 6.75 

. 6.86 6.00 

. 6.00 6.75 


46 .. 


74 

48 . 


76 

62 .. 


79 

54 .. 

. 6.50 

714 

56 . 


464 

58 . 

. 6.76 

466 

64 . 


469 

66 . 


474 

69 . 


476 

614 . 


479 

Percolator Tops, 

15c each. 



PICKS—Railroad. 5-lb., $1.25 each; 61b.. $1.85; 7-lb., $1.50: 
8-lb., $1.75; 9-fb., $2.00. . v -ow. 

Drifting—No 1, $1.10 each; 2, $1.25; 8, $1.85; 4, $1.50. 

PINS—Clothes—O—Common, 10c dos.; US—Sprinx. 20c; H_ 

Hoyt's Spring, 15e. 


Standard Black 
Cut Full 


Outtinf I 

Threadii 



Pr.Ft. 

Pr. iOO 

Pr.Pt. 

Pr. 100 

Each 

Each 

)4-inch. . , 

. .05 

4.25 

.07 

6.45 

.04 

.08 

)4 - inch. . . 

. .05)4 

4.75 

.08 

6.95 

.04 

.08 

•VK-inch. . . 

. .05)4 

4.75 

.08 

6.95 

.04 

.08 

)4 -inch. . . 

. .07)4 

6.25 

.09 

7.45 

.04 

.08 

% -inch. . . 

. .09 )4 

7.75 

.11)4 

9.55 

.04 

.08 

1 -inch . . . 

. .14 

11.25 

.18 

14.10 

04)4 

.09 

1 )4-inch, w. 

. .19 

15.25 

.28)4 

18.85 

.06)4 

.11 

1 V4-inch. . . 

. .22)4 

18.00 

.28 

22.50 

.06 

.12 

2 -inch . . . 

. .31 

24.50 

.38 

30.30 

.07)4 

.15 

2)4-inch. . . 

. .48 

40.00 

.61 

49.65 

.11)4 

.28 

a -inch. . . 

. .61 

52.50 

.78 

64.90 

.15 

.30 

3)4-inch. . . 

. .84 

68,00 

1.17 

83.50 

.19 

.88 

4 -inch. . . 

. .99 - 

81.00 

1.39. 

99.00 

T.26)4 

53 
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PIPE—Oas and Water—^Black—H*ineh, 6c foot; ^-ineh, 
6He; % inch, 6He; H-lneh. 8c; %*ibch. lOHe; l-ineh, 
16c; l^-iBch, 21c; IH-inch, 25c: 2*inch, 88c. 

GalTanized—H'inch, 8Hc par ft.; ^-inch, 9Ho; H-inch. 
9He; H'inch, lOe; %-lneh, 12He; l*ineh. 12e; lH*ineh, 
25c; iH'ineh. 80c; 2-inch, 41e. 

PIPE, STOVE—Naatad, Full Joints—8-ineii, 26o Joint; 4-ineh, 
25e; 5-inch, 80c; 6-ineh, 85e; 7-inch, 40e. 

4-incli, JapaiL 40e: 8-ineh, OalTanised, 85e; 4-ineh. Gal- 
raniied, 40e; 6-meh, OalTaniiad, 50o: 6-inch, OMTaniaao, 60e. 

Half Joints—5-inch. 20e joint; 6-ineh, 20c. 

Taper Joints—6-incii to 5-inch, 85c Joint; 7-inch to 6-inoh, 
40c. 

PIPE FITTINGS—Pries aach—Black. 


RETAIL SELLING PBii(:«l--Ooittlnii0d. 

h, 6e foot; H-inch, PITCH—Navr Canlkii 



H 

H 

% 

H 

% 

1 

IH 

IH 

9 

Bashings .... 


.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Caps . 

io 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.80 

Couplings .. . 

10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.40 

Crosses . 


.10 

.10 

.15 

.20 

.35 

.85 

.45 

.70 

Elbows, 90 dg. 

io 

.10 

.10 

.10 

.10 

.15 

.90 

.26 

.86 

Elbows. 45 dg. 


.10 

.10 

.10 

.10 

.15 

.80 

.85 

.45 

Elbows, red... 


.10 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Elbows, 8. 0.. 



.10 

.15 

.20 

.80 

.40 

.50 

.90 

Elbow^ Strset 

is 

.io 

.10 

.10 

.15 

.15 

.20 

.25 

.45 

Floor Flanges. 


.20 

.20 

.25 

.25 

.30 

.85 

.45 

.65 

Lock Nuts. . 

io 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

Plugs. 

10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

^Reducers . . . 


.10 

.10 

.10 

.10 

.16 

.15 

.20 

.35 

Ret. Bends, Ol. 



.15 

.15 

.20 

.35 

.45 

.56 

.80 

Tees . 

15 

.io 

.10 

.10 

.10 

.15 

.20 

.30 

.50 

Tees, 4-way . 



.10 

.15 

.20 

.80 

.50 

.70 

1.15 

•Tees, Red- . . 


.15 

.15 

.15 

.20 

.35 

.86 

.45 

.75 

Unions. 

is 

.15 

.20 

.20 

.25 

.30 

.40 

.50 

.65 

Galvanised— 










Bushings .... 


.10 

.10 

.10 

.10 

.15 

.15 

.20 

.30 

Caps . 

io 

.10 

.10 

.10 

.10 

.15 

.25 

.30 

.45 

Couplings . . . 

10 

.10 

.10 

.15 

.20 

.25 

.35 

.45 

.55 

Crosses . 


.15 

.15 

.25 

.35 

.50 

.60 

.80 

1.25 

Elbows, 90 dg. 

is 

.10 

.10 

.10 

.15 

.20 

.30 

.85 

.60 

Elbows, 45 di. 


.10 

.10 

.10 

.15 

.25 

.45 

.50 

.70 

Elbows. Red.. 


.10 

.10 

.15 

.20 

.25 

.85 

.45 

.80 

Elbows, 8. O.. 



.10 

.15 

.25 

.40 

.60 

.76 

1.30 

Elbows, Street 

20 

.io 

.10 

.15 

.20 

.25 

.35 

.40 

.80 

Floor Flanges. 


.40 

.45 

.50 

.55 

.60 

.76 

.90 

1.80 

Lock Nuts ... 

io 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Plugs . 

10 

.10 

.10 

.10 

.10 

.10 

.10 

.16 

.20 

'Reducers . . . 


.10 

.10 

.10 

.15 

.20 

.25 

.80 

.50 

Ret. Bends 01. 



.20 

.25 

.80 

.50 

.76 

.90 

1.45 

Tees. 

is 

[ib 

.15 

.15 

.15 

.20 

.85 

.50 

.85 

Tees, 4-wsy . 



.15 

.20 

.25 

.45 

.70 

1.00 

1.70 

•Tees, Red. . . 


'.20 

.20 

.25 

.30 

.45 

.56 

.70 

1.20 

Unions. 

25 

.25 

.25 

.30 

.35 

.45 

.60 

.75 

.95 

.VIPPLE8—Blsck- 

— 









Close . 

10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long ....... 

10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-inch Long. . 

10 

.10 

.10 

.10 

.10 

.16 

.16 

.15 

.20 

5-inch Long. . 

10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6 inch Long. . 

10 

.10 

.10 

.10 

.16 

.15 

.20 

.25 

.30 

Galvanized— 










Close . 

10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

Long . 

10 

.10 

.10 

.10 

.10 

.16 

.15 

.20 

.25 

4inch Long. . 

15 

.15 

.15 

.15 

.10 

.16 

.20 

.25 

.30 

5-inch Long. . 

15 

.15 

.15 

.15 

.15 

.20 

.26 

.30 

.35 

6 inch Long. . 

15 

.15 

.15 

.15 

.15 

.25 

.30 

.86 

.40 

Bushings .... 



*. .25 


.80 


.40 


.50 

Caps . 

. . . 


. .45 


.65 


.80 


1.05 

(^)nplingt .... 



. .55 


.80 


1.10 


1.86 

(Crosses. 



.1.30 


2.15 


2.85 


4.10 

Elbows, 90 degree . 


. .70 


1.10 


1.45 


2.80 

Elbows, 45 degree . 


. .75 


1.05 


1.45 


2.10 

Plugs .. 



. .20 


.25 


.40 


.45 

•Reducers . . . 



. .60 


.85 


1.15 


1.45 

Tees . 



. .85 


1.80 


1.75 


2.76 

Unions . 



.1.30 


1.80 


8.10 


8.75 

8-inch long . . 



. .75 


.95 


1.20 


1.35 

NIPPI.ES— 










(TIose . 



. .30 


.35 


.50 


.60 

5-inch long . . 



. .40 


.50 


.80 


.95 

6-inch long . . 



. .50 


.60 


.80 


.95 

10-inch long . , 



. .95 


1.20 


1.85 


1.60 


PITCH—Navy Canlkinf—5-lb. can, 76c; 10-lb., $1.25; 25-Ib., 
$2.50; 50-lb., $4.50; H bbl., $9.00; bbl., $18.50. 

PLANES—^Block-Bailey—No. 185, $2.76 each; 195, $3.00; 
210, $3.15; 240, $8.60; 18, $8.50; 19, $8.60. 

Block, Stanley—No. 60, $3.15 each; 60H. $8.00; 61, 
$2.75; 65, $3.75; 101, 55c; 102, $1.05; 108, $1.40; 110, 
$1.40; 120, $2.00; 180, $1.95; 181, $3.25; 203, $1.75; 220. 
$2.65. 

Iron, Bailey—No. 2, $4.65 each; 3, $5.00; 4, $5.40; 4H, 
$6.15; 5, $6.15; 5H, $7.00; 6 $8.00; 7, $9.00; 8, $10.75; 
30, $5.00; 4C, $5.75; 4HO, $6.50; 60, $6.50; 5HO, $7.25; 
60, $8.25; 70, $9.50; 80, $11.25. 

Iron,Stanley—No. 603, $5.50 each: 604, $6.00; 605. 

$7.00; 606, $9.00* 607, $10.50* 608, $12.25; 6040, $6.25; 
6050, $7.25; 6060, $9.25; 6070, $10.75; 608C, $10.00. 

Wood Bottom, Bailey—No. 22, $3.75 each; 24, $4.00; 26, 
$4.00; 27, $4.75; 28, $5.25; 29, $5.25; 30, $5.50; 31, $5.50; 
32, $6.25; 35, $4.75; 36. $5.25. 

Rabbet—No. 10, $8.26 each; lOH, $7.00; 75, $1.00; 78, 
$4.25; 90, $5.00; 92, $5.00; 98, $2.50; 99, $2.50; 140, 
$3.75; 190, $8.75; 191, $3.50; 192, $3.25. 

PLATES—GAS, HOT—No. 501, $8.75 each; 502, $6.00; 508, 
$9.25; 702, $8.75; 708, $12.76; 722, $9.75; 723, $18.75; 
1001, $2.65; 1002, $4.85. 

PLIERS—Klein's No. 201—6-ineh, $8.90 each; 7-ineh, $4.50; 
8-inch, $4..75; 9-inch, $6.00. Bernard's No. 109—4H*ineh. 
$1.50; 5H*inch, $1.85; 6H*inch, $2.25; 8-inch, $8.25. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86, 6-ineh, 
$2.25 each; 9-ineh, $2.76; 12-ineh, $8.25; 18-inch, $8.75; 
24-ineh, $4.76. No. 87, 12-inoh, $4.50; 18-inoh, $5.95 * 84- 
inch, $6.26. 87G, 12-inch, $4.25; 18-ineh, $6.95. 84V, 4- 

inch, $1.80; 6-inch, $2.25; 8-ineh, $8.00; lO-inch, $8.85. 

Wood, Stanley or Disaton—No. 00, $1.50 each; 0, $1.75; 
2, $2.60; 3, $8.00; 8, $8.85; 18, 26-in., $3.50; 28-ln., $3.75; 
80-in., $3.75. No. 15, 26-in., $4.25; 28-in., $4.50; 80-in.. 
$4.50. No. 30, $3.75; 85. $3.25; 45H, $5.25. No. 93. 26-in.. 
$5.00; 28-in., $5.25; 30-in., $5.50. No. 95, $8.25; 96, 
$10.00; 102, 80c; 104, $1.15. 

Pocket, Stanley—No. 81, 9H-inch, 55c each; 8-ineh, 65c; 
SH'ineh, 75c. No. 41, 20e. No. 44, 50c. No. 600, $9.25. 

Extra Level Glasses—No. 1, IH to 2-inch, 15e each; 9JH* 
inch, 15e; 8H*ia^^ 20e. No. 361, 40e. No. 869, 75o. No. 
871, $1.65. 

POKERS, STOVE— . . ^ 

No. 120, Straight, 20 inch. 15c each; 126. Straight. 26 mch, 
20c; 200, Bent, 20-inch. 15c; 250, Bent, 26-inch, 20c. 

POINTS AND CHUCKS— 

For 80 and 81. $ .75 S-inch . .95 

For 85 .59 10-ineh . l.lt 

Nos. 11 and 15, 9-in.. .55 No. 75 8.95 

8-ineh .60 No. 60. l.OO 

4- inch .. .65 No. 80 .85 

5- ineh .75 Mo. 81 .85 

6- inch .85 

POLISH (AUTO)—Dnrolao, 1 pt^ 09«: 1 $1-00. 


$1.25. 

0-Cedar—4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
H gallon, $2.00; gallon, $8.00. ^ ^ ^ 

Johnson's Pxwarsd Wax, 5 ounce, 45o each; 1 pound, 85c; 
9 pounds, $1.70; 5 pounds, $8.00. 

METAL—NonOlio, H pint, 50o each; 1 pint, 75c; 1 quart, 
$1.95. 

SHOE—Shuwhlte, 15e each; Midniffht OiL 15s; 

Jet-OiL 15o: 4 C S Shoe Satin. lOe; 9 0 8 Shoo Satin, 16o; 


^Reducers and Reducing Tees 1-inch and larger redacing 
to H’inch and smaller advance 60 per cent over prices shown. 
PIPE FITTINGS (STOVE)—Caps, No. C 15, 60e each; 0-16, 

fiOe each. 

Dampers—No. 8 , 4, 90c each; 5, 6, 95c; 7, 40e. 

Elbows— No. 8 Oorg., 95c each; 4, 80c; 5, 85e; 6, 40s; 
7, 45e. No. 8 AdJ. 4 Pc., 85e; 4, 40c, 5, 40o; 6. 45e. 8- 
>nrh Adj. Galv., 40e; 4-inoh, 45c; 5-insh, 60e; 6-Inch, 56c. 
No. 3 Corg. Jap., 40o; 4, 45o. 

In lou of 19 dosen, 5 per cent disoount from above. 

Flue Stops. Nos. 1 and 86. 20e each; 8 , 90e each; 80, 90c 
9. 8H (in kegs), 85c lb.; 4, 5. 85c; 6. 7. 8, 85c; 10, 85c. 
Roof Plates and Saddles, Nos. 15. 16 (Side), 00c each; 50. 
80 (Ridge). 75c each 

PISTOLS—Automatic—Golts’ .25 Oal., $20.50 each; 25 Oal. 
nickel. $27.00; .82 Cal. $95.00; .38 Oal., pocket, $45.00; 
.45 Cal., military, $42.00. 

Smith A Wesson—.85 Cal., $81.50; Savage, .89 (M.. 

124.00. .3A0, $25.00 


Jet-Oil, 15o; 4 0 8 Shoe Satin, 10c; 9 C 8 Shoo Satin, 15s; 
1 O Sstinola, lOe; 9 C Satinola, 15c; 5 P 8 Shoe Satin, 10s; 
10 P 8 Shoe Satin, 15c; 5 P Minola, 10c; 10 P, Satinola. 
16 e. 


STOVE—Liquid. No 6 Black Bilk, 90c each; 8, Black Silk. 
25c; 9. Black Eagle, 25c; 10 E, Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10. Black Bilk, 95c; 
20, B\ack Silk. $1.75; 01, Black E^le, 45c; 95 Black Eagle. 
$2.00; 4 E, Enameline, 16c; 6 E. Enameline, 15c; 76 Black 
Jack. 25c; 1. Rising Sun, 10c. 


POTS—Fire. 

GHSoline, C A !.. 

21 13.0.5 

71 .16.7.5 

72 .15.25 

5 15.25 

1 16.75 

Watering Galvanised 

4 Quart.95 

6 Q-iart . J-V’ 


8 Quart . 1.35 

10 Quart . 1.55 

12 Quart. 1.75 

16 <5uart . 2.25 

Tin 

4 Quart .*. . 70 

6 Quart.90 

8 Quart . 1.15 

10 ()uart . 1.40 
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BSTAn. BELLXKQ PBZQBa-Oootliiiwd. 


0, H Inch, 25e eaeb; %, SOe. Mo. 
%, 45c. 


J*"-. $1-50; Red Deril, 

$2.50; Mornirt. $4.25; Little Giant, $2.25. 

Screw, No. 850, H-inch, 15c each; %, 20c; 
%, 25c; 1, 80c; 1%, 85c; 1%, 40c. I^o. 870, %-incii, 85c 
eacn; 1, 40c. 

Brass Side—No. 1160, 
il70, inch, 40c each; ,,, 

Brass Upright—No. 500, 86o each. 

2®® ®®c*»I aSc. No. 
660. aoc; 670, aOo; 1610, a inch, a5c; 2)4# $6c: 1660, 26o: 
1670, 30c; 6850G, 85c; 65000, 65c. 

Hay Fork, No 1267. 6nc each; 622. 60e; 726, 76o: 46. $1: 
1651, for wire rope, $3.50. 

** Ottnmwa, per dot., 20o; No. 6, 
$1,00; No. 2, 26c; No. 105, 20c; No. 102, 90c. 

PUMPS—P. 8.—1, $6.00; 2, $6.40; 8, $6.10; 4, $7.00. 

PUTTY—^Per lb, 16c. 

B^KES—]^OA^^BN~^Malloable, 12*tootb, 70c each; 


- 80 C-- st«i"8t7;i,hrT8'.toMk, Vi.7on4.‘ii”.ti;,"W>5*'*»2i 

and 16-tootb, $1.60. Lawn. 85c. 


-14-in, oaeb $1.00; 16-In, 
oaob $1J6; 16 -Ib, 


RA8PB—Plain Horao Ratpi 
18-in.. $1.60. 

Flanged Horao Baapa—14-in. 

18-In.. $2,004 . _ 

Half Round Cabinet—10-in., each $1.26; 12-in, 

M.OO. 

BAxmd Wood—lO-in, oaob $1.00; 12-in, 
$2.26; 18-in, $2.20. 

••®*‘ •®®J 1®*^ $1.26; 14-ln.. 
.16-in., $2.00; 18-in, $2.60. 

RAZORS (SAFETY)- Breroady 

N®. No. 

700, oaob . 1.00 706 B, Bladea. Pkg.... 

2, oaob .2.00 

Oom 

800, aaeh . 1.00 800 B, BladM. Pkg.... 

Bndera 

•®®. ••«»» . 1.00 200 B, Blades, Pkg.... 

Durham Domino 

1000, each . 1.00 1000 B, Bladea, Pkg... 

Oillotto 


00, each. 7.60 

460, oaeb.6.00 

460 B, each.6.00 

470, oaeb. 6.00 

601 H oaeb. 6.00 

12 X B. Blades, pkg 1.00 


480. oaob. 

500, oaob.!!!!!! 

500 B# oaeb .. 

501, oaeb. 

6 X B, Blades, pkg. 


AntoStrop 

.. 5.00 2541, sot .. 

•«;. 6.50 600 is, BladM, pkg... 

„25. set. 8.50 600 H B Bl.d.t, ^.. 

251, set. 5.00 


$1.25; 

$1.60; 

$1.60; 

$1.25; 

$1.80; 


.60 

.86 


.60 

6.00 

6.00 

6.00 

6.00 

.60 


6.00 

1.00 

.60 


REELS—Hose—No. 1 Wire, $1.65 each; No. 1, Wood, $8.25. 

REVOLVERS— 

Oolts, Model Each 

Pocket PositiTo. 80.00 

Police Positire [fecial 82.50 
Police PositiTO Target 85.25 

Army Special . 84.00 

New Serrice . 88.00 

Single Action . 86.75 

Harrington A EUehaidson 

208, 223 .11.50 

208 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.60 

268, 278 .12.60 

268 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Ivor Johnson— 

800, 808, 828.16.60 

800 B, 308 B.16.75 

804 .16.75 


824 B .17.26 

848, 868 ..17.75 

848 B, 858 B.18.00 

844, 854 .18.00 

844 B, 854 B.18.50 

8®4 B.12.26 

866 B.19.60 

Smith A Wesson- 

1906 Military. Polios. .84.60 
Regulation Police .... 82.60 
1908 Hand Etjoctor... 80.60 
88 S. A W. Perfoetod 80.60 

1208 Military. 86.00 

1211 Target. 85.00 

New Departure 88.... 80.60 


Daisy Air— 

25 . 

Each 

-.. . 5 25 

40 . 

... 5 25 

8 . 

... 8 00 

80 . 

. . - 2 85 

11 . 

- - . 2 85 

12 . 

. . 1 2 06 

King Air— 

4 . 

. . . 2.95 

5 . 

. . . 3.15 

21 . 

22 . .. 

. . . 2.00 
2.35 

804 B . 

....17 25 

323 B .. 

... -17 00 

824 .. 



Mar lin— 

20 TD—Octagon Brl.. 18.60 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 2A65 
29 TD—Round Brl.. 16.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl. . .15.54 
6 TD—Round Brl.... 10.46 
8 A TD—Round Brl..78.27 
12 TD—Round Brl.. .28.48 

TD—Octagon Brl_31.95 

14 A TD—Standard. .58.36 

TD—Carbine.57.25 

16 A TD—Standard . .44.61 
Savage — 

189P 260 JOOr 60.00 


IfM TD, Foatb'wt ..66.00 

182 SF .48.00 

1204 TD, Single shot. 0.76 
1014 TD, Hammorloso 28.60 
StoTons— 


Little Scout . 7.60 

Crack Shot.9.60 

Marksman .11.00 

Favorite .18.00 


70 TD, .22.i 12.00 

1019, .22 ..26.76 

Winchester— 

1886 SF—Round Brl. 40.00 
TD—Round Brl. 64.80 
1820 TD—Oct. Faney 67.60 
TD—Oct. Plain. 81.60 


1822 SF— Bound Brl. 87.60 
SF— Oct. Bri. .. 80.40 
TD— Oct. BrL..46.75 
SW—Carbine . .88.65 
1824 SF— Bound Brl. 40.85 
SF— Oel Brl... 42.60 
SF—Carbine .. 86.85 
TD— Oct. BH. . .64.50 

1826 SF .68.15 

1825—Govt. Model.. .68.15 

1826 TD.67.10 

1202 TD—22.10.60 

1208 TD—Plain.44.80 

1208 TD—Fancy_60.00 

1204 TD .22 .12.60 

1206 TD.28.55 

1207 TD.81.50 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; OS. 
10c box. 


Copper—^Witb Bur rs 


Size. 

hi Lbs. 

Lbs. 

7—St*r Lgtha. 

.30 

.55 

8 

.30 

.55 

9 

.30 

.55 

10 

.30 

.55 

12 

.30 

.55 


Size. Lbs. Lbs. 

7—Asst.30 .55 

8 “ .30 .55 

9 “ .80 .55 

10 ** .30 .55 

12 “ .30 .55 


Copper Iron, with Burrs—08 Asst., 20c, V4-lb. box; 010, 25c. 


RIVETS—Tinners—Black, all sizes (in kegs), 20c lb. Tinned, 
S, 3 hi (in kegs), 30c lb.; 4, 5, 80c; 6, 7, 8, 25c; 10. 25c. 

RODS, CURTAIN—No. 2, %-in.. Steel, Brass Covered, 15c ft.: 
3, %-inch. Steel, Brass Plated. 10c; 80, 1-in., Wood. Brass 
Covered, 30c; 1)4 *in.. Wood, Brass Covered, 35c. 


ROOFING—(See Paper). 


ROPE—Cotton, Thread—3-16, 40c- H to 5 16. 55c lb.; S to 
55c; % to 1, 45c. 

Manila—Base, 24c lb. 

Sisal—Base, 25e lb. 


RULES—Boxwood—Lufkin, Stanley—No. 171 (36), 65c each; 
372 (36)4), 90c; 886 (82). 95e; 888 (32)4), $1-35; 465 
(69), 25c; 651 (68), 35c; 702 (18), 50c; 751 (61). 40c; 
761 (63), 50c; 762B (7), $1.85; 771 (84), 85c; 780 (62)4 
$1.00; 781 (62), $1.00; 861A (58)4), $1.00; 8620 (88)4). 
$1.50; 871 (52), 90c; 881 (54), $1.10; 3851 (66)4), 75c; 
3861- (66%), 85c; 3881 (66%), $1.85. 

Rales, Steel—No. 17, Blacksmiths, 90o each; 041, 
Pocket, 25c; 1181. 1141, Zig-Zag, 25c; 1182, 1142, ZirZag, 
$1.85; 1148, Zig-iag, $2.00. 

RULES, ZIG-ZAG—Lufkin, Stanley—No. 804F, 40c each; No. 
806F, 60c; 8513 (03), 80c; 8514 (04), 40c; 8515 (05), 60c; 
8516 (06). 65e; 8518 (08), 80c; 8528 (408F), 30c; 8524 
(404F), 46c; 8525 (405F), 50c; 8526 (406F), 65c; 8613 
(103), 85c; 8614 (104), 45c; 8615 (105), 55c; 8616 (106), 
65c: 8624 (854F), 45c; 8626 (856F), 65c. 


SAWS—One Man—(}ross-eul— 



Boral 

3)4. ft. . 

Disston 

5 ft. . 

(Ainook 

. 8.25 

Oliiaook 

4 ft. 

. 6.25 

5 hi ft. 

6 ft . 

.... 8.50 


4)4 ft. . . 

. 6.00 

.9.25 

11.50 

13.00 

5 ft. 


6)4 ft. 

_10.50 

5)4 ft. . . 

.. 7.00 

7 ft. . 

.11.50 

14 00 



7 hi ft. 

_12.60 

15.25 

Atkins 

Crosscut Nos. 51, 

52, 545, 

and Simonds 

Falling. 

same price as Royal Chinook. 



SAWS—Hand— 

5 Simonds, 

12 Disston or 69 Atkins 


18 inch . 

8.70 

20 inch . 

4.00 

22 inch . 

4.85 

24 inch . 

4.70 

26 inch .... . 

6.10 

28 inch . 

6.50 

Fo. 8 Simonds. D8 Disston or 

51 .Atkins 

18 inch . 

2.90 

20 inch . 

3.25 

22 inch . 

8.65 

24 inch .. . . . . 

3.75 

26 inch . 

8.95 

28 inch . 

4.45 

AWS—Miacellaneoua— 

Back Sawa 

12 inch . 

8.00 

14 inch . 

3.25 

16 inch . 

3.50 

22-mch . 

4.00 

24-inch . 

4.25 

26-inch . 

4.75 

28-ineh . 

5.60 

Butcher No. 10 

16-inch . 

1.90 

18-inch . 

2.00 

20inch . 

2 15 

22-inch . 

2.25 


Digitized 


No. 10 Simonds or 7 Disston 


18 inch . 2.66 

20 inch . 2.86 

22 inch . 8.10 

24 inch . 8.40 

26 inch . 8.60 

28 inch . 4.00 

120 Disston or 4 Simonds 

28 inch . 6 . 21 * 

28 inch . 6.60 

No. 112 Disston 

26 inch . 5.25 

28 inch . 5.60 

No. D 100 or No. D SO 
Disston 

26 inch . 4.35 

28 inch . 4.85 

Oompass No. 2 

19-inch . .85 

14-inch .20 

16-incb .25 

Kitchen No. s 

12-inch .55 

14-inch .66 

16-inch .75 

Mitro 

24-ineh . 8.25 

26-inch . 6.75 

28-inch . 6.50 


Google 












































































































HARDWARE WORLD 


BSTAIL SELLINQ PSI0B8—ContiiiiMd. 


lAWS— in8aKLL.AirBOUA— OoaUB««d— 


OoaiptoU No. 60 Oblilormio, 14-tA. 1.40 

9t. 8. 2.60 Ooliformio, 12-la. 1.80 

No. 61 Oollforaio, 14-la. 1.00 
» ^ Diiiton, No. 0, 14-iaolL 8.00 

Vt. 50 OaliforaU, 12 la. 1J6 DUaton, No. 10. 14-laeh 8.26 
Book— 

Oom Sol Broeo V tooth. 1.75 

Oom Dbl Broeo Tuttle tooth. 2.60 

Oom Dbl Brace V tooth. 2.76 

No. 150 Special . I.95 

Perfection, No. IW. 

H52' 3w, $8.60! No. 11. with Guide. 

18.25: Blehop's No. 750. 86c; Steama' No. 106, $2.76; No. 
300. $1.75; N88. $2.26; No. 8. Dlaaton, $4.60. 


SAW SETS— X CUT 

301 G A E. . 1.50 Morrill No. 8. 1.80 

Spec. Morrill--2.00 Baker No. 8.2.86 

105 Morrill.60 Colonial. 1.40 

1 Morrill. 2.00 7 Taintor .2.00 

iO . 1.20 28 Triumph . 1.66 

77 . 1.00 Hammer . .86 

LeTOP . 26 

UW TOOLS— Morin No. 2. 4.76 

Clipper Outfit.76 Morin No. 2H. 6.00 

Morriira Raker ®e^e-;j- **^tting T^i DUauin— 

S i. J-55 No. 100.80 

S* J. 2 No. 4 Setting Blocka— 

•.No. 4 Blocka, Morin.. 1.86 

Atkina Baker Swage.. .46 Swagea No. 0 Diaat... 4.75 

5-M TVwth Gauge.26 Swagea, ‘Wliitiaga.... 1.00 

lointera Pikea I*erf.. . .76 Atkina, Rex . 1.00 

Jointera No. 7 Sterna. .70 Atkina. Bxcelaior.85 

lOALXS—Family, teating without acoop, $8.76; with acoop, 
$4.50; Peddlera* glaaa aaah, $6.00; glaaa aaah with chaina. 
$6.50; braaa dial, $7.26; braaa dial with chaina, $7.60. 

Spring Balaaee,* No. 60, 26e each; 6l, 60c: family. $6.60; 
No. 202. $6.60. 

SCISSORS—Oaat—No. 10. 60e each; No. 44. 7H iaeh, 60e; 
8^ inch. 66e: 940, 4 lach, 25c: 4H inch, 80e; 266. 4 inch. 

30c; 4H inch. 86e; 6 inch, 86c: 6H inch, 40e; 6 l[nch, 46c; 

830. 85c; 860, 76e. 

Wlaa—No. 14 B H. $1.45 each; 54H. 95c; 55, $1.00; 
55H. $1.05; 56. $1.10; 66H, $115; 57. $1.20; 164H. 
11.15; 165, $1.90; 165H. $1.26; 166, $1.80; 166%, $1.85; 
157. $1.46; 364, $1.20; 864^. $1.25; 865, $1.80; 866, 
11.45; 468. $1.05: 468^, $1.10; 464, $1.15; 573, $1.45; 
578%, 1.00; 574%. $1.70; 668, $1.45; 668%, $1.60: 664, 
$1.70; 768, $1.05; 768%, $1.10; 764, $1.15; 764%, $1.20; 
765. $1.25; 765%, $1.80: 766, $1.35; 778, $1.15; 778%, 

11.20; 774, $1.25; 814. $1.25; 814%, $1.80; 816, $1.85; 

815%, $1.40; 616, $1.50. 

SCX)0P6—Common Hollow Back—Black—No. 2, $2.16 each; 
8. $2.25; 4, $2.86; 6, $2.46; 6. $2.66; 7, $2.66; 8, $2.76; 
3. $2.85; 10, $8.00. 

SCREENS—Adjuatabl^—Window—Wabakh, Wood Frame, 15x 
88. 80e; 18x88, BOc; 24x88, $1.16; $0x8$, $1.46; 24x87, 
11.25; 28x87, $1.50. 

Sherwood, Steel Frame—18x88, $1.20; 84x88, $1.85; 34x 
87. $1.50; 80x87. $1.76. 

SCREWS—Cap and Se t 

Machine, Braaa, Flat or Round Head— 

Prieea ahown are for fall groaa packagea. For priee ef 
oat 4ecen, uae one-tenth of the full package prieo ahown. 


4.. . 

.25 

.30 

.35 

.Off- 

.40 

.45 


.30 

.35 

.40 

45 

.55 


.50 

.55 

.60 

.70 

.80 

10. . . 

.70 

.75 

.90 

1.00 

1.25 

12. . . . 

.90 

1.00 

1.15 

1.25 

1.50 

14. . . . 

. 1.15 

1.30 

1.50 

1.70 

2.00 

10. . 

. 1.75 

1.95 

2.10 

2.30 • 

2.65 

1«. 

2.20 

2.50 

2.75 

2.95 

3.45 

20 

. 2.75 

.3.00 

.3.30 

3.60 . 

4.20 

Size. 


1 % in. 

1 %-in. 

1%-in. 

2-in. 

4. . , . 


. .50 

.70 



0 


. . .75 

.90 

1.15 

i.40 



. . .95 

1.15 

1.40 

1.65 

10 


. . 1.40 

1.00 

1.85 

2.10 

12. 


. . 1.75 

1.95 

2.25 

2.55 

M . 


. . 2.25 

2.50 

2.80 

3.10 

I . 


. . 3.00 

3..30 

3.75 

4.20 

1 


. . 3.80 

4.1.5 

4.65 

5.15 

20. 

. . y. 

. . 4.80 

5.40 

6.00 

6.60 

Iron 

Size. 

Flat or Round 

Head— 

% .n 

84 .n 

a/, in 

1 -in 

2 

20 

.20 

20 

.20 


A . . .. 

.20 

.20 

20 

.20 

.25 

0 . 

.20 

.20 

.25 

25 

.30 

4. . . . 

.25 

*’.5 

.30 

.30 

.35 

10. . . 

. 35 

.35 

.40 

.45 

.50 

12 

.40 

.45 

.45 

.50 

.55 

14 

..50 

.50 

.55 

.55 

.65 

10.... 


.05 

.05 

.70 

.80 

1 . 



.90 

95 

1.05 

20. 




1.15 

1 25 


Size. l%in. 1%-in. l%in. 2in. 

4 .30 .35 

6.35 .40 .50 .60 

8.40 .45 .55 .65 

10....60 .70 .80 .90 

12.65 .75 .85 .95 

14.75 .85 .95 1.15 

16.90 1.10 1.30 1.65 

18. 1.25 1.50 1.70 1.90 

20. 1.50 1.70 1.90 2.10 

Prieea ahown are for dozen lota. For price of one only, 
uae one-tenth of the dozen priee ahown. 

U. S. 8. Thread, Iron— 


516-in. 

.30 

.30 

.30 

.35 

.35 

.40 

.45 

.50 

.55 


7-16-in. 

.40 

.45 

.45 

.50 

.50 

.55 

.60 

.65 

.70 


3% . 

.00 .DU 

.00 

. ^0 
.90 

.VO 

1.10 

4 . 



1.00 

1.25 

Length 

%ln. 

%-in. 

%-in. 

1 

1 . 

.85 

1.15 

1.66 


1%. 

.. .85 

1.15 

1.65 


1%. 


1.25 

1.65 


1%. 

.95 

1.80 

1.80 

2.05 

2 . 

. 1.05 

1,40 

1.90 

2.25 

2%. 

. 1.15 

1.50 

2.00 

2.50 

2% . 

. 1.25 

1.60 

2.15 

2.65 

8 . 


1.85 

2.35 

8.05 

3% . 


2.15 

2.70 

8.50 

4 . 

. 1.80 

2.45 

8.00 

3.90 

S. A. E. Thread. Steel — 




Length 

%-in. 5-16-in. 

%in. 

7-16ln. 

%-in. 

% . 

.30 .35 

.45 



% . 

.35 .40 

.45 

.60 

.65 

1 . 

.35 .40 

.45 

.65 

.65 

1% . 

.85 .45 

.50 

.65 

75 

1% . 

.40 .45 

.50 

.76 

.80 

1% . 

.45 .50 

.55 

.80 

.85 

2 . 

.46 .55 

.60 

.85 

.95 

2%. 

.55 .60 

.65 

.90 

1.00 

2%. 

..60 .65 

.70 

1.00 

1.10 

2%. 

.65 .70 

.75 

1.05 

1.15 

3 . 

.70 .75 

.80 

1.10 

1.20 

8%. 

.80 .90 

.95 

1.25 

1.40 

4 . 

.90 1.00 

1.10 

1.40 

1.55 

Length 


9-16'in. 

H-la. 

%-ln. 

1 . 


. 1.10 



1%. 


. 1.10 



1%. 


1.15 

i.BO 

1.55 

1%. 


. 1.20 

1.45 

1.65 

2 . 


. 1.30 

1.55 

1.76 

2%. 


. 1.40 

1.65 

1.85 

2%. 


1.55 

1.75 

2.00 

2% . 


. 1.65 

1.90 

2.15 

3 . 


. 1.70 

2.00 

8.85 

3%. 


. 1.95 

2.30 

2.70 

4 . 


. 2.25 

2.65 

8.00 


Square Head, V or U. S. S. Thread— 

Prieea ahown are for dozen lota. For the priee on one 
only, uae one-tenth of the dozen priee ahown. 


%■. 

.20 

.20 

25 

.30 

.80 

% . 

.20 

.20 

.25 

.30 

.80 


.20 

.25 

.25 

.30 

.80 

1 . 

.20 

.25 

.20 

.30 

.80 

1V4 . 

.25 

.25 

25 

.35 

.35 

1% . 

.25 

25 

.25 

.30 

.35 

1 ^4 . 

.25 

.25 

.30 

.30 

.45 

2 . 

.25 

.30 

.30 

40 

.50 

2% . 

.30 

.30 

35 

.50 

.60 

2% . 

.35 

.35 

.40 

.55 

.65 

.3 . 

.45 

.45 

.50 

.65 

.70 

3% . 




.70 

.85 

4 . 




.75 

1.00 

Length 


%in. 

%-in. 

% -in. 

1-in. 

% . 


. .to 




% . 


45 




1 . 


.50 

^80 



1% . 


5.5 

.90 

1.25 


1% . 


. .6.5 

1.00 

1.35 

liso 

1% . 


. .70 

1.05 

1.45 

1.95 

2 . 


. .75 

1.10 

1.55 

2.10 

2% . 


.80 

1.15 

1.60 

2.25 

2% . 


. 85 

1.25 

1.85 

2.45 

3 . 


. 1.00 

1.45 

2.00 

2.75 

3% . 


. 1.10 

1.60 

2..30 

3.00 

4 . 


. 1.20 

1.80 

2.55 

3.40 

Prices ahown 

are for 

full groaa 

packagea. 

For 

price of 


one dozen, uae one-tenth of the full packagea price ahoa 
Wood—Braaa, Plat or Round Head^— 

%-in. %-in. %-in. %.in. %-in. %.in. 

0.50 .50 .55 . 

1 .50 .50 _55 55 . 

2 .50 .55 r 65 .80 

Digitized by IC 


0 

1 

2 
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BBTAn. SEUJNO PB10B8—OoatllliMd. 


WOOD SCREWS— ContiDued— 


Sise. 

%-in. 

%-in. 

Hin. 

%in. 

%-in. 

%-ln. 

1-in. 

8. . . 

. . .65 

.55 

.60 

.65 

.70 

.85 

.95 

4. . . 

. . .55 

.60 

.65 

.70 

.75 

.90 

1.00 

5. . . 

.60 

.65 

.70 

.75 

.80 

.95 

1.05 

6. . . 


.70 

.75 

.80 

.85 

1.00 

1.10 

7. . . 


.75 

.80 

.90 

.95 

1.05 

1.20 

8. . . 


.85 

.95 

1.05 

1.15 

1.25 

1.40 

2. . . 



1.05 

1.20 

1.80 

1.40 

1.60 

10. . . 



1.20 

1.85 

1.50 

1.65 

1.76 

11. . . 




1.50 

1.70 

1.90 

2.05 

12. . . 




1.70 

1.90 

2.10 

2.30 

18. . . 




1.90 

2.10 

2.80 

2.55 

14. . . 




2.10 

2.30 

2.55 

2.85 

16. . . 




2.30 

2.55 

2.85 

8.15 

16. . . 



.. . 

2.55 

2.85 

8.15 

8.75 

Sise 

H4*in. 

IH-ln. 

1%-in. 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

8. . . 

.. 1.20 





* . - - 

T r T T 

4. . . 

. . 1.25 

1.65 


r - * - 

.... 

.... 

-- T - 

5. . . 

. . 1.80 

1.70 



.... 


“ r - - 

6. . . 

. . 1.85 

1.75 






7... 

. . 1.40 

1.80 

2.25 

2.95 


.... 

.... 

8, . . 

. . 1.60 

1.85 

2.80 

8.00 

.... 

.... 

t“ - * 

2. . . 

. . 1.80 

2.05 

2.85 

8.05 


5.80 

.... 

10. . . 

. . 1.26 

2.40 

2.65 

3.10 

8.95 

5.35 

.. 

11. . . 

. . 2.80 

2.60 

8.00 

8.45 

4.10 

5.40 

7.85 

12. . . 

. . 2.60 

8.00 

8.40 

8.85 

4.45 

6.45 

7.90 

18. . . 

. . 8.00 

8.85 

8.75 

4.25 

4.95 

5.55 

7.96 

14.. . 

. . 8.30 

8.75 

4.15 

4.75 

5.50 

6.05 

8.00 

15. . . 

. . 8.70 

4.80 

4.85 

6.50 

6.05 

6.70 

8.20 

16. . . 

. . 4.05 

4.70 

5.85 

6.85 

6.75 


- * * 1 

17. . . 


5.15 

5.90 

6.40 

7.80 


" - - T 

18. . . 
Flat 

. 6.10 

Head, Bright— 

7.00 

7.80 

8.65 



Size. 

U-in. 

%in. 

H-in. 

%-in. 

%-ln. 

%-in. 

1-in. 

0 to 

2.. .30 

.80 




8. . . 

.80 

.30 

.80 

.80 

.80 

.80 

.86 

4. . . 

.80 

.80 

.30 

.30 

.30 

.80 

.85 

5. . . 


.80 

.80 

.30 

.85 

.85 

.85 

6. . . 


.30 

.35 

.35 

.85 

.85 

.40 

7. . . 


.85 

.85 

.85 

.35 

.40 

.40 

8. . . 


.85 

.85 

.40 

.40 

.40 

.45 

2. . . 


.40 

.40 

.40 

.40 

.45 

.45 

10. . . 



.45 

.45 

.45 

.45 

.50 

11. . . 



.45 

.60 

.45 

.50 

.55 

12. . . 



.60 

.50 

.50 

.55 

.00 

18. . . 



.. . 

.55 

.55 

.60 

.65 

14. . . 




.56 

.60 

.65 

.70 

15. . . 





.65 

.70 

.80 

16. . . 





.75 

.80 

1.00 

17. . . 




• • • 



1.10 

18. . . 







1.15 

20. . . 



.. . 




1.40 

Size 

1%'in. 

IH-in. 

1%-ili. 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

8. . . 

. . .35 

.40 





• . • 

4. . . 

.40 

.40 






5. . . 

.40 

.45 

'.50 

.60 

!65 

!75 

• . . 

6. . . 

.45 

.46 

.55 

.60 

.65 

.80 • 

1.16 

7. . . 

.45 

.50 

.60 

.60 

.70 

.85 

1.20 

8. . . 

. . .45 

.55 

.60 

.65 

.70 

.90 

1.25 

2. . . 

.50 

.55 

.66 

.65 

.75 

.95 

1.25 

10. . . 

.55 

.55 

.65 

.70 

.80 

.95 

1.80 

11. . . 

.55 

.60 

.70 

.75 

.85 

1.00 

1.30 

12. . . 

.60 

.65 

.75 

.80 

.90 

1.05 

1.36 

18. . . 

.70 

.75 

.80 

.90 

.95 

1.10 

1.85 

14. . . 

. . .75 

.80 

.90 

1.00 

1.05 

1.15 

1.40 

16. . . 

.85 

.95 

1.05 

1.10 

1.25 

1.85 

1.55 

16. . . 

. . 1.00 

1.15 

1.15 

1.25 

1.40 

1.45 

1.70 

17. . . 

. . 1.10 

1.30 

1.40 

1.60 

1.55 

1.70 

1.25 

18. . . 

. . 1.35 

1.55 

1.60 

1.70 

1.85 

1.90 

2.20 

20. . . 

. . 1.60 

1.75 

1.80 

1.95 

2.15 

2.35 

2.60 

Ronnd Head, 
prices shown for 

Blued—Sell at 10 per 
Flat Head, Bright. 

‘ eent 

ad ance 

over 


SAFETY SET—(Bristc^)— 

^-inch, 10c each; 5 16. 10c; •%, 10c; 7-16, 10c; 12%c: 

%, 15c; %, 20c; %, 25c; l-inch, 85c. 

SCREWS—Lag—Gimlet Point, Square Head—30% below. 

6-16-in. % in. H-in. % in. %*in. 


10 100 10 100 10 100 10 100 10 100 

1 . . .25 1.90 . 


1% . . 

.25 

1.90 









1% . . 

.25 

1.90 

.30 

2.30 







1% . . 

.25 

2.10 

.30 

2.50 







2 

.25 

2.10 

.30 

2.55 

.45 

3.50 

.60 

5.00 



2% . . 

.25 

2 25 

.35 

2.75 

.45 

3.80 

.65 

5.50 



3 . . 

.30 

2.40 

.35 

3.00 

.50 

4.10 

.70 

5.95 

1.00 

8.40 

3 % . . 

.30 

2.60 

.40 

3.20 

.55 

4.45 

.75 

6.40 

1.10 

9.00 

4 

.35 

2.75 

.40 

3.40 

.55 

4.75 

.80 

6.80 

1.15 

9.60 

4%. . 

.35 

2.95 

.45 

3.65 

.60 

5.00 

.85 

7.25 

1.25 

10.20 

5 . . 

.40 

3.10 

.45 

3.85 

.65 

5.35 

.90 

7.65 

1.30 

10.80 

5% . . 

.40 

3.25 

.50 

4.05 

.70 

5.65 

1.00 

8.10 

1.40 

11.40 

6 

.40 

3.45 

.50 

4.30 

.75 

5.95 

1.05 

8.50 

1.45 

12.00 

6% . . 



.55 

4.50 

.75 

6.25 

1.10 

8.95 

1.55 

12.60 

7 



.55 

4.70 

.80 

6.55 

1.15 

9.35 

1.60 

13.20 

7% . . 



.60 

4.95 

.80 

1.65 

1.20 

9.80 

1.65 

13.80 

8 



.65 

5.20 

.85 

7.20 

1.25 

10.20 

1.70 

14.35 

9 





.95 

7.80 

1.35 

11.05 

1.85 

15.55 

10 . . 





1.00 

8 40 

1 45 

11.90 

2.00 

16.75 

12 . . 





1.15 

9.60 

1.65 

13.60 

2,30 

19.15 


SCREW DRIVERS—Machinists’. No. 51. 50c each; 51 V^. 85c; 
52. 85c; 52^. $1.25; 5.3. $1.15; 5.3»4. $1.65; 54. $2.65; 
gauge. 15c; 10c full sheet. 


Yankee Betehet—No. 11, S-laek, 7Se eeeh; S, SSe; 4. 
$1.00: 6. $1.16; 6. $1.26; 6, $1.60: 10. $1.76: 12. $1.16; 
15. 2-ineh, 85o; 8. OOe; 4, 06o; 6. $1.$0. He. io. M.60: 81, 
$4.76; 85. $8.66; 60. $1.16; 180. $4^00. 


SCREW DRIYSBS—Q A P.—1«, 40e; 8, 40e; 
80TTHB8—~Riiali*» Ora 


4. 60e. 


No. 

■aoh. 

No. 

400 . 


200 

460 . 


260 

Woad— 


100 

•00 . 


160 

860 .. 




1.60 

1.26 

1.60 

1.16 


SHEETS—IRON—OalTnUed—10 to 16. llMe; 18 to 14. 
12e; 26 to 27. 12%e; 28. 18e; 80. 14#. Blaek, 11 to 16. 
lOe lb.; 18 to 88. lie. Add 10 per eent for enttiaf. Oor- 
mcated, PU., 28 Go., $8.26; OoIt., 16, $12.00; 22. $10.60. 
Boekfeoe ttdlaf, $11.60. 

SHEETS—STEEL— BUek, eoft, 18-20. 22-24, 20, 27. 18. 20 
gauge, cut. ISqj lOe full aheet. 

GalTanised Flat. 18-14, 16. 18-20, 22-24, 26. 27. 28. 20 
gauge, cut. 16e; 12c full iheet. 

SHIELDS—Lag Screw — Ezpanaion — 8EBOO—^Per biudrod 


list 

8-16 Inch.18.00 

14 .16.00 

6-16 .18.00 

H .86.00 

7-16 .82.00 


14 .28.00 

H .45.00 

% 65.00 

% 05.00 

1 . 110.00 


SHINOLES—Tin, 6x7, $8.00; 7x10, $6.00. 

SHOT— Air Rifle, bulk, 20c lb.; 4 and 5-cb. tnbea, lOc tube. 
Balls, Nos. 0. 00. 000. 20e lb. Buck Nos. 1. 8. 8, 20e lb. 
Drop. Nos. 1 to 12, B, BB, BBB, 20e lb. ChUled, 8 to 0, SOc. 

SHOVELS —^D or Long Handle, Bound or Square Point—^Plain 
Back Black—4th Grade, $2.00 each; Carter's, $2.50; Ajaee. 
$2.75. 

Plain Black Polished—4th Grade^ $2.10 each; Garter's, 
$2.65; Ames, $8.00. 

Rireted Strap Back Blaek—^Anes, $2.66 each. 

Rireted Stn^ Back Polished—4th Gra^ $2.60 anch; 
Ames, $2.75. 

Solid Socket—Mapnard-Black, $2.76 each; PoUahed, 

$ 8 . 00 . 

Fire. Sheet Steel—Jumbo, 86e each; 64, Japanned, SOe; 
66. Japanned. 25c; 280, Galrsnised. 20o. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85; 
Maynard Patr., $2.60; Genuine Msjn, $2.75* Chester, $2.00. 


SLEDB—Haud aud Ooastar— 
Flexible Flyer- 
No 1... 

No. 2. 

. 6.00 

No. 8. 

. 6.60 

No. 4. 

. 7.00 

No. 6. 

. 0.60 

Jr. Racer. 

.. 6.60 


Raeer. 

-6.T6 

Fire Fly— 


No. 0. 

... 2.76 

No. 10. 

... $.26 

No. 11. 

.. . 4.00 

No. 12. 

... 4.60 

Reeer. 

. . . 4.76 


SMOOTH-ON—76o lb. 

SOLDEBr—H and H, 46e lb.; No. 1, 20-100, 45c; Wiping. 

40-60, 50c; Wire, 50-50, 60c; Electrical Wire, 40-60, 55e. 
8PARKERS—Bed Seal—No. A141. $8.00; A15S. $8.66; A16S. 


$4.35. 

SPORTING GOODB— 

Each 

Official Baseballe_8.60 

Second Grade Baseb’ls 2.00 
Playground B. B., Out 
or Plain Seem- 

14-ineh . 8.00 

12-inch . 2.76 

Baseball Bats, league.. 1.76 
Baseball Masks. 10.00 

Chest Protectors. 8.50 

Official— 


Handballs.85 

Boxing Glores, 8-os... 12.60 

Striking Bags .0.00 

Championship Tennis 

Bslls .66 

Best Grade Rackets, 

Sutton .18.00 

Cotton Gym Shirts. 75 

White Running Pants. 1.00 

Bike Jockey StrM.76 

Robber Soled Tennis 

Gym Shoes. 1.05 

Rubber Soled Tennis 

or Gym High.8.25 

Basketball Shoes .... 6.00 


Rugby Footballs... 10.00 
Soccer Footballs.... 18.00 


Basketballs .16.00 

Volley Balls . 8.00 


SPRAYERS—Myers* Bucket Pump, 8 lbs., $12.50 each; 6 
lbs., $7.50, Hand—Faultless. 70c each; Misty, 85c. Knap¬ 
sack—Kant Klog. $7.50; Perfection, $9.00; Utility, $7.25. 


SPRAY PUMPS—Faultless Tin, 76c each; Barnes No. 254. 
$8.00; Barnes, 276, $12.80; Little Giant, 827$7.25; Acme 
Pressure 345, $9.00; Defiance, No. 824, $10.00. 

SPRINGS, DOOR—Coiled 16-ineh, Japanned Spring, M-ineh. 
15c; 9 32, 15c; 11-82, 15c; 18-82, 15c; H.'30e. Fanltleas, 
Tight No. 12 Steel Wire, 16-ineh. 45c each. Victor, Adjust¬ 
able Tension, 9-inch; 20c each; 10-incK 25c; 11-inch. 85c; 
12-inch. 50c. Reliance, Extra Heary Ratchet Tension, 10 
inch, 60c each. Warner’s Ooppered Steel Wire for sereea 
doors, each 25c. Torrey Screen Door, 39 in. steel rod. 40c. 
SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.25 each; 
8 feet, $3.65; 8 feet, galvanired, $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; ReTolving 
Arms, 6-inch, $1.85; Revolving Arms. 11-inch, $2.50. 

Ring—5U inch diameter, 75c each; 8%-inch, $1.25. 

Rose—3-inch perforated oblong plate apray, $1.00 each. 

Digitized by ..^OOQ C 
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HARDWARE WORLD 


BETAH. 8BLUN0 PAIOES—OontiniMd. 


SPRINKLERS, LAWN—Continued^ 

Rots—^Perforat«d oblonc pUte SI. 00 «aeb. 

Thompaon**—Twin, 40e each; Fountain, 50e; Fan, S5e; 
Simplex Oirele. 40e; Shower, 50e; Peerleaa, 66e. 

Will’t OalTaniaed Pipe—6 feet, $2.50 each; 7 feet, $8.00, 
8 feet, $8.25. 

STAPLES—Fence Wire—Poliahed, 10c lb.; gaWaniaed, 10c. 
Ponltiy Wire, %-ineh, 16e lb. 

STEEL—Ifild—See Iron. Tool, 22o; Drill, Co., 20e. 

STONES—Oorbenmdum—No. 76, 60e; 107, $2.00; 108, $2.25; 
100, $1.75; 110, $2.00; 111 $1.85; 112, 81.00; 118, $1.00; 
115, $1.75; 116, $1.75; 117, $1.76; 118, $1.50; 110, $1.50; 
120, $1.50; 21, $1.25; 122, $1.25; 128, $1.25; 124, $1.00; 
130, 75c; 181, 75c; 142, 76e; 148, 75e; 144, 75c; 45, 50e; 
146, 50e; 147, 50c. 

Pike’e Oil and Water—No. 18. 60c each; 14, 60c; 16, 10c; 
20 . 40c; 22, $1.00; 25. 16c; 87, 85c; 40, 25c; 42, 85c; 
48. 50e; 61. $1.00; 62, $1.25; 58, $1.50; 54. $1.00; 65. 
$1.25; 56. $1.60; 69, 16c; 60, $1.76; 62, $2.25: 66, $2.76; 
68. 8.75 ; 78, 60e; 80, 60e; 86, 75c; 88. $1.00; 02, 60c; 
94 60e. 


TENTS—Single Filling— 


Size 

8-os. 

10-oz. 

Size 

8-os. 

10-os. 

7x7 .... 

..14.80 

17.80 

16x18 .. . 

. .57.26 

67.86 

7x9 . . ., 

. .17.55 

20.45 

16x20 ... 

. .68.10 

78.66 

0x9 .... 

..20.25 

28.70 

16x24 .. . 

. .71.85 

88.60 

0V&X12 . 

. .28.85 

27.85 

16x80 .. . 

. .86.95 

101.80 

12x14 ,. 

..82.00 

87.85 

A or Wedge— 


12x18 .. 

. .89.50 

46.15 

5x7 . 

.. 9.25 

10.76 

14x16 .. 

. .42.00 

40.80 

7x7 . 

..11.65 

18.60 

14x20 .. 

..62.15 

60.60 

7x0 . 

. .18.95 

16.86 

Flya Half Price of Tenta. 




Wagon OoTcrs—SIngla Filling — 



Size 

8-os. 

10-os. 

Size 

8-oz. 

10-os. 

10x14 .. 

.. . 8.86 

11.10 

12x16 ... 

. .12.90 

15.00 

10x16 .. 

...10.16 

12.70 

12x18 ... 

. .14.35 

17.00 

Stoekman'a Bed Sbeeta—Singla Filling 

— 


Sise 



8-os. 

10-os. 

12-08. 

6x12_ 



_ 6.00 

6.60 

7.60 

6x14_ 




7.60 

$.76 

7x14.... 




10.86 

12B6 

7x16- 




12.60 

14.10 


THERMOS—See Bottlea. 


Pike*a Scjthe—No. 80, 15c each; 40, 15c; 41, 16c; 42. 20c. 


STOVES—Oil Heating, Perfection—No. 620, $8.60 each; 660, 
$11.00; 660B. Blue, $18.60; 660W, White, $16.00. 

Boyle (Airtight)—No. 16, $8.00 each; 20. $4.00; 22. 
$7.25; 122. $8.65; 418, $0.60; 618, $12.75; 818, $16.00; 
918. $18.50; 1018, $5.86; 1818, $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.60; 1818, $26.25. 

miP—Woathox^Rnbbor, ^-inch, 6e ft.; %-lnali, 7o ft. 
fait, tA'inch, 6e ft.; %lncli, lOe. 


SWEEPERS, OABPBT—^Biaieiri American Oueen, $6.76; 
dab. $12.00; Elite, $7.60; Gold Medal, $6.26; Grand Rapida 
(Nie.), $6.00; Grand Rapida (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Mnceaa, $6.26; Prise, $6.86; 
UniTertal (Nie.), $6.76; UniToraal (Jap.), $5.25. 


Vacuum—Superba, $18.00; Grand Rapida, $11.00; Houae* 
hold, $9.00. 

On aeeoiiBk of the frelgltt, retail pricea 60 centa higher 
win prerall In the foUowlnf Weetem and Sonthem Stma: 
Ooto., New Mar., Wyo., Mont.. Ore., Utah, Aria., Kew., IdiL, 
Waah., Oallf., Ten., Okla., Ark, La., MUa., Ala., Fla.. Oa., 
V. 0. and 8. O. 


SWEEPERS, TOY— Little Daisy, 25c (80c in west and south); 
Little ()ueeD. 50c. 


THIMBLES—Steel—6x4-in., 25c; Red Olay, 20c; Terra Ootta, 
45c. 

TIN— 

Bar and Pig, $1.80 lb. 

Oommon Roofing, 40c per aheet. 

Valley. No. 4, 6e per ft.; 10, 10c; 14, 17o; 20, 25c. 
Painted 1 side, le foot extra; two aides, 8c. 

Flashing 10, 1x1, $8.00 per 100 feet; %xl, $8.00. 

Shingles—5x7, 40c descn. 

Valley—14-inch, 15e per foot, $14.00 per roll; 20-iBch. 88e 
per foot, $81.00 per roll. 

TOGGLE BOLTS—Seboo No. 1—^Per hundred Hat. 

—Diameter— 

Length 

8-ineh . 6.00 

8H-ineh . 6.86 

4 . 

6 . 

6-lneh .. S-OO 

Seboo No. 6—^Wlth either round or flM 
acr e wa —^Dlam- 

Length 8-16-1^ 

4-ineh. B-y 

6*inch. 8.88 

6.inch. 8.67 


Him. 

8-16-In. 

M-i». 

6.00 

8.00 

12.60 

6.26 

8.00 

9.00 

6.76 

8.60 

18.90 

. 7.60 

9.26 

1A9$ 

. 8.00 

10.00 

16.00 


8.16 

8.60 

8.86 

4.80 


M-in. 

8.60 

8.88 

A80 

Aff 


TACKS— Bill Poeters*-No. 8, 86c lb.; 4, 25c; 6, 25c; 8, 25c. 
Carpet —Cut, %-lb. papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, H-lb. papers—No. 8, 10c box; 
4, 10c; 6, 10c; 8, 10c: 10 10c; 12. 10c. Wire in bulk— 
No. 8. 80c lb.; 4, 80c; 6. 80c; 8. 80c; 10, 80c. 

Gimp—H lb. box. 2Vt. 10c; 8, 5o; 4, 10c. ^ lb.. 6. 10c; 

8. 10c. 

Upholsterers—Out, H lb. papers—No. IH. 10c box; 2, 
10c; 8, 10c; 4. 10c. 6, lOc; 8. 10c; 10. 10c; 12 to 

16, lOc. Cut, in bulk. No. 8, 85e lb.; 4, 80c; 6, 80c; 8. 
30c; 10. 80c; 12. 80e. 

Doable Pointed—^Blued, H Ib. papers. No. 0, 5e box; 10. 
5c; 11, 5c; 18, 6c. Blued in bulk. No. 0, 85c lb.; 10. 80c; 
12. 30c. 


Tapes— MEASURING— (Lufkin)—(Starrett)- 


No. 

710 . . 


Eaeh 

. . .60 

713 . . 


. . .75 

715 . . 

716 . . 

730 . . 


. . 1.10 
. . 1.85 
. . .75 

733 . . 

735 . . 

736 . . 


. . 1.25 
. . 1.50 
. . .1.85 

500 . 

503 . . 

505 . . 

506 . . 

Metallic 

. . 3.25 
. . 4.50 
. . 5.65 
. . 7.25 

143 . . 

Pocket 

. . .80 

145 . , 

165 . 


. . 1.00 
. . .25 

3143 . 


. . .55 


Steel 


100 . 

. 5.65 

103 . 

. 8.50 

200 . 

. 6.25 

203 . 

.10.00 

205 . 

.14.50 

206 . 


240 . 

. 4.75 

248 . 

. 5.75 

245 . 

. 7.75 

246 . 

.10.00 

260 . 

. 5.25 

263 . 

. 6.35 

265 . 

. 8.50 

266 . 

.11.00 

550 . 

. 5.00 

553 . 

. 6.00 

555 . 

. 8.00 

556 . 

.10.00 

1240 . 

. 4.75 

12430 . 

. 5.65 

1260 . 

. 5.00 

1263 . 

. 6.25 


Aases* Skin Case—86, 66c; 60, 86c; 75, $1.16; 100. $1.86. 


PAPE—Friction-H lb., 60e; 8 os.. 16c; 1 os.. lOc. 


TORCHES—Clayton A Lambert—No. 28, Alcohol. $5.75 each. 
Gasoline—No. 31, $9.50 each; 37, $8.3.5; 38, $9.15; 47. 
$10.85; 48. $11.85; 108, $9.50; 112, $8.90. 


TRAPS—Fly—Paragon. 85c each; Balloon. 80c; Aria 
$2.00; Edgewood 2. $2.00; Aria 1, $2.75; Aria 
ATis 8. $2.25; Parfeet, $1.45. 


2 , 

2 . 


$8.60; 

$8.60; 


Game—No. 0 Newhonae, 60c each; 1 Newhouae, TOc; IJb 
Newhouse, $1.10; 8 Newhouae, $1.40; 8 Newlmuae. $8.16; 
4 Newhouae. $2.60; 5 Newhouse, $10.50. No. 1 Oneida Jump, 
35c; 1V4 Oneida Jump, 55o; 2 Oneida Jump, 85c; 6 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor. 80c; 1V4 Victor, 
40c; 2 Victor, 55c; 8 Victor, 05c; 4 Victor, $1.15. 


Gopher—Western, 25c each; Noxall, 25c; Maocabbee, 86c; 
Ea«v Set, 25c; Newhouse, 85c; California Pocket. 85c. 
Mole—Reddick, $1.50 each; Out-O-Sight. $1.75. 

Mouse—Sure Catch, 6c each; Security, 10c; Ohoker-Wood, 
20c; CJhoker-Tin, 15c; Delusion, 80c; Holdem, 00c; Cage, 80e. 
Cage, 25o. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem. small, 
$1.85; Holdem, large, $1.65. 


TROWELS—Rose Brick, Wood Handle, $2.25; Rose Bmk. 
Leather Handle, $2.60; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, 60c lb. Budding. 50c. 

Flax—18 BB, 45c lb.; 24 BB, 45c; 18 BC. 60c: 24 
BC. 60c; 36 BO. 55c. 

30 Sacking, 70c; 40 Sacking. 70c; 83 Sacking. 85c; 44 
Sacking, 85c. 


VALVES— 

Standard Globe and 


Standard Gate VaWes— 


1 


% 

% 


IV* 

ivi 

2 


. 1.05 H - 

. 1.05 •% - 

. 1.20 - 

. 1.50 % - 

. 2.00 1 _ 

. 2.75 IM - 

. 3.75 .... 

Digitized by 


.60 
.65 
.80 
1.05 
1.45 
2.00 
2 85 
4 25 






















































































192 


HARDWARE WORLD 

retail SELLIKa PBIOES^-Oontiniied. 

_ TTWWAR* _ 


Boilers. 

Coffee 

27 . 

_ 1.25 

29 . 

_ 1.65 

352 . 

.90 

354 . 

_ 1.25 

366 . 

- 1.50 

Boilers, 

Wash 

Copper Bottom 

10 8. 

_ 8.50 

10 9. 

. . . . 3.75 

IX 8. 

_ 8.75 

IX 9. 

. . . . 4.00 

IXX 8 . . . 

.5.25 

IXX 9 . . . 

_ 5.50 

Copper Rim 

IX 8. 

_4.50 

IX 9. 

_ 4.75 

Bowls, 

Wash 

06)4 .... 

.X6 

08 . 

.26 

6)4 . 

. 80 

8 . 

. 40 

Buckets, 

Oovsred 

11 . 

.16 

12 . 

.25 

14 . 

.85 

Buckets, 

Dinnsr 

1 . 

.80 

3 . 

_ 1.00 

30 . 

.85 

40 . 

. . . . 90 

600 . 

_ 1.05 

650 . 

_ 1.40 

675 . 

_ 1.60 

Cans, 

MilX 

1 . 

.86 

3 . 

.65 

4 . 

.70 

01 . 

.80 

03 . 

.66 

04 . 

.75 

102 . 

_ 4.85 

108 . 

-6.25 

1020 . 

_6.00 

1040 . . . . 

-7.85 

Cans, 

Oil 

30 . 

.85 

31 . 

.4.6 

Colsnders 

10 . 

.30 

13 . 

.45 

104 . 

.45 

306 . 

.60 

Cookers, 

Steam 

42 .. 

- 3.25 


45 . 4.00 


OoT«rt, Pot 


6-9 . 

.10 

10-11 . 

.15 

18 . 

.25 

16 . 

.86 

Cupa 


211, 212 . 

.10 

09, 010 . 

.16 

9, 10, 214_ 

.20 

Dippers 


2 . 

.16 

4, 01 . 

.20 

02. 81, 82 - 

.25 

33. 84 . 

.80 

48 . 

.50 

Fillers. Fruit Jar 

26 . 

.15 

Forks 


419 . 

.10 

1197 . 

.20 

1198 . 

.25 

203 . 

.60 

306 . 

.75 

10, 15 . 

.10 

20 . 

.15 

30 . 

.20 

85 . 

.25 

235 . 

1.85 

335 . 

1.65 

Graters 


02 . 

.10 

020, 100 . 

.20 

030. 150 . 

.26 

Kettles, Lipped 

Preserving 


160 . 

.40 

200 . 

.50 

240 . 

.70 

280 . 

.85 

Ladles 


010 . 

.25 

11 . 

.80 

Measures 


68 . 

.20 

83 . 

.80 

85 . 

.55 

86 . 

.75 

122 . 

.20 

124 . 

.25 

126 . 

.60 

Moulds. All Kinds 

1, Melon . 

1.10 

3, Melon. 

2.00 

4, Melon. 

2.25 

10, Jelly . 

.25 


30, Jelly.86 

61)4. Cftke ... .45 

68. Oeke.65 


10, 6 qt.80 

10, lO qt.40 

IX, lO qt.70 

IX. 14qt.80 

IXX, 10-qt.86 

IXX, 14-qt. . . . 1.00 
IXXX, 12qt... 1.25 
IXXX, 16 qt.. . 2.00 
IXXXX, 18*qt.. 2.26 
IXXXX. 20-qt.. 2.50 
Peili, Fruit Picking 
14-qt.66 


Peilt, Peddlers 

Small.45 

Large.65 

Paila, Strainer 

IX, 10-qt. 1.15 

IX, 12-qt. 1.26 

IXX, 12-qt. 1.40 

IXX, 14-qt. 1.50 

Gem, 12qt_ 1.50 

Gem, 14-qt.... 1.65 
Pant, Bread 


UX, XXU, OV... 

140, 200 .80 

800 .35 


10. Bet 

301,, 802 .20 

804 85 

306 .40 

308 45 

8100 .66 

3120 76 

Pane, Muffin 

6 25 

9 85 

12 45 

Pans. Patty 
All Nos.10 

Pans, Pie 

6, Shallow.10 

9 16 

Deep .15 

Pans, Pudding 
10. Plain 

015 to 018 ... .16 

019, 020 .20 

021, 022 .25 

10. Bet. 

16 25 

18 . .86 

20 40 

22 .50 


Pans, Binsing 
10. Plain 


4 . 

12 . 

.55 

.16 

14 . 

. 20 

20 . 

..55 

40 . 

.60 

Sieves, 

Flour 

2 , 816 ... 

.80 

818 . 

.85 

Sifters, 

Flour 

0 . 

.40 

1 . 

.45 

10 . 

.70 

Acme .. .. 

.40 

Neseo .... 

. 40 

Shaker ... 

.45 

Skimmer! 

10 . 

. 20 

45 . 

. 10 

Spoons, 

Basting 

110 . 

. 10 

114 . 

_ .15 

812 . 

. 20 

816 . 

.80 

Spoons, 

Mixing 

16 . 

. 20 

us _ 

.15 

Steamers 

70 . 

.75 

90 . 

.95 


Pans, Oom Oaks 


06 . 

09 . 

.80 

.46 

012 . 

.56 

Pans. Cake 
Perfection 


Round, 0)4-in.. 

.15 

Round, 10)4-in. 

.20 

Square, 8 )4 *in.. 

.20 

Square, 9-in.... 

.30 

Mt., 9)4-in_ 

.20 

Tube, Rd., 9)4 . 

.25 

Tube, 8q., 9-in. 

.45 

Pans, Dish 


8, IX Tin. 

.70 

14 . 

1.00 

21 . 

1.35 

Pans, Milk 


IC, Plain 


300, 201 . 

.10 

202, 208 . 

.15 

304 . 

.20 

206, 206 . 

.25 

2oa . 

.30 

2100 . 

.85 


8 40 

14 50 

17 65 

IC. Ret. 

8 .56 

14 .76 

17 1.00 

Pans, Lipped Sauce 

016 40 

020 .50 

024 .70 

028 .85 

Pota, Coffee 

1 .80 

an 

Sfeepera, Tes 

12 25 

Strainers 

Gravy 

2. 8.15 

020 .20 

80 .25 

JaUy 

120 .25 

160 .80 

, UUk 

i6 .» 

121 .45 

128 .60 

4 . 65 

Pots, .'Tea 

240 ......... .25 

Milk OsB 

Oil . 9.) 

33 . 55 

241 . 80 

56 . i«5 

242 .. 40 

60 . 2.00 

Raisers, Bread 

114 . 2.25 

Soup 

20 . 40 

117 . 2.75 

Scoops 

2 . 85 

Turners, Cake ^ 

1, 2, 71 ...... .10 

6, .18 . 15 


WAGONB—Boys*— 


American 


No. and Biss. 

Bach. 

118— 8x18. 

.. 2.00 

122—10x32. 

. . 2.60 

126—12x26. 

.. 8.50 

188—14x80. 

. . 4.50 

182—16x82. 

. . 5 00 

Samaon 


336—12x26. 

. . 4.00 

828—18x38. 

. . 4.25 

882—16x82. 

. . 5.50 

886—16x86.. 

7.25 


Wagners— 

No. 18. 

No. SO. 

No. 24. 

Oeaster—Sta 

No. 10. 

No. 20. 

No. 80. 

No. 40. 

Mars-Wolls— 

No. 10. 

No. 11. 

No 12.. 


WASHERS—Cast Iron—Size H to 2, 10c lb.; Angle, 
Malleable—Standard, 25c lb.; Nail Hole, 35c lb. 
35fl lb. 


.10.00 

.11.50 

.18.00 

. 2.80 
.10.80 
.11.80 
.12.80 


.. 7.80 
.. 8.00 
.. 2.80 
lOc. 

r. Angle 


Out—Sizes 8-16, 29e lb.; )4. 25c; 5-16, 22c; %, 30e; 7-16, 
19c; H, 18c; % to 1, 17c. 

WASTE-^otton—No. 6X White. 25c lb.; 1 White, 24c; 2 
White. 24c; 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 83c. 
WAX—Floor. 95c lb. 


WEANERS—Calf—Shaw's, No. 1, 75c; No. 2, 85c; Hoosier, 
No. 11, 85c; No. 12, 90c; Kantsnck, Calf, 55c; Cow, 65e. 


WEDGES—Trockee-Alki, lb., 20c; Oregon-Atha, 28c; Oedar- 
Atha, 20c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 1% cu. ft. capacity, 

$8.50 each; No. 1, 8)4 on. ft., $9.75; No. 2, 4)4 cu. ft., 
$12.75. 

Railroad—Bolted, $8.50 each; Stave, $7.25. 

Steel Tray, Wood Frame—Star, $7,75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5, 
$16.50; 10, $21.76; 25, Concrete, $15.00. 

WICKS— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 46c. 

Oil Heating Stove Wicks—New Perfection with wire 
carrier, each, 46o. 

Lamp or Lantern Wicks—Flat—No. 0, width H-in., 2)4c 
each; No. 1, H-inch.. 2)4e; No. 2, 1-in., 3)4e; No. 8, 
1)4-in., 5e. 

Rochester Wicks—Circular—No. IR. size 4x6 in., each, 

lOc; 2R, 5x6 in., 10c; 3R. 8x8)4 in., 20c. 


WIRE— FUin Pince. 

Per 100 lbs. Black. 

8 gangs . 6.80 

4 . 6.60 

6-8-9 . 6.50 

10 . 6.60 

11 . 6.60 

12 . 6.60 

18 . 6.76 

14 . 

15 . 

16 . 

17 . 

Barbed FenVe^li’dden Pat!,’ $6.56’; Glidden'Galv., $J}.W: 
Baker Patent, $7.16; Baker Oislv., $8.00; Waukegaaito Wy- 
$8.50. 

Am. Special Galv., 80-rod spools, each... 

Glidden, 80-rod spools, each. 

Broken Coils—Add, 1 to 24 lbs., 8e; 28 
to 99 Us., Ic per lb. 

Stove Pipe Wire, 60-ft. ooils, 10c each. 

WIRE (TT.OTH—See Cloth. 

WOODENWARE—Boards, Pastry—16-ineh, 95c each. 


Oslv. 

7.80 

7.20 

7.26 

7.80 

7J5 

7.45 

7.65 

8.00 

8.10 

$.66 


Hog. 
. . 4.75 
. . 6.50 
49 lbs. 


7.00 

.10 

7J0 

7.50 


Osttlt 
4.55 
6.40 
*c: 50 


-11-inch, 85e each; 15-inel^ $1.85; 


17 


Bowls, Ghoppini 
inch. $3.00. 

Pins, Rolling, 55c each. 

Spoons, 18-meh, 15o each; 15-inch, 80c. 

WOOL—Steel—1-lb. rolls—0. $1.26; 1. $1.10; 8 and 8. $100 
8-nz. packages. 80e each. .. .. 

WRINGERS—Mop—Vanco 78. $5.50: 88, $4.00; 89. $5 50 
Dans or Eagle, 5, $8.25; 10. $4.50; 20, $5.00. 

White’s 3, $4.50; 0, $7.50; 8, $5.00. 


WRENCHES— 


6-inch. 
8-inch . . 
10-inch. . 
12-inch. . 
l.'ii-inch. , 
18-inch. . 
21-inch. 


Apr. 

. 8.6 

1.00 

1.2.6 

i.r>o 

2.1.') 


Coes. 

1.40 

1.6.5 

2.15 

2.75 

3.50 
4 25 

5.50 


Crescent. 

1.00 

1.25 

1.50 
2.10 
3.05 

4.50 


O.VU. u 

Stillson Barcslo 


Trimo. 

1.45 

1.60 

1.80 

2.50 

3.65 


N 

1.35 

1.40 

1.75 

2.65 

4.00 


1.25 

1.25 
l,5n 
2 00 
2.75 
4 00 
6 00 


ZINC—Full 25c lb.|: less than sheeta, 80c lb 

Digitized by iwiiOOQlC 
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INDEX TO ADVERTISERS 


Albert L«a Spr&yer Co. 58 

Albertson A Co. 156 

Alert Tool CompniiT..156 

Alominmn Goods Mfg. Co. . ..29*194 

Alommnm Products Co.174 

Ameriesn Bolt A Scrpw Csae Go..168 

Aoeriesn Obsin Co.. .. 27 

Ameriesn Hone Oo. 158 

Ameriesn 8 sw A Co. 23 

Ameriesn Scale Cb. 88 

Ameriesn Stsinless Steel Oo. h 

Ameriesn Stsmdin^ A Enameling Co... 9^ 

Ameriesn Steel A Wire Co.. 26 

Ameriesn Wire Fabrics Oo.*. 47 

Arastro^ Mfg. Co\ .169 

Atking, E. C. A Co. 11 

Arrow Tool OO. ... 60 

Atlu Mfg.. Co., The. 84 

AUm Shear Co. 85 

AntoStrop Ssfet 7 B^zor Co. 5 


Bibcock Company. W. W. .. 54 

Biker, Hamilton A Pacific Go.69 

Bildwin Refrigerator Oo. 36 

BimeeMfg. Co. 59 

Biuiek Company. The. 20 

Beiton A Cadwell Mfg. Co.170 

Beaton A Corbin Mfg. Co.l 63 

Beb A Company. 91 

Belmont Tumbler • Oo. 85 

Benjamin Air Rifle Co. 88 

Benson Importing Co. 86 

Bemi Co., Otto .. .170 

Beiger Bros. CO.. 54 

Bergman Tool Mfg. Oo. 91 

Beit Cutlery Co. 86 

BeitoT Mfg. Co. .2nd Cover 

Bliieh Adolph, Inc. 80 

Boiler Machine Works. 56 

Bommer Spring Hinge Co. 611 

Boston Woven Hose A Rubber Co.... 98 

Boyle Mfg. Cb. 43 

Brainerd M^. Oo. 60 

Bridgeport Hardware Mfg. Corp. 47 

Brite-Lite Lamp Mfg. Co.Cover 

Brown Company.4th Cover 

Bnckeye Aluminum Oo. 90 

Bnifslo Forge Oo. 50 

Bnfhim Tool Oo.148 

Boreh, P. S. A Co. 64 

Bntterfiold ^ Oo.158 

^ 0 

<^»ldwell Sales Co. 64 

•annon Oiler Oo. 58 

n^adwick A Trefethen. 64 

';^afflpion Blower A Forge Co. 44 

^tillon, John A Sons. 98 

Jjcago Flexible Shaft 00. 12 

^icago Mill A Lumber Oo. 25 

^icago Solder Co. 87 

Cmcinnsti Tool Co., The. 55 

2«Qrch, 0. F. Mfg. Oo.167 

^ayton A Lambert Mfg. Oo.169170 

•^oeg Wrench Oo. 10 

J^oldwell Lawn Mower Co. 7 

Coleman Lamp Co. 14 

Columbian Rope Oo. 85 

Columbus Anvil A Forging Oo. 68 

Columbia Brush Oo. 84 

Computing Scale Oo. 98 

^mstoek-Bolton Co. 82 

Connor^ Wm. Paint Mfg. Oo. 83 

^^k H. 0 . Co.. . 64 

Corcoran Mfg. Oo.149 

ascent Tool Oo. 59 

Jronk A Carrier Mfg. Co. 56 

Tirtis Pneumatic Machinery .165 

' Mhman Motor Works . 75 


Fate-Root-Heath Oo.60 

Faultless Caster Oo. 88 

Foreign Mfg. Sales Co. . ... 81 

Fraim-Slaymaker Hardware Oo. 68 


Geneva Cutlery Co. 18 

Gillette Safety Razor Co. 9 

Gilson Co., J. E. 85 

Gold Medal Camp Furniture Oo. 89 

Goodell-Pratt Co. 6 

Goodyear Rubber Oo. 70 

Gottschalk Co., John W. 91 

Granucci Hardwire Co. 66 

H 

Hall Automatic Fish Spear A Gaff 00.159 

HammeiSBray Co. 77 

Hardwear Tire Oorp.C^ver 

Hardy, John E. .. . !^5 f 

Harvey Spring A Forging Co.156 

Hays Mfg. Oo .. ...165 

Hay-Budden Mfg. Oo. 49 

Heller A Oompany, W. C. 45 

Hercules Products Oo. 83 

Hess-Snyder Mfg. CO. 56 

Higgins Spring A Axle Co.155 

Holter Hardware Co., A. M. 71 

Holter Hardware Oo. 71 

Hon^man Hardware Co. 71 

Hol-Tite Hose Washer OO. 82 

Hunt, Helm, Ferris A Co. 30 

Hygrade Lamp Oo. 94 

Hyfield Mfg. Oo. 65 


Illinois Pure Aluminum Co. 19 

International Silver Co. 16 

J 

Jobbers Mfg. Oo. 62 

Johnson Electric Washer Co. 77 


King Lock Co. 

Kline Oo., M. L.. . 


Ladd's Discount Book . 68 

Lalance A Groejean Mfg. Co. 94 

Lane Bros. 82 

Lansing Company. 76 

Lindeman, O. A OO. 84 

Lockwood Mfg. Oo.i i 63 

Lovell Mfg. Co . 84 

Ludlow-Saylor Wire Co.!. 58 

Lufkin Rule Co. 61 


Mac A Mac Company. 75 

Maine Mfg. Oo.i !. 86 

Madewell Pipe A Culvert Works. 78 

Mangrum A Otter. 79 

Marble Arms Mfg. Co. 89 

May dole Hammer Oo. 68 

McCaffrey File Oo. 68 

McKee Glass Oo. 95 

Meyers Mfg. Oo^ Fred J. 80 

Michigan Wire Goods Oo. 88 

Milbradt Mfg. Co. 91 

Monarch Refrigerator Works. 42 

Montauk Paint Mfg. Co. 80 

Mooers-Wright Oo.145 

Morrill, Charles. 65 

Motor Mercantile Oo.157 

Myers, P. E. A Bro. 52 


jiyton Monevweight Seale Co .93 

Pile Works. 62 

f>!araond Saw A Stamping Works .... 44 

Pirii, R. E. Oo__ _. 90 

I'isston, Henry A ^ns . 2-8 

I^xon, Joseph Crucible Oo. 81 

P^nhsm, Csrrigan A Hayden Co. 67 

I>u Pont Powder Oo. 21 

r*nrham Mfg. Co. 96 

B 

Ui;lry-Morrison Co. 16 

f istic Tip Co. 32 

K ?in Store A Oven Oo. 97 

Mfg Co.147 

Kmerton Elfctric Mfg. Co.155 

'yHft Tool Company . 85 


National Cash Register Oo. 39 

New Era Spring A ^ecialty Co.157 

New Haven Clock Co. 82 

New York Stamping Oo. .37 

Nicholson File Oo. 22 

Norcross, o. S. A Sons. 55 

North Bros. Mfg. Co. 86 

North A Judd Mfg. Oo. 24 

Northland Ski Mfg. Oo. 85 

Nye Tool A Machine Works, The.169 


Ohlen-Bishop Oo. 60 

Ontario Knife Co. 92 

Ottemiller Oo., Wm. 45 


Pacific Pump A Simply Oo. 75 

Packham Crimper Co. 75 

Paxton A Gall^her.153 

Peck, Stow A Wiloox Oo., The. 38 


Pennsylvania Lawn Mower Works. ... 68 

Perfection Mfg. Co. 96 

Peters Cartridge Oo. 79 

Petry Co., N. A.147 

Philadelphia Lawn Mower Co. 57 

Phoenix Horae Shoe Co. 46 

Pioneer Paper Oompany .. 41 

Pittsburgh Steel Co. 48 

Porter. S. K..-. 50 

Porter Products Corp.. 85 

Portland Cordage Oo. . . .. 70 

Prairie dn Chien Tool Oo. ...' . 52 

Precision Msohine A Tool .po. 64 

Prentiss vise Oo. 58 

Prentiss-Wsbers Stove Co.141 

Progressive Mfg. Co........ .. 52 


Queen Incubator Co.. 64 

Quick Meal Stove Oo. 78 

R 

Reed A Prince Mfg. Oo. 65 

Reinhold, Sharp A Oo. 57 

Remington Arms Co., Inc. .18-81 

Reubens, Myer 8 . Stove A Furnace 

Repair Works . 80 

Ritter Can A Specialty Oo.. 91 

Roth, H. A Sons. 78 

Royal Self Heatiim Iron Co.. 84 

Rulofson Co., A. C.. 48 

Russell Mfg. Oo. [..139 

8 

Ssfety Can Opener Co. ..1 . . 81 

Salt Lake Hardware Oo. 72 

Samson Cordsge Works. 58 

Sand, J. A Sons. 65 

Sargent A Con^any. 17 

Savills Sons, Thomas.168 

Scaife. Wm. B. A Sons.165 

Schsefer Tent A Awning Co. 89 

Bchaw-Batcher Oo. 76 

Sechrist, Albert Mfg. Co. 97 

Sedgley, ft. P., Inc. ...147 

Sees-AH Mfg. Co.151 

Shelby Spring Hinge Oo. 58 

Simonds Mfg. Co. 49 

Smith Mfg. Co., F. H. 60 

Specialty Mfg. Oo. 56 

Spokane Stove A Furnace Repair Wks. 74 

Spring Leaf Lubricator Co..156 

Standard Brass Casting Oo. 78 

Standard Electric Tool Co.152 

Stanly Rule A Level Oo. 51 

Star Expausion Bolt Co. 00 

Star Heel Plate Oo. 64 

Starrett, L. S. Co. 51 

Stevens Arms Company . 55 

Stewart-Skinner Mfg. Co. 88 

Strevell-Paterson Hardware Co. 71 

Sturges A Bum Mfg. Oo. 64 

Superior Laboratories. 88 

Superior Spring Hinge Co. 48 

Swan Co., Jas. 46 

T 

Thompson Mfg. Oo. 77 

Thomson-Diggs Oo. 72 

Topping Mfg. Oo. 68 

Tnmont Mfg. Oo.167 

Triner Scale Mfg. Co. 81 

Tritch Hardware Oo. 40 

Turner Brass Works .170 

V 

Union Tool Chest Oo. 61 

U. S. Steel Products Oo. 26 

V 

Vaughan A Bushnell Mfg. Co....... . 61 

W 

Wagner Mfg. Oo. 48 

Warren Axe A Tool Co. 49 

Washerette Corporation . 28 

Washington Hardware A Implement 

Underwriters. 74 

Welsh, Joe. 78 

Whitelite Electric Co. 92 

Whitlock Cordage Oo. 1 

Wilkins, Geo. H. Oo. 62 

Wills Sprinkler Oo. 76 

Wilson, A1 .158 

Witt Cornice Co. 87 

Woolwine Metal Products Co.76-146 

Wrought Washer Mfg. Oo. 54 

T 

Yakima Hardware Co. 74 
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Mirro Prices Greatly Reduced 


These New Low Prices Increase Dealers* 
Selling Advantages 


The new low prices of Mirro Aluminum 
not only give every Mirro dealer addi* 
tional selling advantages over competi¬ 
tive lines, but also emphasize the present 
Mirro leadership. 

Mirro Aluminum cooking utensils have 
always possessed distinct quality advan¬ 
tages over ordinary aluminum ware. The 
famous Mirro quality, Mirro features of 
design and Mirro durability have always 
placed this line at the very peak of value, 
both to the trade and to the public. 


Every Mirro utensil is made from pure 
aluminum, rolled again and again imder 
heavy pressure, in Mirro mills, to give 
the metal the hard, dense grain which 
endows it with its year-after-year dura¬ 
bility. 

And back of every article bearing the 
famous Mirro trade-mark is the guaran¬ 
tee of the world’s foremost manufacturer 
of aluminum utensils, with nearly thirty 
years’ experience in the making of better 
aluminum ware. 


With the new low prices of Mirro ware, 
effective July 1, Mirro dealers are given 
an additional emphatic sales advantage. 
And this is strengthened by Mirro na¬ 
tional advertising and Mirro dealer helps. 


Mirro is a dealers’ line through and 
through. It is sold only through estab¬ 
lished dealers. If you are not benefiting 
from the profit possibilities of Mirro, send 
for our dealer proposition. 



Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 
Makers of Everything in Aluminum 



ALUMINUM 

Peflects 

Qood Housekeeping 
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“Do Automobile Tires and Accessories 
Belong in a Hardware Store?” 

At the recent convention of the Southeastern 
Itetail Hardware and Implement Association in 
Atlanta, Mr. R. 0. Noogin, of Attalla, Ala., said: 

“l>o these lines belong in a hardware store or 
not?” asked Mr. Xoogin in introdueing this ques¬ 
tion, “They don’t belong in the drug store, yet 
many of these stores Jire putting in tires and acces¬ 
sories. Nor do they otdong in the grocery stores, 
yet many of these stores are adding these lines. 

Tires and accessories logically belong in the hard¬ 



ware store and we should add them to our stocks. 
We put in a stock (d‘ accessories in our store three or 
four years ago and we consider it. in relation to 
the investment we have tied up in it, our most profit- 
abb* line.” 



TI 

.^old e.xclusively to the llai’dware Trade, are high 
([uality tires—fully guarauteed. The dealer who 
handles tlnnu can undersell eompcdition and still 
mak(‘ a wide margin of profit. 

retail hardware merchants have bought them. 
W(‘ will shii> to any rated dealer 2 llARDWEAR 
dTRES (»f any size—on approval. If tires and prices 
are not {)erfectly satisfactory—return them at our 
e.\])ense. 



HAMDWEAE TIEE ©©EPOMATIOH 

East Rutherford, New Jersey 

* 
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Pciinters stake their lives on 

Wmitlock Rope 




They know they are safe, for they know Whitlock All-Manila Rope is made 
of the same strong, high-grade, dependable fibre straight through. It is the 
rope that withstands the severest outdoor tests of wind, weather and hard 
work. You can not afford to take chances on the rope you use for your 
scaffold. Play safe—buy Whitlock. 


Hardware dealers 
and ship chandlers 
throughout the coun¬ 
try are building busi¬ 
ness with Whitlock 
Guaranteed Cordage 
Products. The man 
who buys Whitlock 
comes back for more. 

Whitlock All-Manila 
is the rope that is guar¬ 
anteed superior in 
every respect to the 
U. S. Bureau of Stan¬ 
dards Specifications. 


THE UTMOST IN ROPE VALUE 


Write today for the new 
Whitlock Catalog and 
other printed matter tell¬ 
ing important facts about 
our complete line of Ma¬ 
nila and Sisal Cordage. 


Whitu)ck CoRj^dE Company 

46 South Street, New York 


Factory and Warehouses 
Jersey City, N. J. 


Branches 

Chicago, Boston, Kansas City 
and Houston 
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OISSTON 

PROFIT PLANS 

Published Monthly in the Interest of Merchants Selling Disston Tools 


One Line—Or Many? 

^‘Simplification of stocks is the big lesson of the day for 
the hardware retailers. It is better to have the extra 
money in the bank or invested than to have unnecessary 
lines of goods on the shelves. Choose your lines wisely 
then stick to them. ” 


D ue to the extraordinar}’^ 
conditions of the past few 
years, retailers, particular¬ 
ly hardware retailers, found 
themselves carrying stocks of 
similar articles from many 
makers. 

When one manufacturer could¬ 
n’t supply them, they had to buy 
from another, with the result that 
their stocks were necessarily 
larger, more complicated, more 
costly to carry, and certainly less 
profitable. No one was to blame. 
In those days, the government 
had to come first. 

But now, many retailers 
realizing the importance of the 
task, are getting their stocks back 
to a better basis; they are limit¬ 
ing the articles of the same t 5 T)e 
and price to a few makes—to one, 
where it is possible. 

It is costly to carry two lines 
where one is enough. It means 
double stocks. 


Many dealers have found it 
profitable to concentrate on the 
Disston complete line. There is 
no question of the quality and 
“sale-ability” of Disston Saws— 
“the saw most carpenters use.” 
They do sell themselves, and 
what is more important, their 
reputation and prestige, won 
through 81 years of leadership, 
help sell the other items in the 
Disston line. 

Disston quality is Disston qual¬ 
ity—whether in a saw, file, a 
trowel, a plumb - and - level, or 
what not. And the dealers who 
are concentrating on the Disston 
complete line fimi that the qual¬ 
ity and reputation of Disston 
Brand goods mean extra sales for 
them. 

The reduction in Disston prices 
effective July 1,1921, announced 
in the July issue of this magazine, 
affords dealers a real dollar-and- 
cents opportunity to concentrate 
their stocks and selling efforts on 
Disston Saws, Tools, and Files. 
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A List of What Disston Makes 

And in these Saws, Tools, and Files is that quality found in 

^'The Saw Most Carpenters Use^' 


Back Saws 

Band Saws for Wood and Metal 
Bevels 
Buck Saws 

Butcher Saws and Blades 
Cabinet Scrapers 
Chisel Tooth Circular Saws 
Circular Saws for Wood, 

Metal, and Slate 
Compass Saws 
Concave Saws, Circular 
Cross-cut Saws 
Cut-off Saws 
Cylinder Saws 
Dovetail Saws 
Drag Saw Blades 

Edger Saws inWBHi 

Files and Rasps 
Piling Guides 
Gang Saws 

Gauges, Carpenters’ Marking 

Grooving Saws 

Hack Saw Blades 

Hack Saw Frames 

Hand, Panel, and Rip Saws 

Hedge Shears 

I®® Saws 

pyj\T^ Inserted Tooth Circular 
I' Saws 

Keyhole Saws 
Kitchen Saws 

Knives—Cane, Corn, Hedge 
Knives—Circular—for Cork, Cloth, 
Leather, Paper, etc. 

Knives—Machine 

Levels—Carpenters’ and Masons’ 

Lock Corner Cutters 

Machetes 

This it a partial 
of itemt in the 


Mandrels 
Metal-slitting Saws 

' Milling Saws for Metal 
Mitre-box Saws 
Mitre Rods 
Nest of Saws 
One-man Cross-cut Saws 
Pattern Maker Saws 
Plumbs and Levels 
Plumber Saws 
Post Hole Diggers 
Pruning Saws 
Rail Hack Saws 
Re-saws 

Saw Clamps and Filing Gu ides 
Saw Gummers 
Saw-sets 
Saw Screws 

Screw Drivers HufedHl 

Screw-slotting Saws 
Scroll Saws 
Segment Saws 
Shingle Saws 
Siding Saws 
Slate Saws , Circular 
% __ Squares, Try and Mitre 

J x Stair Builder Saws 

Stave Saws 
Straight Edges 
Sugar Beet Knives 
Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 
Pointing, etc. 

Veneering Saws 

Webs—^Turning, Felloe, etc. 

list. There ere thouseade 
eomplete Dueton line. 


HENRY DISSTON & SONS, Inc. 


PHILADELPHIA, U. S. A. 
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Dealers who are selling the $5.00 
Polar Cub Pans this summer need not 
be reminded of the tremendous demand 
there has been, and still is, for this 
popular priced electric fan. A quality 
product at $5.00 is a combination that 
can’t be beat. 


Here’s another of the same kind to 
take up where the fans leave off. A 
world’s record in engineering achieve¬ 
ment—an electric motor vibrator that 
can be offered for sale for a $5 bill. A 
1921 product at less than a pre-war 
price. 


Read These Features That Make 
It a Leader; 


1. The only electric motor vibrator at 

$5. No competition. 

2. Circular vibration the only true form 

of massage. (See “How to Tell a 
Good Vibrator.”) 

:i. Equipped with socket rotator. 

4. Weighs only 34 ounces. Ideal for 

women’s use. 

5. Automatic oiling system. 

6. Packed in carton with four color var¬ 

nished label that tells the whole 






UKO. U.S. Pi 

Electric 


Cub 


Vibrat^ 



Hm’s the New Vibrator Box with Its 
Four Color Label 


story. 

7. Fully guaranteed. 

Now is the time for quality merchan¬ 
dise at popular prices. Send for our 
attractive proposition including beauti¬ 
fully colored window displays—or ask 
our salesman to call. We are ready to de¬ 
liver now. 

The A. G. Gilbert Company 

441 Blatchley Ave., New Haven, Conn. 

200 Fifth Ave., New York City 
718 North American Bldg., Chicago 
Postal Telegraph Bldg., San Francisco 
London Toronto 
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GOODELt 

PRATT 


•1500 GOOD TOOLS 



OLD CARS NEED 

NEW TOOLS 


Never before has there been such a need of good 
tools for motorists. The less new cars are bought, 
the more old cars are run; the more old cars are 
run, the more new tools are needed to keep them 
going. Old tools are lost; cheap tools are broken, 
new ones are needed to make repairs. 

The Store mth a Stock Sells the Tools 


Motor car repairs can’t wait. When a tool is needed it 
is needed at once. If you don’t have the necessary tool in 
stock, someone else makes the sales. Check over your stock. 
Have a well balanced assortment of 


GOODELL-PRATT TOOLS 
for Motorists and Garages 


Adjustable Wrenchee 
Bearing Scrapers 
Bench Drills 
Bench Grinders 
Bench Lathes 
Brass Hammers 
Breast Drills 
Calipers 
Cape Chisels 
Carbon Scrapers 
Center Punches 
Chain DrlUs 
Chisel and Punch Sets 
Circular Glass Cutters 
Cold Chisels 
Combination Pliers 
Cotter Pin Pullers 
Double End Wrenches 
Grinding Heads 


Hack Saw Blades 
Hack Saw Framee 
Hand Drills 
Ifachinists* ELammers 
Motor Sets 
Offset Screw Drivers 
Pin Punches 
Prick Punches 
Bim Wrenchee 
Screw Drivers 
Screw Pitch Gauges 
Single End Wrenches 
Socket Wrenchee 
Steel Bnles 
Thlcknees Gauge 
Valve Grinders 
Valve Idfters 
Vises 

Washer Cutters 


GOODELL-PRATT COMPANY Greenfield, Mass., U.S. A. 
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Lawn Mowers 

“MAKE BEAUTIFUL LAWNS” 


The Size That Fits His Lawn Heis a 
Price That Suits His Purse 


There is a Coldwell Lawn Mower for every requirement 
of every mower-user. 

This line, in range of style, size and price, offers a motor 
mower for the millionaire of rich estate, or a hand mower 
for the conservative home owner—the proper mower for 
every man. 

Coldwell Lawn Mowers, in any size, are worthy of their 
price—a reasonable figure determined by exclusive devo¬ 
tion to one article of manufacture, which we have learned 
how best to make during a period of sixty-four years. 


Our salesman will be in your 
territory soon—or he will call at 
your request, ready and willing 
to submit Coldwell profit points. 


Have you our 
pamphlet on 
Putting Green 
Mowers? Write 
for it. 



Lawn Mower Co. 

NEWBURGH. N.Y 
U.S.A. 
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STAINLESS—The New Cutlery Steel 

Neither rusts, stains nor tarnishes” 


W HAT IS STAINLESS? A high- 
chromium, high-grade alloy steel 
for discriminating users of cut¬ 
lery. It should not be confused with 
poor imitations marketed under similar 
names. 

WHY SHOULD IT INTEREST THE 
RETAILER? Because a number of 
manufacturers of high-grade silverware 
and cutlery are now offering Stainless 
knives as one of their regular lines. And 
because nearly all these lines have been 
tested and approved by the Good House 
keeping Institute. 


Write direct to the companies listed below—-it will 
pay yon to investigate Stainless. 

Stainless Cutlery is “Made in America” by the following: 



AMERICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

EMPIRE KNIFE CO., 

Winsted, Connecticut. 

INTERNATIONAL SILVER CO., 
Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON & GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY & CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 


NORTHAMPTON CUTLERY CO., 

Northampton, Massachusetts. 

REED & BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS, LUNT & BOWLEN, 

Greenfield, Massachusetts. 

SIMEON L. & GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A. ROGERS. LIMITED, 

Niagara Falls, New York. 

SHELTON TOOL & MACHINE CO., 
Derby, Connecticut. 

THE WATSON CO. 

Attleboro, Massachusetts. 

THE VILLAGE BLACKSMITH FOLKS. 
Watertown, Wisconsin. 

R. WALLACE & SONS MFG. CO., 
Wallingford, Connecticut. ‘ 


WINCHESTER REPEATING ARMS CO., 

New Haven, Connecticut. 

American Stainless Steel Company 

1543 OUver P ITT S BURGH, PENNA. 
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500,000 

$iticeMiQrl63 

in America atom 



The New Improved 
GILLETTE SAFETY RAZOR 

Note the position of the blade in the 
Nm Impnvnd GilUttt. The blade auto« 
madcally couches the fsce at the cor* 
rect angle to cut the hairs ehmu tknugk. 

See how the head of the razor is 
rounded to make a guiding surface. 
How the shaving edge is controlled 
relative to this guiding surface so the 
shaving edge cuts the hair right at tks 
taefua •f tki Mkim. 

The New Improved Gillette uses the 
same fine Gillecte Blades as you have 
known for years—but now your Blades 
can give you all the luxury of the finest 
shaving i^e in the world. Identify the 
New Improved Gillette by its— 

Fulcrum Shoulder 
Orerkangmg Cap 
Channeled Guard 
Micrometric Predtion 
Automatic Adjustment 
Diamond Knurled Handle 
Diamond Trademark on Guard 

Rner Shave—Longer Service 

More Shaves From Your Blades 

In SILVER and GOLD 
Sharing Sets and Traveler Outfits 


$5 to $75 


ISu New Anfowed Gillette 

Patented Janua^ 19x0 

E vidence of the confidence of men fhe 
' wodd over in this great achievement^^die 
New Jbi^roved GiOette^-h hriefiy dus^^ 

Announced to the public on May 16 th, 
1921 . 

Demand unforeseen by many dealers. 
A week later "RUSH” orders from 
these same merchants* 

At one time, it looked as if New Im¬ 
proved Gillettes were at a premium. 

Within a month, distribution showing signs 
of catching up with demand, in spite of unfilled 
orders. 

Today, the factory still making an effort to 
catch up —with 500,C)00 New Improved Gillettes 
already sold to the first 500,000 lucky enough 
to get them. 

The most spontaneous response to any razor 
of any type since the world began making and 
using shaving implements. 

NOTE;—Tkc Gillette Company assumes full responsibility for the serr- 
ice of Gillette Blades when used in any GENUINE Gillette Ragor — 
either old-type or New Improved Gillette. But wtth IMITATIONS of 
the genuine Gillette, it cannot take responsibility for service of blades. 


TheNew GILLETTE SAFETY RAZOR CO., BOSTON, U.S. A. 


SAFETY 

RAZOR 


Boston Montreal Shanghai Port Elizabeth Singapore Tol^ 

New York London Milan Rio de Janeiro (Calcutta Madrid 

Chic^o Geneva Amsterdam Sydney Constantinople brussels 

San Fraoeiseo Paris Boenoa Ajres Copenhagen 
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Working Since 1841 

In the year 1841 the first Adjustable Screw 
Wrench was placed on the market. 

This original Adjustable Screw Wrench was 
a COES. 

Like an unemployed man in a strange city— 
all the Coes Wrench sought was a job —a 
chance to “make good.” 

It secured it. Every tool—every machine 
that required bolts and nuts opened up a 
field of usefulness for this needed tool. 

Eighty years pass—today every State in the 
Union is using Coes “Knife-Handle” Screw 
Wrenches. 

Inventions, farm implements, machinery by 
the thousand owe their efficiency and long 
life to the fact that they are kept properly 
adjusted with a wrench that grips without 
slipping and tightens and loosens nuts and 
bolts without marring them. 

Working since 1841—doing the same kind 
of work—doing it right. 

Are you selling the wrench that sells best, 
simply because it has always served best? 

Imitations are many —there is onlv one 
COES. 

< Your Jobber will supply you 
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A Saw Sailing Display of tho TRITCH HARDWARE COMPANY, Denvtr, CoL 

Atkins Prize Window Displays 

Each week we give someone $10.00 for sending us the photo¬ 
graph of an attractive Atkins window display. We will fumi^ you 
with a beautiful triple panel cut-out and a set of display signs to 
assist you in putting in a saw selling display. 

Send us a photograph of the window display and if we accept 
it for publication we will send you a check for $10.00. 

As Atkins Silver Steel Saws Numbers 51 and 53 are ready 
sellers, it might be well to feature them in your display. 


E.C. ATKINS & CO. 

tSTABUSHCD 1SS7 THE anVER STEEL SAW PEOPLE 

Homs Office aivd Hictofy. INl>IANAPOUS.INrHANA 
C«f\*^RM\FWcto(7.HMiiUtof\ OMftrio 
MacMm KiOlb Tmctory, L^ivc^Ur N.Y.. 

Csnyii^Caiiflai9Siodl»Mn»FhlhPrtitfClH9t 

MampKi* NawYorkCI^ P»rU,FVa^o« 

CKicok^o PorCfcuvd.Oro. Svdfv^. N. S.W. 

- SofxFVakfvolaco >^kf\cOMv*r, B.C. 


Minn* moolis 
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Queen Prices 
Reduced 


We are pleased to announce a consid¬ 
erable reduction in our prices for the 
coming season. 

Retailers will find it to their interest 
to secure our new Price List, Discounts 
and other information. 

From $16.50 

We make a full line of high grade 
Incubators, retailing at from $16.50 up; 

^ also Brooders and 

Brooder Stoves. All 
well advertised and 
well known. Not 
^ ’ p cheapest in price, but 

4 t^B^hjll cheap when the chicks 

counted. 


Queens Make Old Friends 
of New Customers 


Queen Incubator Go. 

Lincoln, Nebraska 
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The New Remington 

20 Gauge Pump Gun 




Note — A powerful small¬ 
bore gun built to supply the demand for a light weight, man-sized 
20 gauge repeating shotgun. This model should be in your display 
cabinet. It is a good seller. 


[REMINGTOH] 
1 UMC i 


1. The Model 17 has a clean cut and 
graceful outline. 

2. A smooth working action which 
operates so easily it is the shooter 
first impression that the action is not 
properly hooked up to the forearm. 

3. A simple takedown, permitting 
easy interchange of barrels. 

4. Shells are ejected from the bot¬ 
tom. They do not fly across the line 
of sight. 

5. The receiver is solid at top and 
sides, preventing snow, dirt or twigs 
getting into action. 

6. Action bar lock which releases 
the action when cocked is conveni¬ 


ently located at forward end of 
trigger guard. 

7. The crossbolt safely at the rear of 
trigger guard is placed to permit 
easy and sure operation by the 
shooter. 

8. A remarkably good balance be¬ 
cause the weight of the receiver and 
stock are in proper proportion to the 
length and weight of the barrel. 

9. Chambered for the powerful 2%" 
shell and will also take the 2^4" shell. 

10. Weight, to 5% pounds. 

11. Choice of barrel lengths—26, 28, 
30 or 32 inches. In cylinder, modi¬ 
fied or full choke boring. 


Remington Arearme, ammunition and cutlery are told 
exclutively through the wholetale hardware trade 
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i847 ROGERS BROS. 

SILVERPLATE 



Tie a String 

To Your Silverplate Sales 

Not all purchasers of silverware will buy a complete 
flatware service. But if the woman who gets a dozen tea 
spoons or medium forks knows that you have salad forks, 
coffee spoons and other pieces that will round out her 
set she will be pretty certain to return, sooner or later, to 
add to her original purchase. 

In this way a reasonable assortment of 1847 Rogers 
Bros, ware, kept in good condition and displayed to ad¬ 
vantage, will not only attract women to your store but 
make permanent customers of them. 

Send for trade helps to Advertising Department, 
International Silver Co., Meriden, Conn. 


3 INTBRNAriONAL S1L\ LLR C().,^| 
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“How I bring men into my store” 


is because I know just how they 
like to be served. That's why 
my store is so popular with men. 

“When a man comes in to make a 
purchase I let him see that I take a 
personal interest in his problems and 
his needs—I advise him from my own 
experience what to buy and what to 
avoid. 

“Then I give him all the facts 
about the article—and let him decide 
for himself. It is just that personal 
touch on the part of the dealer that 
men appreciate." 

This is especially true in things 
that concern a man's personal 
comfort. A man will listen eagerly, 
for instance, to any advice about how 
to make his daily shave quicker, 
cleaner, more satisfactory. It is 
easy to show the advantages of the 
Valet AutoStrop Razor — how ir 
provides a new, keen edge for every 
shave—how it can be stropped, used 
for shaving and cleaned, all without 
taking apart or removing the blade. 


Show your customers the 
advantages of this unique razor. 
By recommending it you will increase 
their confidence in your judgment, 
and in the articles you sell. 

These practical, business-building 
ideas will help a lot toward attracting 
men to your store, and holding their 
trade. 

Write for our merchandising plan 
and other dealer helps. 


AUTOSTROP SAFETY RAZOR 
COMPANY 

New York. Toronto, London, Paris 



/4uto5trop Razor 
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A Garage Set 

that’s easy to handle 


H ERE’S a garage set that’s packed complete in a box. 

It is sold direct from your counter—no more search¬ 
ing for the right length of track, no more time killing 
assembly of bolts, hinges or handles. All your customer 
has to know is the size of his garage entrance. You can 
tell him the rest. It’s printed on the end of the box. 

These garage sets are for all sizes and all types of 
doors—swinging, sliding-folding and “around-the-cor- 
ner”. Each box contains all the necessary hardware— 
even the track. 

You will readily see the advantages of handling McKin¬ 
ney Complete Garage Sets when you read our illustrated 
booklet. This pictures the various types of McKinney 
hung doors, gives floor plans and describes each set from 
a hardware merchant’s point of view. Send for this 
booklet today. 

McKinney manufacturing CO., Pittsburgh 

Western office, Wrigley Bldg., Chicago. Export Representation. 


WUk each McKinney Complete 
Garage Sei are packed detailed 
drawings and directions. Your 
customer can hang his own ga¬ 
rage doors. These sets make 
possible a wide choice of dis¬ 
tinctive entrances and cut down 
building costs. Send for de¬ 
scriptive booklet. 





Pacific Coast Representative: John T. Rowntree, Inc. 
Los Angeles, San Francisco, Portland, Seattle, 

Salt Lake City, Denver. 


McMNNEY 

Hindes and Butts 


Also manufacturers of McKinney garage and farm building door 
hardware, furniture hardware and McKinney One-Man Trucks 





































THE STANDARD LOADS 


Du Pont BelliKtlU 
SniiikeleM Sniukelc»t 

Dremn Grain* anol 



Pot!feni?i' 


ig^Y^dty 

J^terproof 


Unifd^ 


Large Ducks. 

or d>k 

26 or 28 

i Vi or 1*4 

4-6 or 6 

Small and 

3 

24 

Vk 

6-6 or 7^4 

Medium Ducks 
Grouse, Partridge 

3^4 

26 

1*». or p4 

6-6 or 7*“* 

Prairie Chicken.. 

3 or 3*4 

24 or 26 

IV. 

6 or 7S 

Pheasanta. 

3 

24 

Vk 

6-6 or 7'4 

Geese. 

S'i or3S 

26 or 28 

IV. 

4-2 or BB 

Wild Turkey. 

3*4 or 3S 

26 or 28 

IV. 

4 or 2 

S<iuirrels, Rabbits 

3 

24 


6-7 or 7*. 

Doves, Pigeons... 

3 or 3*4 

24 or 26 


6-7-7Hor 8 

Quail. . 

Snipe, Woodcock 
Shore Birds. 

3 or 3*4 

24 or 26 

1 or IV, 

7*4 or 8 

Sora flail. 

Trap Loads. 

3^ or 3 

3 or Z\ 

22 or 24 
24 or 25 

1 or iVi 
l*h or IV 

8 or 10 

7*4 


Shell cartons 
to be placed 
in this space 


This display gives practical information 

that will aid sales on shotgun shells 

T he illustration above shows, in greatly reduced size, 
a new Du Pont counter or window display which will 
be sent without charge on request. 

You will note that it features the table of Du Pont 
Standard Loads which long experience has proved to be 
the most satisfactory for each type of game shooting. 

You are undoubtedly familiar with our efforts toward 
the standardization of shotgun loads and the advantages 
of this plan in eliminating slow-movers, in speeding up 
your turnover, and increasing your profits. 

This new display feature will help to concentrate the 
sales of shells at your store on the popular loads (where 
the profit lies), eliminate demands for “specials,” and save 
the time of your clerks by giving the buyer the informatitm 
he wants—at the time he needs it. 

We will gladly send this display without charge on 
request. 



E. I. DU PONT DE NEMOURS & CO., INC 

Sales Department 

Sporting Powder Division 

WILMINGTON, DEL. T 
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The Eleigley-Morrison Company 

North Girard, Penna. 


Manufacturers of a 

MOST COMPLETE LINE OF 

Wall Clothes Driers 

And 

Wood and Wire Garment Hangers 

OF EXCELLENT QUALITY 



REPRESENTATIVES 


THATEB & BOWER, 
845 Monadaock Bldg., 
San Francisco, California 


H. M. GREENER SALES CO., 
56 East Randolph St., 
Chicago, Elinois. 


R. A. MORRISON, 

309 Board of Trade Bldg., Portland, Oregon. 
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American Maid Aluminum ]Vare 

The Popular Priced Line 

[E secret of many successful house- 
fumishing sales has been due to the 
enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 

For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils—“To 
produce and sell at a Moderate Cost a 
line to meet all demands/* We attained 
this in the production of AMERICAN 
MAID Ware. 

Experienced housewives will welcome 
theoDTOrtunitytosecureAMER/CAiV 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sales— 

Write for prices 

Illinois Pure Aluminum Co. 

LEMONT, ILLINOIS 
U. S. A. 
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Neglected 

Inch»» 


Have you ever looked at that inch 
between floor and furniture ? 


■'MAr» ihe “ll«ciccM4 liieh‘*-ih*t ana lH<la tncto In roui 
. rumnura ibat narar aaati look at. Yat that ana 
* ***** *• luratture 

t olBO iha ahaan «< yoa, poUatiod Auanaad it>a baauty of 
ur ruc> and carpeta. 

T^e )-owr piano esatn|ila-laDk at ika-|tac»ac»ed 
;ti Inara— arhai da jrou oaa^ . . . .‘'Why. pni qaaiera 
ly aran i aa impnrtanl aa all tboi. ara Utayf Braidaai iba 
lautKfurar filtad my piano wnb caalara. Why ohouU I 


You inuoi uao caafora whicti ara r^ht (or fha wa^ 
of ymir furaitura. iba hind of fumtt'jra, and iba type of (fen 
The Baoalck ConipainT manafoeiurea coitaa tor eoorj 
•ypa af Onor and Hoar oovormf. Caarera forliaaTy furattnrr, 
fcr Uchi funiltiifT. each ona an maapanafaa, inoaatptruoaa 
pHTdioa of your (urTiitura and (Inara 

Yoar hardwarr deafer has Iha rlcht ml of Baokic* Caairra 
for yoor rrary orad. With ihte "Nactactad lncli“ thoyKhi la 
mind, why not go ovar your fumMura and hndout j«cti where 
the beauty and lifeU your floors and floor coearlnraiathreat* 
anad. Than c» w rhe deoder-irlj hiin otmit iha pfece et 
hwuttara that nards Basaick CaaieTs and Ihe floor qr (fear 
ow»*nna;ion wbf-J^ Vanda; w(ih ih« infbanisthm tic can 
aelw fleen tars Buealek aaaorimeni (aoi th^ preeiar aai of 


of raatcra «ho«iM be uaari-hard- 
klnd-taaiars muat ba atfeciad 
(fear onwerlac. aa %eaU ai the 


("low, yam library tabfe 
fvimiiura ... it needs oat 
aod stir swirel and turn ( 


THE BASS1CK COMPANY 

Bridtieport, Com, 
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Take advantage of the current 
interest in building 





A large number of new homes are being 
planned at the present time. Some of these 
may not be constructed rmtil later, but the 
materials that will go into them are being 
considered now. Many people who are not 
building, will be moving on to new quarters 
and residences will be renovated and re¬ 
modeled. 

It is an excellent time to display samples 
of Sargent Locks and Hardware and explain 
their advantages to your customers. A seed 
of interest planted now may mean a sub¬ 
stantial order when building actually starts 

Sargent national advertising is interest¬ 
ing prospective budders in equipping their 
homes with this quality hardware. We will 
gladly co-operate with you in circularizing 
prospects in your locality. Write for par¬ 
ticulars. 

% 

Sargent & Company 


New Haven, Cknm. 


New York 


Chicago 
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Harvester 0 Hay Tools 

Elxtra Strong Where Strength is Needed 

Good goods make fast friends. 

The first season is no test of a hay carrier—it’s the idle 
months, not the short period of use, that wears them out. 


Harvester Hay Tools are extra strong where strength is needed— 
when not in use, there are no working parts exposed—as a result 
they give satisfaction season after season—always ready—always fit. 
Still good for years of service after other carriers are worn out. 

All styles, sizes and types to fit every need and requirement everywhere. 

Send for the Catalog. It*» worth having 
whether you want to change linee or not. 


Hunt, Helm, Ferris & Co. 

Harvard, Dlinou compuu Bam oatfutmr, Albany, New York 

Designers and Manufacturers of 





Equipment 


9 
GTAR 

LINE 

**SofiMfA te# to 

thg Ygar AfOMh^ 

8UJls.Stanchfoiif 
and Pens 
Litter Carried 
Water Bowls 
Peed Trucks ^ 
**Hsurweater^ HayTi^ 
Door Hans®'* 
Gsurase Equlpinw 
Coaster Wagons 
Tank Heaters 
amd Othmr Farm 
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7 

' M/KCMt. SAK\^S 
A«.f r 

AmemcAm Saw Si Mfa , Co. 


HACK 


hHuHuu; 


How your customers can be sure they 
are using the right hack-saws 

& Mfg. 


Lenox Blades are made by ex¬ 
perts who know metal cutting 
problems thoroughly. 

Every blade is uniform. 

The entire plant of the American 
Saw & Mfg. Company is devoted 
to the manufacture of hack-saws 
and band saws. 


T he American Saw 

Company make 300 styles of 
saw blades. There is a right 
blade for every metal cutting op¬ 
eration. If your customer is in 
doubt as to whether he is getting 
the quickest-cutting, longest-last¬ 
ing and most efficient saw for his 
special requirements, tell him that 
the services of our Metal Cutting 
Testing Laboratories, 
giving him advice or 
in making actual cut¬ 
ting tests of his mate¬ 
rial. are available 
without cost. 


You can always tell Lenox Blades 
because they come 
packed in a plaid box 
—the sign of hack¬ 
saw satisfaction for 
your customers. 

Ambrican Saw & Manufacturing Company 

( Incorporated) 

SPRINGFIELD. MASS. 


lENQjt 

9 ^ MIOH SPIED ^ 

ACK SAWS 
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IH* THE CENTRAL STAMPING COMPANY, NEW YORK mk 


“MODEL” ROASTERS 

THE ROASTER OF SATISFACTION 


No Basting Over Hot Oven 


Seamless 

Sanitary 

Self-Basting 

Self-Browning 



Best Shape and 
Construction 
For Efficiency 


OVAL IN SHAPE 
AMPLE CAPACITY 

Note Meamirements 

Small 10^-in. x 15%-in. In¬ 
cluding Handles, 17 in. 
Large 11%-in. x 17%-in. In¬ 
cluding Handles 19i/4-in. 



Blue Glazed Enamel 


Fish Racks can be fur¬ 
nished for use with the 
roaster, but are not in¬ 
cluded unless ordered ex¬ 
tra. 


HAS HOT AIR 
JACKET 



Small Holds 
10 Lb. Roand Roast 
8 Lb. Rib Roast 
8 Lb. Leg of Lamb 

1 10 Lb. Turkey or 

2 4 Lb. Chickens 


Large Holds 

18 Lb. Round Roast 

14 Lb. Rib Roast 

15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 
3 4 Lb. Chickens 



Gray Mottled Enamel 


Represented in California 
by 

BAHBETT BOSS 
COMPAN Y 

Rialto Building Room 234 
New Montgomery and 
Mission Streets 
San Francisco, California 



Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FRED A. LEE 
1620 Thirteenth Avenue 
Seattle, Wash. 


One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—Polished Sheet Steel and Blue Glazed Enamel. 
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Iron Horse Wash Tubs 


Every detail in their Construction Suggests 
greater Wear—greater Service 

C HE extra heavy galvanized metal used—the heavy 
wire hoop reinforcement at the top—the double 
seamed bottom—the heavy non-slip handles ancC wringer 
supports. They all combine to make 
Iron Horse Wash Tubs the standard by . — 

over. lil 


which others are judged the country 

entire Iron Horse line (the most complete 
line of high grade metalware built) is designed ancT 

construded in this same pains- 
'f taking manner. 


■ you a copy of our rtew i 
Iron Horse Catalog? 

If not, write us today 
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Ideal Poultry 

and 


Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For x>ermanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUOTS OOMPANT 
SEZOJNO AOEMTS 

Ian Francisco Los Angeles Portland Sea tt l e 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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There is something more than a cash 
profit in every Pexto Hammer you sell. 

The unusual quality, adaptability, long 
life and beautiful finish guarantee a sat¬ 
isfaction and approval that will return a 
good will profit of considerable value. 

They are forged from special steel and 
tempered to an extreme toughness. The 
handles, which are shaped to fit the hand 
are made from selected second growth 
white hickory. 

Pexto Hammers are the result of expert 
workmanship, unusual care and inspection 
from beginning to end. 

The finish, style and balance are all that 
is expected in a Pexto tool. The line is 
complete and covers practically every style 
of hammer in common use. 

Pexto Hammers are guaranteed and stav 
sold. 



WORTH WHILE TOOLS 



The PECK, STOW & WILCOX CO. 

CLEVELAND, OHIO 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

% 

THEY BUILD 
UP YOUR 
TRADE AND 
8ATISFYYOUR 
CUSTOMERS 

% 

INSIST ON THE 
“GENUINE" 
ACME 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatiyes 

Wn. P. Horn Co. 
Rialto Bldg. 
San Francisco 

Porilaad 
Lm AagdM 
SeoStte 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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Simple 

Simon 

Meta 

Pieman 



Humpty 
Dampty 
Sat on 
aWall 


^uy Your ^iko 
Yoy Sets 

VIKO Toy Sets have many combinations of 
handsome aluminum dishes or shining mini¬ 
ature cooking utensils. They are carefully 
made, sanitary, durable and practical. 

Each Set comes in a wonderfully attractive 
“Mother Goose*’box,printed in five gay colors. 
Simple Simon, Humpty Dumpty, and other 
beloved nursery favorites are there on the 
checkered design to help amuse and instruct. 

Today is not a bit too early to buy these doubly- 
entertaining VIKO Toy Sets. Place your orders 
for Christmas trade now. 

Write Your Jobber 

Aluminum Goods Manufacturing Company 
General Officers Manitowoc. Wia.. U. S. A. 

Makers of Ererything in Aluminum 



Popular Aluminum 
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An exact reproduction of this beautiful painting by S. Werner, size 18"x24", in full colors, 

will be sent gratis on request. 


AMERICAN CHAIN COMPANY, Inc. 



SOLE 


BRIDGEPORT, CONNECTICUT 

MANUFACTURERS OF WEED TIRE 


CHAINS 
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B 6243 

Stag Handle, Bladaa 
O r o c Q a Poliahed, 
Spanr Blade Btehed, 
Milled Braaa Idning. 
Mlekel Bilker Tlpa. 

Z«engtli, cloaed, 3H 
Incbea. 


f REMINGTON! 
UMC 


Everyman s Knife 

A Pen Knife is EVERYMAN Knife 
and to every man it is almost as indispen¬ 
sable as the buttons on his “pants.” A 
shell-out of any man^s personal effects 
will show that a Pen Knife is seldom miss¬ 
ing from the miscellaneous assortment 
which he habitually carries about. 

“The prime function of a knife 
is to cut—to cut keenly** 

Remington Pen Knives in almost infi¬ 
nite variety are now ready. They range 
from the thin vest pocket kind to the more 
substantial patterns. 

The blades possess strong, keen, cutting 
edges. 

In design, fitting and finish they repre¬ 
sent all that is good in the master crafts- 
man.ship of skilled cutler}" workers. 

Remington cutlery is sold 
exclusively through ^the 
wholesale hardware trade 


REMINOTON ARMS COMPANY, INC. 

SuoeesBor to 

The Remington Arms Union Metallic Cartridge Company 


General Offices 
New York 


Cutlery Works 
Bridgeport, Conn. 


B 6504 

Pearl Handle, Spear 
Blade Orocna PoUahed 
and Etched, Manicure 
Blade Bine Olaaed. 
Braaa Lined. Nickel 
SilTer Tips and Nic¬ 
kel Silver Shackle. 

Length, closed, 3 
Inches. 
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The New Boston Rubber Chair Tip 


SprinGriP 

TRADE MARK 



PATBKTBO 


8BHD FOB CATALOG 


THE RUBBER TIP AND ITS PARTS 


BRASS WASHER 



COMPLETE TIP 
ASSEMBLED 


BRASS KAIL 


SPRIKa SOCKET 



WITH THE BRASS 
WASHER aAd kail 
MOULDED IK SAMB 



Assortment Box 
of 

Rubber Chair 
Tips for 
Furniture 


THE EUSTIG TIP GO. 

370 Atlantic Avenue 
BOSTON - MASS. 
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The boys grow up fast, soon they will be men to whom you will look 
for business. 

Why not start today to cultivate their trade, to educate them to the 
fact that they can secure their needs at your store. Get them in the habit of 
trading with you. 

This new Boy Scout folder will help you. It is handsomely printed 
in full colors and shows the complete Columbian chart of knots and splices. 
It also illustrates how Columbian Rope is made and guaranteed. 

Write for a supply to draw the boys to your store. 

Columbian Rope Company 

332-80 a«ne8ee Street 

Auburn, ^^The Cordage City** N. Y. 

Branchee— New York Chicago Boston Houston Baltimore 
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If you are interested in knowing what makes 
the wheel turn in the bottom of 
the BALDWIN, write us 




The Baldwin Refrigerator Go. 

Burlington, Vermont 




C. H. SBOTH 
Western AeiiresentatiYe 
817 South St. Andrews Place, 
Los Angeles, Calif. 


STOCK CABBIED IN SAN FBANCISCO BY HEYMAN WEIL COMPANY 
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Merchants need National Cash Registers 
now more than ever before 



(D They stop mistakes. 

(D They stop losses. 

(D They decrease expenses. 

0 They improve trade. 

0 They increase profits. 

We make cash registers for every line of business. 

Priced $75 and up. 

Easy payments. Liberal allowances for old registers* 

Old registers bought, sold, repaired, and exchanged. 

NATIONAL 

CASH RHGISTHR CO. 

DA.YTON. OHIO. 
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The Tritch Hardware Company 

DENVER 


Jobbers 

To the Merchants of the Rocky Mountain West 


*- — . — * 

DISTRIBUTORS OF 

QXnCK MEAL STOVES 

VIKO ALUMINXTM 

MANNING-BOWMAN LINE 

PLYMOUTH ROPE 

VALLEY FORGE CUTLERY 

AMERICAN BEAUTY ELECTRIC IRONS 

MAYDOLE HAMMERS 

PENNSYLVANIA LAWN MOWERS 

WHITE MOUNTAIN ICE CREAM FREEZERS 

P & F CORBIN BUILDERS HARDWARE 

ONEIDA COMMUNITY PLATE 

DISSTON SAWS 

GATES TIRES 

REMINGTON GUNS AND AMMUNITION 
ONTARIO KNIFE COMPANY CUTLERY 
QUAKER PIPELESS FURNACES 
MARSHALLTOWN TROWELS 
HYGRADE LAMPS 

AMERICAN STEEL AND WIRE PRODUCTS 


FRANK A. BARE 

President 

O. E. BARE 

Vice President 


R. E. GENTRY 

Treasurer 

H. R. HUFFMAN 

Secretary 
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Increase Your Sales with 
Boyco Products 

B OYCO Galvanized Ware offers many new opportunities 
to Western dealers: First, that of buying a line manu¬ 
factured on the Pacific Coast and, due to that fact, the 
certainty of hav¬ 
ing orders execut¬ 
ed promptly; sec¬ 
ond, the assurance 
of quick delivery. 

The final chief ad¬ 
vantage is the 
dealer’s opportun¬ 
ity to furnish his 
customers with a 
higher quality of 
medium priced 
ware than he has 
ever before been 

able to secure. Boyco Galvanized Ware is made from black sheets and hot galvanized 
after all construction is complete. There are no cracks or crevices; no raw edges; no 
smallest bit of surface exposed; and no chance for rust or leakage. 


They Stand the Rubs 

In each case the surface is 
clean, smooth, brilliant and 
full of spangle — a product 
that tells by its very appear¬ 
ance of the better quality 
that is built into it. 


Ask Tour Jobber 

Boyco Galvanized Ware is 
real quality ware; made bet¬ 
ter and finished better. 


\ 


r/i 




i- 4' 

f 


Place a trial order with 
your jobber today! Put 
this line on display 1 Show 
it to your customers—you 
will find that it sells on 
sight and brings repeat 
business to your store. 


-r^ 




Boyle Manufacturing Company 

5100 Santa Fe Ave., Lot Angeles CALIFORNIA 21 Sutter Street, San Francisco 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, i^ter months of preparation by tbfi compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 



60,10, 10,7% & 6. —IKWsVi WHm 


11103.1319 

1 » 03.4166 


31108.8362 4111.6733 5114.63 05 6117.3676 
3 » 09.1109 4311.96 80 53 14.80 62 6317.6623 


The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts Numerical Arrangement of Fignred 

arranged numerically, with different Nets brings the different nets together 
ways given for their application. numerically and increases the value of the 

Per Cent Profit. Tables for adding per- other tables, 
centage, affording an accurate and rapid Twelfths of a Dozen or Gross. These 

way of making prices with profit added. tables, arranged on the plan of the Dis- 
U.S. Money Into Foreign Money and Be- count Tables, the price of fractional 
versed. Pounds, marks, francs, kronen, etc. parts of a dozen or gross. 

600 Pages. Double Indexed. Size, 8 x 11 inches. Cloth. Price, $10.00, 
Including a Full Tear’s Subscription to the HARDWARE WORLD. 

ADDBESS VEABJSST OmCZ: 


VbAl&zi Bnlldiiur, 

Ban Pranoiaco, Calif. 

i07 Plonaar Bnlldlng, 
SMttla, Waati. 



388 Taylor Bt^ com«r Tmth. 
Portland, OraBon. 

804-207 Boon Bnlldlnc. 
Balt X.ak« City. TTtali. 


BOATMEN’S BANK BUlLDlNa, ST. LOUIS, MO. 
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Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth_ 





by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Goth; 
it is “The 
Hardware 
Ooth 

that stands 
Hard wear” 
and is 

“Guaranteed” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect’’ 
Window Screen Cloth, Poultry Netting, 
Ply Traps, etc. 


lianuf actored by 

The LUDLOW- SAYLOR 
WIRE CO. 

ST. LOX718, MO. 


ChicacQ 

MARK 

SPIIIG HIMGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 


m 





You can safely stake your 
reputation on its quality, and 
performance. It swings doors 
faultlessly. Thousands in use. 

SeU a product that brings sat¬ 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 
W-36 

CompnjiB: 


CHICAGO 


NEW YORK 


Ewing-Lewls Oo., San Francisco, Loa Angelos 
Pacific Coast Representatives 
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Hand Iron 


Richards-Wilcox Grindstones 
And Good Business 

Richards-Wilcox grindstones are a specialty 
leader, and build up good business in other Richards- 
Wilcox products. 

They put an edge on tools that whets the appetite 
for equal satisfaction with other equipment that 
bears the R-W trade mark. 

How is your line of grindstones? 

Our stock of the Richards-Wilcox grindstones in¬ 
cludes an assortment of wood frame, angle iron 
frame and tubular metal frame construction, in all 
standard sizes. 

Write for Catalogue H. B. 3. 


Quality Sales Helps 
for Sunbeam Dealers 


Chicago Flexible Shaft 
Company 


5604 Roosevelt Road, OMcago, HI. 


30 Years Making Quality Products 


The best 
electric iron 
bein^ made 
today 


Superior in every detail 
of construction, work¬ 
manship, design and 
finish to any and all 
electric irons ever made 


Kicha rds -Wi I cox* Mf^ (c 
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“Sterling” 


STERLING 




TUNGSTEN STEEL 


Fledbl* 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Past cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—‘‘They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW A STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL BALES COMPANY 

Tjtchtnan Bnildiiig, Boom 321, 417 Market Street, Sam Frandaco, OaL 

Exclusive Padfie States B e prese nt ativee 



Bii' w ff 

Imf-rlil 


lU- I 


Champion Blowers, Forges, Drills and Screw Plates 




No. 401. Riret Forge 


No. 50. Ohjim- 
pion One*Fire 
Variable Speed 


smith Blower. 


The EASY, Screw Plate” 

. < ■ ' i- i 

|Pf6fCCTJC»tWS AT ASINOLS CUT - |S40 ^ 
ADJUSTABLE TAP WRENCH WITH EACH SE T . \ 



. MMMPiON BL owe ft 


Screw Plates In Four Styles, Outtlnx up to IVs" 
CHAMPION TOOLS, Built for Senrloe 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER A FORGE CO. 

Lancaster, Pa., U. 8. A. 



No. 90 Self 
Feed Po■ 

DrUl. 
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GET NEXT 


Famous Sectional 
Cabinets 


Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 


PROMPT SHIPMENTS 


Ask for Catalog 37-H 


W.C. Heller & Co 


Montpelier, Ohio 


( 

1 




WM. R OTTEMIIXER CO., York, Pa. 
Mapgfictirars of Cap aid Sat Seriws, Scraw Maeliai Wirfe 

RSPUSBNTATTTSS 

Omer Cox, AtUf Bailding, San Franeiseo, California 
Sanda A Col San Fomando Bldf., Loa Angalaa, Olal. 

Strimpla A ^z. L. C. Smith Bldf., Saattla, Waah. 

Jonaa A Coz, Nowhonaa Bldg., Salt Laka 0it7, Utah. 

Taylor, Youi^ A Ooz, Tampla Court Bnilding, Danrar Oolorada 
Strimpla A Ooz, Oarbatt Bldg., Portland, Ora. 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGURS 



CHISELS 
DRAW KNIVES 



NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 28 Warren Street 

WE WERE AWARDED THE MEDAL OF HONOR ON MEOHANIOS’ TOOLS AT THE PANAMA 

PAOIFIO EXPOSITION 

Sold by TH0MS0N DIGG8 COBIPANY, Sacramento CaHfomia 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PhMilix %ho9m mrm Kopt In Stock by tho Following Houooo 


Albnqnerqae, New Mexico.J. Korber k Oo. 

Boise, Idaho.Nortlirop Hardwaxe Ck>. 

Bntte, Montana.Montana Hardware Co. 

Denver, Colorado_Moore Hardware k Iron Co. 

El Paeo, Texas.Momeen-Donnegan-Byan Co. 

Fresno, California.Inland Iron Co. 

Hamilton, Montana... .The Valley Mercantile Co. 
Los Angeles, Calif.— 

W. T. McFie Supply Company 
Perdval Iron Company 
Waterhouse k Lester Company 

Ogden, Utah.Oeo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware k Anna Co. 

Arizona Hardware k Supply Co. 


Portland, Oregon— 

Horthwestem Hardware k Steel Co. 

J. E. Haseltine Company 

Pocatello, Idaho. .Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Broa. 

Scovel Iron Store Company 
Spotswood-Helfer Company 
Tayler k Spotswood Company 
Waterhouse k Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Co. 

Seattle, Washington.Gray Bxothen 

Stockton, Calif.Hickenbotham Brothers 

Tacoma, Washington.West Coast Steel Co. 

Tucson, Axis.Albert Steinfeld k CO. 


MAHUFACTUBBD BY 


PHOENIX HORSE SHOE CO. 

Largest HoiBe Shoe Mannfacttirers in the World 

BOLLINO WTT.T.« and FACTORIES J^OILBT, ILL., FODOHKEEPSIE, NEW YORK 
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“THE RECOGNIZED LEADER 



ELECTRO-ZINCEED AFTER WEAVING 

OALVANOID has won the preeminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. Yon can confidently recommend OALVANOID to yonr 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If Tonr Jobber cannot fnmldi, advlae ns and we will see that yon a» snpplleil. 

WE ALSO MANT7FACTXJBE 
BRONZE, COPPEB, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Ohioago, SlHiiois 

FAOTOBIKS: 

Ohleago. Sliiiolf Mt. Wolf, Pa 
BEPBESENTATl V £8; 

EWINO-IiEWIS GO., San Fran viaeo and Lot Angeles, CaL D. L. HERMAN, Seattle, WasA 


“YANKEE” 

QUICK RETURN 

In 3 Sizes 

With spring in the handle to 
drive bit back quickly. 

Holds it extended for 
overhead work. 


\ 






No. ISO—^For all general work. 
Very popnlar. 

No. 131—Heavy pattern, for general honae 
carpentry and heavy screw driving. 
Becoming very popular. 

No. 136—Small size, for smaller screws, electrical work, 
and wherever a large number of smidl serewa are fro- 
qnently driven. Your Jobber will nqnply yov. 

NORTH BROS. MFC. CO. 

Philadelphia, Pa. 
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Remove Stock Rapidly 
■ and Smoothly ▲ 


rpiLEsl 

LQIMIITY^ 


DELTA 


Ib the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—^there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 



DELTA 


This trade mark gafenarda the 
interests of thousanda of file users 
eTorywhere. Always look for it. 


DELTA HLE WORKS 

PHILADELPHIA, PA. 
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tool chests 


Send for Sample of 
New Zinc Covered 
Union Tool Chests 

Carpenters 
Electricians 
Steam Fitters 


Shoulder and 
Honaohold Chest 


Standard Carpenters* 
Cheat 




Improved Carpenters* 
Chest 


General Serriee 
Chest 


Garage 

Mechanics 

All men interested in 
keeping tools safe, 
handy and in good con¬ 
dition, are looking for 
this very sort of a tool 
chest with the money in 
their hands. A good look 
at these chests, plus 
your knowledge of the 
Union line, convinces— 
sells them. 

Mechanics want the 
convenient, safe and 
long service they get 
from these zinc covered 
Union Tool Chests—the 
price makes them the 
biggest value in tool 
chests on the market. 
400 dealers now selling 
them prove it. 


Here’s an OFFER 

We will ship to any dealer or jobber any¬ 
where a sample assortment, or a quantity 
stock of any styles and sizes desired with 
the distinct understanding that they be 
returned for full credit if you do not want 
to keep them. 

To find the real profit power in 
these chests you ought to take 
us up on this offer—to write 
today. 

UNION TOOL CHEST CO. 

105 Mill Street, Rochester, New York 




A True Vise 
Story 

I OUR hardware merchants in 
a small Illinois town deter¬ 
mined to see whether vises could 
be made “fast moving” stock. 

They ordered a supply of PREN¬ 
TISS VISES and displayed them 
prominently on the new sales 
board that is sent free with each 
order for $62.50 worth of vises. 

In three months each of the 
stores had sold more vises than 
their combined sales for a year 
had amounted to. 


Which proves that 
demand is a curious 
force — i t’s there 
whether you feel it 
or not. 


Aak your Johbw 
or write 


PRENTISS VISE 
COMPANY 

106-110 Lafayette Street 
NEW YOBS 

**On th€ Bmch Sincm 1868*$ 
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Breezo 

Disk Fans 


T V "v/ Breezo has a maximum capacity of 1000 cu. 
J ft. of air per minute. This means 1000 cu. ft. of 

2^ ■ foul air removed or fresh air introduced and not 

\ / stirred up. 

^ ( [/ 1 Breezo is the fan of a thousand uses, it will 

I remove the noxious fumes of paint, oils, var- 

y :> nishes and other finishing materials. 

Will remove foul air or excessive heat from 
^ lavatories, engine rooms, kitchens and restau¬ 

rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EASY TO INSTALLh-POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can be used in hundreds of different ways—and is a 
GOOD SELLER. Breezo is complete, just screw plug into lamp socket, set fan in 
place and it is ready to run. 

Can make immediate shipments from Los Angeles branch. 


For information write Department 37 

BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


PORTER^S 

New Easy Bolt Clippers 

Look! 

A New Clipper 



12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 

Porter’s No. 1866 Clipper 

SALBS OFFIOBS: 

Omer Oo3l Atlai Building, San Francilioo, Oalifornla 
Sands A Ooz, San Fernando Building, Los Angeles, Osi. 
8trimp^e A Cox, L. O. Smith Building, Seattle, Wash. 
Strimple A Ooz, Corbett Buildinjr, Portland Omon 
Jones A Ooz, ^ewhouse Building, Salt Lake Cnty, Inah 
Taylor, Youngs A Ooz, Temple Court Bldg., DonTer, Oolo. 

H. K. PORTER Everett, Mass. 


The Bridpport Hardware Mg. Gerp, 

BBIDanPOBT, CONN. 

ForgAd StMi AutomobilA TmIs 

VALVB LIFTBBS Natural Forge Finish 


No. 1—FsT'Oh'Rite, 12 inch. List, dosen.$24.00 

TntB TOOL Bright Finish 


No. 250—Thor, %x%zl6. List, dosen.$4.00 

OOMBINATXON 81DB OUT PUBB 
Hardened and Tempered Jaws 


No. 118 Black, Liat, dos.. 
No. 082 Pol’d, Liat, dos.. 

BIO BULLY DBTVEB 


Blade through the handle. 


No. 800 Oct’g Blade 7-10z8. List, dosen.$t.00 

Order Through Your Jobber 


0. W. Oaiisa Co. 
San Frandsoo, 


’.-oir 


J. O. KeOaxty A Co., Afta, 
New York 01^ 
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“Pittsburgh Perfect” 

Electrically Welded 

Lawn Fencing 

‘‘Pittsburgh Perfect’* Lawn Fences are ex¬ 
ceptionally strong, durable and beautiful.^ The 
stuf, electrically welded one-piece fabric is 
easily erected and keeps its shape. Made of 
our own Open Hearth Wire. A Perfected 
fencing; every rod guaranteed. 

Our Lawn Fencea are made in Double and Single 
Scroll and Plain Top S^lea. Staya 2 % inches 
or 1% inehea apart. With atylea 1% inches 
apart the designs are non-climbable. Plain top de* 
iigna are popular also for parka, tennis courta 
chicken runs, bam yards, corn cribs, guards around 
exposed machinery, etc. A distinctive, profitable 
line. 


SWONGBETWttN 




PITTSBURGH STEEL COBIPANY 

General Offices, Pittsburgh, Pa. 

Pacific Coast Office 

359-363 Monadnock Bldg., San Francisco, Cali 


Distributors of “Pittsburgh Perfect” and “Columbia” 
Wire Fencing: 

DUNHAM, CABBIGAN A HAYDEN CO. 

San Frsncisoo, Csl. 

Northern California and Nevada 
WHITON HABDWABB COMPANY 
Seattle, Wash. 

Washington and Oregon 



SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 

WRITE FOR CATALOGUE 


HAY-BUDDEN Forgod ANVILS 



HIOHRST HONORS 
AWARDED 

BY 





WARREN AXE ETTOOL CO. WAFtRBN. PA. U.S.A. 
daily CAPACITY MOO AXEB AND LOGGING T00L4 


YOUE JOBBER WILL SUPPLY YOU WITH 
THE OLD BELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 


FULLY GUARANTEED 
WB8TBBN SALES BBPBBBENTATXVES 


Omer Ooa^ Atias BnUdlng. San PranclL. 
Sanda A Oox, San Fernando Building, Los 
Stxlmplo A CoK, L. 

Strimpls A Cox, - 

Jm&ss A Oox, Newhonse — 

Taylor, Yonnga A Oox, Tsmpls Court Bldg. 


OaMfomla 
OsL 


.. 0. Smith BSdfiig. S6flmo,^MA. 
OorbeU BidldlniTFortisiiA OWR 
house Bnilding, Sslt Lake CEtj. uw 


Dtnver, Oolo. 
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THRIFT 


IS m 


TI *°*v 

dollar is gone. Thrift 

is uppermost and — 

^ Our Perfection Economy Cobbler 

is the one article to put into the 
^DWECTioNs^k home. 

It is the Perfection Economy that 
takes the stitch in time and saves 
the proverbial nine. 

Biis Holds a full complement of lasts, 

^^Is^sssi^ w5^ stands, tools and findings, and en¬ 

ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 

THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 



THE SADDLE 


GUARANTEED 


FOR GENERAL BOOT 5. SHOE REPAIRING. 




*, I 7* 



Handle Detadted. Out abowi Slglit Hand Oaaemettt Adjnater 




Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Snparler Oasenent Adjuster ia the meat 
convenient to operate becauae all that la re¬ 
quired to unlock and move the window is to 
simply move the handle; when you let go the 
handle the window is locked autoiaatioally. 

Superior Casement Adju s te r is the strenr 
eat because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Caaeamut Adjuster holds the win¬ 
dow firmly at any angle and doea not allow 
the window to rattle. 

SOPBRIOR SPRING HINGB GO. 

550 W. Lake Street, Chicago 


hangers and tracks designed to oTercome all the troubles and 
draw backs of cheaply built hangers and tracks that are made merely to mU 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley ^th 
bumper on end to protect wheels, a very simple and practical cam Tertiwl 
adjustment and other features that put them out of the ordinary class. Tricks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade Write for catalog showing entire line. 



Roller Bearbtge 


Compisie sfedt carried of Tigard, Oreg o n, Broach 


WAOHBB ICPO. 00., Dept. T, Oedar TtBm, Jaw 
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hook 

. CACH 




SPRIUG JOINT RULE DISPLAY 


ASSOBTMENT No. 3 


THE RULE EVERY HARDWARE MAN NEEDS 
Displayed in a way that compels attention 

Increases Rule Sales by catching the eye of every customer, keeps stock in 
best order and condition and saves clerk’s time 


Send for Detailed Circtdar 

Ask Your Jobher*s 
Salesman 

Rules of best qual¬ 
ity, in quartered 
oak, finely finished, 
durable and most 
practical case. 

TAPES, RULES 
MECHANICS’ TOOLS 

TH EfuFKiN R ule CO' 

SAGINAW, MICH. 

New York 


TherelsiDiffemiCBiiiWasliors 


Jast M in an other commodity. Our Washers are 
made of the Best Material and with the utmost care. 
That's why the largest users of Washers prefer those 
of our make. 

We also make 

MsleaUe Wsshsn ssd Csst fras Wsshan 
WrasgU ssd Stsel Piste Wsshen 

of all descriptions. Round and Square, Plain or 
OaWanized. 

AsseaM Rivet Bern Felev Plates 
Sheared asd PsMhed Plates 

PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

MllwaHlcM, WIs. 

Coast RepresentatiTes, 

HXJOHSON h MERTON, Inc. 

San PrancUoo, Oil.; Los Angeles, Oil.; Portland, Ore.; 
battle. Wash.; DenTer, Oolo. 


SHELBY DOO™ HARDWARE 

WE AUK) MAES 

Floor Hinges, 
Spring Butte, Door 
Checks, Push and 
Pull Plates, Door 
Holders, Push 
1 Foot and 

7 Chain Bolts, Door 

! : \ Bolts, Cupboard 

i5IX \ Turns, Cupboard 

llfcTl, S VwJ Catches, Card 

yV^ J Hold r8, Toilet 

' ^ ( Paper Holders, 

/ //^^ ' h Garage Door Hold- 

\ Chest Han- 

d 1 e L, Casement 
^*2S|^^Adju8Ubie Window Adjust’ 

V M ere and Fasteners, 

Hinge 

Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooke, Hall Hooks, Screen Window Hangers, 
Door Braces, large linn of Screen Door Hinges 
and a number of items not mentioned. Ask for 
catalog today. 

The SHELBY SPRING HINGE CO. 

SHEZiBT, OHIO, XT. o. A. 

COAST BEPBESENTATIVES 

POND HABOWABE OO., D. Xi. HEBMAH, 
Los AncdM, OaL Saattto, Waaii. 
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BABCOCK 


SPRUCE 


LADDERS 


Ever3rthing in the i 
Ladder Line / 

Write for Catalogue / 

PROMPT SHIPMENT 

MANUFACTURED BY 

W. W. BABCOCK CO. - Bath,N.Y. 




Myers O. K. Long 
Truck Unloader 



MYERS HAY 

It will not be lone before hay making 
is on in earnest. Already there is a de¬ 
cided stir in this direction—new unload¬ 
ing outfits are being sold and installed 
in advance while the dfemand for unloaders, 
forks, slings, pulleys and fixtures is grow¬ 
ing rapidly as harvest approaches. Be 
prepared to obtain your share of this busi¬ 
ness by ordering now a complete stock of 
MYERS HAY UNLOADING TOOLS. 

You are familiar with Myers quality and 
know that Myers Unloaders, Forks, Slings, 
Pulleys and Fixtures, through their speed, 
ease of operation and large capacity, will 
please your most particular customers. 
What else is necessary? Write, telephone 
or telegraph. Catalog and prices by re¬ 
turn mail, if you do not already have them. 

F. E. Myen At Bro., Ashland, Ohio 

Aahland Pump and Hay Tool Worku 



The “Pony” Riveter 

Every “PONY'' Machine will set both tubular and split rivets 
and is the best riveter made for repairing harness. 

EVERY FARMER SHOULD HAVE ONE 

The Machine is guaranteed against imperfections in workman¬ 
ship and material, and the body being made of MALLEABLE 
IRON, will not break if abused. 

MADE BY 

F. H. SMITH MANUFACTURING CO., 3047 Carroll Ave., Chicago, Illinois 

Manufacturers of 

**Perfection’* Spots, Spot Setting Machines and Blvet Setting Machines 



THE “POHT*' 
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' Double LeTeri 
Antomatie Plunger 
BeleaseB Bottle 
and Perfecta 
Double Beal 


liCkft \ 

Oonpaefc \ 
Danbto \ 

steel \ 
Biflf to Operate 


Prompt Bhip- 
meat. Good 
profita. Quick 
tumoTer. 


Write for 
Prices. 


Vo Adiuatanentat No Standal No Blocks! 

No Grasping Bottle with tbe Hand! 

No Set Screws! No Keys! No Springs! 

Just cap tbe bottles ss tbey standi 

-CAPS THEM ALL” ■ R 


NORTHLAND SKIS—TOBOGGANS — SNOW SHOES 

Every one a good seller and profitable, too. Order early for next season—prices are down now 
NORTHLAND SKI MFO. CO., 2330 Hampden Ave., St. Paul, Minn. > wnt. 


Write 

for 

Catalog 


Easy to operate. 

No danger cutting hand. 

Cuts out top completely. 

Saves every can. 

Opens can of any shape. 

Enables contents being removed 
in whole form: 

It is absolutely SAFE. 

A pleasure to use. 

Guarantees satisfaction. 

Made of best materials. 

Dealers cannot afford to be without 
a stock of them because housewives, 
hotels, restaurants, grocery, packing 
house, can goods and brokers sales¬ 
men are all demanding them. 

FitM in V€Mi pockti lik€ a **cigor” 

Write for Prices. Samples 66c Each 

SAFETY CAN OPENER CO. 

STREATOR, HJJNOIS 


Msxmfsctiirsrf Honaeliold SpedaltlM 
1925 B. IBth St. ItensM City, Ho. 


BEST CUTLERY CO. 

Manufacturers of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

25 Willoughby Street Newark, N. J. 


KNAPSACK DUST SPBATEB 

FRESNO 

KHAPSAOK UQXnn SP&ATEB 

SONOMA 

These are the Best on the Market 
Agents wanted. 

Builders of Spraying Engines 
CUSHMAN MOTOR WORKS 
Stockton, CaL 


**CRITCHLEY-SIX” 

Expanding Adjustable Reamer. Genuine original six or 
fire blades are made only by 

CHADWICK & TREFETHEN 

Portsmouth, M. H. 

Represented by Caldwell Sales Oo., San Pranelsoo, Oalif. 


Digitized by ^ ■oogle 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Evaryone Buys s Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER GO., Bellaire, Ohio 


C-B-CO Bottle Capper 

COMPLETE IN ITSELF 
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Hot Weather and Orders 


These are the days that bring smiles and 
doUars to the dealer selling the Aseptic 
Home Capping Machine. Backed by 
three years of service, they insure prof¬ 
its, good will and satisfied customers. 

Send for your sample today. 


REINHOLD-SHARP & COMPANY 

615 Bsmocm Street, DAVENPORT, IOWA 

Westem Bepresentatlye 
JOHN F. KEGUBY, Lankenhim, Oal. 



"EASY EMPTYING” 

Grass Catchers 

Favorably known the 
world over'' now made 
with 

Ite'liifdrced 

NM-SIppiRg 


Durable 

Many exoluaive 
patented f e a- 
tnree and strong 
selling points 
explained in 
Catalog No. 20. 

WriU for it 


SOME OF OX7B PAOIFIO OOAaT JOBBERS 
Oalifomia Hdwe. Oo. Baker, Hamilton S Paeiffe 

union Hardwaro A Metal Oo. 

Oo. Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jenaen, King, Bird A Oo. 

Harper A Beraolda Oo. The S^aw-Batoher Oo. 

Faillng-McOalman Ob. Sohwabaeher Hdwe. Oo. 

Marthall-Wella Hdwe. Oo. Seattle Hardware Oo. 

HoUey-Maaon Hdwe. Oo. The Thomaon-Digga Oo. 


SNAPS 

FOR THE HARDWARE MAN 

PROM THBBBST LINB MANUPACTURBO 



Dunham, Oarrigan A Hayden Oo. 

THE SPECIM.TYMF6.C0.,SLPaiil,Mnn^U.S.A 


TROJAN OPEN BYB SNAP 
Nos. 520 Bit, 521 Chain, 522 Trace 

SoUh AiiJoUm 

COVERT MFC. CO. 

TROY, N. Y. 
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No. 33S 

12 and 16-Gaago 
Hammarlmta 
Doalda Barral ShoigunM 


Ommod and Oparatad h 

Ssynga Arms Corporation, New York 


There^s Business This Fall for 
the Stevens Dealer 


The Stevens No. 335 Double Barrel Hammerless Shotgun 
gives the live Dealer a great chance this year. 

Here is a gun that combines good appearance, service¬ 
ability and good shooting qualities, at a moderate price. 

We are telling your customers just that in our August 
advertising. We^re telling them more—^that old H. C. L. 
can’t cheat them out of this Fall’s shooting as long as there 
is a Stevens. 

Because the Stevens line, from the smallest .22 Boy’s 
Rifle on up to the sturdy man-sized Shotgun, is built to give 
value received. 

And that means business for the Stevens dealer. 

J. STEVENS ABUS COMPANY 

OmOOPEE FALLS, MASS. 

EzecntlTn and Export Offloes: 60 Olmrcli Stroot, Now York 


Rifles - ShotfTuns - Pistols 


BOLLER’S CRANK MOP WRINGERS 

Can Ba Used Kvarywhara 

Large Openings, Long Leverages and Cranks to 
tnm out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER ROLLER MRCmNE IVORKS, 122-124 N. Cwtit St, CMcage, HL 
Paclflo Coast and Intor-Moimtain Esprasantativos 
THATEB a BOWEB 

846 Monadnoek Bldg., Baa Franeisoo. 880 Story Bldg., Los Angelas 
SaalSla and Danvar 
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Hitting the Bullseye ^ince 1864* 


COBBLER OUTFITS, LASTS AND STANDS AND HEEL PLATES 


Cobbler Outfits 


Improved Eoonemicsl 


Lasts and Stands 


Will always insure 
you a good profit if 9 
you buy the best. We 11 
happen to have the II ^ 
best because we have H 
been manufacturing || 
them for over a quar- In 
ter of a century. H 

Write for latest catalog 
and price list 

Guaranteed Empire 


Heel Plates 


STAR HEEL PLATE COMPANY 

LOUIS SACKS, Inc. 

357-391 WSsoo Are.. Newark, N. J.. U. S. A. 
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MR. DEALER 

Hiave you placed your Sprayer order for 
19211 We want your business, and your 
trade wants our Sprayers. 

WTgTVneMMgW 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 


GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

I I We are the man- 

Ji ill i i ufacturers of the 
I ^ * * original ‘ Novelty’ 

M I \l J P^mp for WELLS 

l|JLYl &jj and CISTERNS. 

K dn' ¥ ^ patented han- 

i attachment 

j i renders it the most 

j durable, easiest 

j i working and best 

fitted pump. 

"" Its imitations are 
^ far inferior, be- 

1*1 \\ cause they are not 

\\ ^ accurately con- 

structed and do 
rSi ^ produce as 

^ large a volume of 

mlu ^ ^ater with each 

.write for circular 
and special prices 
(No. 130 ) once! 

THE HESS-SNTDEB CO., Uassillon, Ohio 


Ko. 40 Portable Outfit 

Write for 
Clatalog and Prieee 

ALBERT LEA SPRAYER GO. 

ALBEBT LEA, MINN. 


YOU ABE BIOHT IN 
BEOOMMENDINa 

‘‘WORLD'S BEST*’ 

IK NAME AND FACT 


World’s Best 


Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATX7RE8 
Frame is best grade malleable iron 
Wheel underneath track prevents derailment. 

Wide bearing of the wheel distribute! weight and 
makea it the Easiest Bnnnlng Hanger on the market. 

Packed one pair in box complete with bolta*. one- 
half dosen pairs in s case. 

Track has Slidable Bracket, which has mads the 
World’s Best Hangers so popular with the building 

tnda. 

If jonr Jobber can't snpplj you. we will. 

THE TOPPING MFG. CO 

For 18 Tears Safety Door Hanger Oo. 
ASHLAND, OmO, U. 8. A 


NORrROSS OARDEM 
iTUKUKUDD CULTIVATORS 


Manufactured by 

I S. NORCROSS & SONS 

BashnsU, m. 
Distributed by 
LEADING HABDWABE 
JOBBERS 
EVERYWHERE 


Growing in Demand 
Every Day 

Sell one to s customer—and 
veu get his next door neigh¬ 
bor. 

Ooraes in (8) sizes. 6- 
PRONG. 3-PRONO and MID¬ 
GET. suited to both Men and 
Women, 

The “NORCROSS" is Dis¬ 
tinctively s "Quality" Line. 

Handsome in appearance 
and built to ^ive long Service 
and Satisfaction. 

You’ll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

More than 3t0 Jobberslcarry the g 
_“NORCROSS” Une Jk 
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Assortment Number DBS 

Mounted with Six 4-Inch Crescent Wrenches 
Size, 8i z 1 li Inches 

P UT this display on top of your 
* show case and it will make 
that little 3x8-inch space which 
it occupies the best paying spot 
in your store. It will not only 
sell the 4-inch wrenches, but will 
stimulate the sale of the other 
sizes. 

The store with the best display 
of tools for the automobilist is 
the one that is going to get the 
business. The Crescent Wrench 
is one of the best tools for the 
automobile owner that has ever 
been put on the market. 

This display board is made of 
heavy cardboard, attractively de¬ 
signed and provided with an easel 
back which locks and will not 
fall over on a glass show case. 
The six wrenches will be billed to 
you at regular discoimts. No 
charge for display board. 

Order From Your Jobber 

CRESCENT TOOL CO. 

JAME8TOWK, N. T. 


Barnes Power Pumps 



The General Service Pump 

For Working Proonreo of 125 Lbi. or a 
286 Ft. Head 

Here is a pump for all classes of work— 
domestic and farm water supply—garden 
sprinkling—boiler feed in steam heating sys¬ 
tems—pneumatic pressure systems, powered 
with either gas or electric motors. 

It is well adapted, in the larger sizes, to 
supplying water on construction jobs. Gaso¬ 
line or oils may be readily pumped, since the 
valves are solid bronze and will not be 
damaged. 

Built in five sizes, capacities up to 4200 gals. 

Write for Bulletin H. 

THE BABNE8 MANUFAOTUBING CO. 

Mansfield, Ohio 
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CARRIAGE CLAMP 

(QinCE SALE) 



This is a strong, dnrable, convenient 
general purpose Clamp. 

Send for our new catalog showing complete line 
of up-to-date Clamps, and many other 
GRAVE QUALITYTOOLS, for which you 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Waverly Aye., Cincinnati, Ohio 

Please address all orders and inquiries as above. 



BERGMAN’S 

Queen City 

. ADJUSTABLE 
^ WRENCH 


The Wrench 
with the 

Curve That 
Fits the Hand 

Of particular advantage is the 
“curved” handle, for by con 
forming strictly to the shape of a 
man’s hand it provides a firmer 
grip. A certainty of grip which in 
turn prevents the hand from slipping and enables the 
user to apply the necessary force required to tighten 
up or remove a stubborn nnt. Also of inestimable 
value for working in out-of-the-way places. 

This wrench is made of drop forged steel and care¬ 
fully pack hardened with a jaw of special steel of high 
tensile strength. It can be relied utou to stand up 
and deliver years of faithful service. Fully guaranteed. 
Five sizes—4, 6. 8, 10 and 12 inch. 

Writa for prices and list of liberal discounts 
BERGMAN TOOL MANUTAOTURINO CO. 
BUFFALO, N. T. 

C. W. OAUSE CO.. 693 Mission 8t., Bin Franrisco, Calif. 
Pacific Coast Representatives 


“Forstner” Brace and Machine Bits 

For Fine Oaxpenter, OaUnet and Pattern Work 

8FEOIAIJ.T ADAPTED FOB HABDWOOD WOBKINO 

^ ^ _ The Forstner Labor Saving Anger Bit, unlike other bits, is guided 

^ffSSSS^SSSSSSSS^^^^^ by its Circular Rim instead of its center; consequently it will bore 

any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditions than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, riobon mould¬ 
ing and mortising, etc. 

Manofactured by THE PROGRESSIVE MFO. 00., Dept. “A,” Torrington, Conn. 

Enquire of Tour Hsrdwtxe Jobbers, or Write Us Direct. Supplied in Bets Write for Catalogue 



SPOT SASH CORD 




Extra quality, guaranteed free from all imperfections. 
Oan be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sizes and colors, 
for all purposes. Carried by all jobbers. 

Sash Oord Shade Oord 

Clothes Idnes Masons’ Lines 

Solid Braided Rope Chalk Lines 

Send for catalogue and samples 

SAMSON CORDAGE WORKS - Boston. Mass. 

JOHN T. BOWNTBEE, INC., Bep. 

San Francisco, Los Angeles, Seattle, 

Denver, Salt Lake City 



THE 

<< CANNON 
OILER’’ 


FORCES 
THE OIL 
ANYWHERE 


Canos Paap 

cam 

Force the oil 
anywhere re- 
gardlees of po¬ 
sition 0 .. can. 

1 pt., 1% pt, 

1 qt. 

Write for 
Catalog. 

CANNON 
OILER CO. 

Kaithshiirg, EL 
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How the Hardware Dealer 
Can Sell More Levels 


Lots of good workmen don’t feel they need a 
new level until they see a Sand’s. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand’s level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

You not only get the business of the man who 
cannot resist buying when he sees a better level, 
but you get the business that goes to the mail 
order house when you do not stock and display 
levels. 

You can hold all the level business with the 
Sand’s line, for there are levels in pine, walnut 
and aluminum for all workmen qu every kind of 
work. The price range covers all competition. 
Your jobber will be glad to supply promptly. 

The following features were originated and first 
applied by Sand’s: The walnut level, the aluminum 
level, the solid set spirit glasses, the plate glass lens 

{ >rotection for spirit glasses and the friction grip wire 
ocaters to define exact center instantly. 

Write for fully illustrated folder describing Sand's 
levels for accurate workmen on every kind of work. 

J. SAND & SONS 

4866 BIVABD ST. • • DETBOIT, MIOH. 


**STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
AkK): Sebco Screw AnchorB 

Seboo Toggle Bolts 
Sebco Ooncrete Insexte 
Sebco Star Drills 
Sebco Gold OhisMs 
Sebco Gable Glampe 

STAR EXPANSION BOLT CO. 

Trade Marti 

STOCKS AT 

147 Gedar Street 120 West Lake Street 

. New York Ghlcago 


Sells to Every 


Belt User 

Your market 
for Blue Ribbon 
^ ^ Belt Dressing is lim* 

by the number 
of bolt users in your vicin- 
XWm The quality of the Dressing 

is high enougn to suit the most dis- 
criminating pur^aser. Ask your whole¬ 
saler for it or write for prices and samples. 

IK MNEirS MRS. CO. 



The World’s Standards 

“SPECIAL’’ and “No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Poller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 

104 Lafayette Bt, Kew York, N. Y. 



PEERLESS STRAP WRENCHES 

Will not crush the thinnest tubes, and they can¬ 
not slip when properly adjusted. Double woven 
linen strap is the strongest and most durable 
made. Patented cam locks the strap securely in 
any position. Wrench is drop-forged steel. 

The ideal wrench for polishea pipe. 

aEOBOE H. WILKINS GO. 

180 K. Market Street Ohicago, ZU. 

8P&AKB SALES 00., INO. Bepresentativea 
Prentiaa K. Rice F. H. Chown O. E. Wood 

506 Charles Rldg. 1121 Oaaco Bldg. 202 Postal Tel. 
Denver Portland San Francisco 

G. T. Sprake, 216 Higgins Bldg.. Los Angeles 


“PHILADELPHIA 

HANIV-HOESE—MOTOR 

Largest BCakers of High-Grade Lawn Mowers 
in the World 

THE PHILADELPHIA LAWN MOWEB GO. 
31st and Chestnut St. Philadelphia, Pa. 


ft 


B g your stock—best and cheapest means of 
inUfleation for Bogs, Sheep and Cattle, 
me, addreeeend nomber etamped on taga. 
talog mailed fro# on reqneet. 

SEurch&CA 278W.HunmSt.Chi 
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**Highest Award (Medal of 
Honor) for FILES and 
RASPS, Panama-Pacific 
International Exposition, 

BataUlihed 186S San Francisco.*/ 





Lockwood Locks, recognized 
as standard goods, are well- 
made, of long life and afford 
the users unexcelled security. 
The line includes locks for all 
purposes. 

Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 

Lockwood MaiiirfacteiBg Co. 

Manofactnrera of 

BUILDEBS’ HABDWABE 

SOUTH HOBWAUC, OOXM., U. 8w A. 


F. O. HIOOIM, Pteifle Ooul RnpraonUCiTo 
2838 HllligSM Ato., B«xkoloF, Oallf., U. S. A. 


MAYDOLE HAMMERS 

THE WORLD'S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 

The David Maydole Hammer Co. 

NOBWIOH. N. 7, XT. & A. 



The Only Wrought Lron Anvil Manufac¬ 
tured in the United States 



The body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FOBOINO CO. 

Ctolumbiui, Ohio 


Did you get your outfit 

of the 1921 
■PENNSYLVANIA" 
Quality 

'Lawn Mowers 



sales helps! Send 
^ . for them. 


PE^WSYL^^wKlMO^^^ 


rOUNOCO lA /7 


PHILADELPHIA 
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SHAOt 


With th( 


Lane’s Steel Round 
Track Hangers 


^^ANSONIA’’ NAIL CLIP 


Writ* 

H. C. COOK CO 


ANSONIA, CONNECTICUT 


hatch chicks that live and grow. 

They are good machines to sell because they are good 
machines to own. You will never lose a customer to 
whom you recommend a Queen. 

May we help you install an incubator department? 

QUEEN INCUBATOB CO., Lincoln, Nebraska 


Hangers, entirely of steel. Track, rigid 
steel brackets. Doors cannot get off track. 

Stock the hangers of merit—Lane’s. 

LANE BROS. CO. 

Blver Street, PouglikeeiMiie, K. T. 


QUEEN INCUBATORS 


rKClSlON HACMME 4 TeK CS.. talM I 


Precision Key Maekiit 

Anyone can cut a P*{!*f* 
duplicate oi any Ysls 
type key in lets U»^ 
one minute. MachiaeJ* 
automatic. No expert- 
ence or skill necest^ 
Write lor descriptl^* 
booklet today. 
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AMERICAN SEAL 

PAINTS and CEMENTS 

<<MAKE GOOD” 

WITH YOU AMD TOUB OnSTOHEBS 
STAND FOB 

QUALTTY and DURABILITY 


Gilson Garden Tools 

Have proven Live Sellers wherever 
shown. They get the weeds out of 
gardens and cash into the dealer’s 
till. Write today for catalog and prices. 

J. B. aiLSOK OO., PORT WASHINGTON, WlA 


EYEliT TOOL CO. 

Mannfaeturera of Pnnehet and Sett 
(hand drive and foot power) for 
Leather, Oloth and MeiaL Pn n o ^ 
Tubes, Pnnehet and Diet. All kltdt 
and tiset made to order. Write jobber. 
Booklet! free. Eetabliehed 1858. 

190 Dorehetter Ava 
BOSTON, MASS. 


WRITE US FOB DEALER'S PROPOSXTION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TBOT, N. T. 1921 
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hardened shaeklee 
—sixteen to twen- 
tj-fonr tumblers. 
Guaranteed to give satisfactory senrice— 
the enetomer to be the judge. 

THE KlNa LOOK 00., OHIOAGO, ILL. 

iiAT.ua BBPBB8BVTATIVB8 
■UBPU88, DUHV 8 00., 74 Mamj 8t.,Kew Toxk Oilj 
Ohleeco om^ 84 N. Ollnton 8t. 


Have Just Built a House 
Out of the Profits of My 
2 Hatfield 
Machines 






was the gleeful 
way one of our 
customers xecently 
spoke when giving 
us an order for a 
12-blade machine. 
Now running 2 12- 
blade machines. 
Nice—sure and he 
made a living out 
of the business at 
the same time. 


We make 1, 2, 4, 6, 12, 18 and 24 blade 
machines. Write for Catalog and Prices. 


HyUeld Mfg. Company 

292 Obuich St. .... Kew Tork Olty 


MARVEL 

Nitrogen Lamps 

ALL SIZES! 

Stamped on ever\" Marvel carton 
are the words '‘One Guaranteed 
Nitrogen Lamp.’’ 

You are protected! You and your 
customers are assured of perfect 
lamps — no disappointments, no 
misunderstandings—no comeback 
claims. 

Immediate Delivery 
Write or Wire 


Brite-Lite Lamp Mf^. 
Company 

214 Oxford Stroot 
ProTidenco R. L 






1 

I 

i 



IIT 





MODERN METHODS 

HIGH GRADE MATERIAL 
EFFICIENT INSPECTION 

A FEW OF THE REASONS 
WHY OUR WOOD SCREWS 
WARRANT YOUR 
CONSIDERATION 


‘‘PRODUCTS THAT 



))] GIVE SATISFACTIOr' 


REED & PRINCE MFG. CO. 

WORCESTER, MASS., U. S. A. 

BRANCH AT CHICAGO. ILL. 
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Save on Your Buying of Hand Implements 

Your opportunity to buy European implements for vineyard, orchard, or 
garden direct from exclusive importer. 



Dorian Scythes 


Both Full Curve and Half Curve. Highest Grade Steel, tempered by 
secret process. Keeps the edge. 


IDEAL 

Sulphur Machine 



Most economical machine Hae 

lon^ stroke; makes work ea^, double 
action TOrforming twice the work with 
same labor; one man can do the work ef 
two; two air chambers with double ac¬ 
tion, makes steady overflow. Oapa^ty 
gaUons or 25 pounds sulphur. 


Genuine Rieser Pruning Shears 

Sizes 8, 8^, 9 inches. 



Imported Vineyard Sulphur Bellows 




Weight 8% lbs. Siae 

Flat Prong Burka Hoes s%x9 

Length 12 to 20 inches. Thiekness of Weight 4 Iba Size 
prongs, ^ to 2 inches. lO^zlO 

GRANUCCl HARDWARE CO. 

Importiiig Agents for North America 
Send for Prices and Catalog H. W. 

683-647 Front Street San Fraaoisoo, California 



BELLOWS 

Small size used for insect pow¬ 
der. Capacity, 1 quart 
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THERMOID TIRES 


Made of the famous GBOLIDE Compound, are themselves distinctive 


We are assured, and confidently extend this assurance, that “Thermoid” is 
a LONG WEARING QUALITY TIEE—ENTIRELY BAND MADE and 
EXACTLY SUITED to CALIFORNIA TERRITORY CONDITIONS 



-GUARANTEE- 

FABRIC TIRES: Ford Sizes, 7500 miles. Large Sizes, 6000 miles. 

CORD TIRES: 8000 miles. 


DUNHAM, CARRIGAN & HAYDEN CO. 

Exclusive Wholesale Distributor for Northern California, Central California, 

Western Nevada 

SAN FBANCISOO, OAUFOBNIA, U. S. A. 
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BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
Hardware Trade 








“MADEWELL" 
Bainbow Lawn Sprinkler 


Throws s fine 
uniform spray 
over rectaniTQ* 
lar space. 


Stronfflj built. 
Needed wher¬ 
ever there is 
a lawn or gar¬ 
den. A ready 
seller. 


All aboTe products for sale thru jobbers, 
write to ns for folders. 


Madewell Pipe & Culvert Works 

East 12th Street and 25th Avenue 
Oakland, California 


hADEWEu 


•li 




Opening 


Handle 
Raised Seat 
Encased 
Washer 




Standard Brass Casting Co 

Main Office and Factory 
Oakland, Calif. 

Sales Office 

823 Monadnock Bldg., San Franciaco 


M. W. WUESTHOPP 
Sales Mgr. 
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HERE’S AN ITEM THAT SELLS— 

CLIPPER 


The Best in Belt Lacing 



The Lacing 


Machines 


bines R 

Baby Ko. 0 

For nse in any ordinary vise. Laces belts not 
over 4 inches wide or over %-inch thick. 


No. 3 

Lacoa a bolt in throe minutes 

For general belt lacing work. Laces any belt 
not over % inches thick without removing from 
shaft. 


Defective, Worn or Broken Parts 
on Lacing Machines Replaced Free 
of Charge 



THE LAOING 


No. 2—For thin belts 
over small sized 
pulley. 

No. 3—For thin belts 
over medium sized 
pulley. 

No. 4 —For belts not 
over V 4 'inch thick. 

No. 5—For belts not 
over 5-16-in, thick. 

No. 6—For belts not 
over %-inch thick. 



Hooks on 
Card 


Actual size of 
Hooks. 

THE RAWHIDE PINS 


Twisted rawhide. Pins are packed in standard bun¬ 
dles. Each bundle contains 24 pins 12 inches long. 


THE FINISHED JOINT 



ORDER YOUR STOCK NOW FROJI 


BAKER, HAMILTON & PACIFIC CO. 


Digitized by LjOOQle 
























70 


HARDWARE WORLD 



Digitized by v^ooQle 











August, 1^21 


HARDWARE WORLD 


71 


Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Chuiuateed Btoit, from a 
Hoose Famomi for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Fumisbings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 



WbQlesal«r»—Jobbers 

Strevell-Paterson Hardware Go. 

SALT X.AKE OITT 

A. M. HOLTER 

Hardware Company 

Helena, Montana 

Establislud m? 

WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


HONEYMAN 
Hardware Company 

Park at Qliaaa Fourth at Alder 

White Mountain and Seeger 
REFRIGERATORS 

TOLEDO STEAM COOKERS 

Nesco Perfect 
OIL COOK STOVES 

Domestic Science 
FIRELESS COOK STOVES 

GAS PLATES 
GARDEN HOSE 
LAWN SPRINKLERS 

CAMP EQUIPMENT 
In Tents, Beds, Cots, Chairs 
Nested Cooking Utensils, 
Etc., Etc. 


HOLTER 

Hardware Company 

Spokane, Wash. 

WHOLESALE 

ONLY 

Auto Accessories 

Plymouth Hope Peninsular Line 

Automatic Waabers Furnaces, Baufee 
Sarffnnt Hardware and Heaters 
Acme Paints Schuttler Wafoiu 

Bawlings Sporting Mill , Mluiu g sod 
Qoods Logging Supplies 

Prompt, Courteous Service 
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Service ^ Equal to the best 
Merchandise ^of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

"‘Everything in Hardware' 


Salt Lake City 
Utah 


The ^a(t Lake 

cHardn 


cHardware Go. 


Pocatello 

Idaho 
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vearbrand 

iDmCKOilNE 


Patented 


H. Roth & Sons 
Company 


WATER SYSTEMS 


FULLER 

' 1 ^ JOHNSON 
I ENGINES 

J WINDMILLS 

^ HOOSIER 
J PUMPS 

PACIFIC PUMP & SUPPLY CO. 

853 Folsom Street 
San Francisco, California 
Sole Distributors 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 

PP 

W$ carry factory bratrds only under factory 
labels and numbers 

WHOLESALE ONLY 


BEAR BRAND COLD /V PACK CANNER 


Approved by 

California 

Homo 

Cannoro’ 

A99oeiation 


For 

Qlass Jars 
or 

Tin Cans 


Hiada 
10 Qt. Jars 
or 

15 Ft. Jars 


RETAILERS—BIGGEST CANNING year is here — Many Canneries will remain 
closed—Reap this opportunity to PUSH sale of this profitable CANNER. 

Approved by U. S. Government. No lifting of ten jars at once. Lift out one rack at a time as 
needed. More convenient than the Wash Boiler type. Your jobber can supply you. Send for catalog 
and instructions. 

WESTERN SALES REPRESENTATIVES MANUFACTURED BY 

Omer Oox, Atlas Bnlldiiia, San FrancUeo, OaUfomia mm % mm « ^ 

iStapi* Woolwine Metal Products Co. 

Stilmpls A Cox, Corbett EnlldlBg, Portland. Oregon 
Tajlor, Tonngs k Ooz, Temple Court Bldg., Denver, Colo. 

Dan M. B^ 222 Slaughter Building, Dallai^ Texas 


Eighth Street and Santa Fe Ave. 
Los Angeles, OaUfomia 
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YAKIMA 

Hardware Company 

YAKDIA, WASH. 

Jobbers of Standard Linea of Hardware 

Wholesale 

BUILDEBS’ HABDWABE, KOOnNG, 
STOVES, TIN AND ENAMELED WABE, 
mON, STEEL, PIPE AND FITTINOS, 
BLACKSMITH AND WOOL 0B0WEB8’ 
SUPPLIES, HOP AND FRUIT OBOW. 
EBS’ SUPPLIES, SPOBTINO GOODS 
AND 0UTLEB7, AUTOMOTIVE 
EQUIPMENT 


Olden filled 
same day 
as received 



Prompt 

Oonrteona 

Servloe 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

e., \ 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for ns to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE A FURNACE 
REPAIR WORKS 


MAV aVBBHS 


iBOorporated 

1C.K.BUBSN8 


J. L BUBBHS 


gSTTauaMCO 


SPOKANE, WASHINGTOK 


WASHINGTON 

Hardware and Implement Underwriters 

OF 

SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVENGS FOB 1920 

50<fo OF PREMIUMS 

This is for yon if a member of your State Hardware or Implement Aasoeiatioa. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring fall partienlan by retam maiL 
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D«altrt, AtttatiM i 
JOB WBL8H 
0«niln> X««dtn 
KnotlMB, Btronc, in- 
▼isible. emu be bed 
from jonr jobbers in 
Fishinc Tsekle. 

Good in Fresh or 
8slt mter—s sise for 
STory fish. Send for 
Bsmple esrds of the 
8 sises free on sppli- 
esHon. 



i LEADER^^^B 

TOE 

BREAK'^ J • ^ 

JOE WELSH 


PASADENA 


OAUFOBNIA 


ExclnslTe Ajeot U. 8. snd 

Osnsds 


Store and Factory Trucks, 
Wheelbarrows, Scrapers, 
Hand Carts, 
ilK. 1\ Casters 


Johnson Electric 

% Washer 

A Household 
Neoeesity 

The Lowest in Price 

Most Economical in 
Operation and 
Maintenaace 

Require^era Service 
Lasts Longer 

Equipped with special gas burner — En¬ 
closed type motor. Solid copper tub, will 
not warp, le’ak, rust or bum out. Thou¬ 
sands in use on the Coast. 

liberal Dealer’s Proposition 
Write for Particulars 



JOHNSON ELECTRIC WASHER CO. 

Dept. E—4000 Adeline Street 
Oakland, Oalifomia 








Cnpols Bnrnsr OU 8toys 


Short Ohimnsj Oil Stonrs 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SBHD TOUB OBDBBS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMBBIOAN 8TOVB OOHPANT 

C. H. SOHIEOK 

W« alao cany . larg* PuUle Cent Afnit ***®uS^^ * ***** 

Ito* of 716 Indiana St, n«u lOth St. wawawi 

OOAla BANGE8 8aa Frsndsoo, OsL OAB AftTfUsB 


We also carry a large 
line of 

GAS BAHGE8 
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LININGS 

Enameled 

Porcelain 

Spruce 

Opal 


Herrick and Alaska 

Refrigerators 

PERFECT, SCIENTIFIC REFRIGERATION 


“Alaska" 


LIFE PRESERVER FOR FOODS 

Mangrum & Otter, Inc. 

827-831 Mission Street 


"Herrick” 


San Francisco 


The 

Schaw - Batcher G>. 

SACRAMENTO, CAL. 


WE OFFER YOU 


Hardware 

Tinware 

Enamelware 

Ammunition 

Builders* 

Hardware 


OF 

DEPENDABLE 

QUALITY 


PROMPT AND EFFICIENT SERVICE 


Will’s Scieiitific Sprinkler 

FOB LAWNS AND GARDENS 



“There's a Reason Why This Businesa 
Increased 100 Per Cent in 1920. 

Three Superior Qualities 

Durability—Efficiency—Cheapneas 

Made of steel galvanised pipe. Saves 25% on Wat«r 
Bills. Covers 25% more surface with same water. Mo 
Rust—No Leako---8olid Standards—securely attached. 
No bending or breaking. Hose connection oEST m*de. 

The Spray is distributed equally, covering ewery 
space and comer. 

Made in all Lengths, and to suit any pressure. 
Guaranteed for 10 years' service if proi>eriy cared for. 
Ask your Jobber or send direct to the Factory for 
our descriptive folder. 

WILLS SPRINKLER CO. 

8110 FLOBSHOB AVB. LOS AVaSUS 
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4 u£USt, 1921 


Double Summer Profits 


By Selling This Popular Labor-Saving Combination 


3-Service SPARK Range SPARK Iceless Cooler 



Portland 
F. Ii. Oroen Oo. 

Portland Famltaro Bzcb. Bldg. 


Bums Coal, Wood or 
Gas, singly or 
together 

Every woman will greet the 
improvements in this stove 
with joy. Ita three inde¬ 
pendent ovens, compactness 
(38 inches wide, 26 inches 
deep), ultra modem con¬ 
struction (made of rust-re¬ 
sisting steel, with nickel, 
glass and enamel trimmings; 
oven thermometer) and two 
overhead gas ovens (fume¬ 
less) are a silent aales* ar¬ 
gument which convinces 
every beholder of its auperi- 
ority over other ranges. 

The Range that eelU itself 
Guaranteed for Five Years 


Pays for itself in ice 
saved. Works automati¬ 
cally. Requires little 
care. Gives faultless 
service. Keeps foods per¬ 
fectly in its self-gener¬ 
ated, air-cooled atmos¬ 
phere. 

The moment women see 
this SPARK Iceless Cool¬ 
er they want it because 
it assures economy, sani¬ 
tation and less Work. 



and description. 


if 3—r is ust rsprs- 

ssmtsd, ssrits fsrtks Bmtmsivs 
Agsmssfsrtkii SPA RK Rmmgs 
^tks Sfvs •/ tks Fmtmrs. 


Lob Angelos 
D. D. Adsms 
332 Bontli Spring 


Write for prices 


Mads in a daylight plant by 


llafMiHor-&rayCa 

OAKLAND CALIFORNIA, V.SJL 


Seattle 

F. L. Green Oo. 
e2 Pike Street 


Thompson Adjustable 
Sprinkler Head 



Sold Through the Jobbing Trade 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


HERCULES COLD SODER 


THE BIETAL MENDEB 



Mendf any leak in any metal qnickly and permanently, 
without heat or acid. Jnst apply HerculoB Gold Soder, 
a eemi-liquid, from tube, covering hole or erack. FizoB 
household utensils, brasA granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your Jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept A OOUKOIL BLUFFS, ZA. 

AMERICAN MERCANTILE OO., 510 Battery Street. 
San Francisco, Calif., Export Representatives 
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1880 FORTY-ONE YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 

ARROW BRAND 


1921 


CUTLERY 


ADOLPH BLAICH, Inc. 

WhoUaaU Otdy 


• 693 Mission Street, San Francisco, Gal. 

Sample* and Price* on Reque*t 



The New Haven Brownie 

TELLS THE TIME DAT AND NIOHl 


FXTU. BADIUIC WH IT E DIAL 
ONE DAY INTEBMITTEMT ALARM 

Height, 4 inchea. Dial 2^ inchea. 

Alarm ringa xor 5 minutea, intermittentlj in 20*aecond 
intervala. Haa ailent awitch. Caae, aeamleaa braaa, 
heavily niekel plated. A compact, atrongly made, at¬ 
tractive little clock. 

MORGAN & ALLEN 00. 

150 Post Street, San Francisco, Oallfomia 


Keystone Boiler Handles 



No. 1, Regular size for oval boilers. 

No. 2 , Regular size for square boilers. 

No. 40, A new style made to hook over the edge 
of sinks, etc. 

The illiutration re p reee nt a the No. 40 handle. The 
sides are heavy stamped steel, nicely trimmed. 

Send for samples. 

BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooms and Factory, 110-114 Broad Street 
PHILADELPHIA 


STOVE & FURNACE REPAIRS 

Welding for All Makes Bepairs and Wicks for New Perfection and Puritan OH Stoves and Heaters 

Lo ■ ■. » « MYER S. RUBENS WHOLESALERS 

DI AXCDC Ctold, SUver, Nickel, Brocse, Copper, DI A X 17 D C 
jrLi/\illilvO Brass, Bine and Chm Metal Oxidizing I LiI Ci Iv D 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

_ Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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AT $6.00 BETAIL * 

Th» Mott Wonderful Air Rifle 
Ever Invented 

Different from AU Others 

ORDER NOW from your jobber or 
write ut direct for full information 
regarding the only ORIOINAL PUMP 
GUN FOR MEN AND BOYS, alwayt 
in great demand. Sample on request. 
Attractire discounts. 

Beajasris Air Rifle & llf$. Co. 

Broadway ft Waaliliigton 
BT. LOUXB. . . M1S80IJBZ 

Padfle Ooatt BeproM&tatiTes 
McDONAIsD ft UMFOBTH 
Call Bldg., San Francisco 


At a Popular Price 


The Benjamin 


A PUMP AIR RIFLE ^ 

ONE STROKE OF THE PUMP AND YOU CAN SHOOT 

POWEBJ^L and ACCUEATE. Works on the same principle as Air 
Drills and Air Hammers. Shooting power always un^r your controL 
Each stroke of the ^n increases the shooting power. One to four 
strokes all that is ordinarily required. Never loses its shooting force. 
Absolutely safe, holding the compressed air for some time. Tou do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can easily 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Gun is then only 23 inches long. 



Makes Stoves Look Like New 

KILLS BUST; PBBVENTS BUST- 
ZNO; OLEANS AND POLISHES. 
Write for Wholotale Prices 
8UPEBIOB LABOBATOBIES 
General Offtcee, D^. 11 
Grand Baplda, lach. 
GENERAL SALES OOBPOBATION 
Pacific Coast Representatires 
718 Mission St., 737 Terminal St., 
San Francisco Loa Angeles 
Seattle, Wash. 


DIXON’S GRAPHITE PAINT 


Recommended for metal or wood surfaces, iron 
shutters, tanks, piping, stacks, boiler fronts, iron 
fences, etc. Pigment is flake silica-graphite; 
vehicle is best linseed oil. One Quality Only. 

Write for Booklet No. 230-B and prices. 

JOSEPH DIXON CBUCIBLE COMPANY 

Jersey Olty, Kew Jersey v ^ . 

gS2g EstahUshed 1827 gQOd 




GENUINE 

HUNTER'S SIFTER 

Standard of tlio Worid 
Since 1880 


Seotlonal View Order from your Jobber. 
Showing Conetmotlon 

Comblnee strength, beauty, usefulnees ^d dura¬ 
bility. Cleanlinees always possible^ bUde in one 
piece of extra heavy tin platen nickel trimmings, 
Handle swedged to body. No soldered joints to 
come loosa Easy to remove all parts for cleansing. 

THB FBED J. MEYSBS MFG. 00. 

Bmider S tr ee t XamUtoa, Ohio 




Tha complete, oompset. dittinciiTe line in handy house¬ 
hold cans—full-site, full-measure. RETAILS 26 0BNT8 
—^no larger sises. Big Value for user; Bis ProAt for 
Ton. A popular seller with Hardware trade. Assort¬ 
ments contsin all 29 oo>lors; display matter included. 

Dealer's Assortmsot (30 doi.).964.00 

Jobber's Assortment U2 dos.). 21.60 

Open Stock, all colors, per gross. 21.60 

2% Freight sllowanoe, F.O.B. N. Y.. 2% Oseh. 

WHIe for Color Cord, Cfrcvlor and BooUet 


160-173 Second Are., BBOOKLTN—NBW TOES 
Townley Metal ft Hdwe. Oo., Kansas Olty, Mo. 
Pacific Wooden Ware ft Paper 0>., Oakland, OU. 


Digitized by 


Googl( 





































































80 


HARDWARE WORLD 



Have You Proved This? 


pPAMn 

_iBj€ YC WE—, 


to^WS_COO(llIiLSHjE^? 


We have proved that a correct design in a universally used article, 
manufactured strictly for improving its service to the public, will 
in due time build up a productive organization able to revolutionize 
previous habits in that line. 

Take Clothes Wringers. 

Clothes Wringers to-day are common and inexpensive. 

But they are only comnaon because Anchor Brand led the _R 

way. \|\ 

Anchor Brand is the Clothes Wringer for most American ^ 

families. r ^ 

Anchor Brand Clothes Wrlngem 


LOVELL MANUFACTUBINO CO., ERIE, PA. 

LargetS Maunfacturert of Olothoo Wringers In the World 


L. M. CO. 
Erie, Pa. 


American Portable Scales 


Hardened 

Bearings. 

Tool Steel 

Pivots. 

Accurately 

Sealed. 

Pally 

Onaranteed. 


Made of very best ma¬ 
terial and workmanship 
throughout, neatly fin¬ 
ished, strong and per¬ 
fectly accurate. 

;No better scale on the 
market, and the low 
price will interest you. 
We make the complete 
line of sizes; also weight¬ 
less scales. 


Write for Catalog and Jobbers Prices 

AMERICAN SCALE CO. - Stitloii B, KaMts City, Me. 


O. UNDEMANN & CO. 


35 and 37 Wooster St, New York Eet a hUehad 1863 



of JAPANNED. BRASS « 


TINNED WIRE 


BM C^es awl Cage Sndries 


A. I,. Conger, 703 Market Street, San Frandsoo, OsL 
BepresentatlTe for California 
T. D. BtcLean, la. C. Smith Building, Sosttle, Wash., 
Representative for Washington, Oregon. Idaho, 
Utah, Montana and British Commola 



A Profitable 
Bummer Seller 
1,000,000 Sales 
to date proves it*s 
a fast seller 


Largest selling—lowest priced. 


Simple and eaay to 
operate. H i h 1 y 
polished and nickel- 

f dated. Heat regn* 
ated instantly. 
Handle always cool. 
Correct weight, 6 Ibi. 
Attractive Selling 
Helpa free to dealers. 
Write today for 
pricea and details. 


BOTAl. SELF HEATINa IRON COMPANY 

Big Prairie, Ohio 


Gamp Spoons 


ATLAS TINNED 


Now is the time to 
place orders for these 
spoons so as to have 
them in stock for 
Campers. 


Write for catalogue 
and prices. 


Atlas Mfg. Co. 

NEW HAVEN, OONN. 




HUGHSON & MERTON 
Pacific Coast Agents 
San Francisco, Los Angeles 
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IM^ARVEL Nitrogen Lamps 

All Sizes! All Sizes! 


Stamped on every 
Marvel carton are the 
words "One Guaran¬ 
teed Nitrogen y 
Lamp.” / 


are assured of perfect 
lamps—no disappoint¬ 
ments, no misunder- 
. standings — no 
\ comeback claims. 


You are pro- ( ASfe 1 IMMEDIATE 

tected! You and \ J 

your customers Write or Wire 

BRITE-LITE LAMP MEG. CO. 

214 Oxford St., Providence, R. I. 


^^BUTTERFIELD'’ 

-SPECIAL PURPOSE”—“SCREW PLATES” 



•‘Ford—No. 133'' 

Note the cutting sizes on the box cover and you will 
immediately understand why it is indispensable to 
every garage and every Ford car owner. The odd sizes 
contained here cannot be found in any regular set. 


i BUTTERFIELD&COMPANY 
1 MOTOR CYCLE SET NO. 131 I 

WILLTHREADALLTHC 


“Motorcycle No. 131“ 

This set will thread all the bolts and nuts on the 
Yale, Indian, Excelsior, llarley-Davidson, Thor 
and other makes of motorcycles. They are 
always in demand, so order your stock today. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 

DERBY UNE, VT. 



CHICAGO STORE, 11 Sonth Clinton Stroot 

PAOIFIO COAST BEPBESENTATIVB 
V. S. Walsh, 560 Blisslon St^ San Prandsco. CaL 
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IVCME i 

i 

mk 

'll 1 . .... ... 


Make Pure Ice 
Cream Comfortably 
in 5 Minutes at 
Home with the 

“ACME'’ 


This sanitary, non- 
rustable, all metal 
Freezer has simple 
— parts easy to put 

together, and it makes pure,velvety cream 
more quickly, and with less work and ice 
than other freezers. 

After the cream is frozen, place the ACME 
in the refrigerator, thus saving ice, time 
and labor in packing. When empty again, 
can be put on the pantry shelf. 

It easy to identify the ACME FBEEZEB by the 
big blue label. 

Your Jobber can eupply you with ACME Freexert 
Two tplendid telling tixet: 

2 Quart Size—Betails at $1.50 
4 Quart Size—Retails at 2.50 

BiADE BY 

RITTER CAN & SPECIALTY CO., Pbiladelpbia, Pa. 

Factory Selling Agents: BEH h 00. 

1140 Broadway, New York Olty 


SHUR-TITE 

BOTTLE CAP 


For perfect 
sealing — and 
re-sealing—of 
home bever- 
ages, keteh- 
u p s, sauces, 
etc., without 
the use of a 
capper. 



SELLS 

RETAIL 

FOR 

5c EACH 
COMPLETE 



Used 

Repeatedly 

Never 

Leaks 

Instantly 

Applied 

Seals 

Positively 


Attrac tive 
discounts to the 
trade. 


ORDER 

SAMPLE 

GROSS 

TODAY 


MANUFACTURED BY 

POBTEB PBODUCTS OOBPOBATION 

615 Keith Bldg. • • Syracnae, N. T. 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the Chill in It” 


fSTONE WHTt^ ^ 



The name “WHITE MOUNTAIN'^ for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN “ the best refrigerator in the 
World. 

Our “STONE WHITE“ Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN*' Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 


Maine Manufacturing Company • Nashua, N. H., U. S. A 




BBANOH 0FFI0B8: 

M«v York Olty Boaton, Masa. Atianta, Oa. Dallas, Tezaa San Frandsoo, Oai. Donvar, Oslo. Malbonma, Ana. 

PAOUTO coast DISTBIBUTOBS: 

San Frandaco.Dunham, Oanlgan k Haydan Oo. Portland.Honeyman Haxdwara Oa. 

Sacramento.lullar-Bnwxight Oo. Seattle .Sehwabaeher Hardware Oo. 


Seattle .Sehwabaeher Hardware Oo. 


Digitized by 


Google 


























August, ip^i 


HARDWARE WORLD 


83 


Milbradt Ladders 



Will pay for them¬ 
selves in a short time 
by enabling yon to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 

P 

Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFG. CO. 

241B Ko. Tenth St. - . . St. Lotdit hto. 


MAGNETIC CLOTH 

OLBAVS XJKB MAOXO 


and It tke most ready teller of any domeatie deriee 
known 



No np'tO'date kiteken la complete without one; no more 
worry oTer Dirty Pant; Juat a mb or two with Mag- 
netie Cloth and the pan it clean and tweet and tparklet 
like new. The Magnetic Cloth it made of a tpecial 
crinkled tpnn wire fabric and giret excellent terrlce. 


Retaik for 
IOCodU 



Send na yonr 

i obber'a name 
f he can't 
•vpply yon. 


Mannfactnred by 

JOHN W. QOTTSCHAUC MFG. CO. 

Lhhlgh Art. tad Matcher St. FhiladtlpliU. Pn. 

McDonald a linforth. 

Pacific Ooaat Bepa., 789 OaU Bldg.. San Franciaco 



MADE IN OHIO, U. 8. A 

ALUMINUM 


“Real Solid” 


The **mBAX 80UXP’ LINB has been for 20 
years, the Strong, well known, dependable 
Aluminum line of J^tchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife’s contin¬ 
ued patronage. 


‘‘REAL SOLID” WARE 



This Is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—^The best on the market. 
PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved amd ■tralght—- 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and bum off 

OUTSIDE FINISH—The Same HIGH CLASS 

polish as heretofore. _. ^ , w 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 

nvt SHoIvCkB 


We have added 25 New Items, all prac¬ 
tical. This makes the “BEAL SOLID’’ 
Line the most complete on the market 

Write Today and get our New 
Catalog Just off the Press. 


The Buckeye AluiDinum Company 

WOOSTEB, OHIO 
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TRINER “LIBERTY” 

PARCEL POST SCALE 

With indioa- 
tor Bhowina 
amo u n t of 
post ago In 
tho regular 
stamps and 
a d d 1 tional 
amount r e- 
Q u 1 r e d In 
war stamps. 

Saves work 
and pre¬ 
vents Inac¬ 
curacy In 
c o u n ti n y 
postaye re- 
quired by 
new war 
Revenue Bill 

Made only 
In 20 - pound 
capacity. 

Furnished In black enamel finish, glass front, 
steel ton. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Xaslst oa the Trlsbsr. Tour jobber oaa rapply 
you. 

TRINEB SCALE & MFO. CO. 

West Twenty-First Street Ohlcigo, Zllinolt 

W. P. HORN a 00. 

Pacific Ooast BeprssentatlTet 
Rialto Building, San Francisco, Oal. 

Los Angeles, Oal. Portland, Ore. Seattle, Wash. 



A good 
Profit 
for you. 

Write 

for 

prices. 



EVERY HSHERMAN 
NEEDS 

Hall Automatic Gaff 

Only Practical Gaff Made. 
Weight, 20 oz.; 
Length 17 in. 


Hall Automatic Fish Spear 
and Gaff Ca. 

601-3 Boston Block 

MiMNEAPoua warn. 



^ Z' SPINNBBS 

THE ONLY I bass SPOOKS 

GENUINE ) OONKBOTIKO 

< LINKS 

AL WILSON ( 


Famous from Pacific to Atlantic for workmanship 
and material. 

Order through your jobber Write us for catalog 
AL WILSON CO., Williams Building, San Francisco 



Announcing 

THE NEWEST 


**Moves the 
FAULTLESS 
Way” 


Faultless Caster 

(Roller Bearing) 

Of the same high standard that characterizes the 
entire FAULTLESS line. A beautiful caster, neat 
appearing—^built with lines that conform to the 
custom of furniture made today—manufactured to 
a precision, no rough corners or unsightly scratches, 
symmetrical. These are a few of the extraordinary 
features that are standard in this new 



FAULTUSS ROLLER 
BEARING CASTER 

Made in all sizes and finishes, with maple, lignum-vitae, 
steel, cast-iron, fibre or felt wheel. Send for sample best 
adapted for your purpose. 

Faultless Caster Company 

Executive Offices 

BvaDJBville, Indiana 

Eastern Sales Office: 200 Fifth Avenue, New York 
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A ''Down to the Minute** 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
box, in which to cany a complete dining 
service. 

*—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26^x33 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the **Oamper8 Friend" you stand 
up and cook with ease and sit down and eat 
in comfort. 

—^It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

—There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by staking this "up-to-date" outfit. 

Write for Prices and XUustrated 
Folder. 

JOHN E. HARDY 

POBTLAND, OBEOON 



ed SeoT^ 


-'Auto'Porch Bed 


They’re Coming Fast 

Orders aoid Inquiries 

from all points are pouring in daily in re¬ 
sponse to our National advertising in more 
than a dozen leading mediums. 

Inquiries coming from territory wherein 
we have dealers are referred back to these 
dealers. 

It is Time NOW for you to begin your 
harvest of the touring and camping season; 
time to order— 

The “Red Seal” 

Auto Bed and Tent 

“FOUB BEDS IN ONE” 

For Tourist, Camper 
Sportsmen and Home 

New 1921 model weighs but 47 pounds, and 
will support a family. Can be erected within 
our ‘ * Bed Seal * ’ tent, either with or independ¬ 
ent of the car, or over the seats if desireu. 

Equipped with a mattress that Oannot Sag; 
tensile steel springs; light steel frame—ri^id 
and strong; folds into small, neat bundle which 
is carried conveniently on running board. 

Write today for daacriptive litoratare 
and attractive price list 

The Schaefer Teat & iwalat Go. 

1421 Zsaxlmer Street 
DEKVBB, • COLO. 

||CJ||CDC| The point of interest to you 
is the comparatively low cost 
—the wide margin—the waiting market. All 
inquiries resulting from our national advertis¬ 
ing will be immediately referred to you. Beffin 
with the season; get the full reward—Order 
TODAY. 
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Woodcraft Knife 

No better knife for an outdoor 
man—4^-in, tapering blade, fin* 
est steel, checkered at back to 
give firm grip. List price 
—Leather handle. $2.26; 
Staghorn handle. $3.00. 
T.eather sheath included— 
add 10 per cent war tax. 

Flexible Bear Sight 

Perfect rear sight for nearly all 

standard American rifles — won’t 

break if struck. List price $4. 

Complete line Marble's sights de¬ 

scribed in catalog?. 



Shotgun Pull Thru 

Cleaner is made of softest brass gauze 
washers on spiral core—thoroly cleans 
without imuring finest gun. List price, 
$1.25. neld Cleaner —for all rifles, 
same as Pull Thru, list price, $1.00. 

MARBLE ARMS A MFG. CO. 

6380 Delta Ave., OUdstone, Mich. 

Pacific Sepresentatlvea, McDonald A Linfoxth 
739 Call Bldg., San Frandaco, Cal. 





3QPCPCrX3jtPOC= 
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The Ontario Knife Company, Franklinvilie, N. Y. 

WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not onr catalog and prices, you should write for them at oaea 



BUTO HE B 

SKINKINa 

STIOKIKa 

BONINa 

SHEATH 

SLIOINa 

OOBN 

SHOE 


KNiVES 


KTTOHEN 

OANinNO 

FISH 

VEGETA BLE 

PUTTY 

BEET 

GlaAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVEBS, FLESH FORKS and a large variety 
of Knivea with improved Sanitary Altumnnm Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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1921 N.R. A. Indoor Championship 



WON WITH 


AMMUNITION 


Lakewood Rifle Club, of Lakewood, Ohio, made the phenomenal 
score of 9,650 x 10,000 in Prone and Off-hand combmed. 

Prone .4,997 x 5,000 

Only three points down for five-man Team 
Off-Hand .4,650 x 5,000 

These Lakewood Champions used exclusively 

Peters **Tackhole Special” 22 Long Rifle Cartridges 

The Peters Cartridge Company, Cincinnati, Ohio 

BRANCHES: NEW YORK—SAN FRANCISCO 
PACIFIO COAST BRANCH—685-87 HOWARD STREET, SAN FRANCISCO 

MARSH ALL* WELLS COMPANY. Portland-Spokane-Duluth-Winnipeg-E^nton « „ 

HIBBARD, SPENCER, BARTLETT ft CO., Chicago. Ill. SLOSS A BRITTAIN, Inc., San Francisco 




A SURE SELLING WEDGE 




Talk DUALITE to the 
man and woman on the 
other side of your counter, 
and you get ’em. They 
will listen to you. No 
matter what else they may 
or may not need for the 
moment, they will be in¬ 
terested to learn that there 




is a lamp that does double 
duty, serving twice as long 
as any lamp known, and 
that you can supply it to 
them. 

Order your DUALITES 
now. This is the seai^n for 
you to lay your stock in. 


The DUALITE is fully protected by U. S. Patents and is made and controlled 
exclusively by us, who have for years specialized in gas-filled lamps. 

WHITELITE ELECTRIC COMPANY, 368-370 Broome St., New York City 
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Sell Electric Fans 


Many live hardware dealers are selling Northwind Fans—and making 
good profits. 

You can do as well. The demand is there—five successful seasons prove it. 

Northwinds are well-made, serviceable fans—good to look at and econom¬ 
ical to operate. They carry a yearns guarantee, backed by 25 years^ experi¬ 
ence in making high-grade fans. 


Made in two popular sizes—8-inch desk-bracket type, in mat brass 
finish, complete with two-speed switch, plug and cord—10-inch oscillating 
type, adjustable for desk or wall use, in dull black finish, brass-finished 
blades, three-speed switch, plug and cord. Packed in individual cartons 
(8-inch, 12 to a case—10-inch, 6 to a case). 

These are ‘^universaP’ fans, operating on 100 to 120 volts direct or 
alternating current (25 to 60 cycles). 

You can’t sell fans unless you have them in stock! Order a case of 
Northwinds from your jobber or 


The Emerson Electric Mfg. Co. 

2018 Washington Ave., St. Isoois, Mo. 
Eastern Office — 50 Church St., New York City 


ROCK-A-BYE 

NURSERY ACCESSORIES 


SWING NO.I 


JUMPER NO.ir 


SWING N0.2 


ROADSTER NO.IO 


ROCKER NO 


SWING BED NO.I9 


SPECIAL N0.7 


WALKER NO.I8 ^ 


Perfection Manufacturing Co, st.louis.missouri. 

Leffingwell ave and Montgomery Street. 
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C^/VTillON 6 SONS 


A Winning Appteal 
to Your Trade 

—is assured by these beautiful, high 
grade, handy, durable and trouble- 
proof household necessities, the 

Oil Heaters 

Smokeless, odorless; equipped with reg¬ 
ulator which makes it impossible to turn 
the flame too high. Automatic flame 
extinguisher. A child can safely operate 
it. Display a few in your window. They 
sell themselves. Write for special dis¬ 
play and advertising helps. Let us help 
you to good profits. Write direct if 
your jobber cannot supply you. 

ELGm STOVE ft OVEN CO. 

Ei.om, nj.. 

Eastern Distributors. BEH ft CO., 1140 Broad¬ 
way, New York City. Warehouses: New York, 
Philadelphia, Pittsburg, Rochester. 

Chicago Representative: M. S. Kopf, 180 Dear¬ 
born. 

Detroit Representative: Federal Sales ft Supply 
Co., 1024 Farmer Street. 


FOSTER BROS. 
CLEAVERS 

Favorite With Butchers 

A tool so ordinary as a cleaver 
can only stand out prominently 
over cleavers of other makes 
when it delivers service that is 
markedly superior than that de- 

f livered by other 
cleavers. 

superior service 
that recom¬ 
mends Foster 
Bros. Cleavers 

that makes 
them use Foster 
Bros, in exclu- 
s i 0 n t o a n >' 
other brand - 
that has made 


Foster Bros, the 
standard of the 
United States. 

The two cleavers RBP 
illustrated are only 
two of our many 
designs we carry. 

Both are well bal- 
anced, and afford 
a keen cutting 
edge that will 
wear long before 
regrinding. 

Ask your jobber 

THE BRAND IS 

FOSTER BROS 

85-99 Cliff St., 

New York City, N. Y. 


K y York 


U.S.A. 
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JiMimiM. Dealers Bulletin 


ISSUED ONCE A MONTH FOB DEALERS EVERYWHERE 


Big Turn-over 
Easy This Way 

Every merchant hears about the 
advantages of big turn-over which 
produces so much larger profits from 
the capital invested. But what he is 
interested in is how to get it. 

The answer is—the right merchan¬ 
dise, backed up by real selling effort. 
That is why Duplex Fireless dealers 
are so successful. 

The quality product is there. 
Home-keepers instantly understand 
the Duplex time and money saving 
advantages. 

Backing up this product is a 
thorough national advertising cam¬ 
paign and every assistance in meth¬ 
ods to make sales locally. 

When you are a Duplex Dealer, 
you get practical helps, such as win¬ 
dow trims, folders imprinted with 
your name, posters, window displays, 
assistance in planning newspaper ad¬ 
vertising. 



The Duplex, all-metal, steel and 
aluminum construction insures 
cleanliness as well as long life. An 
entire meal can be cooked in the 
heavy well-made aluminum vessels, 
forming a part of the equipment 
of each Duplex. 


Broad Sales Field 
For Large Volume 

To make substantial continued 
profits, you must sell merchandise 
that has a broad field. 

The Duplex Fireless Stove appeals 
to all homes alike. Every honse- 
keeper is interested in the savings it 
makes in fuel and food bills and the 
great relief it affords from being tied 
to the kitchen. The Duplex range of 
models includes sizes to suit the needs 
of every prospect. 

There’s even a size small enough 
to take along on automobile and 
camping trips. 

We would like to tell you more 
about the great sales records this 
household necessity has been making. 
Write now. 


DURHAM MFC. CO. 

MITNOIB, IND. 

New York, 108 Ohambert Street 
Los Angeles, S718H W. Pico Street 
Ohleago, 1316 Manbattaa Bnlldliig 


Lalance & Grosjean Mfg. Go. 

Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 

■ II ■! I I ■..■I d 
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PRICES and PRICES 


^ • •CATINS 
BLAOeS 


OPOIS CANS OF ANY size OR shape; 



Ladd 

MixerCharns 


Goods of NO quality bring ' 

one price; QUALITY goods 
another. The PUBLIC 
^ KNOWS THIS, as well as T 

you and we, and AP- jj 

PBOVES it. FACT IS a ij|. 

reasonable HIGH PRICE 
vsizEoubHAP*; convinces public of QUAL- 

ITY, PROMOTES CONFI A 

DENCE and SALES. We have no intention of 
reducing prices to enter the knick-knack class and 
decrease your profits. 

LADD ALL-STEEL BEATERS—3 sizes for all requirements. 
LADD MIXER CHURNS—1 qt., 2 qt.—Removable Beaters. 
SATURN CAN OPENTJR^afety, Sanitary. 

SATURN REELS—2 finishes—40 ft. cord. 

JOBBERS THE WORLD OVER AND US 

X7NITED ROYALTIES CORPORATION 

1133 Broadway, New YoHe 




Satiini Olothea- 
Lina Reels 


A LAMP THAT WILL HELP YOU MAKE NEW CUSTOMERS 

Hygrade Mill Type ^ 

A strong, rugged tungsten-vacuum lamp, buUt solely > 

for use in places where there is excessive jar and vibration. / ^ j 

You can sell Hygrade Mill Type Lamps to mills, fac- / M 

tories, garages and similar places, where, up to now, / 

inefficient, dim yellow-light carbon lamps have been the [ 

only lamps strong enough to stand up under the rough I 

treatment they received. \ 

Hygrade Mill Type Lamps are practically as strong as 
carbon lamps—they will stand an immense amount of 
abuse and rough treatment—are longer lived than carbon 
lamps and give over twice as much clear light for the ^iSSSeii-VAcSan 

same amount of electricity. 26 and 50 Wstu 

Write Ub for Full ParHadars 


[ Licensed 

iwdb-MrTi n i Mfw 

GanmlElBCtrieCB 


OKEB OOX 
Western 
Bepreoentattve 
Atlas BuUdlns 
San Francisco, Oal. 


HYGRADE LAMP CO 


CcNiSAL Office 
AND Factory 


^Salem Mass 
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YOUR CUSTOMERS PREFER 

WITT 

Corrugated Ash Cans 
and Garbage Pails 



Wicks Same Size But a Big Varia- 
I tion in the Candle Power 

Volume of light in a Dietz Lantern is deter¬ 
mined by the fact of whether the air which 
reaches the wick is fresh and fully charged 
with oxygen or whether it is adulterated with 
air which has had its oxygen partly burned up 
by previous circulation through the lantern. 
Thus wicks of the same size may carry flames 
of widely differing candle power. 

This is, briefly, why you get more light from 
a Dietz Cold Blast Lantern than from a Hot 
Blast Lantern. 

B. E. DIETZ COMPANY 

NEW YOBK 

Largest Makers of Lanterns In the World 
FOUNDED 1840 

Toar Jobber Bto^s DIETZ Lanterns 


DIETZ 

LANTERN^ 


More than ever, during these warm days, 
people realize the necessity of a garbage pail, 
that is odorless—vermin proof—dog-proof and 
watertight. 

Witt Corrugated Pails and Cans on display 
w’ill increase your sales. National advertising 
has educated everyone to the worth of these 
containers. 

The yellow label is their guarantee of Quality. 

FOE SALE ON THE PACIFIC COAST BY 

Baker. Hamilton A Pacific Co.San Francisco 

Dohrmann Commercial Co.San Francisco 

Dnnham, Carrlgan & Hayden Co.San Francisco 

Heyman-Weil Co.San Francisco 

Holbrook, Merrill & Stetson, Inc.San Francisco 

Mangrnm ft Otter. Inc.San Francisco 

Seller Bros, ft Co.San Francisco 

Wbiton Hardware Co.Seattle, Wash. 

J. Bomstein ft Sons. Inc.Seattle, Wash. 

Schwabacber Hardware Company.Seattle. Wash. 

Seattle Hardware Company.Seattle, Waah. 

Thomson-Diggs Co.Sacramento 

M. Seller ft Co.Portland, Seattle. Spokane 

Honesrman Hardware Co.Portland 


MANUFACTURED BY 

THE WITT CORNICE CO. 

Cincinnati, Ohio 

Pacific Coaat Representatives 

GRIFFITH SALES CO. 

693 Mission St.. San Francisco 
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ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Bloe and White) 

Swedish 

(Motded Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 Plants at BsUairs, Ohio, and MassUlon, Ohio 
covering IS acres of floor space 




“Seif- 

Fluxing” 


—a feature that 
appeals to everv 
class of hard¬ 
ware trade— 

Manufacturers use Self Fluxing 
solder because it speeds produc- R?pJirm«n 

tion—repair-men, garageinen and 
tinsmiths, because it is convenient, 
rapid and certain—householders, 
because it is the only solder for 
the layman. And all of these 
customers are impressed by the 
remarkable woik it does, and 
therefore continue to buy— 


Tinsmiths 


You, too will like this Self-Fluxinjf. 
genuine tin-and-lead solder. First, for 
the same reason your customer likes it: 
because it will enable you to do your Householdert 
own work better—second, because it 
is easy to handle. It stocks two items 
in one—flux and solder. It’s easy to 
sell: easy to keep sold. 

Satisfaction all along the line! Why? 

Simply because fluxing, the hard part 
of soldering, has been eliminated by 
putting the flux in the solder. Note 
that the flux feeds out before the solder 
melts, insuring a perfect bond; no 
chance of faulty fluxing; soldering 
time cut in half! Electricians 

Trv it on your hardest job. Then y!)u 
can buy it from your jobber in l ib. 
cartcns and on 1, 5 and 10-11>. spools 

Chicago Solder Company 

4229 Wrightwood Ave., Chicago 

Direct Factory Representative a: 

Louis J. Ziesel Co. 

2Id Market Street, San Francisco 

The Fauoette-Hnston Oo.. Chattanooga, Tenn. 


f —— — —— 

I CHICAGO SOLDER COMPANY, H W, 8-21 

I 4*229 Wrightwood Avenue, Chicago, Illinois. 

I Gentlemen: Please send me a free sample of Kester 
I Acid-Core Wire Solder. 

I 

I Name . 

I Company . 

I Address . 

j City . . 
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The live hardware 
dealer toys: 

“I Am Playing Jazz on 

My Cash Register 

“You can hear the cheerful syncopated 
jingle of dropping coins any hour in 
the day as you pass my store. 

“Housewives have found out that 
GOOD LUCK rubbers are back to 10 
cents a dozen and the dimes are pouring 
in faster than ever before. 

“Here is a well-advertised staple that 
everybody knows about and likes, at 
the popular price of one dime per 
package. 

“This is the kind of merchandise that 
makes things gay in the hardware 
store.” 


GOOD LUCK 
Jar Rubbers 
are made by 

BOSTON 

WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

Makers f BULL IX)^ 
MILO and GOOD LUCK 
Br a n d s of Standardized 
Garden Hose. 
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REMEMBER THE “DIG” IN 
DIGNITY 

It is easy to understand why many 
merchants do not care to canvass. They 
have been schooled to the idea that the 
proprietor of a retail firm should be in 
the store all the time and, not infre¬ 
quently, they have acquired the notion 
that there is something “undignified” 
about canvassing, particularly when the 
owner himself does it. 

Both points are highly debatable. 
Nowadays it isn’t considered so neces¬ 
sary for a business man always to be in 
his office or store. On the contrary, it 
is more and more recognized that the 
manager or owner of an establishment 
should get out frequently and maintain 
direct, personal contact with his trade. 
At any rate, the merchant who does 
break away from his mercantile routine 
now and then is usually rewarded with 
a freshness of viewpoint not possessed 
by the man who stays inside. 

Though the average dealer may be 
nnwillmg to “turn himself into a can¬ 
vasser,” the average dealer is finding 
that at least part of the time spent out 
among the farmers is a splendid invest¬ 
ment. Or even calling on his customers 
in town and city is an innovation some 
thoughtful merchants have found ad¬ 
visable. More than in any other season, 
dealers are visiting their customers and 
eoing over their farm equipment needs. 
Despite the conditions which have been 
irritating farmers, it is a procedure 
that most customers appreciate. 

They hke to think that the dealer 
himself has enough interest in their wel¬ 


fare to come out and talk ii over. It 
may be only repairs which the farmer 
can be induced to buy, but even so, the 
dealer can help him make up a list of 
needed parts and in various ways 
strengthen the farmer’s good will. 

As for the “dignity” part of it, this 
is a good season to stress the first sylla¬ 
ble of the word—“dig.” Most dealers 
desire to go to the heart of the situation 
and know its every phase. Doing so, 
they are sure to have a better hold on 
their trade than ever. Even if a dealer 
does not “canvass” in the accepted 
sense, the more he can be with the farm¬ 
er on the farmer’s own farm, the better 
off that dealer’s business, present and 
future, is likely to be. 


MORE MAN NEEDED 

Today all up-to-date executives are 
pleading not for men—but for more 
man, more manliness, more manhood. 
More of that indefinable force which 
acts directly by its very presence, which 
commands attention, inspires confi 
dence and creates the desire to be dealt 
with. 

We are born believers in this type 
of man. 

To see him is to believe in him. 

And the secret of our belief in him 
is his own belief in himself. 


A man’s backbone should be long 
enough to keep him from sitting down 
when he ought to be on his feet going to 
it, and strong enough to keep him on his 
feet until he gets th^ere. 
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Trae Strength of Chairacter 


^^^s^IMES there are when the Strength of a Man is tested by one rivet—the 
# rivet of integrity, of kindness, of faith, of truth in all things. In forging 
that rivet, the man has been careless. When the day of trial comes, that 
rivet snaps, and down goes the whole structure of “make-believe” character. 


A man may have the intellect of a Byron, but if, like B3Ton, he is flint-hearted 
and immoral, he is a weak man. A man may have the imagination and impetu¬ 
osity of Napoleon, but if, like Napoleon, he is defective in kindness—if he is 
willing to march to victory over paths made ruthlessly red with the blood of his 
fellow-men—he is a weak man. 


A man may have an intellect as brilliant and a heart as tender as Robert 
Bums, whom every one admires and loves because of his humanity and because 
of his genius, the power, and the pathos of his poetry; but if, like Bums, he 
}T.elds to illicit amours and intemperate habits, he is a weak man. Strength de¬ 
pends upon the proportionate uufolding and development of all the functions of 
man’s nature. 

We do not have to possess long memories to find illustrations. We have seen 
men in our day possessed of the wonderful power of oratory, of what is termed 
a “magnetic personality,” of the power to express themselves in pleasing words, 
well rounded phrases, and for the time being to be able to carry the multitude 
Avith them by their apparently generous and sympathetic understanding of the 
burdens of humanity. Yet these same men have proven to be self-seeking pohti- 
cians, whose private life and character have been disgusting even to the membei*s 
of their own families and when the full light of truth has been turned upon 
them their lies, deceit and intrigue have been monumental. 

MTien the Southern Confederacy collapsed, Robert E. Lee found himself a 
prematiuely old man, health gone and fortune lost. The Louisiana Lottery 
Company offered to make him their president, at a salary of ten thousand dollars 
per year, with nothing to do except permit the use of his name to advertise their 
business. 

But their traffic was wicked, and Lee was strong. He threw his shoulders 
l)ack and his chest out, and said: “Gentlemen, my good name and my self-re¬ 
spect are all that is saved from this wreck of war, and they are not for sale. You 
cannot buy Robert E. Lee.” He needed that money to retrieve his fortune, but 
rather than accept it, at the sacrifice of character, he went down to Lexington, 
Virginia, and taught school for a salary pitifully small. The rivet of integrity 
had been well forged. 

Nelson W. Willard says: “It seems to me the Strong Man Avould be a Man 
of fortitude and serenity, of determination and gentleness, of courage and love, 
faithful unto death to all that is high and right, a man who, as the Bible says, 
‘sweareth to his own hurt and changeth not’; in other words, a man of essential¬ 
ly spiritual gi’aces.” 

“Be Strong! 

We are not here to play, to dream, to drift; 

We have hard work to do and loads to lift. 

Shun not the struggle, face it; ’tis God’s gift.” 


Digitized by LjOOQle 



August, jg2i 


HARDWARE WORLD 


97 


The High Cost of Strikes 


A LARGE volume has been written by Mar- 
shall Olds on the high cost of strikes, 
which, while it contains nothing new, yet 
it does give facts which one is inclined to over¬ 
look or forget, and of which we need to be re¬ 
minded. 

Mr. Olds takes the ground that the high 
fost of living is due mainly to the numerous 
strikes that have been taking place, and he cites 
many facts to prove the truth of his contention. 

Strikes are no longer a “purely economic 
condition,although many people stupidly re¬ 
gard them as such. They seem in recent years 
to have degenerated into a class hate, which 
ignores rights and wrongs. The law is defied, 
lawmakers debauched, interests are paralyzed 
and the public crucified. 

As an illustration to justify the statement 
that strikes have increased the cost of living, he 
(•ites these facts: 

At the end of the war there were four mil¬ 
lion men to be demobilized. This meant four 
million men must buy civilian clothes. The 
need was foreseen, but the clothing workers 
took time by the forelock and they saw how it 
would work to their advantage if they would 
strike. They struck for a forty-four-hour week, 
and with their slack in work it meant a de¬ 
crease in production of more than one-third, and 
a wage increase which doubled their war pay. 

As a result there were not four million addi- 
ticFnal suits. As a matter of fact, instead of 
making four million suits more than was ordi¬ 
narily required in normal times there were four 
million less suits, there being an actual shortage 

four million suits to meet the demand, hence 
?Tiits rose to $55 and $75 for even ordinary 
suits. 

The soldiers needed not only suits, but they 
needed shirts. Sixteen million shirts were re- 
'juired, but the usual strike of the garment mak¬ 
ers intervened, and instead of producing these 
sixteen million shirts more than were needed 
normally we produced thirty-two million shirts 
less than were needed, and the price of shirts 
went up considerably more than 100% You 
know it if you were buying shirts. 

In the same way there was a shortage of 
twenty million pairs of overalls. 

Now, the average citizen reading the daily 
tapers does not hear of these things. He pays 
for his suits, his shirts and his overalls, and he 
the assurance of the merchant that the 
situation was due to the war. True it was due 
to the war. In a considerable measure it was 
due to labor taking an advantage of and hold¬ 
ing up the public. 

We hear a great deal about rents being 
doubled. We blame people who build houses 
for charging higher rents. Perhaps they very 


man who is blaming people for doing this is not 
putting his own money in houses. He thinks 
that it does not pay to build a house and rent 
it. He is often right in the matter. He prefers 
to rent, but he complains when he has to pay 
the increased rate. But remember tliat where 
in 1909 the wages of bricklayers throughout the 
entire country were 65 cents per hour, and the 
*man averaged more than 1,000 bricks per day, 
often 1,200 to 1,500, in 1920 the wages more 
than doubled, and the laborers were getting 
$1.25 per hour, laying less than half the num¬ 
ber of bricks, or, to be exact, approximately 500 
against 1,200 to 1,500 at half the price. 

The Cleveland, 0., grand jury investigating 
this matter stated that the testimony produced 
before them indicated conclusively that it re¬ 
quired more than twice as long with the same 
number of men to erect a house today as it did 
in pre-war times, and it took twice as many car¬ 
penters to do a carpenter^s work on a building 
as it did five years ago, that bricklayers, with 
almost three times the wages, were laying less 
than half the number of bricks they did a few 
years ago. 

Manufacturing firms making and selling 
building material have shown by their records 
that while wages went up 200% labor costs had 
gone up 400%, indicating that their employes, 
while getting double pay were doing half the 
work they did before the war. 

Another kind of a strike which one does not 
ordinarily hear of is called an eccentric strike. 
For example, someone invents a new kind of a 
heating apparatus, and the work of installing 
this apparatus is claimed by the plumbers’ or by 
the steam fitters’ union. Each calls a strike 
against the other. Eventually they reach a com¬ 
promise by which the work shall be done, not 
by one union, but by both unions, doing less 
work, requiring double the men to do it. This 
means twice the cost, which is added to the 
rent. 

Another instance was cited where four 
unions contended that they should be allowed 
to set the heating register. Eventually the work 
was given to two of them, although one could 
do it more quickly and more evenly. 

Thus it is that nineteen out of every twenty 
strikes in the building trades during 1919 were 
of this kind, strikes of one union against the 
other, with the result that buildings now cost 
four times what they did then. 

Other strikes which increased the cost was 
when Irishmen in Ireland would go on a strike 
because an American court sent an American 
to jail for a crime committed in America. The 
criminal happened to be an Irishman. 

Then there were strikes because of trouble 
between Russia and Poland. Strikers would 
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strike because an English official would not 
allow an Australian archbishop to go to Ireland, 
and auother set of unions would strike because 
the same archbishop was allowed to go there. 
They would strike in New York because the 
British imprisoned the Lord Mayor of Cork. 

So there were 3,232 strikes in 1919. The 
United States department of labor, analyzing 
these strikes, found they involved a loss of 
135,000,000 working days. Even at an average 
price of $6 per day, which, at that time, was 
very nominal, it meant a loss of about one billion, 
dollars. All this was added to the cost of living, * 
for someone had to pay it, you and I and every¬ 
one else who had to buy any of these things, or 
rent a house, buy clothing, or food products, or 
anything else had to pay our share of the 
strike. 

In 1920 there were seven separate strikes 
that added to the price of sugar. Sugar was ad¬ 
vancing up to almost 25 cents per pound. 

The fishermen on the seacoast struck when 
ever the fish began to run. The men wanted 
500% increase in wages. When the strike was 
settled the fish were gone, and there was prac¬ 
tically no catch of fish. The same thing hap¬ 
pened in 1920, which resulted in more than 
doubling the price of canned fish. 

We might cite one instance after another. It 
is well to remember that each one of us is vitally 
concerned in the matter of the strikes that are 
continually taking place. 

The laws will not help us at all, that is to 
say. not new laws. We cannot trust our state 
legislatures to pass laws in relation to what is 
termed war between capital and labor. Legis¬ 
latures are always willing to bow down before 
any combination of voters who are noisy in their 
protests and who demand that something be 
done, and it seems in this day the more riotous 
the agitators and their greater disregard of law 
the more favors are bestowed on them by boards 
of supervisors or town councils or state legis¬ 
latures. _ 

A POWERFUL UNSEEN FORCE 

“You cannot see the force of advertising, 
but you can feel it,'* points out Ernest C. Hast¬ 
ings. 

“Ever have your hat blown off?" asked the 
advertising man. 

“Yes," said the merchant. 

“What blew it off?" 

“The wind." 

“Did you ever see the wind?" 

“No." 

“Well, advertising is like the wind—an in¬ 
visible force. You can't see it but you can and 
will see the result just as you saw your hat go 
rolling down the street. And just as bending 
trees and flying dust are a symbol of the wind 
in the pictures, the stories I shall print in the 
newspapers about the merchandise carried in 
vour store will be symbolical of advertising 
force." 


ENOUGH OF “WAR WORK." 

(By Ealph Barston) 

All over this country you will find traces of 
sloppy, careless, stupid, awkward, “I-don't- 
care" work. God knows there were plenty of 
bunglers before the war began; but they were 
in the minority. Today the man who does his 
work with a conscience; the man who feels as 
personally responsible for the stuff that passes 
through his hands as if he were going to use it 
himself stands out like a beacon light on a hill. 

Today the man who does care; the man who 
can throw off the disease that is upon the whole 
world is the man with stamina and character 
who can face his Maker with a steady eye. 

The world has got to have more of him and 
pretty quick, too. 'There is no work, house work, 
shop work, office work, field work, that doesn't 
need doing a great deal better than it has been 
done. 

The reward for “war work," that child of 
laziness and indifference, is starvation, revolu¬ 
tion, fire, and murder, and everj*^ person who is 
doing that kind of work today is contributing to 
the terrible hell-on-earth that is preparing to 
descend before long. It won't be a fire-and- 
brimstone hell after death; but it will be a fire- 
and-gun-powder-and-slaughter hell before death 
that will make death seem like a vacation— 
unless we renounce “war work." 

We claim to be thinking beings; we let on 
that we are superior to the animals; we are sup¬ 
posed to be civilized. If beginning very soon 
something doesn't start at both ends of the line, 
with the presidents of the big corporations and 
the newest apprentices of the same corporations, 
and if these people up and down that line don't 
begin to put honesty, sincerity, decency, intelli¬ 
gence, and civilization into their work, there 
will be so little work left that no one will need 
bother to do it. 


CONCERNING COURTESY. 

Treating a customer like a rich uncle, so that 
you may extract his coin, is not courtesy—that's 
foresight. 

Offering a seat to the man who enters your 
office is not courtesy—that's duty. 

Listening to the grumblings, growling an<l 
groanings of a bore without remonstrating is 
not courtesy—that's forbearance. 

Courtesy is doing that which nothing under 
the sun makes you do but human kindness. Cour¬ 
tesy springs from the heart; if the mind prompts 
the action, there is a reason; if there be a rea¬ 
son, it is not courtesy, for courtesy has no rea¬ 
son. Courtesy is good will. 

Only the generous man is truly courteous— 
he gives freely, without a thought of receiving 
anything in return. 


A man seldom regrets the things he doesn't 
say. 
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T^VXES MUST CONTINUE HIGH. 

From time to time we hear criticism and 
complaint that taxes have not been reduced 
as had been expected and that the people nat¬ 
urally expect some relief soon. 

Any well informed, thinking person, or who 
will give the subject a moment’s thought, will 
realize the condition into which the nation was 
plunged. 

During the war, extravagance and waste ran 
riot, the public debt was increased, vast ex¬ 
penditures were pledged and authorized by con¬ 
gress. various commissions were created, pay 
rolls were not only doubled, but in many cases 
quintupled, obligations were created that were 
passed on to the present administration, and 
which, of course, cannot be repudiated. 

The interest alone on the public debt which 
was created by the cost and the waste of the 
war period amounts to a billion dollars. Bear 
in mind this is not the war debt, it is the interest 
on this debt, and this has to be paid. 

The interest on the public debt today equals 
the total cost of the government in 1914. Aside 
from that there is war risk insurance, the care 
of the disabled soldiers, which all admit is an 
obligation that must be fulfilled, which calls for 
another billion and a half dollars. 

There are certain bonds that mature that 
must be met. In other words, there are certain 
portions of the public debt that must be re¬ 
deemed. Increase in the cost of government 
operation permeates every department, such as 
;he army and navy, public health service, en« 
iargement of the agricultural department, in¬ 
crease of salaries, higher cost of transportation. 

Farmers feel they must have greater cooper¬ 
ation than they have had, livestock interests, 
mining interests, water conservation, forestry, 
mpruvements in rivers and harbors are other 
expenditures to be met. 

The health service alone increased in cost 
over 400%. The federal reserve system asks an 
appropriation of $50,000,000 for carrying on 
stock raising and agricultural loans. The farm 
bank system has been given a hundred mil¬ 
lion dollars in order to help meet the demands 

the farmers. 

These are merely samples of demands and 
Migations that must be met, and it is no small 
' ltd job. These things cannot be hurried. They 
require investigation, and while it does seem, in 
r;ew of the various reports of congress that a 
?reat deal of time is wasted in unnecessary talk, 
r'^member that there are conflicting interests 
which have to be settled, understandings that 
must take the place of misunderstandings. 


Naturally where men are displaced from of¬ 
fice, where commissions are abolished, men with 
their adherents and satellites, politicians and 
political adjuncts create a furor because they 
have been led to believe that their particular de¬ 
partment is one of the most important of the 
government. There are a vast number of clerks 
whose salaries must be abolished. 

Some of these things have been accomplished, 
thousands of clerks have been dismissed. The 
average decrease in this one item alone has been 
a thousand clerks a month who have been taken 
off the public pay roll. When all this is con¬ 
sidered it will be seen why the decrease in ex¬ 
penditures is taking place slowly—but good 
progress is being made—but do not expect the 
impossible. 

No one man or set of men can undo in a few 
months, work which took a vast organization 
years to create and build up. Increase in ex¬ 
penditures can be authorized and created over 
night, but when once such have fastened their 
hold and fangs on the government it will take 
months, maybe even years, to demobilize or 
pry them loose. 

There never were such opportunities for 
making good as there are at the present. Many 
people always are and always will be whimper¬ 
ing because of conditions and hard times and 
bad luck. They enjoy having an excuse for their 
own mediocrity. But the people worth while 
are bending every effort to take advantage of 
the favoring factors of the present. They are 
the ones who will be the leaders and the winners 
tomorrow. 


Failures follow the well-beaten paths be¬ 
cause they demand the least effort. 

TO INCREASE TURNOVER YOU MUST 
TURN UP NEW CUSTOMERS. 

You pay store rent and salaries on a time 
basis. This expense is the same for the day, 
whether you sell a hundred dollars’ worth or 
a thousand. Your heat and light cost you the 
same, your insurance and taxes, your family’s 
living expenses. You can’t beat the clock nor 
the almanac. Your problem is to make more 
profit in the twenty-four hours. 

Marking up sales margins won’t help you 
much if your prices are reasonable now. In 
fact, if this slows down your turnover, it works 
just the other way. 

You may think you need a bigger invest¬ 
ment. But the chances are your present invest¬ 
ment would multiply itself to as big as you 
want it if it was working as fast as it ought to. 


For the convenience of onr subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
ffiee nearest home. 

Bomtmea't Bank Bailding 421 First Nat. Bank Bldg. 70 Fifth Are. Phelan Bldg. 105 S. Houston St. 

Broadway and Olivo, St. Louii Chicago New York San Francisco Dallas, Texas 

388 Taylor St. 424 Higgins Bldg. 505 Pioneer Bldg. 204 Scott Bldg. 220 Pacific Bldg. 

Portland. Ops. Ixis Angeles Seattle Salt Lake Vancouver. B. C., Oan. 
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YOU MUST KNOW THIS IF YOU WOULD 
SUCCEED. 

Here is the secret that changed a young man 
from an ordinary success into a great industrial 
leader. The interesting thing about this secret 
is its simplicity. You can use it right where you 
are. It doesiUt matter how old you are, where 
you live, what your work is—whether you are a 
banker, farmer, merchant, clerk, laborer, or 
manufacturer. And the secret which in one year 
changed a very ordinary salesman into state 
manager for a big business was slated over 400 
years before Christ by the teacher of Alexander 
the Great, Aristotle. 

Aristotle said : “All men seek one goal: Hap¬ 
piness. Happiness (which is true success) can 
be found only through expressing all one’s phys¬ 
ical, mental and spiritual power in usefulness to 
others.” 

But that is too general. The advisor of the 
young salesman took Aristotle’s three success 
essentials and said: 

“First of all, you must have a definite, clear¬ 
ly-seen goal. You must know where you want 
to go. You must know what you want to do. 
You must pick a career. The boy who goes from 
job to job, from town to town, without an aim, 
without purpose, cannot achieve success. You, 
for instance, are a salesman right now. What 
will you be a year from now ? Five years from 
now? Like a railroad builder, you must have 
a plan. You must have a destination. 

“Second, you must get the materials you 
need which will help you reach your goal—help 
you to do what you want to do. You need 
health of body and mind. Tour mind and your 
body make you. a magnet. You attract what you 
are. If you have character, as J. P. Morgan 
said, you can get money. Banks will back you 
if you have backbone and brains. Friends will 
help you. 

“Third, you must adjust your means to your 
your end. That is, you must not bite 
off a pound when you can only chew an ounce. 
You must not hire ten men when one can do the 
work. You must not build a ten-story building 
when your business cannot use more than one 
room. You must not talk big and do little. 
You must go ahead one step at a time—not at¬ 
tempt to jump a mile-wide gorge when your 
best running broad-jump record is less than 
twenty feet. You can set your goal as high as 
you please, but you must approach it steadil^^ 
surely, by definite, planned steps.” 

And that is all there is to the Secret of Suc¬ 
cess. Have a goal. Use what you have where 
you are to get what you need—and be sure 
to get what you need, and nothing that will ham¬ 
per you later. Then use what you have wisely 

—Thomas Dreior. 


Opportunity seldom goes to any man; man 
sees opportunity and goes to it. 


WHAT IS SUCCESS? 

(By Irving T. Bush) 

My experience has been that the greatest dif¬ 
ficulty with boys who enter a business house is 
not that they think wrongly, but that they ai. 
not think at all. Many are willing to put in 
one day of hard work after another in the con¬ 
scientious performance of their duties, but they 
seem to believe their thinking should be done by 
the men higher up. 

Many of these young men are perfectly cap¬ 
able of thinking if they will only tr>’. There is 
no doubt that if any of us can be induced to 
approach a task with the belief that we are 
capable of thinking about it and that if we keep 
on thinking about it we shall probably develop 
something that will make us do our work better, 
we shall, in all probability, actually do the 
\vork better. After all, doing a job a little better 
than the other fellow is all there is to success. 

Business men are by no means agreed about 
the college man. One class of employers do 
not want college men; another class will give 
them precisely the opportunities other men are 
given; and there is a third class that very de¬ 
cidedly prefer college men. 

The boy who is willing to work his way 
through college gives at once pretty good proof 
that he has both unusual ability and unusual 
ambition. I know of no “practical” substitute 
for such an education. College at least teaches 
a boy to think; even if it affords him. often, a 
very gay time. It also teaches him to study. 

I am a believer in anything that teaches any¬ 
one to think. 

The first few years a young man spends 
in business are devoted largely to developing a 
point of view, “sizing up” the world, and deter¬ 
mining a method of attacking it, or of being at¬ 
tacked by it. When a boy goes into business 
fresh from college, where he has had everything 
done for him and has done nothing for himself, 
the first two years of his career are usually 
given to finding out that the world expects 
something from him and is in no wise disposed 
to take care of him. He begins to realize that 
he owes the world a great deal. 

The men who have worked their way through 
college, like the men who have enjoyed such a 
co-ordination of business and college training 
as I have referred to, do not expect something 
for nothing. Their immediate concern is not 
to find an easy way to make a living, but to 
find an opening, or make one, which holds 
promise of future usefulne.ss. They are not look¬ 
ing for promotion, but rather for an opportunity 
to prove that they are indispensable. They 
got through college because they worked. It is 
natural for them to expect to go through life 
on the same basis. 

I am the master of my fate. I am the captain 
of my soul. Work and you win. Loaf and you 
lose. 
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“IMAGINATION IN BUSINESS’' 


YOU GIVE VALUE TO YOUR GOODS 


A little book based on the author’s 20 years’ 
txperienee as business counselor is “Imagina¬ 
tion in Business,” by Lorin F. Deland. Mr. 
Deland believes in Napoleon’s statement that 
“imagination rules the world.” 

“Imagination is the synthesis of the mind, 
that is, the opposite of analysis. It is the put¬ 
ting together of things into a compound—the 
relating of one thought or object to another and 
different one; or rather the relating of separate 
elements. ” 

Imagination, he believes, is as valuable and 
as applicable in the management of trade as 
in any of the arts and as essential as in any of 
the arts except the art of literature. Imagina¬ 
tion makes possible an understanding of human 
nature and individual nature, which is essential 
to successful business. 

Taking instances from his own observations, 
Mr. Deland illustrates the employment of im¬ 
agination in appealing to people through selfish¬ 
ness. acquisitiveness and the love of the concrete 
or material. His examples range from convert¬ 
ing a beggar into a man with an independent 
business, to extending sales of oriental rugs. He 
says the reason for a certain price, not the price, 
itself, is the point which is of importance to the 
success of a sale. 

He draws a careful distinction between “in¬ 
vention and that penetrative imagination which, 
taking facts as they plainly exist, deals alone 
with them, vitalizes them, realizes their signifi¬ 
cance, inteiprets their meaning, and follows 
them to their last logical conclusion—imagina¬ 
tion alone can make a genuine discovery. After¬ 
ward, ’when the discovery has been made, it is 
invention that comes in and decides the devices 
or plan by which the discovery shall be worked 
out.” 

He concludes that there is a faculty which 
can accomplish in business remedial and con¬ 
structive work. “It is not enterprise, nor thrift, 
nor industry, nor sagacity, nor courage. Nor 
can all these qualities combined supply the place 
left vacant by the lack of imagination. They 
each have their value, and by any of these roads 
a man may win success. But the faculty of 
which I now conceive makes him capable of un¬ 
dertaking any business.” 


GROUCH VS. TOOTHACHE. 

If you had to choose between a stores sales¬ 
man wth a grouch and one with a toothache, 
you would choose the clerk with the toothache-- 
and take him to a dentist and have his tooth 
filled or pulled. But a grouch manner isn’t so 
easily gotten rid of. 


A lady went into the house furnishing de¬ 
partment to buy a vacuum cleaner. She had 
seen one in the window; had heard something 
about this new invention, and came to make a 
purchase from the lazy clerk in the department 
who was classified on the pay rolls as a sales¬ 
man. 

“Yes, madam,” he said, “This is it—$32.50. 
Five dollars down; two dollars when you get 
me. Shall I wrap it up, or will you take it 
home. Cash or charge?” And, wonder of 
wonders, the sale was made! 

This woman got the machine home and made 
use of it. Some time later a neighbor seeing 
the machine in operation in her house, got a 
desire to buy one too, and went to the same 
store. Her stars were working that day, and 
she fell into the hands of the earnest, well-in¬ 
formed fellows who you just ’wish would take 
entire charge of all your buying for the rest 
of your life. 

He said, “Madam, before you buy this 
machine I want to tell you something about it. 
First, let me show you how it cleans mattresses 
on the beds, without having to turn them over. 
Next, let me show you how to clean portieres 
and other hangings without taking them do’wn. 
And then I would like to show you how to clean 
the corners of stairways, and get into numerous 
places beyond the reach of a broom.” 

To make it even more attractive, he showed 
the prospective purchaser how to give her hus¬ 
band a good brush-down every morning before 
leaving for the office by running the end of the 
vacuum cleaner over his clothes, which made a 
whisk broom look like two cents. 

“Now,” he said, “let me show you how this 
cleaner can be placed in the middle of a room, 
and suck all the foul air and dirt out of the 
atmosphere, to purify the room. ” The customer 
was elated. She said, “Why, the one Mrs. 
Smith got doesn’t do this, apparently.” To 
which the salesman replied: “I believe it does, 
but maybe she doesn’t know it.” 

It is interesting to quote what a great 
economist had in mind when he said that adver¬ 
tising and selling could create a new utility; that 
whereas manufacturing created form utility in 
the sense that it improved a piece of material 
by changing it; and that transportation created 
place utility in the sense that merchandise was 
worth more in one place than in another; and 
likewise time utilities; advertising and selling 
created information utility in putting more 
value into an article. 

Who can deny that the second vacuum 
cleaner was worth immensely more to the custo¬ 
mer than the first one, although they were both 
the same, and the price was the same? 


Scientist says we descended from a horse, 
hnt a great majority of us did not retain horse 

sense. 


Courtesy is the forerunner of business suc¬ 
cess. 
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Eincouraging Cash Business 


' OMETIMES the business problems which seem most trying are in reality 
simplest of solution when the underlying factors have been analyzed. 
And again the simplest remedies often prove the means for working out 
the greatest commercial difficulties. 



Among problems in the hardware business none is more universal nor more 
insistent than price competition. Many a merchant has gone to the wall and 
many another has “sailed on thin ice” trying to meet competition blindly with 
price, without clearly reasoning out the economic factors involved. It can be 
done, but it must be soundlv done. 

Within the last year many of the larger jobbing houses have taken decided 
steps to help the retail merchant follow the market more closely and meet com¬ 
petition, especially of mail order and cash-and-carry enterprises. The new way 
is not to undersell or cut blindly and ruthlessly. Rather it is to meet the other 
fellow at his own game. 

Mail order houses make their profit in economical administration coupled 
with a cash-in-advance system. The customer loses the use of his money from 
ten days to two weeks before he has the use of his purchased goods. The house 
has the use of the money even before the goods are delivered. There are no 
credits, no collections, no bookeeping, no guarantees, no bad debts. 

It is along this line that the competition must be met. Offer a cash service 
for a cash price. It’s just as easy in your town as it is in Chicago. 


Increacang Market Infonnatioii 

Many agencies throughout the West now offer a price service to retail mer¬ 
chants. Sometimes both wholesale and suggested resale prices are supplied, 
sometimes only one or the other. Several associations unpfficially perform this 
market information service for their members. In other localities private indi¬ 
viduals offer the service on a subscription basis. Most recently we have large 
jobbers supplying such price changes and suggested retail prices to their cus¬ 
tomers. 

Among jobbing houses who have recently inaugurated market information 
service are such institutions as the Pritzlaff Hardware Co. at Milwaukee, Mor- 
ley Bros, of Saginaw and the Brown-Camp Hardware Co. at Des Moines. 

Thus half the battle has been fought by the retail merchant who follows the 
market, knows what his replacement cost is and what other merchants are ask¬ 
ing and getting for the goods he is selling. 


Separate Cash-With-Order Prices 

As far as we know, the Honeyman Hardware Co. was the first jobbing house 
to offer the retail merchant definite means of meeting mail-order and chain- 
store competition by offering a complete Cash-With-Order service. Over three 
years ago the company’s catalog was published giving “C. W. O.” as well as 
regular trade prices on every item in stock. To take advantage of the cash price 
the merchant must either send his order accompanied by cheek, or carry a bal¬ 
ance with the company, against which such orders are charged. 


Confidential change sheets are issued to the company’s customers just like 
those that go to the salesmen, giving wholesale prices, both trade and C. W. O. 
(Cash With Order). In connection with each item and price, mail order house 
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comparisons tell just what Montgomery-Ward, Sears, Roebuck, and any large 
local mail houses ask for corresponding items. These lists show the merchant 
exactly what he has to meet, and exactly how he can meet it on the same cash 
basis on which the mail prices are made. 

In everj' case the Honeyman prices are guaranteed against decline on date 
of shipment, so that when lower prices than those shown on the sheets are in 
effect when the order is received, the customer has the benefit of the lower 
price. Any merchant is privileged to mail in his order if he should find that 
the prices on the sheets are lower than any price quoted the company’s sales¬ 
men. Mail orders are fully protected against change in price until further in¬ 
formation is sent. 

The HoneA^man Hardware Co. has seen this feature of the business steadily 
grow since its inception. At first an experiment, it has become a fixture and is 


LAWN MOWERS. LAWN MOWERS. 



Op%n Oyllndtr, 8 BladM, 8 Inoh WhMit. 

Has shaft one-half inch in diameter in an adjustable 
nun bearing* box; three tempered tool steel knives on reel, 
under knife also nicely temepred. This is an e.xcelleni mower 


for the price. 

Cut, in. . 12 14 16 

Wt, each, Ihs. 35 36 37 

Uch. 87 20 7 60 8 00 


PRICE COMPARISONS. 

M. W._!4 in.. No. 184D5561, $8.95 each. 

' R.—12 in.. No. 99E6601, $7.75; 14 in., No. 99E6502, 
18.45 each. 

J C. S.—14 in.. No. F4349, $12.55; 16 in., No. F4350, 
$12.95 each. 

WIZARD, BALL BCARINQ. 

Open Cylinder, 4 Bladee, 8 Inoh Wheels. 

Ball races 1 % Inches in diameter; ^ inch tool steel 
t'alls; patent cone adjustment; cones hardened and ground 
^ cannot work loose; four tempered tool steel knives on 
r^el; crtcible tool steel under knife hanrdened and tempered. 


' ui, in . 14 16 18 

WL each, lbs. 50 51 55 

^ .810 70 11 00 11 80 


PRICE COMPARISONS: 

M. W.—14 in.. No. 184D5572, $12.95; 16 in., No. 184D5573, 
$13.95; 18 in.. No. 184D5574. $14.60 each. 

S. R.—16 in.. No. 99E6519, $14.00; 18 in.. No. 99E6520. 
$15.00 each. 

J. C. S.—16 in., F4352. $16.05; 18 in., No. F4353, $16.85 
each. 



I80NAR0H, BALL BKARINa. 

Open Oylindsr, 4 Blades, 8 Inoh Wheels. 

Ball races 1% Inches in diameter; inch tool steel 
balls; patent cone adjustment; cones hardened and ground 
and cannot work loose; four tool steel tempered knives on 
reel; crucible tool steel under knife, hardened and tem¬ 


pered. 

Cut, in. 14 16 18 

Wt. each, lbs. 42 44 47 

Each . 88 60 10 00 10 36 


PRICE COMPARISONS. 

M. W.—Do not show. 

S. R.—Do not show. 

J. C. S.—14 in.. No. F4345, $13.90; 16 in., No. F4346, 
$14.25; 18 in.. No. F4347, $14.70 each. 

ELM PARK, BALL BKARINQ. 

Open Oylindsr, 4 Biadss, 10 Inoh Whssis. 

Ball races 1^ inches in diameter; ^ inch tool steel 
balls; patent cone adjustment; cones hardened and ground 
and cannot work loose; four tempered tool steel knives on 
reel; crucible tool steel under knife hardened and temepered. 


Cut, in. 14 16 18 

Wt. each, lbs. 58 59 63 

Each . 811 38 12 78 13 38 


PRICE COMPARISONS. 

M. W.—Do not show. 

S. R.—14 in.. No. 99E6514, $13.00; 16 in.. No. 99E6515, 
$14.00; 18 in.. No. 99E6516, $15.00 each. 

J. C. S.—16 in.. No. F4342, $18.90; 18 In., No. F4343, 
$19.65 each. 


These sample pages from the Honeyman catalog enables the dealer to compare the prices of the mail order 
bases with the price for which the Honeyman Hardware Co. will furnish them with similar goods, in fact a 
btter quality than the mail order houses furnish. 

It will be noted that they have taken the pains to refer to the particular item and price that the mail order 
booses quote so that the dealer has full information as to just what item he can furnish that will enable him 
to meet the price and still make a profit. 
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depended upon by the best customers. The company’s policy throughout has 
been to help them customers through this department, and they always have 
been alive to suggestions for improvement or extension of this service. 

If any verdict as to the success of the Cash-With-Order Department of the 
Honeyman Hardware Co. be desired, the unanimous approval of the customers 
and the steady growth in volume and number of accounts in this department is 
ample testimony of the soundness of the theory and the practical way it has 
been put into operation. 


S-2S-C1 

M. O. H. PRICE COMPARISON. 

nga 183. 

HAManiM. 

Ball Pain. No. 00. 

Similar to 

M. W.—No. 84DI563. $1.15 each. 

J. C. S.—No. H315, $1.05 each. 

No. IBa 

Similar to 

M. w.—No. 84D1565. $1.25 each, 
j. c. S.—No. H316, $1.20 each. 

No. 2B. 

M. W.—No. 84D1565. $1.35 each. 

No. 3B. 

Similar to 

M. W.—No. 84D1565, $1.45 each. 

J. C. S.—No. H317. $1.40 each. 

No. 4B. 

Similar to 

M. w. —No. 84D1565. $l..'i5 each. 

J. C. S.—No. H318, $1.50 each. 

No. 000. 

Similar to 

M. W.—No. 84D1565. 98c each. 

No. 0. 

Similar to 

M. W.—No. 84D1505, $1.20 each. 

■ngi ROOTS. No. 0. 

Similar to 

M. W.—No. 84D1574, $1.73 each. 

No. 2. 

Similar to 

M. W.—No. 84D1574, $1.89 each. 

RIvotIng. No. 1. 

Similar to 

J. C. S.—H325, $1.05 each. 

No. 2. 

Similar to 

J. C. S.—No. H326, $1.10 each. 

No. 8. 

Similar to 

J. C. S.—No. H328, $1.20 each. 

Forrlors. No. 10. 

Similar to 

M. W.—No. 84D7052. $1.45 each, 

S. n.—No. 9E5742, $1.40 each. 

J. C. S.—No. H332, $1.45 each. 

Page 183. 

Machinists’ Hammers. 

Trodo 

MAYDOLB. Dos. 

No. 770 . 22 SO 

No. 770!/a .19 00 

No. 771 .17 BO 


O.W.O. 
Doi. 
21 SO 

15 10 

16 SS 


No. 772 . 

. .18 80 

14 78 

SiNo. 778 . 

. .14 00 

13 80 

No. 774 . 

. .12 S8 

12 28 

No. 778 . 

. .11 78 

11 18 

No. 776 . 

. .10 78 

10 80 

No. 777 . 

. .10 00 

9 80 

No. 77S . 

. . 9 88 

8 90 

No. 779 . 

. . 8 80 

8 40 

V. A B. 



No. OOOOB . 

. . 8 00 

7 60 

No. OOOB . 

.. S 28 

7 S8 

ANo. OOB . 

. .S 80 

9*8 10 

No. OB. 

.. 8 78 

9*8 88 

SiNo. IB . 

. . 9 69 

9*8 18 

SiNo. 2B . 

. .10 28 

9*8 78 

SiNo. 8B . 

..11 28 

9*10 70 

ANo. 4B . 

. .12 00 

9*11 40 

No. 8B—PItooflilnuod. 



No. B6 . 

...14 90 

13 28 


NOT OATALOQUSD. 
Ohsop Qrads. 


Ball Pein Hammers. 
oLimm. 


S 01. 3 SS 8 SB 

Riveting Hammers. 

V. a B. 

No. 0 . 8 7S ^ 3S 

No. 1 .10 28 0^73 

No. 2 .10 BO ^0 00 

No. 8 .11 2B ^0 7S 

Kngineers’ Hammers. 

No. 9 .12 28 9*11 88 

No. 1 .18 78 18 18 

No. 2 .14 BO 9*13 SO 

No. 8 .16 00 18 20 

No. 4 .17 28 16 28 


No. 8 ■ P IsoontInusd. 
No. 6 - ■ Pisoontinusd. 


Prospectors’ Hammers. 

SIAYPOLK. 

No. 6S8 .23 00 22 00 

Brioklayers’ Hammers. 

SIAYPOLB. 

No. 862 . 22 00 21 00 

No. 888 .16 80 18 78 

Prospectors’ Picks. 

SIAYPOLB. 

No. 14S2 .22 00 21 00 

No. 14S8 .19 80 IS 78 

Farriers’ Hammers. 

V. a B. 

No. 10 .14 28 9*18 80 


lit re is a sample pa^e of the Honeyman catalo^j, giving price comparisons with mail order houses, as well as 
the priee of even better lawn mowers, to enable the merchant to meet mail order houses and make a profit. 

This eottperution has been enthusiastically received by the merchants in the Honeyman Hardware Co. territory. 
In fact as far as we have been able to learn they were the pioneers in this movement to cooperate with the 
merchants and give them definite information and cooperation that will enable them to meet mail order 
house prices. 
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ANOTHER MAIL ORDER BEATER 

We heard of a dealer the other day who has 
about the best little scheme for keeping his 
trade from going to mail order houses that we 
“have ever met up with.’^ 

His plan is to send for a mail order oil stove, 
lamp, percolator, etc., priced at, say $7.45 or 
‘^.05. Then when the package comes in he 
never opens it. Doesn’t even untie the string 
nr break the seal. He just leaves the package 
as it comes, on one of the counters of his store, 
ri"ht near his own stock of similar articles which 
nf course retails at $9.00 per. 

Then when some customer comes in and com¬ 
mences dickering about price and wants to 
know why she should pay this dealer $9.00 when 
she can send away and get one by mail order 
fnr $7.45, he is ready for her. He just tells her 
he has exactly what she wants and points to 
rhe unopened package and says, There it is, 
madam, right there in that box. A regular mail 
order, madam. Just what you are looking for. 
(jot it out of a catalog. You can have it for 
$7.45.” 

Madam’s reply naturally is, “Open it up 
and let me see whether I want it or not.” 

“Xo,” says the dealer, “it will stay right in 
that package there until it is sold. I bought 
it and paid for it ‘sight unseen.’ It goes to the 
first person who wants to ditto my purchase. 
Is not that the way you buy goods from a 
mail order house? I will sell this to you on 
exactly the same terms. That’s fair isn’t it?” 

This prospect and many others^ as a rule, 
see the point, and the i>ackage containing the 
mail order is still unopened. 

Wouldn’t this idea work equally well with a 
mail order saw buyer, or with catalog shopper 
who wants you to put in a half hour showing 
and demonstrating a guaranteed hammer and 
then let him have it at mail order prices? 


It’s better to say “I must” than to need 
somebody el.se to say to you “You must.” 


THE POWER OF WILL 

If you think you are beaten, you are! 

If you think you dare not, you don’t! 
If you like to win, but think you can’t, 
It’s almost certain you won’t. 

If you think vou’ll lose, you’ve lost! 

For out of the world we find 
Success begins with a fellow’s will— 
It’s all in the state of mind. 

Life’s battles don’t always go 

To the strongest or fastest man: 

But soon or late, the man who wins 
Is the one who thinks he can! 


GERMAN COMPETITION. 

Although you have seen little about it in the 
newspapers, Germany is sending an increasing 
volume of goods to this country for sale at prices 
radically below those demanded for domestic 
products. The newspapers have featured a few 
spectacular instances of underbidding of Amer¬ 
ican. British and other competitors for large for¬ 
eign contracts; but this underbidding is of much 
less moment than the underselling whicli is de¬ 
veloping inside our own borders. 

The truth is that Germany can today |)roduce 
practically all of her export lines of merchan¬ 
dise at very much lower cost than is possible 
here. Why? Because of the drop in tlie value 
of the mark to IV 2 cents as contrasted with a 
pre-war value of almost 24 cents; and the in¬ 
dustriousness of her workers. Wage rates paid 
in Germany, measured by dollars, are phenome¬ 
nally low—anywhere from 50 cents to $1 a day. 

This places a most formidable weapon in the 
hands of German manufacturers and exporters. 
In fact, it is suspected in international banking 
circles that the German government and Ger¬ 
man industrial interests are quite satisfied to 
have the mark remain at its present low interna¬ 
tional value. Here is a problem of great gravity 
for the serious study of our tariff makers at 
Washington and the business interests of this 
country. Most of their goods are being stamped 
made somewhere else than Germany. “Made in 
Switzerland” is most common, “^lade in Eng¬ 
land.” “Made in France,” even “Made in St. 
Louis” appears on some of their products. 

A CONCEIT STILL EXTANT. 

An acquaintance met Horace Greeley one day 
and said: “Mr. Greeley, I’ve stopped your 
paper.” 

“Have you?” said the editor; “well, that’s 
too bad,” and he went his way. 

The next morning Mr. Greeley met his sub¬ 
scriber again, and said: “I thought you had 
stopped the Tribune.” 

“So I did.” 

“Then there must be some mistake.” said 
Mr. Greeley, “for I just came from the office 
and the presses were running, the clerks were 
as busy as ever, the compositors were hard at 
work, and the business was going on the same 
as yesterday and the day before.” 

“Oh!” ejaculated the subscriber, “I didn’t 
mean thaf I had stopped the paper; I stopped 
only my copy of it because I didn’t like your 
editorials.” 

‘ ‘ Pshaw! ’ ’ retorted Mr. Greeley. ‘ ‘ It wasn’t 
worth taking up my time to tell mo such a 
trifle as that. My dear sir. if you expect to 
control the utterance of the Tribune by the pur¬ 
chase of one copy a day, or if you think to find 
any newspaper or magazine worth reatlijig that 
will never express convictions at right angles 
with your own, you are doomed to disappoint¬ 
ment.*” 
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Life Story of an American Pocket Knife 


L ittle WILLIE cut a fishing pole on the 
banks of the Wabash. Mazie, of the dark- 
brown eyes, sharpened her j>encils prepara¬ 
tory to taking dictation from the boss. Harry 
opened a bottle (of ginger ale). George punch¬ 
ed a hole in a piece of harness. Old Doc cut a 
sliver of steel from a workman’s finger. Robert 
did some pruning on his young trees. Ed scrap¬ 
ed the insulation off’n an electric wire (not 
live). Jim opened a can of sardines for wifey. 
Howard drove a couple of screws in the rocker. 
Percy manicured his finger nails. Sam sampled 
a bale of cotton in the compress. And each one 
did it with a pocket knife, you bet. 

There’s a Pocket Knife for Every Purpose 
Hardly a man or a boy in the whole country 
but carries a knife of one kind or another. 
Leave your pocket knife at home some morning 
and see how well you get through the day with¬ 
out it. You’ll be borrowing one before noon. 

So when you take a trip through a cutlery 
plant with the editor, you will understand where 
all the thousands of pocket knives go which 
you see in your mind’s eye passing through the 
various processes of production. What may in¬ 
terest you more will be the many complex 
operations required to turn out what on the sur¬ 
face appears to be a simple product. There are 
approximately 300 distinct operations required 
to manufacture a two-bladed jack knife. 

Now let’s see if we cannot obtain an ade¬ 
quate idea of how pocket knives are made, What 
materials go into their construction and what 
kind of people turn out the product. Most of 
us feel that pocket knives are just “knives.” 
After the trip perhaps we’ll change our minds. 

So come with the editor on a visit to the 
largest, most up-to-date and best equipped plant 
of its kind in the United States, if not in the 
world—that of the Remington Arms Company, 
a name that stands for quality and service. 


What’s a Knife For? 

“The prime function of a knife is to cut— 
to cut keenly.” After all, the cutting edge of 
a knife is what the consumer buys notwithstand¬ 
ing the importance of each component part in 
relation to the other. This slogan is in the mind 
of every worker in the plant. There are still 
left in the United States a few industries in 
which pride of craftsmanship obtains. One of 
them is in cutlery manufacture. 

The war has given a distinct impetus to 
American cutlery manufacturers, supplying 
both market and new producing facilities. The 
labor now recruited for the work was obtained 
quite largely from the arms and ammunition 
factories, and much machinery, sometimes en¬ 
tire plants, have been converted into cutlery fac¬ 
tories. Some cutlers went into munition work 
after the first gun of the war was fired, and are 
now glad to get back to their old trade. When 
trained labor for certain operations cannot be 
found, men and women are trained for the work 
for which they are best fitted. The fine cutlery 
work must, of course, be performed by master 
cutlers. 

Automatic machines are now being used in 
every operation where they can contribute to 
the actual improvement in the quality of the 
product, or reduce the production cost. Where 
machines for real automatic operations did not 
exist, Remington made ’em. For instance a 
new machine now inserts the brass pins in the 
knife handle and rivets them, was designed and 
built in the Remington works. This has been the 
policy in the arms and ammunition factory for i 
years. 

Standardization of parts is the basis of 
quality and quantity production. In pocket 
knife manufacture with the great variety of ' 
blades and handles which the market demands, 
standardization and interchangeability are es- 



The light, neat, fully 
equipped tool room, 
where are made all dies 
and edge tools used in 
the factory, and where 
all repairing, mainte¬ 
nance and improvement 
of machinery is done. It 
is here that many of the 
automatic machines used 
ill the factory have been 
devised and built. 
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sential to produce a high quality product at a 
marketable price. The handle die, that is, the 
shape and size of the pocket knife handle, de¬ 
termines the class and purpose of the knife. Tt 
is Yery much like the last of a shoe. Several 
kinds of shoes, differing in color and style, 
may come from one last. And various styles 
of pocket knives may come from one handle 
die. The various parts of pocket knives are so 
standardized that the blades and other parts 
rtf one size and shape will interchange. 

Begin With Baw Materials 
In making our survey of the cutlery plant 
it is logical to begin in the general stock room 
where the raw materials are stored. Here we 
find such materials as blade steel, tool steel, 
brass, nickel silver, handle materials, grease, 
emery cake, buffing compounds and other raw 
products. Every lot of raw material must pass 
muster in the analysis and inspection of the 
Research Department before going into actual 
pmduction. The Remington Company have 


perienced in this one step in making pocket 
knife blades. 

The blades are then passed on to be trimmed 
accurately to the desired shapes. After the 
blades are pierced, making ready for the rivet, 
they are forwarded to the heat treatment de¬ 
partment where they are hardened and temper¬ 
ed. The patent methods of heat treatment 
governs the uniformity" and quality in blades. 
Between the degree of two much hardness and 
the degree of too much softness there is a 
temperate degree which conduces to strength, 
toughness and keen-cutting requirements. Men 
are rare who are able to perform this work day 
in and day out, producing a high uniform stand¬ 
ard. The long experience of the company in 
hardening and tempering gun parts, bayonets 
and other like products has been utilized to the 
utmost in this process. This room is screened so 
the light is very evenly diffused daylight in 
order that the operators may easily judge the 
color of the metal. 



Machine Grinding. Aft^ the blades have been cut from raw steel, heat treated and tested, they go to the 
^noding department, where they are ground in automatic power machines. Many of these machines have been 
Revised, perfected and built by Remington experts right at the plant. 


maintained this department for years in connec¬ 
tion Yrith the manufacture of ammunition in 
their Bridgeport plant and are therefore able 
to undertake analysis and inspection of 
materials which would be prohibitive in point of 
in a plant operated on a small scale. 

Passing to the cutlery tool room, we see 
vhere are made the dies, all' of the tools and 
many of the automatic machines entering into 
the production of jwcket knives. The program 
of the tool room is planned weeks in advance 
of the production processes. 

Blade Is the Vital Part 

No knife can be better than its blades. In 
the manufacture of blades the steel is delivered 
to the cutters who cut the material into sec¬ 
tions which can be conveniently handled in 
Gorging and the shaping process which follows, 
forging is done by special workers long ex- 


After the blades are hardened and tempered 
they are tested and straightened. In order to 
test the blades for flaws, each one is thrown 
against a block of steel. Blades which do not 
ring true are rejected. Following the straight¬ 
ening process by automatic machines, the blades 
are sent to the grinding department where they 
are ground on automatic power machines. After 
grinding, the tang (base) of the blade is die- 
stamped with the trademark. 

Importance of Blade Finlsliing 
The blade finishing department is one of 
the very interesting departments in the plant. 
Rows of blade finishers operating ‘'double 
headers” and bending over whirling wheels per¬ 
form one of the most important operations in 
knife making. Blade finishers are among the 
most expert and skilled workers in the entire 
plant. In this department fine blue glazing and 


Digitized by 


Google 








108 


HARDWARE WORLD 



Blade Finishing Department. These workers have 
mill stones above their heads and before their eyes, 
but not around their necks. Their judgment, dexterity 
and muscular control must be very' keen, for they 
finally grind the edge and polish the surface of the 
blade after it has been mounted. Sitting before their 
‘ double-headers, ^ ^ they perform one of the most im¬ 
portant operations in knife making. 

crocus polishing (mirror finish), is done. In 
another section of the blade finishing depart¬ 
ment “punch bladesare put through the 
finishing operations. The men who grind and 
finish these blades are highly skilled. Punch 
blades are for punching holes in leather. Each 
blade is proved in a piece of tough leather be¬ 
fore it passes on. 

Some of the abrasives and polishing com¬ 
pounds used are dry and some are wet. One of 
the operators who uses an emery paste which 
looks like mud, wears wooden ‘‘pants’’ and 
wooden shoes. These unique nether garments 
protect him from the sloppy abrasive. While 
this polisher may inspire amusement in the 
minds of visitors by reason of his apparel, he 
draws down a nice little envelope every pay 
day which many of us would like to bank. He 
knows just how much to take off each blade 
and gets well paid for the “know how.” Wood¬ 
en pants may never become vogue, but they’re 
mighty handy around a cutlery works. 

In all the rooms where grinding, glazing and 
polishing are done an exhaust system is in oper¬ 
ation w^hich sucks out the emery and other dust 
from the grinders so that the workmen are pro¬ 
tected and the air is clear and clean. The dust 
is conveyed to a settling tank on the roof whence 
it goes to a place for collection and removal. 

Springs, Bolsters and Linings 

Springs are cut out, forged and heat treated 
in much the same manner as the blades. Fol¬ 
lowing the shaping they are pierced and 
trimmed to length. They are then forwarded to 
the heat treating department where the same 
care is given them as to the blades. After this 
they go to the spring finishing room to be 
ground and have the inside polished. The 


springs are ground and polished on the inside 
at this stage since this surface cannot be reached 
after the knife is assembled. They are then 
put into stock for assembly. 

The linings or bolster scales are the (inside) 
linings of the handle and are first “blanked” 
from sheet brass, nickel silver or steel, holes 
being pierced for rivets at the same time. These 
linings conform to the die pattern of the re¬ 
spective shapes of the knives. The handles arc 
fitted to the lining scales and bolsters are made 
of mother-of-pearl, stag, genuine stag, genuine 
buffalo horn and pryemite (nitro cellulose com¬ 
position) in a large variety of colors. 

The bolsters or tips are the metal trim on 
the outside and at the ends of the knife handle. 
They are pressed out of brass, steel or nickel 
silver and are shaped and trimmed by automatic 
process. 

The component parts of the handle are as¬ 
sembled and pinned together by semi-automatic 
process. This combined product then goes to 
the cutlers for assembly and blade fitting and 
is considered a unit in the assembling process. 

Tracer System 

As we follow each component part through 
the various processes on its way to the cutlers’ 
rooms it is reasonable to wonder how the fore¬ 
men keep track of each job so it may be traced 
back and responsibility placed where it be- 



Grease and Lime Brushing. This fellow, along with 
others all around him, performs a step in the many 
phased polishing process. Some operators wear wood¬ 
en pants’^ to protect them from the sloppy wet abra¬ 
sives. An exhaust system sucks the emery and other 
dust from the grinders into a settling tank on the roof. 
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Hafting. Rows and 
rows of skilled workers 
with sensitive fingers, 
responsive hands, and 
trained eyes take the fin¬ 
ished knife with its han¬ 
dle mounted and success¬ 
fully grind, burnish and 
polish it before it goes i<) 
the inspection depart¬ 
ment. 



longs in case of production 1 roubles. Mistakes 
happen in the best organizations. A tracer sys¬ 
tem by means of vari-colored cards placed in 
each tray of component or assembled parts gives 
an accurate check on the work. 

In the stock room the finished component 
parts are kept until forwarded to the assem¬ 
bling departments. Prom this point the product 
is inspected after each step in assembly. 

Steps in Assembly 

The first operation is to make up the handle. 
Pieces of ebony, stag, pyremite, pearl, etc., are 
fitted to the linings. This is known as ‘"match¬ 
ing.” The scales or outer parts of the handle arc 
fastened to the linings by wire rivets. This 
operation is done on special automatic machines 
in the larger works, though in many pocket 
knife factories it still remains a hand operation. 

Then the handle is “routed” on one side by 
automatic shielding machines for the nickel 
silver shield, which is the metal plate found on 
most pocket knife handles. The next step is 
drilling the shield and attaching it to the 
handle. 

The complete handle now goes to room where 
the .springs and handles are assembled. They 


are then forwarded to the cutlers, where the 
blades are inserted, adjusted and fitted. After 
the blades are riveted the knife is completelv 
assembled, but is not yet a finished product by 
any manner of means. 

Inspection and Finishing Important 

During the process of assembly the product 
is in what is known as the “cutlers’ room.” 
These processes are very important steps in the 
production of a pocket knife, because the parts 
must be properly fitted together to turn out 
a quality product. All the expert and pains¬ 
taking work done prior to assembly can be nulli¬ 
fied by carelessly putting together the various 
parts. Operators go over each knife and sec 
that they open and shut, or “walk and talk,” 
properly, after which the knives are forwarded 
to the inspection department, where they are 
carefully scrutinized for any defects which may 
have been overlooked in former operations. The 
same close inspection given firearms and am¬ 
munition is given the products of the cutlery 
works, and it is because of this care that a high 
standard in quantity production can be main¬ 
tained. 



Wareroom Pinishing. This departmeut includes edge-setting, cleaning, etching, numbering, wrapping and 
pwking Most of this work is done by women with their jpreater delicacy of touch. The clean, airy, light 
baiJdi4’ reflects itself in the work of the employes and so in the product. 


Digitized by LjOOQle 

















no 


HARDWARE WORLD 



After all, no mat¬ 
ter how good a 
product a manufac¬ 
turer makes, it is 
important that he 
should use discern¬ 
ment in the selec¬ 
tion of his repre¬ 
sentatives. 

It has been the 
invariable policy of 
the Remington 
Arms Co. to exer¬ 
cise the same care 
and discrimination 
in their sales repre¬ 
sentatives as thev 
do in their prod¬ 
ucts. 

Hence a **Rem- 
ington Man** is in 
keeping with t he 
high quality of their 
products. 



JA1CE8 L. HEAD 

As District Manager for the Southwest, with headquarters 
at St. Louis, Mr. Head now occupies the desk which Western 
Sales Manager O. L. Reierson vacated when he became Presi¬ 
dent Reierson and moved to New York. Mr. Head is a native 
Missourian and was such an enthusiastic sportsman that he 
waa attracted to the Remington organisation. He is a former 
amateur champion trapshooter of the United States. To show 
how the healthy, outdoor, sportsman*s life lasts, Mr. Head*s 
aeore for 1921 was 962, though he retired from the traps 
professionallv ten years ago. Mr. Head enters the cutlery 
field with toe same enthusiasm and ability that has charac¬ 
terised his work from the start. 

After the inspectors have finished the knives 
are forwarded to the handle finishing, or “haft- 
ing,'’ department, where the entire handle is 
finished by going through successive grinding, 
burnishing and polishing operations. Then the 
product returns to the inspection department 
for examination for minor flaws and defects. 

The warehousing department includes the 
operations of edge setting, cleaning, etching, 
numbering, wrapping and packing. The knives 
first go through a process of rough cleaning, 
passing on to the etchers. Operators prepare 
them for etching the maker’s name or brand on 
the front or “mark” side of the master blade 
by coating that side with a special varnish. 
Other operators make the impression of the 
name in etching machines. As ^e impression is 
made the varnish under the etching plate is 
removed automatically. Acid is then applied 
which etches the name into the steel. The blades 
are then immersed in an alcohol bath to remove 
the acid and varnish. Here also the blades are 
given their strong, keen cutting edges. Most 
of this work is done by women, who are better 
able to do fine work of this character by rea¬ 
son of greater delicacy of touch. The foreman 
of this department may have two daughters and 
a son working under him and other sons 
employed in other departments. This is not 
uncommon among those who devote their lives 
to cutlery, although it is found to a greater ex¬ 
tent in England and on the Continent than in 
the United States. 


H. a. PATTEBSOM 

District Manager and chief sponsor for Remington arms 
and cutlery in the seven states of the “Northwest Territory,'' 
with headquarters at Minneapolis. Mr. Patterson began with 
Remington when he was 22, and he haa stuck for some 15 
years, so ^ou can see what each thinks of the other. He 
proudly points out that his school has been his fellow men and 
the experiences he has had with Remington goods as **mission- 
ary** and executive. He is most interested in the possibilities 
and advantages which the new cutlery line presents. 

The next operation is numbering—stamping 
the number of each knife on the reverse tang 
of the master blade. After being cleaned once 
more the knives receive another inspection. Then 
they go to the buffing and polishing machines, 
which are operated by men. A final cleaning 
and inspection follows. All knives with the 
slightest defects are rejected. 

Entire Pedigree Stamped on Carton 

The product now goes to the packing rooms. 
The knives are transported in trays on trucks. 
Here they are placed in moisture-proof cabinets. 
In packing, each knife is wrapped in rust-proof 
paper and packed one-half dozen to the box. 
The boxes are sealed in “glassene” paper to pre¬ 
vent rust and are then packed two dozen knives 
to a carton. Each box of six knives has sten¬ 
cilled on the bottom a code number by which 
the product may be traced back in production 
to the time of assembly. The model number of 
the knife is stencilled plainly on the end label. 
In addition, the carton has a code number to 
indicate the labeler and packer. 

An Aid to the Jobber 

The use of a glassene wrapper on each box 
of pocket knives not only protects the contents 
from moisture but it is an indication to the job¬ 
ber’s stock clerk that the package has not been 
broken. The absence of the glassene wrapper 
indicates that one or more knives have been 
withdrawn from the box in making up assorted 
orders. This prevents short shipping of orders 
to the retail customer. 
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Lacking a recent and adequate 
picture of J. O. Heath last month, 
we were forced to use one that 
merely bore a slight resemblance. 
We were so overcome with shame 
after our edition was printed that 
we insisted he have this up-to-the- 
minute likeness ‘‘for our files/^ 
and we take this opportunity of 
making public apology and repara¬ 
tion for the injustice we perpe¬ 
trated last month. Due to Mr. 
Heath’s active and genial life, his 
friends say he actually grows 
younger with each recurring birth¬ 
day anniversary, and this new pic¬ 
ture is ample evidence of his per¬ 
petual youth, his continuously 
pleasant aspect, and his mysteri¬ 
ous ability to grow handsomer 
every year. 



In any group of Remington 
district managers or leaders, Mr. 
Heath would be conspicuous by 
his absence, for he heads one of 
the largest as well as most im¬ 
portant divisions of the sales ter¬ 
ritory—the 12 western states. He 
has made Remington products his 
life and his light lor over 25 
years, and he is one of those rare 
men in business who can make his 
work his play and his joy also. 
The men he does business with are 
the ones he plays with and who 
call him by his first name. It is 
under the direction of such master 
hands as Mr. Heath’s that Rem¬ 
ington arms and ammunition have 
gained and held their favor with 
the trade. The new cutlery line 
is being received in the same 
spirit and with the same warmth. 


J. G. HEATH 


Most all jobbers have some system to check 
broken packages of goods, such as a pencil 
mark on the end label. The system fails, how¬ 
ever, whenever a stock clerk bieaks a package 
and forgets to mark the end label. On the other 
hand, the glassene wrapper is the signal of the 
full package. Its use eliminates checking by 
the box and puts the responsibility up to Bem- 
ington instead of the clerk. Another advantage 
is found in the wrapper as a protection against 
dust and dirt. Provided the package has not 
been broken by the jobber, the retail dealer re¬ 
ceives his pocket knives in boxes with fresh, 
clean labels. This is helpful in making an at¬ 
tractive window or case display. 

A Brand New Product 

In placing cutlery on the market Remington 
started with a clean sheet. Everything is new— 
new personnel, new methods, new equipment, 
new designs, new dies, new tools and new ideas. 
There are no musty traditions or archaic meth¬ 
ods to hamper and inhibit the growth of the 
cutlery organization as the line is increased 
from year to year. 

What counts is not “How much have youT' 
but “What have you done?’’ 

The place for the “knocker” is outside the 
door. 

The Blann Hardware Company of Cicero, Ind., have 
opened for business, handling a full line of evei^hing 
pertaining to hardware, plumbing supplies, electrical, 
sporting goods, etc. 

The Moneta Hardware Company, 4402 Moneta Ave- 
une, Los Angeles, are erecting a two-story brick build¬ 
ing, which is about ready for occupancy. 

They will handle a full line of everything pertaining 
to hardware, sporting goods, automobile accessories, 
bousefurnishings, etc. 


WILL WRITE COST DICTIONARY. 

Addison Boren, manager of the works ac¬ 
counting bureau, Tale & Towne Manufacturing 
Company, Stamford, Conn., has been named to 
head a committee to write a lexicon of cost ter¬ 
minology. He will have as his assistants a 
member to be selected by each section of the 
Industrial Cost Association. To the end that 
the cost world may come to speak a common 
tongue and confusion in the now often contra¬ 
dictory meaning of identical terms be eliminat¬ 
ed, Mr. Boren will proceed at best speed to pre¬ 
sent a report before the end of the year. 

It is the expectation of the association to get 
this document into print and secure wide dis¬ 
tribution, an accomplishment which will mark 
a basic advance toward standard practice. Those 
who know Mr. Borden predict that he will be¬ 
come the Noah Webster of the cost world. He 
pledged himself to research and diligent study 
and said he would ask all interested in clarify¬ 
ing cost terminology to lend him serious aid. 


SEEING IS BELIEVING 

Secretary Stone of Kentucky vouches for this: 

A doctor came up to a patient in a lunatic ai^lum, 
dapped him on the back, and said: “WeU, old man, 
youTe all right. You can run along and write your 
jfolks that you’ll be back home in two weeks as good 
as new." 

The patient went off gaily to write his letter. He 
had it finished and sealed, but as he was about to 
affix the stamp the latter slipped through his fingers 
to the floor, sighted on the hack of a cockroach that 
was passing, and stuck. The patient hadn’t seen the 
cockroach. What he did see was his escaped postage 
stamp zigzagging aimlessly across the floor and follow¬ 
ing a crooked trail up the wall and across the ceiling. 

In depressed silence he tore up the letter that he 
had just wrritten and dropped the pieces on the floor. 

“Two weeks!’’ he cried. “I won’t be out of here 
in three years. ’ ’ 
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Impressions of the National Convention 

(By Secretary Boy Smith) 


I CANNOT understand why any national or 
^anization holds its annual meetings in June, 
especially in a southern city. Those in at¬ 
tendance surely are more comfortable at home 
in warm weather than they are in some stuffy 
hotel at a convention. So it was at Louisville, 
and no one could enlighten me why it was. 

On the way, my first stop was at Abilene, 
Kansas, where I visited H. J. Hodge, secretary 
of the National Federation of Implement and 
Viehicle Dealers. Abilene is a pretty little Kan¬ 
sas city, noted for its unusually pure water- * 
99.98% pure, and I will say it’s some water. 
Had a pleasant four hours’ visit with Secretary 
Hodge, who went into many details of his or¬ 
ganization. He took me for a ride and showed 
me the town of which he is 
very proud, and I don’t blame 
him for it. 

As I sat around the hotel 
Saturday morning, I over¬ 
heard the old settlers saying 
to one another, ‘Ht’s a beauti¬ 
ful morning, but it will be 
hot before nightfall.” Well, 
they predicted rightly. I 
would say it was hot that 
day. 

I left at 12 for Kansas 
City and arrived there at 5 
p. m., and it was gloriously 
warm. As the railroad passed 
through the Kaw Valley or 
by the river of the same 
name, I was told it was the 
most fertile section of Kan¬ 
sas. I saw some very nice farms and com, corn, 
corn, com. Every other field was com, and 
this also applies to every central state I passed 
through. I saw enough com growing on this 
trip to supply the world. On previous trips 
east, I have gone in the fall when it was cool 
and all crops had been harvested. 

I arrived in St. Louis Sunday and it was 
still hot, not warm, but hot. Spent Sunday 
looking around my old home port, St. Louis. 
Most everybody goes to the country on Sunday 
or up the river or stays close at home and tries 
to keep cool. The few people I saw on the 
streets were in their shirt sleeves and hunting 
the shade, and I was with them. 

About 6 o’clock it started to rain, then 
thunder and lightning. I enjoyed the shower, 
noise and light and it was some cooler at 10 
o’clock when we left for Louisville, arriving 
there at 7 next morning. 

Blue Qtbbb and Soutliem Beauties Missing 
Louisville is rather a pretty southern city, 
with its narrow streets and old buildings. Of 


course, having heard of Kentucky’s beautiful 
ladies, its blue grass and fine horses, I kept my 
eyes open. 

Sorry to say, I didn’t see any beautiful ladies 
such as I am used to at home; the blue grass is 
ill some other part of the state, and as for fine 
horses, I only saw mules. 

It surely was nice and warm that week in 
Louisville. Before you had half dressed in the 
morning you were perspiring and you went 
through the whole day the same way. The only 
cool spots I found in the East were the rath¬ 
skeller and Mammoth Cave. 

500 Join in Mighty Song 

Convention opened promptly Tuesday morn¬ 
ing. President Ludlow sounded his gavel and 
called the meeting to order. 
Then we all sang America, 
500 strong. It was some song. 
It was beautiful. 

The program was all fixed 
and from start-to finish not 
a moment was wasted. It 
was business and talks by 
business men. Only three 
gentlemen outside the ranks 
of retail hardware dealers ap¬ 
peared on the program. 

Various presidents, secre¬ 
taries and delegates from dif¬ 
ferent states were assigned 
subjects to talk on and dis¬ 
cuss. After the opening talk, 
questions were asked and an¬ 
swered from the floor of the 
convention by members. This 
part of the program was most interesting. The 
representatives in attendance came from the 
North, East, South and, last but not least, the 
West. 

California with its four delegates in attend¬ 
ance is the baby association as to life in the na¬ 
tional body. The new delegates received a warm 
welcome. Some talked of a national meeting 
in San Francisco in 1923 or 1924. I would be 
willing to wager a good straw hat that the con¬ 
vention would come for the asking. Speaking 
of straw hats, 99 men out of every 100 wear 
one. Even I had .to buy one. just to be in style 
and try to keep my poor old head cool. First 
straw hat I have bought in years. 

A Kiss on Joe Wdsh’s Forehead 

For entertainment, one night there was a 
dance, another evening we spent on the Ohio 
River on one of the large pleasure steamers, 
and the last evening we all journeyed to a pretty 
pleasure park of Louisville, which was very nice. 

During the meeting many songs were sung 
This Avas new and novel to me and very pleas- 


Roy Smith, from out 
of the West, jots down 
some personal experi¬ 
ences and impressions 
which occurred to him 
on his trip to the conven¬ 
tion of the National Re¬ 
tail Hardware Associa¬ 
tion at Louisville. In 
his frank, forcible way 
he gives some interest¬ 
ing sidelights on the 
Convention as he saw it. 
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ant. A witty Scotchman from Ohio sang a song 
and told a couple of funny stories. His burr 
was wonderful, and he also had a boyhood 
school friend in California, one Joe Welsh of 
Pasadena. He wanted me to kiss Joe on the 
forehead for him when I saw him. So, Joe, as 
you read this, consider yourself kissed, until i 
reach Pasadena. 

When I started to tell the bunch about some 
of the wonders of the West, and our cool weath- 
er around our Bay, they called me a liar, liar, 
liar—why they can’t believe it, or don’t want 
to. 

An AU Day Hole—But Ck>ol 

On Friday we visited the Mammoth Cave. 
It’s some hole in the ground. You can walk 
for 12 hours and not see it all, so they tell me. 
Three hours was all I needed to satisfy me. The 
rest I took their word for. On Saturday I visited 
headquarters at Argos and was agreeably sur¬ 
prised at the size of the offices. Our delegation 
was nicely entertained and we were shown every 
courtesy everyrwhere, and we were much en¬ 
lightened on the activities of the association. 

Altogether it was a fine trip throughout. We 
all enjoyed the meeting, learned much, met in¬ 
teresting people and saw many interesting 
things, long to be remembered. It was one of 
those joumeys you would rather look back on 
than do over right away. One comes to see the 
advantages of his home environments. 


THIS ONE ON MEN. 

She entered the hardware store and com¬ 
plained about a lamp she had purchased, de¬ 
manding that it be taken back. 

‘‘What’s the matter with it, madam?” 

“It has all the faults of my husband with 
none of his virtues.” 

“Please explain yourself.” 

“Well, it has a good deal of brass about It, 
it is not remarkably brilliant, requires a great 
deal of attention, is unsteady on its legs, flares 
up occasionally, is always out at bedtime, and ]r, 
bound to smoke.” 


Pull a creditable load and vou’ll need no 
“pull.” 


He was a wise man that said he hadn’t time 
to worry. In the day time he was too busy and 
at night he was too sleepy. 


If you do not think beyond your job rarely 
will you make much advancement. Do what 
you are doing well—so well that you are actual¬ 
ly preparing yourself for the next step up. 


Hurry is the enemy of quality. It is diffi¬ 
cult to do anything well and to do it in a rush. 
Plan to have time enough to execute and finish 
the task you undertake in a workmanlike and 
skillful manner. 



E. M. HEALEY HEADS NATIONAL 

The National Association has been fortunate 
indeed in the type and character of their execu¬ 
tives, and Mr. Healey will compare most favor¬ 
ably with any of' his predecessors, which is 
saying a great deal. His earnestness and zeal 
in behalf of every movement that makes for 
the welfare of the retail merchants is well 
known. We shall have more to say of Mr. 
Healey, his work, and the various matters upon 
which the convention touched, in subsequent 
issues. 


DISTRIBUTION POLICIES NEEDED IN 
BUSINESS TODAY 

1. Work for greater volume. 

2. Prune off needless expenses. 

3. Merchandise to attain faster rate of turn¬ 
over. 

4. Lower mark-ups to increase net profits 
by volume. 

5. Concentrate on branded lines because of 
faster turn-over and price stability. 

6. Build up cash reserves if it is at all pos¬ 
sible. 

7. Take inventory losses quickly. 

8. Make every unit produce to full capacity. 


Do what you have to do and do it now. Spell 
now backwards and you have the answer. 


The boss is often reminded that fine piano 
keys could be manufactured from the hiatus 
between collar and hat of the average employe. 
All ivory is not found on elephants. 


Think not of yourself as “the architect of 
your career,” but as the sculptor. Expect to 
have to do a lot of hard hammering and chis¬ 
elling and scraping and polishing. 
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Competition the life of Trade 

The Chreat Game of Business Ckmipetition Should Be 
Clean as Between Gentlemen and Sportsmen if Both 
Business and Public Are to Derive Its Best Benefits 


(By T. J. CaUahaa) 


Business is the greatest game of the 
men of America, and unlike other games, 
it’s open for every one full 300 days of 
each year. You can bat over 300 and 
the satisfaction is more than equal to 
that of the best game of ball you have 
ever witnessed. 

End runs to the opponent’s goal in the last 
few seconds of a great college football game are 
duplicated so many times in the game of busi¬ 
ness that we expect them regularly. 

Eighteen holes in seventy call for the best 
the golf club can furnish for a celebration be¬ 
cause of its rarity, but business furnishes even 
more phenomenal players than the best golf 
club in the country can boast. 

The game of business gives rewards to the 
successf^ participants more valued than any 
other game, be it golf, football or baseball or 
any of the gym sports. No other game gives 
the pleasure and satisfaction to its participants 
for cleanly played, it furnishes the means for 
health and happiness and all the joys of man¬ 
kind. 

The game of business cannot be well played 
by the superficial—it requires close study, it 
takes the best that’s in a man; brains and en¬ 
ergy constantly applied will bring great re¬ 
wards to its players. 

Most Wonderful Thing Man Makes 

A little school girl once said that the most 
wonderful thing a man ever made was “a living 
for his family” and the game of business played 
by men devoting their thoughts and their en¬ 
ergies to the game furnishes its rich rewards. 

Pleasure and profit are the rewards of busi¬ 
ness, neither alone but both together. Without 
the pleasure derived from business I would not 
want to participate as heartily as I do and with¬ 
out the profit I might lose much of its pleasure. 
Both together and no greater rewards can any 
game produce. 

Men stay in the game for many long years 
—not for the profits that accrue, but for the 
great pleasure of seeing the realizations of the 
many dreams of their youthful days and touch¬ 
ing elbows with the younger ones in the game 
they again thrill with the ardor of the new 
participants. 

An old friend of mine, who has gone be¬ 
yond, was still sticking to his work. Sixty 
years he had spent at the game. He needed 
no more money and I had a wrong view of 
him. I thought he still wanted more. So I 


said to him: '‘Mr. A., why don’t you retire and 
enjoy yourself? Get away from this work, the 
many details of your business. Why do you 
wear yourself out this way?” He looked at me 
as if he had been hurt. "My boy,” he said, 
"don’t you know the great joy there is for 
me in being busy, in having some work that 
I know is waiting for me to do; in seeing things 
done by those associated with me?” Then he 
stepped closer and even more seriously said, 
"Tom, if I would quit as you suggest and lay 
down my work I couldn’t last a month.” 

Monopoly Degenerates 

It would seem that the easiest way to gain 
the rewards of business would b« to build a 
fence around a certain prescribed territory and 
allow no one to sell your products there but 
yourself. 

This has been tried many, many times and 
dismal failure has been the result. Probably 
no case can I recall so vividly as that of the 
Bell Telephone Company in Ohio. A distinct 
monopoly, and I do believe that one phone 
company should be better than two. But the 
Bell companies languished, the service so poor 
that few people aside from business houses cared 
to have phones. Then what an awakening with 
competition. 

IJpon their toes the new companies were— 
they got the best fellows from the old com¬ 
panies. Their service was better, facilities far 
in advance, so the old company, awakened 
rudely from their Rip Van Winkle sleep, saw 
what they should have seen before—the great 
field of demand, which was for the harvest, and 
they, the harvesters, could not see because of 
their heavy eyelids of self-satisfaction. 

How the old companies then did come back 
—truly an awakening. Now, instead of being 
satisfied with their condition, they are con¬ 
tinually talking and planning for years in ad¬ 
vance of the improvement and betterment of 
their service. 

Bmdnesa Does Bequlre Oompetitioii 

For without competition it is a monopoly 
even as the Bell companies were a monopoly 
and would languish and fail utterly to keep 
step with the times. 

Competition brings you upon your toes— 
shoulders back and chest out—eyes wide open 
to create the good will for our business which 
good service alone is able to create. 

So we require competition, which Webster 
defines as: Rrst—Act of competing; emulous 
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(•ont^*st; rivalry. 2—The effort of two or 
more parties, acting independently, to secure 
rhe custom of another party by the offer of 
the most favorable terms. 

Competition implies a struggle or contest 
between two or more persons for the same 
object. But I like the synonym of ‘‘emula¬ 
tion,'* meaning an ardent ambition or desire 
to equal or excel. Emulation is commonly re¬ 
garded as honorable or praiseworthy; as, emu¬ 
lation among students incites to industry. 

Should Be Clean 

In other words, a friendly contest, wherein 
the contestants seek the honors and glories of 
the victors with the same clean-cut si>ortsman- 
ship so noticeable of our great college games 
and amateur sports. 

We want competition, gentlemen, the 
clean-cut competition that elevates business to 
the place where it belongs. 

Sneonrage Homo Owning 

“In contentment there is great gain," the 
psalmist said, and truly there are no alarms 
of anarchy, bolshevism or socialism coming 
from the home-owning workers, who are the 
back bone of this land. You help as well as 
produce factories and continue their operation 
to keep the home owners employed and sustain 
th^^ir families and little ones. 

How differently is the new home when 
•ompared with the other great pleasure—the 
automobile. Each furnishes enjoyment—the 
first is an investment that goes down into the 
Lext generation with frequently an added value 
‘ ver its cost, while the latter is an expense 
!iiat rapidly eats up the principal and requires 
'ontinual operating expense and upkeep for the 
<^njoyment. 

Possibly the most impressive stories of Euro¬ 
pean conditions that I had read recently were 
the letters of Ole Hanson of Seattle, telling 
of his inquiries among the working people of 
Europe. Possibly in England the workers are 
more thoroughly organized than here, but to 
Mr. Hanson’s inquiries of the various union 
headquarters he was told that not one man in 
VO to 1000 was owning or trying to own his 
' KD home. 

Think of this, and then turn to our own 
'^Guntry, where every worker has a deep-seated 
i^ire and intention to be at one time or an¬ 
other a home owner. 

Tba First Impression 

What makes the first impression on every 
nsitor to a town? It’s the buildings of that 
town—the store buildings, the city buildings, 
‘he houses of the great and rich and the homes 
f the workers. 

The automobile salesman doesn’t wait for 
you to get ready for his car. By no means, for 
he has been singing his story throughout the 
whrde country' until you are sold with the idea 
Gf ownership. 


Why don’t we sell our community with the 
greater idea of better homes and better build¬ 
ings? They are assets not only to the owner 
but to our town as well. 

Competition is said to be the life of trade, 
and it is, gentlemen, but it takes co-operation 
to put ginger into our business. 

Rational competition is the competition that 
builds up a business, builds up a community and 
helps build up even a competitor. You can no 
more sell all the hard^vare required in your 
neighborhood than you can force every family 
of a town into one church or one religious 
faith. 

Rational competition is the competition that 
seeks every legitimate means to further the 
ends of your business. That plays the game of 
business as a game as clean as the best football 
game you ever saw. That neglects no oppor¬ 
tunity to win, but the winning must be clean- 
cut and on its merits only. 

Your competitor has a right to existence— 
your town needs him and you need him. For 
without him you might go to sleep as the Bell 
Telephone Company did and you and your 
community suffer. 

But Bntliless Competition 

Now, opposed to rational competition is 
ruthless competition, the desire to obtain busi¬ 
ness regardless of the means—when quantity 
of sales and not quality of service is paramount. 

Ruthless competition is the death of trade— 
for not only is this type of business man oper¬ 
ating an unprofitable business but he is actually 
a menace to the community. He who sells with¬ 
out a profit takes away both the pleasure and 
profit of his own business, but also from that 
of his competitor as well. 

You must take a profit (a reasonable profit) 
not only to pay your bills and give a fair in¬ 
come to your help but maintain your position 
in your community. 

So your competitor is now cutting prices. 
This reminds me of a little anecdote. 

There had been a difference of opinion in 
the preacher’s family, in which six-year-old 
Mary thought she got the worst of it. So at 
prayer time she was unhappy and resentful 
toward the world in general and her own 
ministerial family in particular. But she knelt 
at her mother’s side, as usual, and went through 
her ordinary evening petition. Finally she 
added: “Oh, Lord, make all the bad people 
good.’’ She paused for a moment, then, as an 
afterthought, concluded: “And if you can, 
please, make all the good people nice.’’ 

Price cutting does not create new business 
and many charges of price cutting are due to 
rumors thoughtlessly or maliciously circulated 
by busy-bodies. Before you take snap judg¬ 
ment, why not be sure and thoroughly inves¬ 
tigate. 

Edgar James Swift says: “Failure to sus¬ 
pend judgment until the es.sential factors are 
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discovered, and to persevere in the investigation 
until they are found, is the explanation of many 
blunders in business and in social reform. 
Ninety per cent of the business ventures are said 
to be failures, and this is the chief cause. Men 
like to decide and act. An unsettled state of 
mind is not pleasant.^’ 

And again; “We all believe many things 
which we have no good ground for believing.'^ 
Bertrand Russell said, “Because subconsciously 
our nature craves certain kinds of action which 
these beliefs would render reasonable if they 
were true.’’ 

An ounce of prevention is worth a pound of 
cure. If you think you are not getting your share 
of the business, don’t take snap judgment, find 
out what is the matter first. Your service may 
be poor, your office may not be courteous. 
Possibly you, yourself, may be dreaming of the 
days of 1919 when your customers hunted you 
up to force an order on you. 

Profits Must Be Reasonable 

Don’t rush into price cutting. If your serv¬ 
ice is worth anything at all, it is worthy of a 
profit to you. You must be content with a 
reasonable profit, for the days of large profits 
have gone by and are only a pleasant memory 
of the years 1919 and 1920. 

Suspend judgment of the rumors of price 
cutting by your competitor. Go visit him and 
see if you can’t work together. Get together 
the lumber dealers and bring the carpenter, the 
mason, the tinner and plumber. They are all 
interested in your problem and will gladly give 
the movement a boost. Don’t forget the news¬ 
paper man, for he is mightily interested in your 
town and is always willing to help progressive 
movements. 

This is the ounce of prevention you have 
at hand, ready to work for you and bring back 
results. 

Remember, price cutting teaches your un¬ 
scrupulous customers that a little fancy lying 
on their part will bring still an extra con¬ 
cession from you and it will take many pounds 
of cure, much patience and months of good busi¬ 
ness practice to overcome the evil so easily 
started. out Prices WIU Not Help 

Stable values create confidence—confidence 
begets business. You can do more good for 
yourself—you can make more demand for your 
commodities by asking a fair price which gives 
you a reasonable profit and this same price 
be your final price. 

DANGEBOUS FISH 

Joe Welsh was talking to some friend of a fishing 
trip he w’as contemplating on his holiday. 

**Are there any trout up there!questioned one of 
the friends. 

Trout! Thousands of ^em,^' replied Joe enthusi¬ 
astically. 

*‘Will they bite easily!^^ 

‘*Will theyf’^ reiterated Joe. ‘‘Why, they^re ab¬ 
solutely vicious! A man has to hide behind a tree to 
bait his hook.” 


ADVANTAGES OF A “ONE-MAN” 
BUSINESS. 

Occasionally we hear • merchants bemoan 
the fact that they only have a “one-man busi¬ 
ness,” and they appear to think that if they 
had a business that justified a partnership or 
forming a corporation, how much better off 
they would be. 

True, there are advantages in having a busi¬ 
ness organization, manned by capable execu¬ 
tives and partners, but when you begin to ex¬ 
amine many businesses how rare it is that you 
find men of equal ability and management 
yoked together. Rather does not one generallv 
find some one man bearing the burden. If you 
are fortunate in having a first-class partner, 
consider yourself most fortunate, but for the 
man who complains about a one-man business, 
remember there are always two sides to bear 
in mind. 

This is typical of what I know. I know a 
business house—four partners. They are losing 
money, and the reason is at the top, not among 
their workers. One of them is a very capable 
man whose thoughts are clear as crystal. The 
others are impractical, but firm in the belief 
that they are the greatest business men that ever 
happened. They are twenty years behind the 
times, but believe that they are up to the minute. 
They don’t read trade journals or attend busi¬ 
ness meetings because they say they learned 
their business years ago. 

The members of this firm do not pull to¬ 
gether, and they are therefore sliding back¬ 
wards. 

I know a business man who has an expensive 
organization of salesmen, bookkeepers, stenog¬ 
raphers and office people. They are first-class 
people, ever}' one hard workers, loyal, devoted, 
and their ability and work have been large fac- 
tors in building up the business to its present 
large proportions. But the changing times have 
lessened the demand for his goods. He is losing 
money; he don’t know exactly what to do; and 
he is walking the floor o’ nights. He feels the 
weight of his large organization, but he hardly 
dare reduce his expenses by dropping sncli 
capable people. And there he is between the 
gentleman with horns and the sea, which is very 
deep. He would give good money to have a 
one-man business. 

You have many things to be thankful for. 
Mr. One-Man Business; and once in a while it 
will be wise to go off by yourself and count 
your blessings in a cheerful frame of mind. 


TO BE SURE 

”If flies are flies 
Because they fly. 
And fleas are fleas 
Because they flee. 
Then bees are bees 
Because they bee.” 
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SUCK-SESS SEEK-RETS 

Onst there wuz a Man who 
went into bizness for Hisself. 
This man had many a good idee, 
but few of these Idees ever got 
*a chanst to sea the light of Day, 
for he lacked the Gumption an’ 
courage to put his plans into execution. He 
wuz awlways wondering why he couldn’t 
Kash in on these Brilliant Stunts, but 
he never Learned that a plan has to be 
.>et Actually to work, in the rite weigh, 
if it is goin ’ to amount to anythink. 

He awlways stopped his Mental Proe- 
cKnses while his Scheme or Plan was half 
baked—and natcherally it awlways fell 
flat. He would stand back an’ Scratch his 
hed an' say: 

‘'Well, what do you know about that! 
I thought it would work, but it won’t!” 

Then he had a fixed Notion that sum- 
body wuz goin’ to Rook him sum day. 
forgettin’ that the country had about 
1,999,999 folks who had never so much as 
dreamed of playing him a dishonorable 
trick. 

Sew he went on from year to year, 
Shying at this, that an’ the other, but 
awlways congratulating hisself that he 
had maid the crooks afraid of him, and 
sew saving his own bacon. 

One day he red A advertisement in a 
>ragazine, what told a wonderful Story. 
All you had to do wuz to send in $25.00 
an’ a Wise Guy would tell you eggsactly 
how to succeed in life under all circum¬ 
stances. 

Our friend had never got ahead very 
far. sew he scraped up the 25 iron men 
an’ sent them on, Parcel Post. 

This is the advice what he got: 

“You will never succeed, as so many 
people would have you think, by applying 
a cut and dried set of rules and formulas. 
But, my friend, you will surely succeed in 
astounding measure if you will think out 
each problem to its satisfactory solution 
as it arises, and then will apply commoi\ 
sense in putting the solution into practice. 

Friend bizness-Man wuz sew mad when 
he got this—that he danced a jig an’ 
went to the Post Office authorities to kom- 
plain that he had been Bunkoed. 

But the Law couldn’t help him. For 
the Law doesn’t take Account of whether 
you have maid a bad bargain or a good 
one. if no contract has been broken an’ 
no Misrepresentation can be proved. 

Besides, the government man red the 
Advice, looked Keenly at our Friend, and 
sed that the Success Rule in his opinion 
wuz worth the price. 

It’s yours for the taking! 


WHAT THRIFT REALLY MEANS 

What are you going to buy with it? That 
is the real question of importance facing the 
people of America, makes a tremendous dif¬ 
ference both to the individual and to the com¬ 
munity in which he lives how that question is 
answered. 

“There are a good many persons who shud¬ 
der or shrug their shoulders whenever the word 
thrift is mentioned. This is because they have 
a wrong idea of the meaning of this word. 
Thriftiness does not mean becoming a 'tight¬ 
wad’ or enduring a lower standard of living— 
quite the contrary. 

“Thrift does not mean the mere hoarding 
of money; it consists in the spending of money, 
but for things of permanent value, for things 
which will add to your comfort and welfare or, 
to put it in other words, for those things whicli 
will improve your standard of living. 

“Prof. Carver, of Harvard University, in a 
recent widely quoted article, says: ‘Thrift does 
not consist in refusing to spend money or to 
buy things. It consists, under a money economy, 
in spending money and buying things, but in 
spending money for things of a different kind 
from that which thriftlessness buys. 

“ ‘Thrift buys things with a relatively vivid 
appreciation of tlie future; thriftlessness buys 
things with a relatively dull or weak apprecia¬ 
tion of the future. Thrift regards future needs 
as comparable in importance with present de¬ 
sires; thriftlessness regards present desires as 
of greater importance than future needs. 

“ ‘Thrift very generally consists in invest¬ 
ing money; that is, in buying income-bearing 
goods. As a matter of observation thrifty com¬ 
munities (and thrifty individuals) spend more 
money in the long run than thriftless communi¬ 
ties for the sufficient reason that they have more 
money to spend.’ ” 


LOWEST WAGE SHOULD ALLOW FOR 
SAVING. 

A margin for saving is an absolute neces¬ 
sity for the well-being of the American working 
man, according to President Warren G. Hard 
ing. In a recent speech outlining the minimum 
wage requirements of the wage earners of this 
country, President Harding said: 

“In our effort at establishing industrial jus¬ 
tice, we must see that the wage earner is placed 
in an economically sound position. 

“His lowest wage must be enough for com¬ 
fort, enough to make his house a home, enough 
to insure that the struggle for existence shall 
not crowd out the things truly worth existing 
for. There must be provision for education, for 
recreation, and a margin for savings.” 


Opposition begets strength. 
Discussion provokes thought. 
Contest increases skill. 
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“Tuning Up” Yourself 


It is a familiar sight to see musicians, es¬ 
pecially those who use stringed instruments, 
“tuning up’* before they begin their part of the 
program, whatever it may be, says an exchange. 

They might argue after this fashion: “lam 
too busy to bother tuning up. Besides, why 
should I? 

“The strings are there and the other parts 
of the instrument, and they should be reason¬ 
ably ready for use. They were all right last 
time. 

“The other fellow, who hasn’t much to do 
or who wants to make something of a show, can 
tune up if he likes, but as for me, I’m too tired 
or too busy. 

“I have got along so far without doing much 
tuning up, and I reckon I can go on the rest of 
the way, as well as I have come this!^’ 

Can you imagine a musician of that caliber 
playing in a symphony orchestra, or before a 
discriminating audiencet Not much! Even a 
cheap restaurant would not tolerate him. Prob¬ 
ably the best he could expect would be to be 
allowed to saw away on a street comer. 

Same in BnslneBB 

There are a lot of business men who are 
just as unwise about themselves as this. They 
think they can go on, day after day, week after 
week, month after month, and year after year, 
without “tuning up.” 

After awhile as might be expected, nerves 
begin to jangle, the very closeness to their prob¬ 
lems causes them to lose the sense of perspective 
and they either deteriorate into small, grubby 
business men who merely hang on because of 
their dogged persistence, or else they face a 
nervous perchance a mental breakdown alto¬ 
gether. Either one is serious; neither pays. 

Overhauling Your Motor 

It is just as important that the delicate hu¬ 
man instrument with its myriads of fine wires 
in the shape of nerves, its brain cells with their 
peculiar functions, and its wonderful system so 
marvelously interdependent, should be “tuned 
up.” 

The musician can buy another instrument; 
the business man cannot buy another body or 
brain. He may be driven to the point of having 
the one he has, tinkered as nearly into shape as 
possible by the best doctor or surgeon he can 
find, but after all, the best remedy is preven¬ 
tion. 

Spare Time Invested, Not Wasted 

Sometimes we wonder to see men who are 
head of large corporations, the business of 
which runs annually into millions, spending so 
much time—as it seems to us—at golf, motoring, 
camping, fishing, or whatever particular type 
of recreation appeals to them. 

And yet, if you and I were to talk to these 
captains of industry, the chances are that they 


would tell us that there is no more important 
part of their routine than “tuning up.” It 
helps them to be physically and mentally fit for 
the big tasks which they are continually obliged 
to face. 

The man who keeps his nose continually on 
the grindstone will soon suffer from two physi¬ 
cal defects. First, he will become so cross-eyed 
that he cannot see plainly; and second, his nose 
will wear off gradually, so that after awhile he 
will not be able to even smell. 

Blake a Daily Habit 

We cannot continually draw upon a bank 
account without making regular deposits, for 
soon we will come to the end, and our bank 
checks will be returned marked “No Funds.” 

This is always humiliating; it impairs our 
credit and injures our self-respect. 

After all, the Chinese people are wise in their 
day and generation, in that they pay a physician 
as long as they keep well, and promptly stop the 
regular remuneration otherwise due him, as 
soon as they fall ill. 

We admire the heroic fortitude of the early 
martyrs, who suffered for principle. There are 
modern martyrs also, who are unavoidable vic¬ 
tims of circumstance, but we have no right to 
have any patience with people who deliberately 
neglect themselves and abuse body and brain, 
which would serve them well, if given half a 
chance. 

Weekly Tinkering 

Any man who invests money in a motor car 
expects to pay out more or less in time or money 
or both in keeping it in “shape.” 

If he ran it, through thick and thin, without 
paying much attention to its mechanical needs, 
except to keep gas and oil enough to insure 
locomotion, he could be sure he would have 
trouble some day. Such a man would be just 
the type to be impatient and resentful because 
that trouble came at a particularly inopportune 
time. Before a locomotive or a sea-going vessel 
starts out on a journey, its essential parts are all 
carefully tested, and it is “tuned up” for the 
trip. 

There are a variety of ways in which the 
“tuning up” process can be effected by the man 
in business. Anything which invigorates him 
in mind and body will be effective. He requires 
recreation, pure and simple, and it should be 
taken in moderation, regularly, and along lines 
which he especially enjoys. 

One man may be benefitted by hunting or 
fishing; another by frequent musical treats; 
still another by a game which pits his wits and 
skill against another’s. There is nothing like a 
change of occupation to give a healthful rest. 

How Associatioiui HMp 

It tunes up a man to come in contact with 
others in his same line of calling, and so he is 
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near-sighted if he neglects the opportunity to 
join whatever organizations are available which 
will prove an inspiration—the local retailers’ 
association, the state association, the local cham¬ 
ber of commerce; clubs, which are helpful in 
their nature, or possibly fraternal organizations 
which appeal to him in their fundamental prin¬ 
ciples, but not to the extent of “running” out¬ 
side things—they take time and thought which 
few businesses can spare. 

Contact with i>eople of the right type out of 
business hours is an important part of “tuning 
up.” 

A change of scene is a necessity occasionally, 
for the man who never stirs from the home 
county becomes narrow and lacks the inspira¬ 
tion of the achievement of others. It is a good 
plan sometimes to climb over the valley walls 
and see what is on the other side. 

An instrument which has been neglected for 
a long time is more difficult to tune and does 
not stay in tune as long as one which has been 
properly cared for. The owner of a very fine 
piano neglected to have it tuned for a number 
of years, because it was used so little. When 
discords at last made it imperative, the instru¬ 
ment was tuned. It took long and patient 
work and the tuner said: “This piano will not 
stay in tune long. It ought to be tuned every 
three months, or oftener, for a considerable 
period of time to get it back if possible to where 
it was.” 

It doesn’t pay to put off “tuning up.” It 
is too expensive. Not in dollars and cents alone, 
but in that subtle quality of power to produce 
results which only keeping in tune can insure. 

Ralph Waldo Trine^s well-known book, “In 
Tune with the Infinite,” opens gates which give 
a far vision, showing how even the smallest 
instrument may became a part in the great or¬ 
chestra of the Creator. Life is a complex matter 
unless we simplify it by returning to first prin¬ 
ciples—and then it becomes a song, the singing 
of which we never tire! 

Whan Ton Aro Forty 

Thin out the gas mixture—eat less, smoke 
less, drink more water. 

Drink at least 9 glasses a day, one on rising, 
at breakfast, at 9, at 10:30, at dinner, at 2, at 4. 
at supper, at bed time. 

Don’t drink the water at meal time as a 
‘/wash down” for mouthfuls of dry food. The 
saliva changes starchy food to sugars, etc., and 
such food must be thoroughly chewed. Drink¬ 
ing the water first or last is best. 

Sitting erect in the chair, standing erect 
with the weight evenly distributed on both feet, 
holding the stomach in and the chest out—are 
simple things, but very vital to the intestinal 
functions. 

Dr. Brady, the eminent Elmira, New York, 
physician, who writes for 30 odd newspapers. 


lays more stress on sommersaults than any 
other “medicine.” 

Six on rising and six at bed time. 

Bend forward on the bed, duck the head and 
roll over. After a week or so on the bed, take 
to the floor and never mind the bumps, at first; 
you’ll get more supple as you practice. 

At least three miles walking, every day, is 
Dr. Brady’s second prescription for everybody. 

Just three things to remember: 

9 glasses of water, 

12 sommersaults. 

3 miles of walking, 

that thy years may be longer, and thy service 
greater. 

The walking may be “sugar coated,” and 
taken in the form of dancing, swimming, row¬ 
ing, tennis, golf, hand-ball, boxing, wrestling, or 
what-not. 


“MY STENOGRAPHER” 

She can take my dictation. 

With ease and elation, 

She knows how to smile. 

And she knows how to file. 

She can keep her lines straight. 

And never come late; 

She can paragraph well. 

Hears the telephone bell. 

But what makes me sore, 

And what makes me roar, 

Is the fact that she never can spell. 

She never chews gum. 

And she never is glum. 

She doesn’t powder her nose 
Or wear open work hose. 

Her spacing is neat, 

And her carbons complete. 

She finds every letter. 

None could do better. 

But what makes me yell, 

And what makes me tell, 

Is the fact that she never can spell. 

Her spacing is grand. 

And she writes a good hand. 

She can find all my papers, 

Without any capers. 

She has speed to burn, 

And her salary she earns; 

Also files every letter in turn. 

But this capable Miss, 

With all she does well. 

Can never, oh, never, learn how to spell. 


Eve never knew she was nude until she ate 
the apple. 

Isn’t it about time to pass the apples again t 


If the best way to get the most out of life 
is to fall in love with a great problem or a 
beautiful woman, why not choose the latter and 
get both! 
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CONFESSIONS OP AN OIL-STARVED 
WASHING MACHINE 

(By Frances McMannon) 

My owner's first mistake was to disregard 
my manufacturer’s warning to see that I was 
thoroughly oiled before operating, but evidently 
she was so anxious to put me to work that she 
did not think it necessary to read my instruc¬ 
tions. 

She then overloaded me, notwithstanding 
the fact that I am marked with a “water line,” 
and filled me up wdth hike warm water and 
clothes far beyond the capacity given in in¬ 
structions from my manufacturer. Of course, I 
always do my very best under all circumstances 
and think I put out a washing that day to do me 
credit, considering the handicaps under which 
I was working. 

I thought of course she would oil me before 
the next wash-day, but when she started me 
again without apparently giving any thought 
to my thirsty bearings, I groaned. 

It was during the fourth week of this kind 
of treatment that, fortunately for me, my belt 
stretched and of course my operator’s first 
thought was to call the dealer instead of reading 
the instructions, which told in a fiew words just 
how simple it was to turn a certain screw to 
take up the stretch in the belt. 

Oh, how thankful I was to see that nice man 
from the store, who seemed to understand my 
needs, for he tightened the belt and told her 
how badly I was in need of an oiling—now 
surely she would give me some oil, but no, the 
next week I was started under the same condi¬ 
tions. I felt myself breaking down. 

My bearings were all showing the effects oi' 
this abuse. Bolts and nuts were loosening up. 
The instruction book that came with , me ad¬ 
vised frequent oiling and tightening of all bolts 
but my operator evidently saw no need of un¬ 
dertaking what no doubt she considered as a 
“messy job.” If she would only read the in¬ 
structions she would not find it difficult to 
locate the oil holes, all plainly marked on the 
chart. 

It was during the fourth month of my life 
that the oil cups in my motor dried out (they 
had been filled at the factory, and I suppose 
I became so angry at the abuse I was receiving 
and after saving her so much labor, that I ac¬ 
tually “spit fire.” Of course she became 
alarmed at my actions and sent for the repair 
man. I knew he would understand that I was 
not to blame. 

But how she raved and fumed about “un¬ 
reliable junk”—just think of it. after me hear¬ 
ing her sing my praises to her friends. It didn’t 
take him very long to find out that I had been 
sadly neglected. He cleaned out all oil holes, 
thoroughly oiled all my bearings and filled the 
oil cups in my motnr and, in short, did only 
those things which if done months ago, as per 


niy instructions, would have saved me from 
hearing the harsh words of my mistress. 

I was grateful for the good treatment I n- 
eeived and showed my appreciation by running' 
smoothly, but my much vaunted “silence in 
operation” was a thing of the past, as my torn 
bearings were beginning to rattle. But. oh, if 
she will only heed the instructions and give iim 
a little oil once in a while! And why, oh why. 
don’t she treat me with some of the considera¬ 
tion she shows her cleaner and sewing ma¬ 
chine—I save her twice as much labor as they 
do, at least so she tells her friends. 


BUSINESS IS BUSINESS 

“Business is Business,” the Little ^lan said, 
“A battle where ‘everything goes.' 

Where the only gospel is ‘get ahead,' 

And never spare friends or foes. 

‘Slay or be slain,’ is the slogan cold. 

You must struggle and slash and tear. 

For Business is Business, a fight for gold. 
Where all that you do is fair!” 

“Business is Business.” the Big ^lan said, 

“A battle to make of earth 
A place to yield us more wine and bread 
More pleasure and joy and mirth; 

There are still some bandits and buccaneers 
Who are jungle-bred beasts of trade. 

But their number dwindles with passing years 
And dead is the code they made!” 

“Business is Business,” the Big Man said, 

“But it’s something that’s more, far more; 
For it makes sweet gardens of deserts dead. 

And cities it built now roar 
Where once the deer and gray wolf ran 
From the pioneer’s swift advance; 

Business is Magic that toils for man 
Business is True Romance.” 

“And those who make it a ruthless fight 
Have only themselves to blame 
If they feel no whit of the keen delight 
In playing the Bigger Game, 

The game that calls on the heart and head. 

The best of man’s strength and nerve; 
“Business is Business.” the Big Man said, 
“And that Business is to serve!” 

—Berton Braley. 


MORE TRUE TODAY 

At a brilliant gathering in France, Voltaire 
turned to David Garrick and asked. “Who, in 
.vour opinion, are the prettier—Englishwomen 
or Frenchwomen?” To which the eminent actor 
replied, “I am no connoisseur of paintings.” 


The Blackfoot Hardware & Implement Company has 
succeeded the Sterling Hardware & Implement Oonipany 
of Blackfoot, Idaho. 
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MAEBLE PERISHES—MIND IS 
ETERNAL 

If we work in marble, it will perish; 
if we work upon brass, time will efface; 
if we rear temples, the,v will crumple in¬ 
to dust; but if we work upon immortal 
minds and instill into them just princi¬ 
ples, we are then engraving that upon 
tablets which no time shall efface, but 
will brighten and brighten to all eter¬ 
nity. —^Daniel Webster. 


WORK SOLVES THE PROBLEM 

The Belgians are only a little less an 
inspiration to the rest of the world in 
peace than they were in war. The 
American consul-general at Brussels in 
a report on the industrial situation 
shows that except for a single industry 
manufacturing has been restored prac¬ 
tically to its pre-war basis. The excep¬ 
tion is steel working, which is handi¬ 
capped by- lack of raw material, and this 
is not the Belgians’fault. Textile mills 
are flourishing. There is no bolshevism, 
and labor troubles are practically un¬ 
known. The country has suffered less 
from the so-called “crime wave” than 
any other country in Europe. 

To appreciate what the Belgians 
have accomplished, it must be borne in 
mind that the German army destroyed 
a full third of their factories. The rail¬ 
road and water transportation system 
was virtually wrecked. Railroads to 
the extent of 1200 miles were tom up, 
1800 bridges were demolished, and 60,- 
000 railway cars and 2500 locomotives 
were stolen. More than 400 miles of 
canals were rendered unfit for service. 

Belgium has not figured largely in 
the news since the armistice was signed. 
There is nothing particularly sensation¬ 
al in every-day hard work, attended by 
thrift and patience. Yet the accom- 
l^lished result is worth more than pass¬ 
ing mention. Our consul-general might 
have written an epic on the subject, 
which as a matter of fact is what his 
statistical review of the rejuvenation of 
that war-tora land very nearly comes to. 


An Educator 
for the MercKant 
and Salesman 


The advertising pages of 
the “Habdware World are 
one of the splendid educa¬ 
tional features of it. 

They serve as a persistent 
educator of the best goods, 
most economical labor sav¬ 
ing appliances, best mechani¬ 
cal equipment and most prof¬ 
itable selling lines. 

They give the talking 
points, the merits, the sell¬ 
ing points, of the various 
lines that are usually han¬ 
dled by the hardware mer¬ 
chants. 

In no other way can a 
merchant or a salesman get 
the points so quickly and so 
effectually as by noting our 
advertising pages. 

It is always the man who 
is best informed of what is 
to be had, where it is to be 
gotten quickly and cheaply, 
what its merits are, that is 
the best salesman. 

The knowledge gained 
from its advertising pages 
probably in the majority of 
cases, is acquired uncon¬ 
sciously and without mental 
exertion. 

A dealer or a salesman is 
perhaps wholly unaware that 
he is getting a valuable ad¬ 
dition to his general knowl¬ 
edge of merchandising and 
of the goods that he sells. 
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USING RED INK IN LETTERS 

An effective collection appeal is made by 
the following letter used by a wholesale grocery 
house. The success of this letter has been traced 
to the red ink used to emphasize the fourth para¬ 
graph. This paragraph—in this case it reads: 
“Charles B. Hatch, account overdue, $105—is 
always typed in red letters. 

Dear Sir: Your name in red ink on our 
letter is something we want to avoid. You do 
too, I am sure. 

Here is the way the account now stands : 

“Chas B. Hatch—^bills receivable—$105.” 

But unless we receive a check by the 17th, 
here is the way our bookkeeping department 
will have to enter it: 

“Chas B. Hatch—account overdue—$105.” 

The bad feature about this entry is the ef¬ 
fect it has on our credit man. But then your 
check before the 17th prevents all this. 

Yours for good credit, 

This letter was sent to nearly 300 retailers 
located about the state. Within 10 days 110 
had paid their accounts in full and 50 others re¬ 
plied expressing their regrets at being unable to 
remit. Within two weeks and a half some form 
of reply was received from all but 48 out of th^ 
300. A classification of these 48 proved them 
to be the least desirable customers, for the 
greater part small stores where the extension 
of credit was perhaps not the best of judgment. 


SUGGEST THE FIRM FIRST 

One of our good subscribers, Thomas J. 
Hisey, of Phoenix, suggests that just as ‘ ‘ Safety 
First” has come to be the slogan of the indus¬ 
trial and the transportation world, in like man¬ 
ner the equally applicable phrase the “Firm 
Mrst” should be adopted by the merchandising 
world. 

This slogan should be taken to heart not only 
by proprietors but by all of the employes of a 
business. By working together the firm’s in¬ 
terest may be advanced. As the firm advances 
so the success and progress of each employe is 
assured. 

In many ways the “Firm First” may be lived 
up to. Employes should be loyal to their employ¬ 
ers; courteous to customers, and by trying to 
improve present conditions, and the institutions 
for which they are working, with suggestions 
or by actual service, they will be advancing 
their own interests. 


PAINT OPPORTUNITIES NEGLECTED 
WHEN ROOFS ARE NOT PAINTED 
OR STAINED 

“What do you need to make your business 
more profitable?” was asked a paint dealer 
recently. 

“More volume of sales, of course,” was the 
reply. 

“Are you taking advantage of every oppor¬ 
tunity to increase your volume?” 

“I thought I was; why?” 

“See those two men on the roof of that 
house over yonder? What are they doing?” 

“Reshingling the shack,” said the dealer 
without seeing the point. 

“Why?” 

“Old shingles rotted; that’s a common oc¬ 
currence. ’ ’ 

“The siding seems to be sound.” 

“Sure,” said the dealer, “the siding 
painted.” 

“You sell shingle stain, don’t you?” 

“Yep; need any?” 

“No, but I think that fellow who is reshing¬ 
ling his house over there needed some pretty 
badly a couple of years ago. Why didn’t you 
sell him some? Can you see a single shingle 
roof from here that is stained ? I can’t. Every 
one bare as a newborn babe, and every one of 
them will have to be reshingled before many 
moons. And yet you say you need more volume 
of sales to make money in the paint business. 
Did you ever take the trouble by advertising, by 
circularizing, by personal solicitation, by letter 
or any other way to point out to the owners of 
shingled buildings that their roofs needed pro¬ 
tection from the elements as well as their side 
walls, and that they would decay and have to 
be replaced if they didn’t have it?” 

“By jingo!” exclaimed the dealer, “I never 
did; but say, old top, I’m going to do this little 
thing beginning this very day. I see a lot of 
volume in that idea. Wonder why I never 
thought of it before?” 


If you will only plan to make each working 
day of the year one hour longer by wise use of 
your time, you will increase the producing 
period of the year by an entire month. 


The surest way to get higher up is to coop¬ 
erate all you possibly can with the higher-ups. 
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HOW TO BE A ‘‘SALESMAN’^ BESIDES 
BEING A “CLERK/’ 

All salesmen must be good clerks but all 
clerks are not good salesmen; by this we mean 
that clerking is the first step to successful sell¬ 
ing and the fundamental principles of a sales- 
• man’s calling are, willingness to work; honesty 
and a perfect understanding of the goods that 
he is selling. 

A Healthy Appetite for Work 

Is the first indication that a man is going 
to make a successful salesman, for he has un¬ 
doubtedly discovered that the harder he works 
the more knowledge he gains and eventually the 
greater gain to himself. This man will like¬ 
wise show an undying desire to please, which, 
after all, is the direct avenue to the ultimate 
sale. 

Pleasing a Customer 

consists of many important steps which pave 
the way to gaining you his confidence, and the 
easiest way is honesty. 

It is impossible to tell a customer anything 
but the truth without being eventually found 
out; adhere to the truth and right here is where 
it is necessary for you to have a profound 
knowledge of your stock to enable you to answer 
all questions about the goods you are selling 
without drawing upon your imagination with 
the possibilities of ever so slight a misstatement 
or an exaggeration. 

Remember Tliie 

Never mention the other man’s goods and if 
the buyer insists upon bringing them up, don’t 
say anything detrimental, but casually remark 
that your competitor’s stock is good but that 
your store’s is far better—take advantage of 
this opportunity to tell of the exclusive features 
of your store and press home the fact that you 
are working for a firm that is above the aver¬ 
age in selling goods. 

Each word you say will gain the confidence 
of the buyer that you are above the average 
salesman working for an above the average 
store. When a customer complains about deliv¬ 
eries. don’t say anything that will hurt the de¬ 
livery man—don’t call him a “bonehead.” 

Perhaps there will be some complaint about 
the quality of the goods, but always refrain from 
making a hasty remark about “a bad lot,” 
which necessarily reflects upon the man who 
bought them—gives the impression that he’s 
not a competent buyer and, certainly, no first- 
class house would employ an incompetent buyer. 

If you are working for a second-class house 
you are a second-class salesman. 

But you’re not a bonehead! You’re not a 
second-class salesman! 

Never say anything but good about any¬ 
body in your store, from the errand boy to the 
boss, and tell all the good that you know. Any- 
tliing that reflects credit on the house reflects 


credit upon you. the representative of the 
house! 

Study Your Stock 

Too much study cannot be put into the goods 
that you are selling, not only the actual selling 
of them but go back to the making of them and 
forward to the use and possibilities of even new 
uses. 

Study your competitor’s goods so that you 
may have an even knowledge of what he is of¬ 
fering, thereby enabling yourself to bring out 
the distinctive advantages of what you are 
selling. 

“No” is a most elusive work and it takes 
an excellent salesman to know just when it is 
used with its intended meaning by a customer 
and when there is possibilities of that customer 
changing his mind. 

“No” should never be final with the sales¬ 
man, even when definitely uttered you should 
not overlook the opportunity of slipping in some 
casual remark such as: “Well, perhaps at some 
later time,” thus you always leave your cus¬ 
tomer as a prospect, but, don’t go too far; if a 
buyer says “No” with heavy emphasis, don’t 
argue, never debate—persuade, convince, ad¬ 
vise, but never make a customer feel that he is 
wrong—perhaps mistaken, but never wrong. 

Mr. Statler, of the famous Statler hotels, has 
advanced some slogans for his hotels which 
might well be applied to the present day store. 
While not the literal translation, their applica¬ 
tion would be: “ The customer is always right. ’ ’ 
“This store is yours while you are here, our 
clerks want you to feel toward them as you 
would to home-folks.” Don’t misconstrue the 
application of these slogans, let the customers 
be always right—temporarily—but spare no ef¬ 
fort to convince him that what you sell is the 
best to be bought at that particular price. 

Knowing when you have sold your buyer and 
just when to “wrap up the goods” is the final 
test of the finished salesman—how strong is 
your closing argument and do you know the 
phychological time to tell it? Don’t oversell, 
sell as quickly as you are convinced that your 
customer is ready to buy. 

NEW “KINK” IN SELLING ROPE. 

The Lawrence Hardware Co. of East Pales¬ 
tine, O., have at last discovered how to carry 
samples and sell rope without obliging clerks to 
carry the heavy coils upstairs. The coils are 
placed in the cellar, directl}" under holes bored 
in the floor of the store. Through these the 
ends of the rope are drawn, and hung on hooks 
in front of the counter at which the rope is sold. 
As the customer examines the sizes, the ropes 
are pulled up and when he finally selects, 
enough of that size is pulled up through the 
augur hole to supply him and the end again 
hung on the hook. A dozen different samples 
may be shown in this way without loss of time, 
to say nothing of expeditious sales. 
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POWER OF FIGURES 

(By the Cub) 

Every business man knows from experience 
tbe lack of practical education possessed by the 
average young man or woman, who goes into 
the business world, after ‘‘graduating” from 
high school or college. 

A large part of the fault lies with our educa¬ 
tional system, with our impractical and Social¬ 
istic teachers and professors, who are so filled 
'with theories and isms that they deem it of 
supreme importance to “instruct” their pupils 
in such doctrines, neglectful of the principles 
that will fit them to make a living in the every 
day life of the business world. 

The average boy or girl has little or no home 
training or discipline. Seldom do we find one 
who is taught to be exact or thorough in his or 
her work. Often parents encourage their chil¬ 
dren while young to do “smart” things, or any¬ 
thing to “get by,” or that will be “good 
enough.” 

'When these boys and girls grow up they 
carry with them the same spirit. 

How rarely does one find a graduate who 
can add up a column of figures—correctly the 
first time — one that should be done in five 
minutes, without making an hour’s work of it, 
or getting someone else to check their work. 

They haven’t been taught the value of such 
training in their home, or in their school or 
college life. They think it a waste of time, fail¬ 
ing to realize that training in mathematics en¬ 
ables them to concentrate and to “think out” 
their work constructively. 

Even if an adding machine was used, if these 
same persons were the operators, at least 25 per 
cent of the time they would strike the wrong 
figures on an adding machine, because of this 
lack of thoroughness of concentration. 

We could lay aside our Grammars and forget the parts 
of speech. 

But we must depend on figures and the lessons which 
they teach. 

Gender, Person, Case and Number have their uses and 
their place, 

But Old Nible Footed Figures outstrip Grammar in the 
race. 

Grammar polishes our language, fills our minds with 
tiresome rules, 

While Arithemtic supplies us with the best we get in 
schools. 

P^very day we work for wages, every dollar that we 
spend 

Must be reckoned up with figures, if we come out in 
the end. 

Calculations help the farmers estimate their numerous 
bills, 

Calculations aid the butcher and the man who runs the 
mills. 

Bankers all depend on figures, merchants couldn't 
run a day 

Tf they placed their trust in Grammar and threw their 
’Rithmetics away. 

Engincrs could sell their transits, architects destroy 
their plans 

If figures had to yield to Grammar with all its deep 
comfdex demands. 


Nothing ever has beat figures in their power to demon¬ 
strate. 

Nothing ever has been truer, teaching lessons small 
and great. 

Nothing ever could be better, solving mankindvast i 
demands, j 

Than the boundless power of figures in the calculator’s 
hands. 

Taxes couldn ^t be collected, revenues would go to< 
smash 

Rents would have to be neglected, custom houses take ( 
a crash. 

Governments would be a failure, nations soon would 
cease to stand i 

If Arithmetic was sidetracked, leaving Grammar in ^ 
command. 


THE COUNTRY NEWSPAPER 

The old joke, “The doctor buries his mis-^ 
takes, the editor’s are advertised,” will al'ways" 
remain young. The editor does not mind, for 
he is accustomed to being slammed. He under¬ 
stands, better than any other, the weaknesses 
of human nature, and goes blithely on his way 
when the kickers kick and the grouchers 
grouch. 

But the editor, especially of the country 
weekly, is appreciated by those who know of his 
work, and by those who are workers themselves. 
Therefore he can pass over the slurs of the 
thoughtless and the vicious. 

Recently ex-Governor Francis, of Missouri, 
had the following to say of the country editor: 

“Each year the local editor gives from $500 
to $1000 in free lines to the community in which 
he is located. No other agency can or 'will do 
this. The editor, in proportion to his means, 
does more for his own town than any 10 other 
men, and in fairness he ought to be supported 
not because you like him or admire his writings, 
but because the local paper is the best invest¬ 
ment a community can make. It may not be 
brilliantly edited or crowded with thought, but 
financially it is of more benefit to the commun¬ 
ity than the preacher or teacher. Understand 
me, I do not mean mentally, and yet on moral 
questions you will find mast of the papers on 
the right side. Today the editor of the local 
paper does the most for the least money of any 
person on earth.” 

Admirably stated, but the Governor might 
have added that the county press is more truly 
representative of the community than i.s the 
metropolitan press, no matter how many pages 
of alleged “funny matter” the latter may con¬ 
tain or how ably prepared may be the editorial 
matter. The editor of a great city paper very 
ambitiously attempts to mould public opinion, 
while the editor (and he may be compositor, 
proof reader, pre.ssman and the “devil” be¬ 
sides) reflects the views of his constituency. It 
is not that he is a “poll parrot,” but that, 
mingling with his readers as he does, be absorbs 
their ideas and they absorb hLs, so that the paper 
really represents the community. More power 
to the country press. 
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Over Balancing Business Lulls 

Thomas A. Edison said something the other day of far more interest to sales¬ 
men than his widely discussed List of Questions. It goes as follows: 

“I have been through five depressions during my business life. 

They all act alike. This latest one acts exactly like all the rest. The 
men, who if business fell off 66 per cent increased their selling effort 
75 per cent managed to pull through as if there was no depression, 
and the efforts of such men tend to shorten the periods of depression. ’ ’ 

Imagine what would happen in the business world if every window trimmer, 
every clerk, every manager, every salesman should read the above message and 
believe it and start out to practice it! 

What a Fall and Winter the hardware business would have! 


EVOLT'TION OP GUNS AND AMMUNITION. 

When one of our forefathers of prehistoric 
times picked a stone off the ground and threw 
it at his natural enemy, the lion, he unknowing¬ 
ly invented guns and ammunition. The stone 
A\ as the ammunition and his arm was the gun. 

One day a cave man, with a little more intel¬ 
ligence than his brothers, discovered that a 
stone, held by the folds of a piece of rawhide 
and whirled around the head, could be made to 
fly farther and hit a harder blow than a stone 
thrown by hand. 

This was the second step in the development 
of guns and ammunition. Later on in history 
the bow and arrow were invented. As the worlu 
progressed, we find the demands for means that 
would strike a harder blow at a greater distance 
than the arrow would, so the cross-bow and bolt 
with its many modifications came into exis¬ 
tence. 

About this time powder was invented and 
then came the struggle to devise some means of 
using the explosive force of this substance. The 
first devices for this purpose were heavy and 
cumbersome weapons, more like cannon than 
guns as we now know them. A flash pan for 
powder was provided alongside the touch hole 
and fired by a match or torch applied by hand. 

Later the torch was eliminated and a slow 
hiiming match for fuse was fastened to a mov¬ 
able cock operated by a trigger in such a man¬ 
ner as to dip the match into the powder in the 
flash pan and thus fire the gun. This arrange¬ 
ment was known as the matchlock. 

The wheel-lock came into existence about 
the beginning of the fifteenth century. This con¬ 
sisted of a toothed steel wheel containing a 
spring and wound up with a key like a clock. 

piece of flint was held against the toothed 
edge and when the trigger was pulled the 
Toothed w^heel revolved, setting up a stream of 
sparks from the flint which ignited the powder 
in the fla.sh pan and discharged the gun. 

Along about this time we read of guns hav¬ 
ing been made with a twisted barrel. This was 
the first attempt at rifling. 


The next step in the evolution of our present 
day gun was the invention of the flint-lock. This 
consisted of a piece of flint fastened to the cock 
and adapted to hit against a steel plate and 
make a spark which would drop into the flash 
pan, fire the powder and set off the gun. 

At this time we have records of several at¬ 
tempts being made to construct a repeating rifle. 
Guns were made up having several barrels, some 
had revolving barrels like our present day re¬ 
volvers, others had magazines in the stock, but 
all were crude, although along the right idea. 

The greatest single improvement in guns 
and ammunition since their inception was the 
invention of Alex. Forsyth, a Scotch clergy¬ 
man, who, in 1817, patented the percussion sys¬ 
tem of firing. In this system the hammer of the 
gun was adapted to fall on a cap containing a 
primer, producing a small explosion, which 
fired the main charge of powder and set off the 
gun. This is much the same system as is used in 
our present day cartridges. 

Up to this time practically all guns had been 
muzzle loaders. We now find the breech loader 
coming into use. Since the adoption of the 
breech loader up to the present time there have 
been innumerable inventions on guns and am¬ 
munition and the modem gun and cartridge are 
just about as close to perfection as human in¬ 
genuity and skill can make them. They repre¬ 
sent a long series of inventions by experts in 
their lines seeking constantly to improve even 
the best previous devices. 


POPULAR 

When the Tate Bill Nye was planningr to start his 
weekly paper, a friend one day propounded this ques¬ 
tion: 

‘‘Bill, is your paper intended to reach any special 
classf’’ 

“You bet.“ replied the bald-headed humorist, “the 
class that has $2.” 


The Killeen Hardware Exchange, Killeen, Texas, are 
the successors to the Polk Hardware Company. 


The Graham-Robinson hardware store is a new cor¬ 
poration which recently opened for business at Venice, 
Calif. 
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(To readers of the Hardware World: Mr. Buckley is always glad to furnish free legal advice 
on current problems that vex them in their own business. Any dealer desiring this special service 
is invited to state his case clearly and briefly in a letter to theHARDWARE World ; a careful reply 
prepared by Mr. Buckley will be forwarded him as promptly as possible.—Editor.) 


WHAT MAY HAPPEN TO A SECRET 
PARTNER 

(Copyright by Elton J. Buckley) 

The point of partnership law which is brought 
out by the following letter, I do not remember 
writing anything about for a long time: 

Atlantic City, N. J. 

I wUl thank you for some views upon the follow¬ 
ing problem, omitting all names if you are pleased to 
pubhsh the letter. About a year ago a young cousin 

desired to engaged in the retail-business in this 

city and not having sufficient capital I agreed to stand 
back of him to a certain point. There were reasons 
why I could not be known in connection with the busi¬ 
ness so the agreement, which we made in writing, be¬ 
tween us was that I should contribute a certain sum 
of money, and should not be responsible for any of the 
firm debts. The business was to be run in bis name and 
he was to be considered the sole owner. My connec¬ 
tion with it was to be a secret between us, so as to 
safeguard me from being responsible for the firm debts, 
which we were advised would be the case if my name 
was not used. The agreement, however, was that I was 
to bo a regular partner and receive half the profits. I 
also had a verbal agreement with him that if the busi¬ 
ness did not succeed in itself the first year, I would 
be willing to give up a little more money. 

My cousin managed the business and managed it very 
poorly. The consequence is that we find ourselves about 
$5000 in debt and with nothing ahead. It appears that 
somebody must either put up more money, or it will fail. 
I am not willing to put up any more money, and what 
I wish to know is, if the worst comes to the worst, can 
they hold me responsible for any of the $5000 worth of 
debts, since I was not to be known as a partner, and 
nobody relied upon me in dealing with the business. I 
am informed now that if the creditors get after the 
business they can put my cousin on the stand and make 
him tell whether anybody but himself has any interest 
in the business. 

The question therefore is, to what extent is 
a secret partner, who has not been held out as a 
partner and whom no one outside knew as one, 
responsible for the debts of the partnership? 
Is he responsible merely up to the extent of 
what he has put in, or to the full extent of his 
personal holdings, as a regular partner 
would be ? 

The answer is that he is responsible for 
everything to the full extent of his personal 
holdings, precisely as a general partner, for that 
is what the law considers him. The laws of all 
states provide a way in which a man who wishes 


to make a limited investment in a partnership, 
so that he will not be liable for the firm debts— 
the very thing that this correspondent wished to 
do—can accomplish the desired result. If he 
doesn’t use that way, he is gone, provided he is 
smoked out. And he always can be smoked out, 
for all that is necessary is to put the ostensible 
partner on the witness stand in whatever pro¬ 
ceedings have been undertaken, and ask him 
whether anybody has any interest but himself. 
I have done this repeatedly with perfect success 
where the witness did not wish to perjure him¬ 
self. 

The law as to dormant or secret partners 
is tersely stated from a leading case thus: 

One partner has an implied authority to bind the 
firm by contracts relating to the partnership business, 
whether such contracts be evidenced by bare agree¬ 
ments, oral or written, or by negotiable instruments and 
this rule is applicable to dormant as well as to known 
partner. A dormant partner is liable for the contracts 
of the firm during the time he is actually a partner. 

The acceptance of a promissory note from the osten¬ 
sible partners by one unacquainted with the existence 
of a dormant partner, will not preclude the creditor 
from bringing an action against all who participated in 
the profits of the partnership. 

In other words, even if you have dealt with 
Henry Jones, and been glad to deal with him, 
under the. impression that he was the sole owner 
of a business, even if you have taken his per¬ 
sonal note for some transaction in connection 
with the business, you can still go after William 
Brown, if you find out afterwards that he was 
a secret partner with Jones. 

It is a good thing to remember when you 
are tempted to go into deals in which you are 
not to be known. 


LIFE IN THREE WODS. 

“Stop, look, listen!” 

The reflective man stopped to read the rail¬ 
road warning. 

‘ ‘ Stop, look, listen! ’ ’ 

“Those three words illustrate the whole 
scheme of life.” said he. 

“How?” 

“You see a pretty girl; you stop, you look, 
after you marry her you listen.” 
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“ORDER RECEIVED AND WILL HAVE AT¬ 
TENTION^’—WHAT IT MEANS 

(Copyright by Elton J. Buckley) 

The man who keeps close to the law, as of 
course a lawyer must do, sees a curious and in¬ 
teresting change occurring in the run of the 
eases through the books, as changes occur in the 
various staple trade markets. 

Where the markets are declining he will no¬ 
tice a crop of law suits brought by the seller of 
merchandise against buyers who, because the 
markets have slumped, are seeking to escape 
from their contracts. 

W'hen the markets are advancing, he will see 
a crop of law suits brought by buyers against 
sellers of merchandise who because the unde¬ 
livered goods are worth more money are seek¬ 
ing to escape from their obligations. 

The arguments used and the legal positions 
taken by the respective plaintiffs in these suits 
are keenly interesting. One suit brought by a 
seller to induce his buyer to accept goods has 
just been decided in a Western state. It is a 
type of the suits that will crop up by the dozens 
for some months to come now, and involves a 
legal principle which ought to be highly useful 
to remember, both to seller and buyer. 

In the case referred to, a retail storekeeper, 
on November 2, gave a jobber’s salesman an 
order for certain merchandise, “for delivery on 
or about February 15.” The order was writ¬ 
ten on a blank which the salesman used for that 
purpose, and on it was set forth the style and 
kind of goods ordered. Also the words, “This 
order not subject to countermand.” It was not 
signed by anybody. One copy was left with the 
buyer, and the other was taken away by the 
salesman and sent on to his house. Part of the 
printed wording was a condition that the order 
should be subject to approval by the seller. The 
jobber received his copy, and sent a postal stat¬ 
ing that the order had been received and would 
receive attention. 

On November 24, of course before the goods 
were shipped, the buyer wrote the seller, can¬ 
celling the order. The seller replied, refusing 
to accept cancellation and asking the buyer to 
go through with the transaction. Later the 
goods were shipped, refused by the buyer and 
stored for awhile by the railroad. In the end 
the seller brought suit against the buyer for the 
full amount of the contract, on the theory that 
there had been a definite order for certain 
goods, which the buyer had no right to cancel 
without the seller’s consent, and full delivery. 
And on the surface it appears as if there had 
been an order for itemized merchandise, given 
tn a salesman authorized to take it, and for¬ 
warded to and received by the jobbing house, 
who acknowledged it as an order and said it 
would have attention. 

Yet the court held that since the order had 
never been actually accepted, it could not be 


enforced. As to the jobber’s acknowledgment 
of the order, stating that it would have atten¬ 
tion, the court said this: 

This in the ordinary sense of the words used, would 
mean nothing more than a promise that its acceptance 
would be considered. In the absence of a further show¬ 
ing of the intention of the parties, the better view seems 
to be that a letter acknowledging the receipt of an 
order, coupled with the words, ‘Hhe same shall receive 
prompt attention'^ or prompt and careful attention 
is not of itself an acceptance which will prevent a with¬ 
drawal of the order by the buyer or bind the seller 
to fill the order, though it may be evidence to be con¬ 
sidered with other cirsumstances. 

The court further held that in the case of an 
order obtained by a salesman who had no 
authority to himself accept orders, it was the 
duty of the seller, if he wanted to make a con¬ 
tract out of it, to specifically accept it. Until 
it was specifically accepted, the buyer had a 
right to cancel it, because it was not a contract, 
and therefore not subject to the rule of law 
that one party to a contract cannot cancel it 
without the other’s consent. The court’s deci¬ 
sion on that point was as follows: 

In case of orders for goods given traveling salesman, 
if the seller, whose authority extends only to the solici¬ 
tation of orders and the forwarding of them to his 
principal for acceptance or confirmation, it is well 
settled that the order or offer may be withdrawn at 
any time before it has been accepted. Although an 
order does not provide that it is subject to the seller 
approval, and does provide that it is not subject to 
change or countermand, it nevertheless is held that it 
may be countermanded prior to its acceptance by the 
seller, where it is given to an agent whose only authority 
is to take orders and forward them to his principal for 
acceptance. 

The moral is that in a deal like this the party 
who values it should see that it is completed, 
that is, that an acceptance is sent. Otherwise 
it will be left up in the air like the order in the 
case we have been discussing. 

WHY DO YOUR CUSTOMERS BUY? 

Every retailer knows that the five senses 
play a large part in the completion of a sale. 
But just how important is each one ? 

By considering the reactions of several thou¬ 
sand patrons, a big department store has found 
that out of every 100 customers 

Eighty-seven per cent will buy the attrac¬ 
tion of sight—including goods on display 
(whether in the windows, on counters or on 
show cases), and those to which their attention 
is called by advertising or demonstration *. 

Seven per cent by the attraction of sound; 

Three and five-tenths per cent by the attrac¬ 
tion of smell; 

One and five-tenths per cent by the attrac¬ 
tion of touch; and 

One per cent by the attraction of taste. 

It therefore follows that at least seventeen- 
twentieths of the activities of a store ought to 
be concentrated on the arrangement of attrac¬ 
tive displays, advertising and the like, includ¬ 
ing the instruction of employe.s in the best ways 
of showing goods. 
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WHEN YOU CAN GET BACK THE PROFITS 
SOMEBODY DEFAULT COMPELS 
YOU TO LOSE 

(Copyright by Elton J. Buckley) 

A case which has just been tried in the Mas¬ 
sachusetts courts is attracting considerable at¬ 
tention among the trade, but the fact that it 
merely followed settled principles of law gives 
me a chance to say something about the legal 
principle involved in it, viz., the right to re¬ 
cover profits which somebody’s breach of con¬ 
tract causes you to lose. 

In the case I refer to, a shoe manufacturer 
took an order from a retailer for a large quan¬ 
tity of special shoes to be made to that retailer’s 
order. Before the order was completed and 
delivered, the market on that grade of goods 
went off, and the retailer did what so many 
others have done under similar circumstances, 
he cancelled. 

The manufacturer, however, had the courage 
of his convictions, and refused to accept the can¬ 
cellation, and the retailer persisting, suit was 
entered for damages. The point of the case 
which seems to be arousing comment was the 
form of damages which the manufacturer sued 
for. He sued to recover the profits which he 
would have made on the order had the retailer 
allowed it to go through. 

The court upheld the view that he was en¬ 
titled to his proHt, and the jury gave him a ver¬ 
dict of $3,337. 

There is nothing specially unusual about re¬ 
covering profits or damages in such a case. As 
a matter of fact, there are cases in which lost 
profits are the only damages which have been 
sustained. 

The progressive attitude of the law as to al¬ 
lowing the victim of a breach of contract to col¬ 
lect his lost profits is very interesting. Under 
the old English and American law, you couldn’t 
collect them at all, for they were considered 
highly speculative and uncertain. Because it 
wasn’t certain that you were going to make any 
profit, the law said you couldn’t collect any. 

The modem law has changed all this. Today 
any business man who has entered into a deal 
with somebody who falls down on it, causing a 
loss of profits, can collect those profits as dam¬ 
ages, if he can prove them with reasonable cer¬ 
tainty. Proving them with reasonable certainty 
is usually the point of difficulty. You don’t 
have to prove with absolute certainty that you 
would have made a profit and exactly how 
much, but only that in all reasonable probability 
you would have made approximately so much. 

I can show how this principle works by citing 
a case or two. A dentist was taking a sea voy¬ 
age and the boat lost his instruments. They 
could not be immediately replaced, and he sued 
the owner of the boat to recover the profits he 
said he would have made with the instruments 
if he had had them. The court threw his case 


out, because it said his profits depended on too 
manj^ contingencies. 

In another case the owner of a farm had con¬ 
siderable grass on it, which the owner of a near¬ 
by chemical works destroyed with fumes. The 
farmer sued to recover the profits which he 
thought he should have made from cattle which 
he might have bought and raised on the grass. 
It developed, however, that he didn’t have any 
cattle, and hadn’t even arranged to buy any, 
therefore the possibility of profit was too re¬ 
mote. He lost his case. 

In a third case a retailer was ousted from a 
building in which he was about to establish a 
business. Of course, as the business was new, 
he had never made any profits, but he sued to 
recover the profits which he figured he would 
have made had he been allowed to stay. He 
fixed these profits in a very ingenious way. 
Another man in the same line of business went 
in the building, and the man who was ousted 
argued that his profits ought to be measured 
by what the second man made. The court, how¬ 
ever, took a different view and refused to allow 
any profits to be collected. There wasn’t enough 
certainty about it. 

On the other side of the matter, a few cases 
will show the conditions under which the law 
allows lost profits to be collected. 

Where, as in the Massachusetts case, A agrees 
in a valid contract to buy from B certain goods 
which have to be specially made, the seller can 
recover all his lost profits if the buyer defaults, 
whether the goods have been made or not. The 
rule is wholly different if the goods don’t have 
to be specially made. If they are ordinary stock 
goods, the seller can recover only the difference 
between the purchase price and the market 
value at the time of breach. 

There was a case in which a manufacturer 
granted to an agent the exclusive right to sell 
his goods within a certain territory, and then 
went in there and sold over the agent’s head. 
The court held that the agent could recover the 
profits on all the sales the principal had made. 

Where a man sells his business to another 
and agrees not to re-engage in the same business 
again, the buyer, if the seller does go in the 
same business again, can recover the profits he 
lost by that, if they are in any way susceptible 
of proof. 

Where a retailer or a jobber buys goods from 
a manufacturer, and the manufacturer knows 
they are to be sold again, the buyer can collect 
the profits he would have made on the resale if 
the manufacturer doesn’t deliver. 

The same is true of a railroad which fails 
to deliver, if it knew the goods were for resale 
and that failure to deliver would prevent the 
resale and lose the profit. 

Nowadays, where an established business is 
interrupted by any negligence or breach of con¬ 
tract on somebody else’s part, the loss of profits 
due to the interruption can be recovered. 
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The most extreme case I know of, as showing 
the radical change in the law, was one in which 
H wanted to make a business deal and needed 
to borrow some money. A agreed to lend it to 
him, and B, on the strength of this, went ahead 
and made a contract for the purchase of some 
stuff. Then A laid down, though he knew all 
about the deal and B's contract to purchase. 
B lost the deal, but successfully sued A to re¬ 
cover his lost profits on it. 

Somebody tried to use the principle of this 
case in a suit against a debtor who had agreed 
to pay a debt at a certain time. The creditor, 
depending on this, made certain business ar¬ 
rangements which fell through when the debtor 
didn’t make good. Afterward the creditor sued 
to recover his lost profits, but the court said 
he couldn’t recover any profits, he could only 
recover interest on the money that wasn’t paid 
him. 

The lost profits of an established business 
are always a standard by which to measure what 
the future ones will be, but future profits of a 
new business can never be recovered, if the 
making of them is interfered with, because there 
is no way in which they can be measured. 


TREATING CUSTOMERS IS NOT UNFAIR 
COMPETITION, THOUGH THE FED¬ 
ERAL TRADE COMMISSION 
SAID IT WAS 

(Copyright by Elton J. Buckley) 

Another of the federal trade commission’s 
rulings, intimately affecting the conduct of 
everyday business, has been set aside by the 
courts in the ease of the New Jersey Asbestos 
Co. vs. Federal Trade Commission, which has 
just been decided by the United States circuit 
court of appeals for the Second district. If any 
reader hereof wants his attorney to look the case 
up, it is reported in 264 Federal Reporter, 509. 
The case decides that giving presents to cus¬ 
tomers to influence trade is not unfair competi¬ 
tion. The federal trade commission said it was. 
It also decides a question which was not pre¬ 
cisely before the court, but which is most im¬ 
portant in some lines of business, viz., that giv¬ 
ing a present or a bribe, whichever you want 
to call it. to an employe to induce him to in¬ 
fluence his employer to do business with you, 
while a fraud on the employer whose employe 
takes the bribe, is nevertheless not such a fraud 
as the federal trade commission, which calls 
such a practice commercial bribery, can do 
an>i:hing about. 

A year or two ago the federal trade com¬ 
mission conceived the idea that the practice of 
making one’s self solid with customers by treat¬ 
ing them to cigars, or liquor, or entertainment, 
or giving them presents of any kind, a practice 
which in one phase or another has from time 
immemorial existed, was unfair competition. A 
considerable number of suits were begun on 


this theory against concerns which admitted 
doing this, nearly all of which laid down without 
a fight and discontinued the practice. The New 
Jersey Asbestos Co., however, appealed, and its 
case has now been decided in its favor. The 
court says that the practice of “entertaining” 
ciLstomers in one way or another “has been an 
incident of business from time immemorial,” 
and has even been recognized by the income tax 
regulations. It intimates quite plainly that it is 
none of the federal trade commission’s business. 

The following is from the decision: 

‘‘The payment of money or the giving of valuable 
presents to an employe to induce him to influence his 
employer to make a contract of purchase is a fraud 
justifying the discharge of the employe within his con¬ 
tract term of service, and perhaps the recovery by the 
purchaser of the amount or value of such in<iucement 
from the seller, upon the theory that it must have been 
included in the price. But even in such a case we think 
it would be a matter between individuals, and not one 
so affecting the public as to be within the jurisdiction 
of the commission, under our decision in the Gratz Case, 
258 Fed. 314, 169 C. C. A. 330. However, it stretches 
theory to the breaking point to suppose that the en¬ 
tertainment expenses found unfair in this case con¬ 
stitute fraud practiced by the respondent and by the 
employes on the purchasers of the respondent’s goods. 

“It is difficult to conceive that the purchaser would 
have a right to recover the amount of such entertain¬ 
ment as a part of the price paid for the goods bought, 
or that he would have a right to discharge the em¬ 
ploye within the term of his service on this ground. So 
broad a construction of the statute would bring within 
the disposition of the commission a vast number of 
subjects and controversies which in their nature belong 
to the legislative and judicial departments of the gov¬ 
ernment. For instance, advertising is a method of sell¬ 
ing goods, which, without increasing their merits, in¬ 
creases their cost; and so does securing servants of 
competitors by paying them higher wages, though we 
suppose no one would say the act gives the commission a 
right to regulate these matters. “ 

I suppose a hundred concerns have stopped 
being pleasant in this way to their customers 
because of the federal commission’s ruling. My 
own oft-expressed opinion has always been that 
it was not unfair competition for the seller of 
merchandise to use this method of ingratiating 
himself with his customers. My thought has 
always been that nothing was unfair competition 
which was done openly and above board, which 
was not fraudulent or dishonest, and which any¬ 
body could do. If this test is good, a great many 
of the federal trade commission’s rulings on un¬ 
fair competition, like the one figuring in the 
above case, and the one forbidding the guaran¬ 
teeing of prices against decline, fall to the 
ground. 


WILL MANUFACTURE MAIL BOXES 

The Elkhart Hardware & Mfg. Co., headed 
by H. M. Stanton, Elkhart, Ind., have purchased 
the Metal Forming Corporation of the same 
city, the equipment, machinery and manufactur¬ 
ing rights of the Gem and Jewel line of city 
mail boxes. They intend to manufacture this 
line together with other hardware specialties. 
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WORTHY OF CONSIDERATION 
BY MANUFACTURER 

Editor Hardware World: 

We have always considered that the pricing and 
packing of articles by the dozen and gross was a relic 
of the Middle Ages, and should be consigned to that 
bourne, from which no traveler returns. 

So in spite of the great inconvenience to ourselves 
we decided on pricing all articles in our new catalog on 
the decimal system, practically eliminating the words 
dozen and gross from the book. We should be glad to 
see these terms entirely eliminated from the English 
language. 

Our catalog is intended for the use of retail dealers 
and as they sell over their counters so have we at¬ 
tempted to price the articles in our catalog. There are 
some lines, of course, that are still sold by the dealers 
in dozen packages, such as flatware, screws, gate hooks 
and eyes, screw hooks, screw eyes, tacks, etc. With the 
exception of these few lines, you cannot find the words 
doz^en and gross between the covers of our new book. 

It is to be hoped that manufacturers everywhere will 
realize the inconvenience that they are putting the 
trade to and pack their products by the decimal system; 
instead of putting a dozen in a box they will put ten 
or some decimal fraction of 100. 

We are subscribers to your publication and would be 
glad to see such an influential magazine as yours take 
up this question and assist in every way possible in 
having this most desirable change made. We are satis¬ 
fied that most manufacturers see the wisdom of the 
change, but are too conservative to adopt it. 

We believe that Sargent & Company, the Stanley 
Rule & Level Company and some others of the big 
manufacturing concerns are earnestly endeavoring to 
bring about a change to the decimal system, but until 
the majority of the manufactuing concerns see the wis¬ 
dom of the change there is bound to be more or less 
confusion. 

Yours very truly, 

Vancouver, B. C. McLENNAN, McFEELY & CO., Ltd. 


The F. R. Murray Co., Ltd., who are well known im¬ 
porters. commission merchants and manufacturers^ rep¬ 
resentatives of hardware specialties of Vancouver, B. C., 
have moved to larger and more commodious quarters at 
1154 Homer street. They are extending their business 
along kitchen furnishing lines, and will be pleased to 
receive catalogs and prices from manufacturers of these 
goods. 


IN TERMS HE UNDERSTOOD 
An ex-sea captain, expostulating with his pretty 
daughter, exclaimed, ‘‘This is a fine time to be coming 
home after automobiling with that lubberl^* 

“But, daddy,“ exclaimed his daughter, “we were 
becalmed. The wind died down in one of the tires and 
we had to wait for it to spring up again. “ 


HOUSEHOLD HINT 

Little Mary was attending her first class in domestic 
science and was asked to tell briefly the surest way 
to keep milk from souring. And Mary, being an ex¬ 
ceedingly practical child, gave this recipe: “Leave it 
in the cow. ’ ^ 


MULEOLOGICAL 
On mules we find two legs behind 
And two we find before; 

We stand behind before we find. 

What the two behind be for. 

But like as not we’d get a swat 
To send us through death’s door, 
Should nature take a change, and make 
The legs behind be four. 


GERMANY BESTOWS HONOR UPON THOSE 
AMERICA IMPRISONS 

As indicative of the present government of 
Germany or the German republic, the daily press 
dispatches chronicle the following: 

“An unpleasant reminder of a half-forgotteu 
chapter of the war is the news from Berlin that 
Captain Franz Rintelen has been awarded the 
Iron Cross of the first class, ‘for high service 
on a special mission which caused punishment 
and loss of his freedom.’ In plain English, 
Rintelen, or Von Rintelen as he is better known, 
has been awarded this military honor as a re¬ 
ward for his imprisonment in America. 

“Rintelen incurred that imprisonment by 
plotting against the peace and welfare of the 
United States at a time when Germany and this 
country were still at i>eace. His si>ecific acts 
were efforts to embroil Mexico and the United 
States, the wholesale forging of American pass- 
posts for war purposes and interference with 
this country’s foreign trade. He engaged in 
the manufacture of bombs with which to blow 
up allied ships plying to American ports. His 
most notorious offense of a concrete nature was 
the placing of bombs on the British steamship 
Kirkeswald in May, 1915. 

“He was indicted, tried and sentenced to 
five years’ imprisonment in the Atlanta peni¬ 
tentiary, and was released after serving about 
three years. The judge who sentenced him ex¬ 
pressed regret that he could not make it a life 
term. His whole attitude before, during and 
after his imprisonment, was one of cocky and 
contemptuous indifference to the rights and 
dignity of the United States. 

“An Iron Cross more or less is nothing much 
in Uncle Sam’s life, though most Americans 
would rather see this particular Prussian wear¬ 
ing an iron collar. But it is hard to understand 
why Germany at this time should flaunt Rinte¬ 
len thus in America’s face. It is not by'such 
procedure that Germany can regain the good 
will of the American people.” 


Babbitt Bros. Trading Co. have been reorganizing 
their hardware department. The head office at Flag¬ 
staff, Ariz., is still under the supervision of John Lind, 
a veteran who looks after the welfare of other branches. 
iU. B. Startzman is another pioneer in the business 
who has been transferred from the Winslow to the Wil¬ 
liams store. Peter Elus, from Holbrook to Kingman, 
Fred Williams from Kingman to Winslow. 

Mr. Lind says he now has the best hardware or¬ 
ganization that he has ever had, and the business proves 
it. Their headquarters are at Flagstaff, and with 
branches at Holbrook, Winslow, Williams, Kingman, 
Grand Canyon and Phoenix. 


FIGLEAFTLY SPEAKING— 

“Efficiency dates back to Eden,’' says Secretary 
Nish. 

“How so?” asked Secretary Jacobs. 

“Well, that’s where they first used the loose leaf 
system.” said Nish. 
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HOW FAR CAN A DOG RUN INTO THE 
WOODS 

James Cattell, a well-known financier, gives 
tliis experience which is typical of the present: 

“In times when things look bad, I always 
take an account of my stock of assets, of my 
powers to do, in order that I may be ready to 
take advantage of the new day when the shadow 
departs. 

“In 1914, during the dark days when un¬ 
employment ran into tremendous figures in the 
United States and even many of our financial 
leaders lost courage, I was speaking in Cleve¬ 
land. After my speech, a leading banker called 
me aside and said: ‘Cattell, you were with the 
Jay Cook outfit, back in the days of the panic 
of 1873. You have been through all the panics 
since then. I have confidence in your judg¬ 
ment. Tell me your honest opinion. Are we 
coming out of this thing without a crash or 
must there be a universal panic? I said: 
‘Before I answer your question, I want to ask 
you a question. How far can a dog run into 
the woodsU 

“He flushed and looked me in the eye and 
said: ‘This is no time for joking, Cattell. We 
had a meeting last night of our directors. We 
are carrying many firms. It is a serious ques¬ 
tion. Give me an honest and serious answer.’ 
I said : ‘I am not trying to joke. Answer my 
question. How far can a dog run into the 
woodsU ‘Why,’ he said, ‘he can run into the 
woods as far as he wants to.’ I said, ‘No, he 
can’t. After he gets half way in, he is running 
out agrain.’ 

“When you get ten minutes beyond mid¬ 
night. you are not deeper into the night, you 
arc starting into a new day. In a country 
which has a normal power of producing wealth, 
according to my latest estimate, of over $1100 
every second, nights and days, Sundays, holi¬ 
days and all, every hour that you put off the 
crisis, you are building up a reserve force which, 
in time, must tell and that is what I meant by 
asking the question I did ask. 

“I think we have got over the dark hour. 
It is dark still but we are getting near the new 
days. We have run into the woods more than 
half way and are now running out of it instead 
of into it. Betterment will come from that day.” 


P. E. Wolf & Son have succeeded to the business of 
^fr. Steinoff, at .Olivet, Michigan. 


The Quality Hardware Store, 531 Stephenson Ave¬ 
nue. recentlv opened for business at Iron Mountain, 
Mich. 


The Columbia Hardware Company are the new own 
ers of the W. D. Schutt hardware stock at Pasco, Wash 
ington. 


Edward Hemmerlein & Bro. are now occupying their 
new quarters at Dubois, Ind., and will be pleased to 
receive catalogs in all lines. 


ADVERTISING LOWERS THE COST OF 
GOODS 

In one of its advertising talks to dealers, 
the International Harvester Company proves 
conclusively that advertising does not add to 
the cost of the goods. This article may well 
be passed on to dealers and the public through 
the columns of the local press: 

“One of the outlawed, moth-eaten ideas that 
still persists in some minds is the one that ad¬ 
vertising is an extra item that has to be saddled 
onto goods and makes them cost more. 

“If this were really true, the whole fabric 
of advertising would collapse of its own weight 
in less than six months; in fact, it never would 
have existed. 

“When large department stores hire highly- 
paid experts to write their ads for them, and 
take thousands of dollars’ worth of space in 
the papers, they don’t do it for the fun of spend¬ 
ing money to tack onto the cost of their goods. 

“For they know that volume of business 
is what keeps expenses down, and advertising 
is absolutely essential to get the volume. 

“If a motor car manufacturer puts up an 
expensive plant, with possibly a single giant trip 
hammer costing fifty thousand dollars, and then 
builds only one car, what will be the cost of it? 

“But when through national and local ad¬ 
vertising. he gets the demand that enables him 
to turn them out by the thousands, right then 
is when he is able to put a price on them that 
is in direct inverse ratio to quantity. 

“In the good old days when a nickel bought 
something, you often sold an article ‘a nickel 
apiece, six for a quarter.’ What was the idea? 

“You were simply paying a sixteen and two- 
thirds per cent premium on volume. 

“Good advertising serves exactly the same 
purpose, and costs you a much smaller margin. 

“But so-called advertising, which does not 
advertise, is only an item of expense to you. 
When you substitute the ‘I sell’ idea for ‘Why 
you should buy,’ it becomes a liability instead 
of an asset. 

“Give your customers real, interest stimulat¬ 
ing facts about goods in season, and you will 
prove to your own satisfaction that good ad¬ 
vertising costs no one anything in the long 
run.” _ 

DON’T STOP 

If you stop to find out what your wages will be 
And how they will clothe and feed you, 

Willie, my son, don’t go on the Sea, 

For the Sea will never need you. 

If you ask for the reason of every command 
And argue with people about you, 

Willie, my son, don H go on the Land, 

For the Land will do better without you. 

If you stop to consider the work you have done 
And to boast what your labor is worth, dear, 
Angels may come for you Willie, my son, 

But you ’ll never be wanted on Earth, dear I 
—^Budyard Kipling. 
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How the Dye Industry Affects American 

Safety 


W AR stories at the present time are usual¬ 
ly about as welcome as ants in the ice 
box. All of us have had our fill of war, 
war articles and “such like.’’ But we are go¬ 
ing to risk it and take a chance of the dis¬ 
approval of some readers, for we really believe 
this little story should be of interest to every 
man or woman who calls himself or herself an 
American. 

The art of warfare—I don’t know why they 
call it an art, nothing very artistic about it— 
is as old as the race itself. Way back in the 
age when our forefathers climbed down out of 
the trees and decided that 
tails were no longer in style, 
warfare consisted of throw¬ 
ing a brick at the enemy or 
hitting him with a club. 

Later someone found that 
a spear was more deadly than 
a brick and some knife man¬ 
ufacturer discovered that a 
sword made a much neater 
job than a club, but still it 
was necessary to hit your 
opponent in order to get rid 
of him. 

The art slowly progressed. 

I think it was our old friend 
J. Caesar who tells about the 
invention of a catapult or ma¬ 
chine for throwing good 
sized rocks at the enemy. And 
let’s not overlook the bow 
and arrow, which is an art 
even more elderly than the 
catapult. Thus it went for 
many centuries. Warfare 
consisted of ninety per cent 
hand to hand work and ten 
per cent of shooting at perhaps fifty or a hun¬ 
dred yards. 

Development of Gnnpowder 

And long about 1345 or 1346 an old monk 
found that gunpowder, when properly ignited, 
gave vent to a pretty good sized noise. Along 
about that time the French and English were 
having one of their then customary little scraps 
and the new invention was tried out at the 
battle of Crecy in 1346. The results were very 
good, inasmuch as the noise upset the equanim¬ 
ity of the horses considerably and leave it to 
a horse to upset his rider when he—that is the 
horse—is upset. As a result a few thousand 
brave knights were ingloriously dumped on 
the ground, and there they lay not being able 
to stand up wrapped as they were in cast iron 
breastplates and helmets. No wonder gun-pow¬ 
der was voted a great success. 


A little later it was discovered that this 
same gunpowder, when properly enclosed and 
ignited, would throw things around consider¬ 
ably in addition to being a good noise-maker. 
Hence we have the cannon and rifle of today 

And there the art of warfare remained for 
some four or five hundred years. To be sure 
improvements were made in the rifles, guns and 
explosives, but the basic idea was the samie. Wc 
still thought the only way to kill a man was to 
hit him with something whether it be a brick or 
a bullet. 

Development of Poison Oases 

And thus the present war 
opened, a 100 per cent explo¬ 
sive war. But one day a Ger- 
man chemist broke away 
from all lines of reasoning 
and made the astounding 
statement that it was not 
necessary to strike a human 
being with a projectile in or¬ 
der to kill him. You could 
strangle him with poison 
gases. To be sure this method 
of warfare was barred by the 
Hague Conference of 1899, 
but that agreement was only 
another “scrap of paper.” 

As a result warfare was 
revolutionized on the morn¬ 
ing of April 22, 1915, when 
the Germans sent over a 
cloud of chlorine gas on the 
Allied trenches and wiped 
out whole re^ments. Mili¬ 
tary authorities state that if 
the Germans had followed up 
the advantage won that day, 
they could have reached the 
sea. But fortunately they did not realize the 
damage which had been done and thirty-six 
hours later, British chemists had rushed impro¬ 
vised gas masks to their troops and the line 
was saved. 

You know the remainder of the story, how 
gas after gas was tried, how gas mask after 
gas mask was invented—the best of them hellish 
contrivances—and how we, in turn, turned out 
some powerful gases. More of this later. 

What Has All Thla to Do With the Dye Industry? 

A great deal. In 1912 Germany practically 
controlled the dye industry of the world. To be 
sure some of our chemical companies were turn¬ 
ing out a few dyes; but it was a hard battle 
to fight with the German trust. 

When the war broke out Germany shut off 
our supply of dyes and also a great many drugs, 
such as aspirin, which we had been importing. 


You doubtless see the 
references in the daily 
press to the “dye indus¬ 
try,” and perhaps you 
don’t know why there 
has been so much talk 
“pro and con” about it. 
Heretofore it seems as 
if the “cons” have had 
the best of it, if we are to 
judge by the political 
press dispatches about 
the “dye trust” and 
their wanting to “mo¬ 
nopolize” the business. 

What is underneath 
this talk ? There may be 
a reason as well as con¬ 
siderable propaganda. 
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Remember how sore we were when our black 
socks turned gray in the first washing and how 
our skirts took on outlandish hues after a few 
wearings? Well, that was all part of a pre¬ 
conceived plan. Germany knew our dye indus¬ 
try was w^ak and could not supply the country . 
She also knew that you and I would complain 
bitterly and she hoped our state department 
would take this up and bring such pressure to 
bear on the English that they would lift the 
blockade. Things didn’t work out that way, 
but you will admit it was a good plan. 

So we set about building up a dye industry 
and it was a hard struggle. The Germans had 
been developing this industry for forty years 
and had invested $500,000,000 in it. One Ger¬ 
man factory alone turned out 
some 11,000 different colors. 

We were mere babes in arms 
but we made wonderful head¬ 
way. 

Dye Indnstry Important Phase 
of Propaxodnon 

The dye industry is es¬ 
sentially one of organic chem¬ 
istry, in which we as a na¬ 
tion have only dabbled, but 
which takes years of thought 
and experience to even ap¬ 
proach mastering. We had 
comparatively few men thor¬ 
oughly trained in this branch 
and our first efforts were 
most wasteful. However, we 
had the natural resources and 
soon very definite progress 
was made, in fact so much 
progress that we soon lost 
our distrust for the more 
common American dyes. 

Then we entered the war. 

Over night our dye factories 
became gas factories. The 
relation between the two branches is very close. 
Just as an example, from nitrogen, which comes 
from the air, we can obtain by different proc¬ 
esses an anaesthetic, an explosive, a war gas and 
a smokeless powder. Here indeed is a peaceful 
industry which may, over night, become a great 
source of strength in war and this same peace¬ 
ful dye industry performed heroic service for 
this country. 

Now the proposition arises: Shall we dis- 
Tf'gard this industry and return to a state of 
iinpreparedness as far as the manufacture of 
‘lyes or poisonous gases is concerned? 

We have onr great man power, our ammu¬ 
nition factories, our small arms factories and 
plants producing large guns. We are prepared 
fur future wars—if such be the will of the Om¬ 
nipotent—in this respect. 

And yet: 


We are only 45 per cent prepared. ‘‘How 
so?” you say. It is estimated that at the end 
of the recent war 55 per cent of the shells going 
over were gas shells, to say nothing of the 
immense amount of gas discharged by other 
means. 

Give Germany her dye works, or in other 
words, her gas factories, and take every gun 
away from her and she is still 55 per cent 
armed. 

Give us our guns, ammunition, etc., but 
without our gas, we are only 45 per cent armed. 
And yet we propose to throw away this 55 per 
cent of our strength, the dye or poisonous gas 
industry. 

England and France Far-Seeing 

England and France have seen the writing 
on the wall. They have legis¬ 
lation which provides that all 
German dyes shall be totally 
excluded from their respect¬ 
ive countries except such as 
may be licensed for importa¬ 
tion, and they license only 
those which cannot be ob¬ 
tained by British makers. As 
a result any British dye user 
can obtain any dye he needs, 
because if it is not made in 
Great Britain, it can be im¬ 
ported. 

But why is it necessary to 
protect our dye industry ? 
Can they not compete with 
the foreign manufacturers? 
They cannot, and here are 
some of the reasons: 

The German mark is 
worth from one and one-half 
to two cents in this country, 
but this same mark will buy 
ten cents worth of goods or 
labor in Germany. 

Germany has a dye indus¬ 
try equipped to supply the whole world, and 
this trust cannot be run at a profit unless it 
does supply the whole world. Some half a 
billion dollars has been invested in this industry 
in Germany and that amount is sufficient for 
them to put up a real trade fight in ordei^ not 
to lose their investment. The Germans have the 
necessary experience and skill which we lack. 
England and Prance have excluded their prod¬ 
ucts and the United States is still open. 

If they cannot dump their dyes in this 
country, their huge investment will be greatly 
depreciated; they lose their best exporting and 
most lucrative industry and see grow up in the 
world some two or three opposing chemical in¬ 
dustries which automatically, with our revised 
ideas of warfare, make two or three great op¬ 
posing powers. 


It behooves every 
American to read this 
article by a business 
man, who has no connec¬ 
tion whatever with it. 

P. C. Handerson has 
given these facts for 
every American who 
loves his country and 
wants to know the truth. 

America was not only 
caught napping, but her 
people were victims of a 
vicious propaganda be¬ 
fore the war, and 150,000 
of her youth were buried 
in foreign lands as a re¬ 
sult. It is worth while 
to know the facts. 
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A Preparedness That Ck>st8 the Government Nothing 

What we need at the present time is legisla¬ 
tion protecting this infant industry similar to 
that in vogue at present in England and Prance. 
For here is an industry that is both useful in 
times of peace and essential in war, and yet sc 
young and at such a disadvantage at the present 
time that a few shiploads of German dyes mar¬ 
keted in the United States at fighting prices, 
prices if need be even below the German cost 
of production, would wipe it out in a few 
months. And the Germans would use these 
fighting tactics, for once the American dye in¬ 
dustry is wiped out, they would have the vast 
market of the United States to themselves. 

Every person who considers himself or her¬ 
self a true American should give careful con¬ 
sideration to this proposition. Are we as a 
nation going to subscribe to a ruthless German 
trade invasion which would exterminate our 
dye industry and wipe out one of our great 
natural sources of wealth and national defense ? 

Two years ago the House of Kepresentatives 
passed the Longworth Bill providing adequate 
protection for the dye industry. The bill was 
unanimously reported in an improved form by 
the Senate Finance Committee, but languished 
in the Senate because of a filibuster. If this 
bill is not passed, industries are as certain to 
be destroyed as it is certain that death and 
taxes get us all. 

The only objection is the necessarily greater 
cost of American production, but when you stop 
to think that the dye in your new suit (if you 
have one) costs only about 32 cents and in your 
socks about one tenth of one cent, you can see 
that this item will never be noticed. 

We see great discussions in our dailies, 
weeklies and monthlies concerning the battle¬ 
ship versus the aeroplane. We are interested. 
And yet an industry which produces a liquid 
so powerful that three drops on any portion of 
the human skin causes death, is overlooked. We 
think with pride of the great fourteen inch 
shells on our battleships. That shell travels its 
course, explodes, does its damage and that is 
the end of it. 

And yet an ounce of a certain innocent look¬ 
ing white powder will continue its dire work 
for weeks, going around corners and througn 
the smallest cracks. 

What we need is a sense of proportion in 
order to learn the lessons of the World War and 
to prepare ourselves if ever such another catas¬ 
trophe breaks upon the world. 

—Drill Chips. 


G. D. Henson & Company, Celeste, Texas, hardware 
and furniture stock has been damaged by fire. 


The Arcadia Hardware Co., Arcadia, Cal., have just 
completed remodeling and improving their store and 
adding to their warehouse facilities, which will give 
them the opportunity of carrying a larger stock. They 
report a good season’s trade. 



REPRESENTING SCHRADE CUTLERY 

G. M. Griffith and the Schrade Cutlery Co., 
of Walden, N. Y., take pleasure in mutually an¬ 
nouncing the business connection of one with 
the other. Mr. Griffith will hereafter represent 
the Schrade Cutlery Co. in the Western terri¬ 
tory. Mr. Griffith is thoroughly recognize<l 
and long established as one of the leading cut¬ 
lery representatives in the West, and very natur¬ 
ally he will be able to handle the new connec¬ 
tions with characteristic ability and dispatch. 

The feature of the Schrade line is their pat 
ent press button lock pocket knife, and this 
number, we understand, is stocked and sold by 
practically every jobbing house and wideawake 
cutlery department throughout the West. 

It will be interesting to our readers in some 
future issue to learn more of the personal his¬ 
tory of our friend Mr. Griffith, and we have 
•his promise that he will tell this story one of 
these busy days so that we may pass it on. 

Mr. Griffith is western manager for the 
Geneva Cutlery Corp., on their razor line, with 
offices in San Francisco. As active head of 
the Griffith Sales Co. he represents in the West 
such national manufacturers as the Witt Comice 
Co. and the Ferdinand Dieckmann Co., both 
Cincinnati. 

Arrangements have just been completed 
whereby Mr. Griffith will also represent the 
American Hone Co. of Glean, N. Y., in connec¬ 
tion with his other cutlery lines. 

H. D. Tyler & Co., manufacturers’ representatives, 
Los Angeles, San Francisco, Seattle and Portland, tells 
us they have succeeded to the business of A. C. Riddell, 
which includes the representation of the Praim-Slay- 
maker Hardware Co., padlock account; the Barcalo Mfg. 
Co., Fate Root Heath Co. 

The H. D. Tyler Co. are now actively engaged in 
covering the entire territory on the Pacific coast. They 
sell the jobbing trade only, and by reason of their ex¬ 
perience in the hardware trade are in position to give 
an excellent representation. 
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Made to Last Zozii^gfer’---— 

and to ^ive Better Service 


One hundred and twenty-five 
thousand Ford owners who picked 
the Peerless Guaranteed Honey¬ 
comb Radiator in preference to a 
host of others, will tell you that it 
does give longer, better service. 
They’ll tell you that it does elim¬ 
inate the radiator troubles common 
to Fords—that it does pay for it¬ 
self in the service it renders. 

And here’s why it does: The or¬ 
dinary tubular radiator has 1211 
inches of cooling surface. The 
Peerless has 5600 inches. The 
tubular core of the ordinary ra¬ 
diator carries 44 cubic inches of 
water. The honeycomb core of 
the Peerless holds 174 cubic inches. 
What’s the result? On hot days, 
when the ordinary radiator is boil¬ 
ing merrily, throwing off a cloud 
of steam and threatening to cause 
pre-ignition and scored cylinders, 
the Peerless is cooling efficiently. 
It simply won’t boil. 

On cold days, it is just as efficient. 
When an ordinary radiator freezes 
it’s almost sure to burst, for 
there’s no “give” in its tubular 


core. But the brass honeycomb 
core of the Peerless is flexible—it 
expands as the water freezes— it 

won’t burst. 

Besides, the special construction of 
the Peerless makes it extremely 
durable. The bottom plate, an ex¬ 
clusive Peerless feature, takes up 
all road shocks and adds rigidity 
and stability to the radiator. It 
will be giving service long after 
other radiators have been bumped 
to pieces. 

These same features which make it 
the radiator for Ford owners make 
it the radiator for dealers to han 
die. The fact that it won’t boil 
makes it a heavy seller in the sum¬ 
mer—the fact that it won’t burst 
makes it a steady winner in the 
wdnter. It’s a sure year-’round 
profit-maker. 

It costs little to stock the Peerless 
Radiator—but the turnover is rap 
id and the profits heavy. You 
can^t afford not to handle it. Ask 
your jobber for details or write us 
direct. 


Section Ave. 


THE CORCORAN MFC. 

Norwood 


CO.... Dept. 14 


Bcaidcs mdiaton, P«C7- 
IcM ProdueU for Ford 
Can induds: Poorlo§§ 
Wind Di»c§, Poorlou 
PoruUn and Cowhina- 
liofit. PoorloBB Tool 
Boxob and PootIobb Run- 
ninf Board ShfddBm 



HC WSWiO WB 

RADIATORS 

FOR FORD CARS 


Oincinnati, O. 


Tho PoorloBB Rtuiiator 
rotalh for $25.00 and 
offon a BtdnkanUal profit 
to ooory doalor who 
handloB it. 
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Automobile Accessories in a Hardware Store 


Nine Out of Ten Customers of Your Store Are 
Buying Accessories From Some One. If They 
Are Not Buying Accessories From You, Who Is 
to Blame? 


M ore hardware stores should carry an ex¬ 
tensive line of accessories. Those who 
take a half-hearted nibble at the line, and 
then condemn it because the stock they have 
purchased does not move readily are not quali¬ 
fied to judge it properly. 

Think What It Means 

There are over 9,000,000 automobiles and 
trucks in use in the United States today; 250,000 
motorcycles; 150,000 tractors; 18,000 trailers. 
Each one is equipped with 
from five to five hundred dol¬ 
lars worth of accessories. Each 
of these whirligigs needs 
extras and repairs. Every 
driver of one of these ma¬ 
chines buys some extras or 
equipment known as automo¬ 
bile accesories. 

Some dealer sells these. 

The field is open to you, if you 
will only go after it. But n ) 
dealer can rightfully expect 
results if he does not put in a 
fair sized line, give it a good 
location, and make a display 
that will attract every car 
owner who enters his store. 

In the first place, a dealer 
should make a separate de¬ 
partment of auto accessories, 
putting it in charge of a live 
young clerk who Imows some¬ 
thing about automobiles and 
accessories, who is up-to-date, 
and can give a good line of 
talk to car owners. 

There are about 40,000 
hardware stores in the United 
States, each with a man right 
up near the front door looking 
for prospective customers, and at this time most 
of these stores need the business. 

Every man, woman and child who owns or 
rides in an automobile is a prospective buyer, 
and almost everyone buys something at some 
time, from spark plugs to camp equipment. 
Logical Place to Buy Is in a Hardware Store 
Why? First, the hardware dealer is a good, 
honest, legitimate merchant, pleasant and agree¬ 
able, always ready and anxious to wait on his 
trade and sell his merchandise at a fair and 
legitimate price and profit. You will always 
find someone in a hardware store ready to wait 


on you and answer all your questions, giving 
you reliable information as to the best roads, 
where hunting, fishing and camping are good, 
and many other valuable pointers. 

How is he able to do this? Well, it just 
comes naturally to a hardware man, because to 
be an honest-to-goodness success at it, he must 
be a Jack-of-all-trades, from fixing a lock to a 
Kiddy-Kar or an automobile. People come to 
a hardware man for everything made of iron, 
and ask all sorts of questions. 

He comes into contact with 
the farmers from near and far, 
with the traveling public, and 
with the jobbers’ salesmen, 
who give him much informa¬ 
tion. And so, who among mer¬ 
chants is in a better position to 
serve the automobilistf 

Don’t expect big results at 
first. Don’t add a smattering 
of this and that, and expect a 
big trade. Above all, don’t 
bury the line in some dark, out 
of the way comer, and then 
look for a nice business. It 
can’t be done that way, any 
more than a farmer can raise 
wheat on rocky land, or a gar¬ 
age dealer can sell auto sup¬ 
plies while he is doing the me* 
chancial end of the business. 
Ghurage Man’s Easy Money 
People are not going into 
some dirty garage and dig out 
a greasy mechanic who knows 
little or nothing about acces¬ 
sories, and try to buy from 
him, when they can supply 
their wants at some good hard¬ 
ware store. 

Did you ever stop to consider the difference 
between the livery stable of twenty years ago, 
and the garage of today? Just do it. It’s 
funny. For fifty cents today the garage man 
allows you to run your car into his warehouse 
and leave it overnight, and allows you to get 
it in the morning. You do all the work, and 
at that, you rarely find him on the job. You 
have to hunt him up, both night and morning. 

Twenty years ago the liveryman did all the 
work while you watched him. You paid him 
only fifty cents for the hay and for his work. 

If the garage man runs his auto accessories 
in the same manner as he does his garage, the 



BOT SMITH 

Who speaks from a thorough knowledge 
and acquaintance with the hardware busi¬ 
ness, of the wonderful possibilities for 
increasing sales by hardware merchants 
in selling full lines of automobile acces¬ 
sories. Merchants throughout the entire 
territory in the West and South where the 
HARDWAKE WORLD Is universally read 
are daily becoming greater factors in the 
sale of accessories. 
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A Page of Motor NegessOiies 

— means accessories that htm become 
necessities to those vtho vfant greatest cmjort arid 
greatest sc^ty vrith their motoring 




Busco Brake Lining 

Unquestionably finest brake 
lining made; 90% asbestos and 
brass wire. Rusco Linings are 
woven oversize and com¬ 
pressed to exact thickness re¬ 
quired. 

Busco Transmission 
Lining for Fords 

The heaviest, most durable 
transmission lining for Fords. 
Woven of selected cotton 
yam; resists oil and heat. 
Thick enough to countersink 
rivets and end one principal 
cause of ‘‘chatter.” 

Rusco tabruckLEB Straps 


Rusco Fan Belt 

Fits any car which uses flat 
fan belt. Endless weave, re¬ 
markable qualities; resist oil, 
heat, water; remain soft and 
flexible. 



Busco Clutch Facing 

Rusco Clutch Facing is man¬ 
ufactured in the same manner 
as our Rusco Brake Lining and 
possesses same remarkable 
qualities. 

We guarantee they contain 
only asbestos, brass wire and 
a minimum amount of required 
treatment. 


Busco Non-ChatterBands 

Answer question of Ford 
owners, “How can I eliminate 
‘chattering' and get smooth, 
even braking?” 

Hinge keeps it in perfect cir¬ 
cle as it tightens in strong, 
even grip. Eliminates “chat¬ 
tering.” 

Rusco Hood Lacing 

Solid woven lacing not 
braided or stitched. If a single 
strand of braided or stitched 
lacing wears through, lacing 
unravels. Rusco Lacing wears 
evenly; cheaper than rawhide 
or leather; will not crack. 

Busco Tire Straps 



^Speai 

Jor I 


Miscellane¬ 
ous straps for 
use in every 
conceivable 
incident of 
motoring life 
where a strap 
is used. 


Rusco Tow Straps 

Remarkably popular seller. 
Recognized as essential equip¬ 
ment; cheaper and lighter 
than chain or wire cable and 
just as strong. Does not rattle, 
and cannot scratch car. 


Busco Tire Straps are made 
of same fine quality webbing, 
impregnated with special com¬ 
pound which makes them flex¬ 
ible and waterproof. Patented 
buckle for instant adjustment. 

Wrife today forRiuco telling plans and 
advertising furnished free to dealers 


THE RUSSELL MANUFACTURING CO., MIDDLETOWN, CONN. 

RUSCO PRODUCTS 
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hardware man will have a snap with such com¬ 
petition. 

Just Like the Paint Department 

In the large cities there are specialty shops 
handling accessories, and most of them are suc¬ 
cessful. If they are a success, isn’t that all the 
more reason why a hardware dealer should 
make a success of his automobile accessories 
department, the same as he does of his paint 
department ? 

A few years ago a friend of mine had a 
hardware and implement store, but carried no 
paints. I spoke to him about it a number of 
times, but he said there were several paint 
stores in his town. I pointed out to him that 
ten users of paint came into his store for ever>^ 
one that went into the paint store. About a 
year ago he added a paint department, and is 
doing very nicely with it. I am now after him 
to add accessories, and he promises me he will. 
Accessories are in about the same class as paint. 

Nine Out of Ten Buy Accessories 

Another friend of mine runs a hardware 
store in the residential district of a large city, 
and he tells me one-third of his business is auto 
mobile accessories. I was in his store one Sat¬ 
urday evening not long ago, and at his sugges¬ 
tion, I watched the accessory sales. Out of ten 
customers entering the store during my stay, 
nine bought accessories. This fact made me 
sit up and take notice. 

Opportunity Is Waiting 

If you don’t add accessories to your busi¬ 
ness, you are passing up a nice profitable 75 
per cent cash business. You had better take an 
inventory of what is doing in this line, and get 
busy. Every day there are more automobiles in 
use; more people out picknicking; more families 
going camping. Many cities are equipping au¬ 
tomobile camping grounds. The rich and poor 
alike are hunting the free, outdoor life. In 
these campgrounds you will find a Ford parked 
alongside a Pierce - Arrow, and both owners 
talking over their trip and their machines. 

Every one of these people buys and uses 
accessories. It is up to you to sell some of them. 
It can be done, but it requires effort and sales¬ 
manship. Don’t delay, get in the game while 
the getting is good. Don’t be a tail-ender, but a 
leader. 

The best merchants in the world as a class 
are the hardware dealers. They have earned a 
good reputation and they can capitalize on this 
reputation in the w^ay of new and larger busi¬ 
ness. 


J. D. O’Leary ia planningr to open a new hardware 
store at Kalispell, Mont., within a short time. 


Messrs. Winters and Spencer are remodeling a store 
building at Kirkland, Wash., which will be occupied 
by them as soon as completed. They plan to add a 
new line, including house furni.shings, furniture, etc. 


NON-FREEZING DYNAMITE 

The Du Pont Company has developed and 
perfected a formula for the manufacture of 
straight dynamite which results in that ex¬ 
plosive being proof against freezing even in 
zero temperatures. As a consequence of this 
development, the company has determined to 
discontinue the manufacture of its former 
straight dynamite and hereafter all this kind 
of explosive will be made by the new low-freez¬ 
ing method. The perfection of the formula is 
the result of years of experimentation in the 
laboratory and in the field and marks one of 
the greatest advances in the art of explosives 
manufacture. Straight dynamite has for years 
been the standard of the world in nearly every 
kind of open work, hut a disadvantage has 
been its liability to freeze at temperatures be¬ 
low fifty degrees Fahrenheit. As any dynamite 
loses some part, if not all, of its efficiency when 
chilled or frozen, many attempts have been 
made to make it low-freezing. The perfection of 
the new ‘^powder” by the Du Pont Company 
makes it possible to use straight dynamite the 
year round in industrial operations. Thawing, 
with its loss of time and attendant dangers, 
has practically been eliminated. The new explo¬ 
sive has been fully tested and proved and the 
formula for making it has been mude standard 
in all the plants of the company producing dyna¬ 
mite. 


ANOTHER IP— 

If you can keep your head while all about you 

Are losing theirs and trying to turn things back, 
If you can hold yourself while times are changing, 
Keep looking forward, see the onward track. 

If you can run your shop when business slackens. 

Nor profit by the workers' need for bread. 

Refrain from using power though you have it, 

But keep on doing what is right instead. 

If you can see competitors cut wages 

Because there are two men for every job. 

See them forget the profits they've been making. 

And talk about their people as **the mob," 

If you can see that past year's extra profits 
Should partly go to pay for this year's loss. 

That you must play the game with utmost fairness 
Because the world expects it of a boss. 

If you can see how much depends upon you 

At times like this, when others yield to greed, 

If you can hold now to the best that's in you. 

Refuse to profit by your workers' need, 

If you can hold the weak-kneed to their duty 
And make them see that selfishness is wrong. 

That strife and struggle can bring naught but losses, 
That naught but harmony can make us strong. 

If you can keep yourself from present grabbing. 

Can show the weak that meanness never pays, 

Can hold the path of right without a falter. 

Can show them how it leads to better days. 

If you can make your fellows see that losses 
Must come to all who do not play the game. 

Yours is the Earth, my son, and all that's in it; 

You '11 be a man—and win a place of fame! 

—Fred H. Calvin in New York Times. 
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Make August an 
Month 


With an AUTO-KAMP- 
KOOK-KIT the joy of out¬ 
ing is increased many fold, 
because eating is no longer 
a problem. Outers can eat 
when and where and what 
they please without fuss or 
muss. That is why AUTO- 
KAMP - KOOK - KIT sales 
increased 180% the first 
five months of 1921 over 
the same period last year. 


Live dealers know the ready demand for Auto- 
Kamp-Kook-Kit and appreciate the selling value of 
its qualities: Has real grates, bums motor gasoline, 
is windproof and folds up like a suit case, light, 
compact, and easy to carry. 


When the August s u n 
drives every outdoor lover 
to the camp and stream, 
the first thoughts are 
“What will we eat?’^ 


AUTO-KAMP KOOK-KITS conM in 
a variety of aiaes and styles; a 
stove for every purpose. 

One Bnmer Special.$10.00 

Two Burner Kit (Above illustrated 
In use and closed) equipped, $17.60. 
Unequipped.$15.00 

Three Burner Kit (This is a new 
model stove, created in response to 
an urgent demand for a larger 

stove). Equipped.$25.00 

Unequipped.$22.50 

The suit case outfits contain one 
stove, utensils, dishes, cutlery, etc. 

Two Party Outfit.$27.60 

Four Party Outfit.$46.00 

Six Party Outfit.$47.60 

Auto-Kamp-Kook-Oven makes a ver- 
iUble range of an Auto-Kamp- 
Kook-Kit. 

Folds to 12''xll"x2''.$6.00 


With more people “using” the outdoors than ever 
before, August should be your banner Auto-Kamp- 
Kook-Kit month. 

Push this economical, efficient camp stove and watch 
your sales grow. 

Should you not be handling this stove now, write 
for dealer’s terms. 

Prentiss-Wabers Stove Co. 

18 Spring Street, Wisconsin Rapids, Wis. 
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"Relativity” of Automobile to Human Body 

(By P. T. Prathcff) 


T O OPERATE an automobile intelligently, or 
what is more, to adjust or repair one, an 
intimate and complete understanding of 
the parts and their functions is absolutely es¬ 
sential. To one who is not familiar with the 
mechanical construction of an automobile the 
chassis, or the bare mechanism appears some¬ 
what complicated, yet if you will take one unit 
at a time you will find there are comparatively 
few units with the connecting links necessary 
to obtain co-ordinate action. 

We are all quite familiar with the human 
machine. (Pardon me for calling it a machine; 
I refer to its make up.) It is the most wonder¬ 
ful machine in the world, made by the greatest 
Designer of all, and is the pattern after which 
all machinery is made. 

Identical Functiona Perfomed 
In the automobile we have identically the 
same functions performed by the mechanisms 
as are performed by the organisms of the hu¬ 
man machine. 

The fratne of the automobile is the skeleton 
with the cross members like the ribs or bones. 
The gasoline tank is the stomach. 

We put the food of the car, the gasoline, in 
there. The carburetor is the lungs of the car, 
for it breathes in the air which vitalizes the 
gasoline and makes it a life-giving mixture, just 
as we breathe the air into our lungs to vitalize 
the blood. 

The gas engine is the heart of the automo¬ 
bile, for it develops the beat or impulse which 
sends the life through the car and makes it 
respond to our requirements. 

Both in the heart and the gas engine the 
construction is quite similar. The human heart 
or our engine has four compartments—two au¬ 
ricles and two ventricles—call them cylinders 
if you like. Then there are intake valves and 
the outlet valves and a pumping action; a mus¬ 
cular expansion and contraction which gives the 
life beat or impulse. In the heart of the car, 
the gas engine, we have the cylinders, valves 
and the pumping action, that of compression 
and expansion of gases. 

Now, we never hear of joining a heart and 
a half together, but we do hear of two hearts 
joined together—two hearta that beat as one. 
Well, we have just that in the eight-cylinder 
car and there is real team work; a perfect union 
for all time. 

Now, the clutch is nothing but a muscle. It 
simply passes the load over to the power just 
as we pick a load up with the muscle of our 
arm and connect it to our power, the heart, and 
walk off with it. 

Further Comparison Similar 
The transmission is the brain of the car, for 
it is the control. It says ‘‘go forward,” “re- 


. verse,” “fast,” or “slow,” just as our brain 
directs us to walk or run, go forward or back¬ 
ward. 

The steering gear is also a cell of the brain 
(an isolated cell) for it is the guidance telling 
us to turn to the right or left or to avoid an 
object here and there. It is true that all of 
this mechanism in an automobile is guided by 
human intelligence, but the functions performed 
are the same. 

Universal joints on the propeller shaft are 
like those in the limbs, one at the wrist, one at 
the shoulder, and at the ankle and hip. Each 
one of our propelling members is equipped with 
two joints; so is the one in the car. 

The rear wheels are the feet—they push the 
load. The front wheels are the hands—they 
feel the way. 

The radiator represents the pores of the car. 
It is the cooling system and radiates the heat 
just as our pores in the human machine radiate 
the heat and keep our system cool. 

The electrical system of the automobile cor¬ 
responds to the nervous system of the human 
machine. Each wire is a nerve. The battery 
and switch are nerve centers, and also the dis¬ 
tributor. The lights are the eyes. The horn 
is the mouth, which makes the warning noise. 
The springs are like the muscles of the limbs 
which absorb the jars and save our system from 
trouble. The springs in the car absorb the 
jars of the road, and save it from trouble. 

And the tires represent the cushion of flesh 
on our hands and feet which enables us to en¬ 
counter hard objects without breaking the 
bones. The tires enable the car to encounter 
hard objects without a breakage of the parts. 

If a mixture in the carburetor is what we 
call “too rich,” there is too much gas and 
not enough air. Therefore, a choking, congested 
condition results. Well, that is nothing but con¬ 
gestion of the lungs. Then, again, too much 
lubricating oil is burned up in an engine—some 
bum more than others. This burned oil leaves 
a residue called “carbon,” which in turn causes 
the engine to overheat and labor, pound, and 
lose its efficiency. Well, that is fatty degener¬ 
ation of the heart. Clear off the carbon, the 
fat, and the heart or engine beats all right. If 
you neglect to oil and grease moving parts, 
or joints, they get dry and mst. Well, the car 
has rheumatism in its joints. 

Identically the same functions you see are 
performed by these mechanisms as are |>er- 
formed by the organisms of the human machine. 


Thomas M. Jones is the new manager of the Haaard- 
(Jould Hardware Company of San Diego, Calif., who 
was formerly connected with a large institution in Salt 
Lake City, and previous to that time having been in 
business at Idaho Falls, Idaho. 
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“/ Forgot to Write** 
I Wm Do It Now 


1 Want Every Merchant and 
Jobber to Have a 

SEES-Ali Mirror on His Car 

—^Ed. Kennard, President Seee-All Blfg. Co. 


B«T«l6d PlaU. Non- 
rnftingEnamel 
Frame, weigha 166 
Ibe. per groea, packed. 
Oomea In indiTldnal 
cartona. In ordering 
be anre to apedfy 
open or cloaed typea, 
aa elampa differ. 



A Dealer writes: have received your Sees- 

All Mirror, and have installed it on my ear with 
greatest satisfaction. I find that it is all that 
you claim for it.” 


A Jobber says: ” Never have I appreciated 
anything on my car so much as the Sees-AU 
Mirror. The duplex feature enables me, either 
as driver or passenger, to fully command the 
view behind. No ear is complete without the 
Sees-All Mirror, and I am tellmg this to all my 
friends. * * 


It’s the best thing in the world for avoiding automobile accidents and goodness 
knows there are enough accidents these days. 

My little Sees-All Mirror is really two mirrors in one—heavy beveled plate glass 
mirrors—in a neat and substantial metal frame, and are at the exact angle which per¬ 
mits the driver and his companion to see the road, both sides and behind, while looking 
ahead. 

It is quickly and firmly attached to the top center windshield, right before your eyes. 

Try This Sees-All Mirror on Your Oar 
10 Days Free 

So positive am I that when you once 
use this mirror on your car that you will 
recommend it to every car owner and 
sell it readily, that I am willing to send 
you one right now to try for yourself. 

JUST SEND THIS COUPON and 
the Sees-All Mirror will come to you 
postpaid. If you don’t like it, just send 
it back. If you keep it, remit $2.50. 
Please enclose your card or letterhead. 

Dealm and Jobhan Writm for Our PrapotMon 

ADDBE88 OFFICE NEABE8T TO YOU 
1880 Boitmen*! Bank Bldg. 866 Fbalan Bnildlag 



8t. IiOiilB, Mo. 

1810 WeoUake Avo. 
8oatUo 


San Frandaoo 
888 Taylor 8t. 
Portland, Ora. 




LIST PRICE, $4.00 




Ed. Kennard, SEES-AU. Mfg. Co. 

Alright, Ed: 1*11 try your old Seee-All 
Mirror on my wacon for ten days that you 
offer to readers of the Hardware World. If 
I don’t like it, 1*11 return it to yon. Other¬ 
wise I'll remit yon trade price, $8.50. 

Name . 


My Car is Open Model ( ) Closed Model ( ) 
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FOND FATHER OF FOLDING FURNITURE 

It is seldom that any inventor for “pioneer 
personality’^ in any national manufacturing 
held gets into the West for any length of time, 
and so we feel the trade will be all the more 
interested in R. L. Kenyon, present Western 
manager of the Telescope Cot Bed Co., of New 
York, a member of the company, and one oE 
the original folding and camp furniture manu¬ 
facturers in the United States. Mr. Kenyon 
is owner of some of the patents under which 
the Telescope Cot Bed Co. and other manufac¬ 
turers of camp furniture are operating. 

Do not let us give the impression that Mr. 
Kenyon is in any sense in the position of the 
ancient fire horse turned out to pasture in his 
later days. As a matter of fact, he is at the 
height of his prime, full of enthusiasm and 
able to pass it on and inspire those with whom 
he comes in contact. The largest part of the 
company’s business comes from west of the 
Mississippi, so the strongest man must be at the 
Western office. Mr. Kenyon is only looking for 
more worlds to conquer. 

Prom a business point of view he is a war 
orphan. Before the war the R. L. Kenyon Co., 
of Waukesha, Wis., was a steady, growing busi¬ 
ness in the camp furniture line and supplying 
the requirements of the army on the side. When 
the war started, and even before the United 
States entered, the government became so in¬ 
sistent on a greater production of canvas cots 
that finally they purchased Mr. Kenyon’s plant 
outright, retaining the former organization to 
operate it until the end of the war. 

All in all, the company produced very nearly 
three-quarters of a million cots for the United 
States government, and when it was all over 
Mr. Kenyon was a great manufacturer of camp 
furniture and canvas goods without a factory. 
Thus it is that he became identified with the 


Telescope Cot Bed Co., and thus it is that now 
he has established offices at 268 Market street, 
San PYancisco. Prom this point he will in¬ 
tensify and perfect the distribution of the high 
class camp furniture manufactured by his com¬ 
pany. 

The territory is not new to Mr. Kenyon, for 
he has traveled it for many years for his own 
company and for the Telescope Cot Bed Co. The 
product is sold entirely through the jobbers and 
this sales policy combined with Mr. Kenyon’s 
pleasant face and genuine sales methods should 
prove a winning combination. 


UNDERINPLATION INCREASES HEAT. 

What effect has summer heat on tires? Here 
is a timely warning against reducing air pres¬ 
sure in your tires on a hot day. Experience 
shows that the most of the heat generated in ^ 
tire comes from the inside of the tire, and is due 
to friction and constant flexing. The amount 
of this heat increases with underinflation. 

A test made on a 5-inch cord* tire run at 
thirty miles an hour for two hours at the stan¬ 
dard of seventy pounds air pressure, with the 
temperature of the air 62.6 degrees Pehrenheit, 
increased the temperature of the tire to eighty- 
six degrees, and the pressure to only seventy- 
five degrees. For twenty-three degrees increase 
in temperature, pressure increased only five 
pounds. To obtain an increase of fifteen pounds 
pressure it would be necessary to have a tem¬ 
perature increase of seventy degrees over nor¬ 
mal. This, of course, is improbable and clearly 
proves that the motorist has little to fear from 
increased temperature. 

Other tests have shown that it is possible to 
double this increase in temperature by cutting 
the normal inflation pressure in half. This is 
due to an increase in internal friction caused 
by running the tire soft. 

Radiation, of course, carries off a certain 
amount of surplus heat. This is easily seen in 
the fact that the tire suddenly stopped is cooler 
on the outside than on the inside. Revolving 
through the air cools a tire, though up to a cer¬ 
tain point heat is g^enerated faster than it can 
be thrown off. 

By reducing pressures, the increased flexing 
of the tire creates the very condition which the 
car owner wishes to guard against. It is under- 
inflation even during the hottest days that ruins 
more tires than any other cause. Recommended 
pressures are safe even during the hottest days 
of the summer. The motorist can well afford the 
time needed to gauge the air pressure in his 
tires for the sake of greatly increased mileage. 


MARKET IN SYRIA 

M. Klos, 2324 Seminary avenue, Chicago, writes os 
that P. Devolla, Beirut, Syria, is in the market for hard¬ 
ware. He wishes to receive manufacturers’ catalogs 
and prices. These may be forwarded through Mr. Klos. 
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These are the 
tools every auto- 
mobile owner 
needs. 

Display them 
and you will make 
sales. 



If your Jobber 
cannot supply 
you, write to us 
or our agents. 


Ford Spindle Bnehing Bemover 
No. 2713—14 Tempered Steel. Liet j^r doi. $9.00 




C W. CAUSE COMPANY 

WESTEBN BALES AGENTS 
Boom No. 605 WiUisms Building 

693 Mission street - San Francisco, California 
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MANAGER FOR H. ROTH & SONS 

We take pleasure in thus passing along to the trade 
the announcement of H. Both d; Sons, specialty hard¬ 
ware jobbers, that Harold W. Sites is the new sales 
manager of the organization. Moreover we are glad to 
intro£ice his pleasant countenance to those of our 
western readers who do not already know him well. 

Mr. Stites has spent all his trade life in the West, 
and has always been engaged in the hardware business, 
having specialized on builders’ hardware lines. He has 
won his spurs with such organizations as the Pacific 
Hardware & Steel Co., Palace Hardware Co., and Dun¬ 
ham, Carrigan & Hayden Co., and he enters his new 
work well trained, full of enthusiasm and with a host 
of friends. 

Very naturally he will be invaluable in the builders ’ 
hardware department and very naturally H. Both & 
Sons builders’ hardware department will be all the 
more valuable to the buyer in this line through the 
presence of Mr. Stites at the head of the Both organi¬ 
zation. 


‘/GRIN’’ PARTICULARLY APPROPRIATE 

The manufacturers of ‘‘Grin” auto polish selected 
a happy, pleasant name for their product, and have 
adopted a special can with black and green checker¬ 
board squares. They have made a distinct accessory. 
“Grin” is said to be free from acids, grits, wax, tur¬ 
pentine or ether, and to keep mahogany, enameled wood¬ 
work and furniture in perfect condition. This pleasing 
product that smiles at all comers is for sale through the 
Atlas Trading & Navigation Co., Monadnock building, 
San Francisco. 


The Prior Hardware Company of Owensmouth, Cal., 
will erect a new building which will be occupied by 
hardware, furniture and implement stock, handling a 
full line. 


The South Side Hardware Company of Peoria, HI., 
recently opened a store at 2903 &uth Adams Street, 
carrying automobile accessories, bicycles, hardware, 
electrical supplies, sporting goods, etc. 


Thomas M. Jones, new manager for Hazard-Gould 
Hardware Co., at San Diego, was formerly with the 
Salt Lake Hardware Co., and has eight years’ experi¬ 
ence in the trade. 


IP 

(With apologies to Budyard Kipling.) 

1 . 

If you can hold your tools when all about you 
Are dropping theirs and blaming you; 

If you practice “safety first” when others doubt you 
And make allowance for their doubting, too; 

If you can wait and be more safe by waiting, 

Or. in a hurry, not careless in your haste; 

Or take the time to replace a grating. 

Another’s life to save from* needless waste. 

2 . 

If you can work and not make work your master; 

If you think of “safety first” each day; 

If you can meet your job and do it faster 

By being safe then, friend, be safe, I say. 

If you can bear to have the foreman tell you 

To wear your goggles, or bend protruding nails, 

And get the habit so he don’t have to yell to 
You as one who, working careless, fails. 

3. 

If you can make one pile of all your merits, 

Nor risk them all oy being careless once: 

You’ll miss the lot that every fool inherits. 

Who’s pushed aside for being such a dunce. 

If you can force your heart and nerve and sinew 
To make things safe for all your fellow-workers, 
You’ll have credit for all the good that’s In you; 

Your fellows, too, will never act as shirkers. 

4. 

If you can talk to men about the virtue 
Of being safe before the job is started; 

They’ll do their work, they’ll not try to hurt you; 

’Tis confidence to them you have imparted. 

If you can fill the ever-living minute 

With sixty seconds worth of work, my son. 

Yours is Success with all the “Safety” in it. 

And—which is more—as a careful man you’ve won. 

—James William Bunt. 


GUARDING THE MOTOMETER 

During the past 
few years the motor¬ 
ist has been confront¬ 
ed with an ever in¬ 
creasing danger of 
having his motometer 
stolen. Each year the 
number of moto- 
meters taken by 
thieves is multiplied 
at a costly and alarm¬ 
ing rate. 

The Up • to - Date 
Machine Works, Inc., 
2913 S. Wabash Ave., 
Chicago, Ill., has per¬ 
fected an accessory that positively eliminates all chsmce 
of loss from theft. 

Protect-O-Cap is the name of this new device, which 
is made of poUshed aluminum and matches the trim¬ 
mings of the car perfectly. 

The moment Protect-O-Cap is placed on a car it 
becomes a part of that car and neither it nor moto¬ 
meter can be detached by an unauthorized person with¬ 
out damaging them to the extent of making them 
unsalable. There are no keys to bother with. 

This new motometer protector performs other du¬ 
ties—it adds greatly to the ^ace and beauty of the 
motor car—makes radiator filling much easier—does 
not interfere in any way with the perfect perform¬ 
ance of motometer. 

Protect-O-Cap is made in two models to fit all 
cars—the model with wings sells at $6.50, the one 
without wings $5. 
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Reliable Jacks Will Raise 
Your Sales 


The summer motoring season 
brings a need for a dependable 
jack. Beliable Jacks meet that 
need as no other jack can be¬ 
cause there is a type made for 
every size of motor vehicle. 

Customers sold on Beliable 
Jacks become profitable pa¬ 
trons. 

i Ask your jobber or write 
for information. 



No. 46 Soluble 

Woifht 10 lbs. 
Will Uft SOOO lbs. 
Holcbt Loworod 
llHla. 
Height Balsed 
17y, in. 


ELITE 

MANUrACTUBING 

COMPANY 

Ashland, Ofhlo 


HEX ALL”—1 

Trade Mark Reg. U. S. Pat. Off. 

Socket Wrench No. 5 



Patented Dec. 81, 1918 

“HEXAIsL** Socket Wrench^ No. 5—8 Pieces 


—a favorite with motorists everywhere. It con¬ 
tains 10" handle made from W Hexagon Steel, 
7 Hexagon Sockets. Sockets pack neatly on 
hamdle when not in use. Friction ball prevents 
them from falling off. All sockets are made 
from bar steel, broached and PAOK-hardened. 

Twelve sets—a ‘*HEXALL’' for every need. 
This guarantee goes with every sale: 

**6reak Any * HEX ALL* Wrench and 
We Repair It—No Charge** 

R. F. SEDGLEY, Inc. &Li22Z 

AUo Uakm a/ •'BABY” 

Hammmlnt Revohen 

2311-13-15 North 16th Street 
PHILADELPHIA, PA. 

Pacific Ooaat RepreaentatiTea: 

McDonald A Linforth, Ban Francisco, Osl. 


THE PETRY PUMP 

America*» BEST Tire Pump 


HANDLE LOCK 
facilitates carry^ 
ing or handling.' 

BARREL 

17 » or 20 'xiy 2 * 
diameter, highest 
grade seamless 
steel tubing, 
threaded and sol¬ 
dered into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 

f ressure on 
eather cup 
washer. 



BASE, 

spreads and 
allows natural 
pumping posi 
tion without losing 
balance—pump op¬ 
erated in front of, 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 

f irade malleable 
ron, closes into 
space of ordinary 
size pump base, 
fastened by a Wing 
Nut which cannot 
come off. 


LOX-ON 
CONNECTION 
with tire valve 
deflating Pin, 
CO n sid e ra D ly 
lessening pump¬ 
ing effort. Its use 
impractical on | 
any pump not' 
having an ab- 
solut^y tight 
check valve. 

Price, SS.OO 

l 7 ^*of 20 ‘* Barrel 


Copyright, 1921 
.V A. Petry 
Compony, Inc. 
Stands by Itself " 

THESE SPECIA*^ FEATURES not found In any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout. Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Makers of the Petry Cut-Out, Pedal, and Ventilator 

345 N. Randolph St., Philadelphia 
Wceera DiHrib^. Natmi Cemu Co.. 44S-4S1 Rklto BUa. Soa FraadM».Cil. 
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ANDREW CARRIGAN’S SOUTHERN 
OFFICE 

Andrew Carrigan Co. announces the opening 
of a branch office in Los Angeles in charge of 
E. C, Hutchinson, ^ho has lately joined the 
organization. Mr. Hutchinson is one of the best 
known, most experienced and popular men in 
the trade in southern California, and the new 
connection should be mutually advantageous 
and congenial. Mr. Hutchinson has had many 
years’ experience in the sales department of 
several of the largest jobbing houses operating 
in southern California, and was sales manager 
of the Union Hardware & Metal Co. for several 
years. More recently he was with the American 
Avenue Hardware Co. of Long Beach. 


A NEW HANDY PUMP 



Rothweiler & Co., of 
Seattle, are placing on the 
market a new handy pump 
for drawing liquids from 
containers. This kind of a 
pump quickly saves its cost 
through the oil that it 
saves. The suction pipe is 
long enough to reach 
through the head of the 
container down to the bot¬ 
tom of the barrel or con¬ 
tainer, hence getting all 
the liquids. 

It worked just as effi¬ 
ciently in a drum or tank 
as it does in a barrel. 

They will gladly give 
information to any of our 
readers, for practically 
every merchant not only 
needs such pumps for his 
own use, but there is a 
continued increasing de¬ 
mand for them. 



ANOTHER “BLADE IN PLAID” 

The trade from east to west and north to 
south knows Lenox hack saws as “the blade in 
the plaid box.” The American Saw & Manu¬ 
facturing Co. have identified their product con- 
sistently with the blue and white check plaid, 
on the box, package, on their stationery, and 
on all publicity and advertising literature. 

Rather natural, then, that N. J. Parver, who 
so energetically and ably sells Lenox saws U 
the western trade should opportunely ‘‘line in” 
with the plaid scheme. At any rate, we thought 
for a moment that we were being visited by an 
elongated package of large Lenox hack saws 
when Mr. Parver entered our welcoming door 
recently. Taking advantage of the summer time 
and in tune with his work and his wares, Mr. 
^Parver has adopted a Lenox plaid for his own 
atmosphere, and the harmony and consistency 
of color and design thus carries out a deeper 
sympathy of performance and quality between 
Mr. Parver and his sterling product. 

He reports that the factory is proceeding 
on a normal and sound basis, realizing that the 
nation cannot advance or long endure without 
good hack saw blades, such as the American 
Saw & Manufacturing Co. produces. As for 
business in the West, Mr. Parver reports steady 
demand in somewhat diminished volume. 


The New York Hardware Trading Company, Inc., of 
621 South Main Street, and 263 South Main Street, has 
been incorporated by J. C. Guerrant. They are handling 
full lines of everything pertaining to hardware, houae- 
furnishings, electrical appliances, sporting goods, plumb¬ 
ing supplies, etc. 


George B. Marsh, Inc., hardware and furniture deal¬ 
er, at Nogales, Ariz., has changed hands, Mrs. George 
B. Marsh having sold her interest to J. B. Robinson, 
J. Rochlin and C. C. Cheshire. They will continue to 
conduct it under the name of George B. Marsh, Inc. 
Messrs. Robinson and Rochlin are the proprietors of 
the Border Iron & Metal Co., of the same city. 
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More Sales—greater profits. All metal but light— 
Adjustable to height of driver's eyes. Interchangeable 
between open and closed ears. Prices: Steel, $10; 
Aluminum, $15. Write for particulars. 

NEW EBA SFBINO & SPECIALTY CO. 

66 Cottage Oiovo Ave., Grand Bapids, Mich. 

NEW EI2A: 

DeLuxe (All Metal) VISORS 


Top Recovers, Seat Covers 
Radiator and Hood Covers 

Side Curtains, Rain Onards 

Tire Covers, One-man Ford Tops 
Trimmers’ Material and Snpplies 
Tents, Panlins, Wagon Covers 
Cotton Picking Bags 

CHifton Manufacturing Company 

Main Office and Factory 
Waco, Texas 

Ban FrandMO, Oalifornia 
Office: SSO^l Larkin Bt. 

Loa Angelea, OalifoniU 
Office: 619 North Broadwar 



BEAR BRAND CANTEENS 



Hot weather is here. 

Display your canteens attractively. 

They will sell if Bear Brand. 

Send for folder—eee full line 


NO. 50 **FIRST AID" I 

Put one of these on your own car and one 
or two in stock. 

Your customers want them. 

-You will then insist on Bear Brand 


WOOLWINE METAL PBOPUCTS COMPANY 

IsOS Angles, Califomla. Eighth Street and Santa Fe Avenue 

BALES OFFICES 

Ollier Cox, Atlas Building, Ban Frandaeo, Oalifornia Strimple A Oox, Corbett Building, Portland, Oregon 

Banda A Cox, Sen Fernando Bnilding. Loe Angelea OaL Taylor, Tonnga A Oox, Temple Court Bldg., Denver, Oolo. 

Strimple A Oox, L. C. Smith Bnilding, SeatUe, Wash. Bankln A Oox, 68 West 2nd, South, Balt Lake City. Utah 

Dan M. Bell, 222 Blani^ter Bnilding, Dallas, Texas 
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W. E. SPANN GRADUATE ORGANIZER 

Among the newer manufacturer’s agents whose prog¬ 
ress and achievement is assured at the start is W. £. 
Spann, western sales director for the Cambria Spring 
Go. and several other standard manufacturers in 
antomobile accessories, metal, and staple hardware lines, 
lines. 

Mr. Spann’s announcement of his opening offices in 
San Francisco under his own name comes as the cul¬ 
mination of over ten years in the accessory and hard¬ 
ware business, and is but the natural result of a life 
of increasing friendships, proved ability in organizing 
businesses, and a natural bent for enthusiastic sales¬ 
manship. 

Mr. Spann was Kentucky bred and born, but what¬ 
ever partiality he may have felt for blue grass, he has 
never let any grow under his feet. As nearly as we 
are able to learn his first commercial venture as a 
young man was the organization of the Paducah Laun¬ 
dry Co., certainly a good clean business, worthy in 
every, respect and evidently well supported by the com¬ 
munity for the organizer was enabled to take a vaca¬ 
tion trip to California along about 15 years ago. Here 
he w|i8 caught off his guard by the likely surround¬ 
ings and a flattering offer from a San Francisco laun¬ 
dry, BO that he never returned from that vacation, 
thougn it did end in time. 

Ability in this line lead to an offer to handle sales 
of certain laundry supplies in the west, and this lead 
to a connection with large interests and the final 
disposal of the agencies. Mr. Spann was among the 
pioneers in the garage business as far back as 1910, we 
presume as a reaction from the environment in the 
laundries where he had spent his time. So it was 
then a very natural step into the Hughson & Merton 
organization. 

His ten years service with the latter organization 
has been faithful and various. He has handled prac¬ 
tically every phase of the business, including the open¬ 
ing of branch offices and establishing new lines in 
the trade. 

Thus he is admirably equipped by training under 
able men, by long experience in the business, by happy, 
enthusiastic, magnetic disposition and by a will to 
progress. So far he has met with most encouraging 
results, and we venture to predict that there is only 
one rule of his movement, and that is ahead. 



The benefit hardware dealers gam from a 
continuous display of Starrett Tools extends 
far beyond the stimulus such a display Imparts 
to tool sales. 


Wriit for BookUt- 

•“Dm Tools Mockanks Bmf 

THE L S. STARBETT OTMPaNY 

TiL WwUi TmmmStr$ 


Starrett Tool advertising, backed by the rigid 
maintenarKe of the highest manufacturing standards, 
has uught the public to accept the rume, STAR¬ 
RETT. as a guarantee of depeiuiable quality. 


The prestige of Starrett Tools earhs for the hard¬ 
ware dealer who regularly displays them, a degree 
of public cor\fideiKe of distinct value in selling 
iv^t orUy tools, but his entire lii^ , 


Send for Catalog No. 22-BF 



The Bend Hardware Company of Bend, Oregon, have 
been increasing their stock materially, and report a 
very satisfactory season. 
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A NICHOLSON PILE THAT CUTS 
TUNGSTEN. 

The Nicholson Pile Co., of Providence, R. I., 
announce a new file that has the very remark¬ 
able ability to file tungsten, iridium and similar 
materials used in the distributor and coil points 
of automotive engines. Those who fully realize 
how hard these metals are will appreciate what 
an extraordinary accomplishment in file making 
this new file is. 

The Nicholson tungsten point file is just as 
hard as fire and water can make it and double 
cut at an angle that gives maximum effective¬ 
ness. Tungsten, even when fused and glazed by 
long use, gives way to the touch of this file like 
soft steel, so that it is now an easy matter for 
garage man or motorist to dress the tungsten 
points of automotive electrical systems. 

The way in which the file came to be made 
is another case of seeking one end and attain¬ 
ing that and another more important. One of 
the great manufacturers of tools suggested to 
the Nicholson Pile Co. that they might develop 
files for testing the hardness of machine tool 
products. 

Of course such test files must be very hard 
and uniformly so. New methods of hardening 
were perfected and the test files were a success. 


They were found to be hard enough to cut tung¬ 
sten. The development of Nicholson tungsten 
point files was then assured, but there were still 
minor details to perfect. 

The file is of a shape and thickness that was 
decided upon only after careful tests in actual 
garage practice. As proof of this, it is thicker 
than previous magneto and coil files so that 
when used to touch up spark plug terminals it 
may serve as a gauge of the proper width of 
the gap. 

Nicholson tungsten point files are supplied 
to the trade in dozen lots, either boxed or on 
attractive counter display cards. 

MY PLIVVER, ’TIS OP THEE 

My Plivver, ’tis of thee, short road to poverty, 
of thee I chant. 

I blew a pile of dough on thee three years ago, 
now you refuse to go, or wonH, or can’t. 
Through town and countryside, you were my 
joy and pride, a happy day. 

I loved thy gaudy hue, thy nice white tires so 
new, but you’re down and out for true, 
in every way. 

To thee, old rattlebox, came many thumps and 
knocks, for thee I grieve. 

Badly the top is tom, frayed are the seats and 
worn, the whooping cough affects thy 
horn, I do believe. 



W OMEN everywhere are enthusiastically welcom¬ 
ing Glasbak dishes because the ^^Heatquick” 
bottom (design patented), the latest improvement, 
makes them so desirable for the best baking results. 

Show the new Glasbak with the “Heatquick'* bot¬ 
tom to your customers. Only a few words are neces¬ 
sary to explain how this feature (found only on the 
bottom of Glasbak dishes) improves their efficiency. 
It allows the oven heat to circulate freely under the 
bottom of the dishes, distributing the heat uniformly 
and causing the contents of the dish to bake more 
quickly and more evenly. 


Glasbak is guaranteed to stand the heat of any 
oven without breaking; does not chip, has a beautiful, 
smooth finish and is easily cleaned. 

See that your stock of Glasbak dishes includes the 
complete line of pie, bread and cake pans, casseroles, 
utility dishes, custard cups, bean pots, baked apple 
dishes, etc. Each piece packed in individual cartons 
for your convenience in handling. 

Send for booklet V 

McKEE GLASS CO., Jeannette, Pa. 
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I^M A RAKE THAT SWEEPS CLEAN 

(An Autobiography) 

I admit that 1 ’m a rake, 
and a long, lank, hungry 
one, with claws that snatch 
and good stiff backbone be¬ 
hind them. But they tell 
me I may operate freely in 
this world of ours, even in¬ 
creasing and multiplying, 
for I have learned to devote 
my hard qualities and un¬ 
compromising teatures to a 
good purpose. Verily, clean¬ 
liness is next to godliness, 
and I am next to it. 

I was converted to the 
service of man on a great 
lawn under a fine old mag¬ 
nolia tree. The owner of 
that tree had been figuring 
for years how to get the 
daily fall of leaves off of 
the lawn without tearing uf 
the lawn, taking an hour or 
so to do it, and trying both 
patience and arm-power. So 
I was conceived, bred from 
an Oriental ancestor of 
stiff bamboo, who was as 
nimble as I, but not as 
sturdy nor as long lived. 

My backbone (they call 
it my handle) is of spruce. 
(Maybe that’s why I do so 
nobly * ^ sprucing * ^ up lawns 
and garden paths.) My 
tines are of No. 14 spring 
steel wire (light, flexible 
and strong, that’s me from 
tip to tip). They use me 
with the rapidity of a house 
broom and I throw the 
leaves and litter dancing 
ahead of me, saving time 
and repetition. 

I tip the beam at 1V-* 
lbs., so I am easily com¬ 
panionable to women and children. Keep me upright 
and swing me as a broom. Slant me over and pull me 
as a rake. Two servants of one master, and always at 
your service. Although all sexes, ages and colors fall 
for me all year round, they have a particular yearning 
for me in the Fall. 

My modest parents are the Madewell Pipe and 
Culvert Works, Oakland, Calif., and my sponsors Carl¬ 
son & Frahm, but I tell them that 1 am well able to 
speak for myself. Just let me shake hands with you 
good western hardware dealers, and you’ll be so fas¬ 
cinated that you will want to introduce me to every 
householder in your community and they will be mighty 
anxious to adopt me as a step (saving) son. 

So that you will have the opportunity of meeting me 
and so that I may meet you and show you what I can 
do for you, my parents and guardians will send me post 
haste if you will just ask them. Then you can size 
me up, try me out for yourself, and if you don’t ask 
for a big family of my brothers and sisters to come 
along and spread all over your neighborhood, then 
you’Tl be the first good merchant who has refused me. 
Just write to the Sladewell Co. and they’ll say what 
they can about me and send me to speak for myself. 



F. S. Harris is a new member of the Gilbert 
Sales Co., connected with the San Francisco of¬ 
fice in the Examiner Building. 


CONSIDER THE SALESMAN. 

He is a necessary factor in every successful 
business. Especially is this true of the sales¬ 
man who goes out from his headquarters to call 
on the merchant. 

You may not think so at once, but if you 
stop to consider the salesman's place in our do¬ 
mestic economy, it may give you another 
thought. 

In large measure, the prosperity of the coun¬ 
try depends upon the men who sell goods. 

The salesman is the pioneer in b^usiness, the 
missionary of trade, the advance agent of pros¬ 
perity. 

When he calls on you, give him a minute or 
two, that he may tell his story. What he has to 
say may prove to be of great value. You have 
all to gain and nothing to lose by listening to 
him for a moment. 

Don^t give him the cold shoulder. He is the 
door-opener for trade. He can help you. Let 
him show you how. 

If he succeeds, you profit. If he fails, you 
lose nothing. 

Many a man who began with selling has be¬ 
come the master of a big business. Selling taught 
him the gift of merchandising successfully. Wel¬ 
come him who may teach you things you ought 
to know. 

It is a free education for you. He pays for 
it, not you. 



The American Boy Line 

A Good Line of Juvenile Vehicles 
Ton Can Tie To 


Hundreds of the best retailers in the United 
States and Canada have found it good business to 
tie to The American-National line of Juvenile 
Vehicles—and so will you. The line, aside from 
being amply large and varied, includes vehicles 
for children of every age. It caters to Young 
America. ’ ’ 


51 YEARS OF EXPERIENCE 

is back of this line. Three factories 
are devoted to the building of these 
ideal vehicles for Young America. 



Write Your Jobber or 
to the Factory for 
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jW OTOR Mei^ camile Hompany 


Wholesale 


Exclusivel 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

BZ0I.U8nrB PI STBIB UTOBS FOB TBB 
rOUMWlHO LINBB 


MAtolOU 
O eiwe 
KotUt Tabes 
Stromberr Otiboieton 
Wdmrriglit PlsUmt 
BUn-Por Perfection Bprlnge 
Spires Bedlatort 
HAD Shock Absoi^ert 
for Fordo 
QiArlel Snnbberi 
CHlmore Fan Belto 
Saj Bee Spot Llghta 
Mdmeco Bronae 


Momeoo Tool Klta 
Pemko Ignition Porta 
Lockwood Seat Ooeers 
Tire and Badiator Ooeeri, 
Etc. 

Falrbaaka Oarage Bqidp- 
ment. 

Oanodj-Otto Oarage Bgelp- 
ment 

Arrow Oi^ Chains 
Dn Pont Top Material 
Laldlaw Seat Ooeer 
MaUrlal 

DrlKnre Betreaders 


And a OompleU line of Mech aides* Tools and Oarage 
Bqolpment 

N6fw 1920 Catalog Ftiniislied oa Boqiiest 

M otoi^ C ompany 

115-117 Sonth West Temple Street. Salt Lake dtp 



l»in 9 |fE!n 

Light—Strong—Comfortable—Compact. 

Oold Medal Gamp Fomlture Mfg. Go., Racine, Wig. 


HARVEY 


BOLTLBSS 

AUTOMOBILE 

SPRINGS 


EASY RIDINQ QUARANTEED 


IMVET SPRII6 II F0R6II6 CO.. 118717lh St.. Ratine. Wis. 




Sioux Tools are the standard tools in garages sTerywhere 
for 

BEMOVIHO BUSHINOS 
BB-FAOIKO. BB-SBATIHO, OBIHDINO 
ANT AND ALL SIZE VALVES 
ALBERTSON A CO.. Hannfaeturors. SIOUX CITY. lA. 




Garden Broom 


IM PORTANT 

SUPPLY HOUSES: 

Write for onr SzclnslTe Agener Proposition (HW) for 
poor rocality. 

ALERT TOOL COMPANY 

2S7-S9-41 North Sixth St., Philadelphia, Fa. 




% Handiest tool on the mar- 
I ket for removing cut grass, 
ij dead leaves, litter, etc., 
I from lawns, garden plots, 

I paths and sidewalks. 

II Does the work— 

I Faster, Better 

i and With 
I Half the Effort 

i 

% Light. Strong. Durable. 
P Spring steel tines and 
% spruce handle. Operates 
i like a broom—you stand 
] erect and SWEEP — not 
Ji rake! 

Cemeteries, parks and 
schools buy them by the 
?/ dozen. Every home should 
- have at least one. 

I If your jobber does not 
w carry them—write direct 
Weight to us. 
lilbo. 

MADEWELL PIPE & CULVERT WORKS 

E.. 12th St and 25th Ave. 
OAKZAKD, OAUFOSmA 


mADEWEU 
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HERCULES ACQUIRES AETNA CO. 

The purchase of the Aetna Explosives Co., Inc., by 
the Hercules Powder Co. was recently confirmed when 
the Aetna stockholders sanctioned the sale of its prop¬ 
erties, assets, and business. This marks the culmina¬ 
tion of a transaction that has interested financial and 
business circles for the past two years, and which in 
addition to being a deal of considerable moment also 
presents an unusual legal aspect. 

Although it has been understood practically since 
the close of the war that negotiations were under way 
between these two manufacturers, it was not until the 
petition of the Hercules company for peimission to pur¬ 
chase the Aetna company had been acted on favorably 
by the circuit court of appeals, sitting as the United 
States court for the district of Delaware, that the propo¬ 
sition assumed any real definiteness. The Hercules com¬ 
pany was originally created by a decree of a federal 
court in an action brought by the United States against 
the DuPont company under the Sherman act. 

Although not a party to this action, the Hercules 
company is bound by certain injunctions in the final 
decree, and for this reason it was deemed necessary to 
petition the court for permission to effect the present 
transaction. On May 4 a decision was rendered on the 
Hercules company’s petition, sanctioning the purchase 
of the Aetna company, in which the court expressed 
itself as convinced that in permitting the Hercules Pow¬ 
der Co. to buy the Aetna company, actual competition 
would be undiminished and even probably increased, 
especially as regards the Hercules company’s strongest 
rival, the DuPont company. The case was heard before 
Judges Buffington, Woolley and Davis. 

By this purchase the Hercules company will acquire 
high explosives, or dynamite, plants near Birmingham, 
Ala.; Emporium, Pa.; Sinnam^oning, Pa.; Ispheming, 
Mich., and Fayville, HI.; two black blasting powder 
plants, one at Goes Station, Ohio, and the other near 
Birmingham, Ala.; a plant for the manufacture of blast* 
ing caps and electric blasting caps at Port Ewen, N. Y., 
and a plant for the manufacture of fulminate of mer¬ 
cury, for use in blasting caps, at Prescott, Ontario, 
Canada. 

The explosives industry differs from most others in 
that it is limited geographically in making sales because 
of freight rates. It is only possible to ship such com¬ 
modities a limited distance from the place of manufac¬ 
ture before a point is reached at which transportation 
costs make it impossible to compete with other com¬ 
panies having plants nearer the particular consuming 
center. The principal significance of this transaction 
to the Hercules company is that it will in future, be¬ 
cause of the location of the Aetna plants, be able to • 
enter territories in which it has previously found it un¬ 
profitable to sell. It will thereby compete all the more 
successfully with other explosives manufacturers. 

“With the Aetna company’s business, the Hercules 
Powder Co. becomes a much larger factor in the ex- 
losives business of the United States,’’ said .T. T. 
kelly, vice-president ot the Hercules company. 

“The company is now in a position to compete for 
business in all parts of the United States, and will be 
greatly strengthened in important fields which have 
hitherto been closed to us on account of freight rates 
from our plants. 

‘ ‘ The reorganization will take place gradually. As 
in some cases we already have branch offices in cities 
where there is an Aetna office, consolidations will be 
necessary and new alignments of branch office terri¬ 
tories must be worked out. It is our intention to retain 
as many members of the present Aetna organization as 
we consistently can, but obviously, one of the great 
advantages of this purchase will be the reduction in 
overhead which it will make possible. Ultimately the 
principal members of Aetna’s home office organization 
will be transferred to Wilmington.’’ 

Winters & Spencer, Kirkland, Washington, are j»re- 
paring to occupy a new building and increase stock 


SAFETY CAN OPENER 

During the fruit and canning season the merchant 
should readily see the advantage of carrying the Safety 
can opener. It is easily operated, with no danger of 
cutting the hand, and at the same time cuts out the 
top completely and saves every can. 

These are among the advantages of Cole’s Safety 
Can Opener, manufactured by the Safety Can Opener 
Co., of Streator, Ill. It is said to fit into the vest 
pocket like a cigar, ready for every emergency. 

There should be great possibilities for this item in 
hotels, restaurants, groceries, packing houses and where 
cans must be opened frequently and quickly. The com¬ 
pany will be glad to submit prices to any merchant ap¬ 
plying, and will send a sample for 65 cents each to cover 
the actual cost and convince any inquirer of the merit 
of the goods. 

THE EAGLEY-MORRISON HOUSEHOLD 
LINE 

The Eagley-Morrison Co., of North Girard Pa., is 
announcing to the western trade their complete line 
of wall clothes driers and wood and wire garment hang¬ 
ers of excellent quality. 



There is a steady demand for these articles of house¬ 
hold utilities, particularly on the miscellaneous or no¬ 
tion table in the hardware store, where are made extra 
sales to purchasers and the sale that was not expected 
when the customer entered the store. 



Eagley-Morrison goods are handled by all western 
jobbers, and the company is represented by the H. M. 
Greener Sales Co., 56 East Randolph street, Chicago, 
HI.; Thayer & Bower, 845 Monadnock building, San 
Francisco, Cal., and R. A. Morrison, 309 Board of Trade 
building, Portland, Ore. 

PLAYING SAFE 

The Frenchman did not like the looks of the barking 
dog barring his way. 

“It’s alright,’’ said the host, a Philadelphia hard¬ 
ware manufacturer, “don’t you know the proverb, 
‘Barking dogs never bite’t’’ 

“Ah, yes,’’ said the Frenchman. “I knew ze pro- 
verbe, you know ze proverbe; but ze dog—does he know 
ze proverbef’’ 
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GUARANTEE SCALES ABSOLUTELY 

accurate 

The American Scale Go., of Kansas City, Mo., takes 
pride and interest in the name and fame they have 
established in maintaining a standard of accuracy 
and exactness, worthy of a United States mint. 

The company has built its business on a policy of 
good goods, right prices, prompt service and absolute 
satisfaction to customers. AU American scales are 
sealed to weigh according to the United States standard 
of weights and measures unless otherwise ordered. As 
an extra precaution the company sets up each indi¬ 
vidual scale on its own frame in the factory and tests it 
oat with accurate test weights before leaving the fac¬ 
tory. 

As the result of over 20 years’ experience in the 
manufacture and sale of high grade scales, the company 
is prepared to furnish standard portable scales, either 
with or without loose weights, and eouipped witn a bag 
rack if desired. The company also manufacturers 
wagon and motor truck scales, and can furnish either 
pit or pitless type for any purpose. 


Miss B.—* * Paul, write a short theme on the subject 
of baseball. ’ ’ 

Paul handed handed in the next day—**Bain, no 
game.” 


^ ^ I hate to be a kicker, 

’Cause it doesn’t make for peace; 
But the wheel that does the squeaking 
Is the wheel that gets the ^ease. ’ ’ 


DEATH OF TWO PROMINENT WESTERN 
RETAIL MERCHANTS 

The California Association lost two of its 
leading members within a very few days of 
each other the first week in July, with the pass¬ 
ing of William J. Boschken, president of the 
Boschken Hardware Co., San Jose, and of Wil¬ 
liam Cox, proprietor of the Cox Hardware Co. 
Ukiah. 

Mr. Boschken passed away after a three 
weeks’ illness when pneumonia set in as a result 
of an operation. Within the year he had lost 
by death his mother and older brother and was 
just preparing to retire from active business, 
so that he might take a trip around the world. 

Mr. Cox was the victim of an automobile 
accident while driving with his wife in the 
mountains near his home. 

Both men were able merchants, popular and 
cherished personalities, leaders in ^eir respec¬ 
tive communities, and valued members of t^ir 
association. Their passing comes as a distinct 
loss to their fellow merchants and to the trade, 
and we extend our heartfelt sympathies and 
those of the trade to the families of Mr. Bosch¬ 
ken and Mr. Cox. 


EarOWLSON SPBIKa 8PBBA1IEB8 



tun to openic. Fki uy tpring. All dMien. or Mot prtptM 
SprlW Ual UMoator Co„ IMS FotmI ««o„ Dm IMw. MMt. 


THE ONLY VALVE GBINDEB THAT 
DOES GBIND VALVES PBOPEBLY AND 
ON AN ABSOLUTELY OOBBEOT PBIN- 
CIPAL. 


PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR 
STEMS. 


ITS BALL BEARING BELIEVES USER 
OF ALL STRAINS. 

EIGHT YEARS ON THE MARKET IS 
PROOF OP ITS SUPERIORITY. 


UNIVERSAL EQUIPMENT & SUPPLY CO. 
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E. P. COOPER CALLED BY DEATH 

In the recent death of E. F. Cooper^ mill goods sales 
manager for Henry Disston & Sons, Inc., industry and 
the trade, in common with the Disston organization, 
loses a friend, a master, and a servant. 

Mr. Cooper entered the employ of the house of Diss¬ 
ton on October 1, 1871. After spending two years in 
the factory he entered the sawmill that Henry Disston 
had established for the purpose of making practical 
experiments in running saws. Here, for six years, Mr. 
Cooper gained practical mill experience and many 
useful ideas which he absorbed from visiting mill men, 
who came from all parts of the country to witness the 
experiments. 

For the next six years he engaged in sawmilling and 
millwright work in various states. Then for five years 
he traveled, selling the Disston line. At this time Mr. 
Cooper entered the mill business, and spent two years 
with his own mill. Then he returned to the Disston 
organization in 1892. He became northern mill goods 
sales manager, and was appointed mill goods sales man¬ 
ager in 1909. 

Mr. Cooper was familiar with all the saws and ma¬ 
chines in use by the progressive lumbermen of today. 
His father and grandfather had been mill men. He 
was born with a love of the business, an ambition tc 
perfect his knowledge, and a capacity to absorb in¬ 
formation. From the business standpoint, he is a great 
loss to the trade. 

He is survived by his wife, two sisters, Mrs. Burk¬ 
holder, Mrs. Carter, both of Philadelphia, and three 
brothers, John L. and Charles H., both Disston sales¬ 
men, and George M., assistant superintendent in charge 
of the Disston band saw department. 


C. P. CATLIN WITH REMINGTON 

Charles P. Catlin, formerly jobbing sales manager 
of the Oneida Community, Ltd., has joined the Reming¬ 
ton Arms Co., Ltd., New York city, as manager of sales 
promotion in the cutlery division. Mr. Catlin assumed 
his new duties early in July, works in connection and 
co-operation with A. H. Willey, sales manager of the 
cutlery division. Mr. Catlin has a wide experience in 
the hardware-cutlery-silverware business and he has al¬ 
ways enjoyed extremely cordial and friendly relations 
among the wholesale and retail trade in every section 
of the country. 

Mr. Catlin has had 31 years’ experience in the busi¬ 
ness. He spent seven years learning with Hibbard, Spen¬ 
cer, Bartlett & Co., selling hardware and cutlery to the 
retail trade in Illinois and Indiana. During the next 
nine years he held a position as cutlery buyer and sales 
manager for the Van Camp Hardware & Iron Co., and 
Marshall Wells Co., spending four and a half years with 
each concern. 

In 1912 Mr. Catlin became associated with the 
Oneida Community, Ltd. He was manager of their St. 
Louis office for four years and during the past five 
years has been jobbing sales manager in the silverware 
department. 


P. E. MYERS & BRO. CO. INCORPORATED 

After over 45 years continued growth and 
development in co-partnership form, the busi¬ 
ness of P. E. Myers and his brother, P. A. Myers, 
at Ashland, Ohio, has been incorporated as the 
P. E. Myers & Bro. Company, with a capital 
stock of $6,000,000. 

The ehange in form of organization in no 
way affects the conduct of the business or the 
policy of these great manufacturers of pumps, 
hay tools, door hangers, etc. It will only pro¬ 
vide new facilities for expansion and develop¬ 
ment as well as making the operation of the 
business easier from an administrative stand¬ 
point. Before the reorganization it was the 
largest partnership in the state of Ohio. 

Started in a basement by the two brothers, 
with a few hand tools, limited capital and no 
outside help, the business has steadily grown 
from year to year, until the present output when 
running full aggregates two Myers pumps per 
minute during working hours, and a corres¬ 
ponding number of cylinders, hay tools, door 
hangers, etc. 

Officers of the new company will be as fol¬ 
lows : P. E. Myers, president; P. A. Myers, vice 
president and general manager; John C. Myers, 
second vice president; Guy C. Myers, third vice 
president; P. B. Kellogg, secretary and treas¬ 
urer; A. N. Myers, T. W. Miller and G. D 
Myers, additional directors. 

Substantial Prica Reduction 

One of the first official acts of the new ad¬ 
ministration was the mailing of the new catalog 
and discount sheet, announcing reduced lists 
and prices averaging over 25 per cent and guar¬ 
anteed against further declines. The new prices 
are made recessive to July 1, so that all orders 
received after that time were settled at the 
new basis. 


It’s not so much the thing you say 
But how you say it; 

It’s not the compliment you pay 
But how you pay it. 

A word is but a little thing, 

Yet joy or sorrow it may bring. 

That little word may moan or sing— 
It’s simply how you say it. 


BEH & CO. OPEN UPTOWN OFFICE 

Beh & Co., manufacturers of housefurnish¬ 
ing specialties, have opened offices ‘‘uptown” 
in New York. They likewise have a large and 
attractive display room, combined with their 
executive offices. 1140 Broadway, corner 26th 
St., Lowell Bldg., on the second floor. 

Here they will display their full line of Acme 
freezers, Elgin ovens, Reznor heaters. National 
pressure cookers, the Diller lines of fireless 
cookers, 0’Cedar products and other selling 
items which they control. 


You may say ‘‘Thank you” to your trade. 
It’s how you saj" it; 

You may say things are highest grade. 

It’s how you say it. 

Don’t hand out kind words with a moan. 

And then success will be your own— 

Put warmth and good cheer in your tone, 

A great game, if you play it! 


The store that shows a proper appreciation 
of its customers’ small orders is the store that 
will get their large orders. 
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JOHN SMITH 

PASSING OF JOHN SMITH AND JOHN 
RAYMER 

Within one week of another, two of the most 
revered and truest men and merchants of the Northwest 
passed away the last week in June^ just as our last 
issue was in the bindery. John Smith of Walla Walla 
and John Kaymer of Reardon had led lives in many 
respects similar; they wero men of the same fine type. 
They had worked side by side for the betterment of 
the business of their f?llow8, leading always with wise 
counsel and by noble example. 

So a double edged sword has cut the hearts of their 
friends and fellows all over the West with the announce¬ 
ment of their passing from earth. Yet we cannot but 
feel that there is a grim beauty in the thought that 
these two noble spirits should enter into the chambers 
and councils of the hereafter side by side and together, 
just as they walked the ways of earth. 

John Kaymer was a native of Michigan in 1856, 
where he worked on the farm and in the lumber camps. 
When 28 years old he journeyed west, where he farmed 
and later purchased half interest in a saw mill near 
Davenport, Wash. In 1890, in partnership with O. A. 
Menger, he opened the first hardware store in Reardon. 
The business has grown steadily, and Mr. Raymer 
bought his partner out and built the fine brick building 
which housed the institution in 1901. It has always 
been regarded as one of the strongest businesses in the 
Inland Empire. 

Long a stockholder and director of the Reardon 
National Bank; Mr. Raymer was elected president in 
1911. He was also president of the Chamokane Lumber 
Co., a member of several fraternal orders, a member 
of the city council since the organization of the town, 
and for one term representative in the state legislature. 
He was always active in the affairs of the Inland 
Empire (now the Pacific Northwest) Hardware and 
Implement Association. In 1911 he was made president 
of the Washington Hardware & Implement Under¬ 
writers and has filled that position continuously until 
his death. He is survived by his wife, three sons, 
Norman, John C. and Nelson, who carry on the business, 
and a daughter, Elizabeth. 

With almost the same life story as his fellow, John 
Smith was a native of Wisconsin in 1863. First a 
farmer ^s boy, then a woodsman, and later a black¬ 
smith ^s apprentice, he became an expert worker of iron. 
For four years he was one of the proprietors of a 
general blacksmithing and wagon making business. 
Going west in 1888, he immediately began to sell agri¬ 
cultural implements, and by 1894 he controlled the 
business Walla Walla, with a branch at Waitsburg. 


JOHN BAYMEB 

It is this business that has grown and continuously 
borne his name. 

Mr. Smith was a prominent member of fraternal 
organizations and is the first member of the Walla 
Walla Rotary Club to pass away. He was the fourth 
president of the Northwest Hardware & Implement 
Association and is the first past president of the asso¬ 
ciation to pass away. Mr. Smith commanded the high¬ 
est respect of his fellow merchants and townsmen. All 
business was suspended in Walla Walla during his 
funeral, and the tributes to his noble life and fine 
memory have been many. He is survived by his 
widow and five children. 

To the families of John Smith and John Raymer, 
and to their associates, who will carry on their work, 
so well begun, we offer our keenest, most heartfelt 
sympathy, and we know that in this we voice the 
whole-hearted feeling of the trade. May those who 
survive have comfort in the thought that they were so 
close to these lovable, outstanding men. Their heritage 
in memory is among the priceless gifts this world has 
to offer. 


No. 1 PERFECT SAW SET 

Chas. Morrill has just put upon the market a new 
model of the No. 1 sawset. The Nos. 1, 3, 4 and 5 
sawsets have always been known as the Perfect Saw- 
sets, so that this ^1 be known as the Perfect No. 1. 

At the request of the War Industries Board, the No. 
1 old style was discontinued during the war. The com¬ 
pany now finds that by using the castings and parts 
of the special sawset with the exception of the anvil, 
they can increase production, conserve material and at 
the same time produce a No. 1 sawset said to be 
superior to any of the No. 1 or sliding anvil type that 
have ever been produced. 

The advantages of the new model include: A lever 
handle is on the bottom. The anvil providing a 
saw bearing surface instead of a line. The anvil is 
on an angle. A locknut on the gauge screw. The 
plunger and spring completely enclosed. The sawset, 
except the anvil, is made from the same castings and 
parts as the special sawset. 

The complete line of sawsets now made by Chas. 
Morrill is: No. 1, 95 and Special Sawsets for hand 
saws not over 16 gauge; No. 3 sawset for cross-cut and 
circular saws, 14 to 20 gauge; No. 4 sawset for double 
toothed saws, 14 to 20 gauge; No. 5 sawset for timber 
and board saws, 6 to 14 gauge. 
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I *11 -A PALMA AMMUNITIO: 

C oleman iJ uick-Lite 


Trademark Registered U. 8. Patent Offtc% 

‘^COLEMAN QUICK-LITE’» NOW REGIS¬ 
TERED TRADE MARK 

' ‘ Coleman Quick-Lite '' in the form and style 
of lettering as shown above is now the official 
trade mark for Coleman Quick-Lite lamps and 
lanterns. It was registered in the United States 
Patent Office under No. 140701, March 22,1921. 

This is considered as another recognition of 
the Quick-Lite as a great achievement in arti 
cial lighting. This wonderful light was invented 
by Mr. W. C. Coleman, president of The Cole¬ 
man Lamp Company, about five years ago. Since 
that time, thousands of Quick-Lites have been 
sold all over the world. They have met with 
such an universal and such a popular demand 
that, in order to keep pace with the call for its 
products, the company has grown until it is 
now operating the largest plant in the world 
devoted exclusively to the manufacture of gaso¬ 
line lamps, lanterns and lighting plants. 

Company officials state that the number of 
dealers who are enjoying the rapidly growing 
sales of ‘‘Quick-Lites’’ has steadily increased 
until there are now approximately 30,000 scat- 
tered all over the United States who handle 
these widely known and nationally advertised 
lamps and lanterns. 

So in order to safeguard the good will, pres- 
tige and trade preference that has been built 
up for “Quick-Lites**; to protect the dealer 
against substitution and help him further stim¬ 
ulate his sales, the company considered it ex¬ 
pedient to register the trade name for its 
“Quick-Lite** lamps and lanterns. The “Cole¬ 
man Quick-Lite** trade mark now definitely 
identifies the uniform quality and excellence ot 
“Quick-Lite** lamps and lanterns with the Cole¬ 
man Lamp Co. 

Coleman executives believe that their deal¬ 
ers will be able to make capital out of this new 
registration by tying up their local advertising 
with this sign of the “Quick-Lite** which is used 
in the company*s national advertising, and by 
the liberal use of dealer advertising and selling 
helps which the company furnishes free on re¬ 
quest. _ 



GIVES CLEANING ROD A DOUBLE USE 

A special adapter which enables an owner of Mar¬ 
ble’s .28 cal. rifle rod to use Marble’s shotgun cleaner, 
has just been perfected by the Marble Arms & Mfg. 
Co., of Gladstone, Mich. This little device thus saves 
the owner of a .28 cal. rifle rod from buying an extra 
rod to clean his shotgun. It is made with slotted tip 
and will fit either brass or steel rods. All jobbers 
handling Marble’s outing equipment are now supplying 
their trade with the special adapter. 


When the National Rifle Matches 
are held at Camp Perry, Ohio, next 
September, it is expected that the principal event will 
be an international team event, known as the Palma 
Match, between an All-American Rifle Team and for¬ 
eign competitors. As this will be the biggest inter¬ 
national shooting competition that has been held in the 
United States for many years, it is very important 
that our team be supplied with the most accurate 
ammunition obtainable. Having this in mind, the 
Ammunition Testing Board of the War Department, 
which selects ammunition for use in the National and 
International rifle matches, held a public ammunition 
tryout on the Marine Corps Rifle Range at Quantico, 
Va., May 13 and 14. 

Four of the large American ammunition manufac¬ 
turers and the Government Arsenal each submitted from 
two to four samples of the most accurate hand loaded 
.30-1906 caliber rifle ammunition that their vast ex¬ 
perience in this line enabled them to produce. 

Every available make, brand, and type of powder, 
both nitro-glycerih and the coated and uncoated nitro¬ 
cellulose, including many special experimental lots of 
the latter, were considered in making up this ammuni¬ 
tion. Flat base, tapered and boat-tailed bullets, jacket¬ 
ed with cupro nickel, both plain and tinned, and copper 
and copper alloys, were all tried in making up the 
various lots for this task. The ammunition concerns 
left no stone unturned to produce the most accurate 
loads possible, irrespective of the expense incurred, 
and as a result, the cartridges that were unpacked at 
Quantico and shot in the Mann Y and machine rests 
represented the last word in accuracy in modern mili¬ 
tary rifle ammunition. 

The board decided that the test should consist of 
the firing of 100 shots per lot, in groups of 10, in the 
Mann Y rest and 100 in a similar manner in machine 
rest, all at 1000 yards, the lot making the smallest 
mean error to be declared the winner and selected for 
the use of the team. 

Shortly after the test began, it became evident that 
a remarkable degree of accuracy was being obtained. 
Group after group that measured only five to ten or 
twelve inches on a side was placed on the targets. 
Groups a foot square from the Mann Y rest were so 
common that they ceased to excite comment. Some 
were less than the size of a man’s two hands. 

As a result of this tryout, the 1921 Palma ammuni¬ 
tion will be loaded by the Remington Arms Co., Ine., 
with 180 gr. cupro nickel jacketed bullets, and 45 grs. 
of Hercules HiVel powder. 


ALUMINUM EXPERTS WITH MISSION 
WARE 

One of the problems that the Western Aluminum 
Mfg. Co. has to solve in establishing aluminum ware 
manufacture at Oakland has been in securing skilled 
workers for its factory. 

Making aluminum ware is a peculiar and specialized 
work in itself, and men must be trained through long 
vears to produce good aluminum ware. The company 
has been fortunate in securing the services of two 
masters in aluminum manufacture to head the factory’s 
staff. John R. Wollgren, superintendent, has a thor¬ 
ough knowledge of aluminum making, having formerly 
been a machinery and aluminum manufacturer in both 
Illinois and California. B. La Coste, in charge of the 
foundry, was formerly instructor in aluminum casting 
in the California School of Mechanical Arts. 

Under these men is a staff of expert and long 
experienced aluminum workers, many of whom came to 
California especially for the purpose. 
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MONEL METAL SCREEN WIRE CLOTH 

The long-developed longing of the house¬ 
holder for screens that will not rust or corrode, 
especially in the damp air near the sea coast, 
has at last been gratified, according to the an¬ 
nouncement of the American Wire Fabrics Co., 
in putting Monel metal screen on the market. 

It seems that Monel metal is both strong and 
permanent. After four months continual spray¬ 
ing in test, the Monel screen showed no sign of 
deterioration. A piece is photographed by the 
company, which has done service in a house on 
the New Jersey coast for nine years. In ball 
drop tests the Monel screen proved its superior 
strength over copper, bronze, painted iron and 
galvanized screen. It is said that a strand of 
Monel metal is 60 per cent stronger than the 
same size strand of copper wire. 

Since Monel metal is natural nickel copper 
alloy, it is a dull gray-white in color and so less 
obtrusive to the eye. It is made by the Ameri¬ 
can Wire Fabrics Co., in widths of from 24 to 
36 inches in 2-inch steps, also in 42 and 48-inch 
widths. Measures are 16 and 18 and gauges are 
.009 and for screen doors .010. 



THE PACKHAM 


MADE BY 

PACKIUM CRmPER GO. 


If Your Jobber Does Not 
Carry It, Write Us 


THE “MODEL’’ ROASTER. 

The “Model” roaster has been tested for 
years and has established its claim to be the best 
in its class. 

Besides being seamless and free from rough 
ridges it has the merit of an excellent finish— 
both in the enameled numbers as well as in the 
plainer styles. 

It is strictly a ‘ ‘ Model ’ ’ article, made in two 
sizes, useful in the home, and in the larger size, 
for hotels and institutions. 

The manufacturers take especial pride in 
keeping the roaster up to date, as dealers every¬ 
where can testify. 

This now necessary and sanitary roaster will 
commend itself to new friends, and needs no in¬ 
ti oduction to those who have studied its merits 
in previous years. 


When you treat a customer so that he will 
want to come again you have made two profits 
on your sale. 




it is strange that lamps and lanterns are not more frequently used in sales windows, when it is realized that 
they are in everyday use, and that attractive and salesmaking windows can be so easily made. Indicative of 
this is the window of Alfred Stahel & Sons, of Coleman Quick-Lite products, which resulted in a remarkable 
increase in sales of these well known products, which should be more generally displayed. 
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HERE IS THE KIND OF MAN WHO IS 
WANTED 

‘‘A man for hard work and rapid promotion; 
a man who can find things to be done without 
the help of a manager and three assistants. 

‘'A man who gets to work on time in the 
morning and does not imperil the lives of others 
in an attempt to be first out of the office at 
night. 

‘‘A man who listens carefully when he is 
spoken to and asks only enough questions to 
insure the accurate carrying out of instructions. 

‘‘A man who moves quickly and makes as 
little noise as possible about it. 

‘‘A man who looks you straight in the eye 
and tells the truth every time. 

“A man who does not pity himself for hav¬ 
ing to work. 

‘‘A man who is cheerful, courteous to every¬ 
one and determined to ‘make good.* 

“A man who, when he does not know, says 
‘I don’t know,* and when he is asked to do 
anything says, ‘1*11 try.* 

“A man who does not make the same mis¬ 
take twice, who is not a goody-goody, a prig or 
a cad, but who does the very best he knows 
how with every task entrusted to him. 

“This man is wanted everywhere. Age or 
lack of experience do not count. There isn’t 
any limit, except his own ambition, to the num¬ 
ber or size of the jobs he can get. He is wanted 
in every big business from Maine to California.” 


A vacation worth while is one which rests 
you, refreshes, invigorates, and brings you back 
with a keen anticipation for your tasks, and a 
determination to put something big across. 
Otherwise, if you are not shaken out of hum¬ 
drum ways, or wakened up a bit, you might 
as well stay at home and keep jogging along 
in the same old rut. 


Make up your mind that from this day on 
you will give the very best that is in you. It 
is estimated that people are rarely more than 
from 30% to 50% efficient—even the most suc¬ 
cessful ! This represents a terrific waste, much 
of which is wholly unnecessary. Are you con¬ 
sciously increasing your efficiency, hour by 
hour, and day by day? 


FOR THE WELL-BEING OF HUMANITY. 

Wherever men engaged in the business of 
equipping our homes, offices, hotels, public 
buildings, schools, shops, factories and other 
buildings occupied by human beings with the 
piping and fixtures niccessary for our health and 
comfort, meet in convention, we find an active 
center big with possibilities for the well-being of 
humanity. 

It would be difficult to overestimate the 
value of the skilled and thoroughly efficient 
plumber (it is unfortunate that he has not a 
more inclusive and descriptive title) to the 
health, comfort and happiness of any commun¬ 
ity. It is quite within conservative bounds 
even to say that this practical sanitarian is an 
essential of our modem civilization. 

Beginning with the manufacturer of sani 
tary fixtures and continuing down the line to 
the last man who applies his skill, and his con¬ 
science, to their installation, we have a series 
of closely allied activities not one of which may 
be neglected or slighted without danger to the 
individual and to the community. 

Given sanitary equipment of the first quality 
(and there should be but one quality where such 
vital interests are at stake) and installations 
that recognize in every detail the highest at¬ 
tainment of the art, prompted by a desire to 
give the user the greatest possible degree of 
service, we have a combination that insures on 
the one hand the inspiration of a high busi¬ 
ness ideal, and on the other, a distinct and im¬ 
mensely valuable contribution to the sum of 
human health, human comfort and human hap¬ 
piness. 

It is the very great privilege of the plumber, 
the sanitarian, the sanitary engineer—call him 
what you will—to be inspired by this high ideal 
and to give this inestimable public service. And 
it is increasingly evident to one who follows 
state and other conventions of practical plumb¬ 
ers and notes the matters there discussed, that 
there is a well-defined movement toward this 
business ideal and an increasing demand within 
the trade itself that its members give invariablv 
that quality of service which will contribute 
most to the well-being of their fellows. 

—The Valve World. 
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Wise Woman’s Weapons—Pluck, Personality 

Perseveramce 


P ICK up any magazine these days and you 
will find chronicled the stories of many men 
who have signally elevated themselves to 
positions of trust and responsibility in the busi¬ 
ness world. 

We read avidly these records of environ¬ 
ment overcome, difficulties conquered, oppor¬ 
tunities grasped; they are 
always a source of inspira¬ 
tion, although a thoughtless 
majority of us are prone to 
attribute their success to 
some kind of magic formula. 

If the records of success¬ 
ful men are thus accounted 
for, a woman’s achieve¬ 
ments are considered even 
more remarkable; although 
in both instances the great 
mysterious secret is simply 
the caipacity for honest hard 
work and the faculty of rec¬ 
ognizing opportunity when 
it presents itself—which en¬ 
ables us to introduce to our 
readers Miss Alice M. Jack- 
son, San Francisco manager 
for the largest manufac¬ 
turer of plumbing supplies 
in the world. 

In 1910, the Standard 
S a ni t a r y Manufacturing 
Company of Pittsburgh 
opened in San Francisco 
their first western branch 
office. Allotted to it as ter¬ 
ritory was the entire Pacific 
Coast and the Hawaiian Is¬ 
lands, with W. C. Chamber¬ 
lin as district manager. 

Prom its very beginning 
Miss Jackson has been as¬ 
sociated with this offic.^. 

Prior to that time she had 
been employed in a steno¬ 
graphic capacity by several 
San Francisco concerns. 

With Standard, how» 0 ver, 
her services were confined 
to no such limited field. As 
she whimsically expressed 
it, she had, at one time or 
another, been everything 
“from office boy—on up.” 

This varied training has 
given her- a thorough ac¬ 
quaintance with every 
phase of the branch office management. 

Just before the war, in January, 1917, new 
offices were completed at 149-155 Bluxome St., 


in conjunction with a large warehouse and 
showroom, containing 28,000 square feet of floor 
space. The steadily increasing volume of busi¬ 
ness also demanded a materially augmented 
office force to handle it, as well as additional 
salesmen for the road. 

Then in the later part of 1918, Mr. Chamber¬ 
lin was severely stricken 
with the “flu,” and was for 
a long time physically un¬ 
able to attend to his duties 
as manager. In this emer¬ 
gency, Miss J ackson’s 
knowledge and familiarity 
with executive detail not 
only stood her in good stead, 
but proved more than for¬ 
tunate for her company. 
However, we will let her 
tell about it, although at the 
time she was blissfully un¬ 
aware of the size of hor 
audience. 

“Well, you see,” said 
Miss Jackson, “everything 
was so upset and disordered. 
Naturally no one wanted to 
accept the responsibility at 
such short notice. But some ¬ 
thing simply had to he done. 
There wasn’t time to appeal 
to the factory, and it would 
have been hard for a new 
man to step in and keep 
things running smoothly 
anyway. So, well—I had 
been working with Mr. 
Chamberlin so long, and be¬ 
ing familiar with every¬ 
thing, why I just decided it 
was up to me. 

“Of course, I realized it 
would mean real application 
and hard work, but I was 
pretty well used to that and 
knew I could do it. And 
then everyone in our or¬ 
ganization stood by me most 
loyally. That helped :i 
great deal. Whenever we 
had to put in overtime get¬ 
ting rush orders out, I never 
had to ask anyone to stay. 
No matter how frequent¬ 
ly that occurred, there was 
never a murmur, not once.” 
“No one seemed to re¬ 
sent the fact that a woman was in charge?” we 
interrupted to question. 

“Not a bit,” she replied with a faintly 



MISS AUOB M. JACKSON 

Manager of the San Francisco branch of the 
Standard Sanitary Mfg. Co. 

We have heard much of Miss Jackson and 
her ability from those having to do with the 
plumbing trade throughout the West. 

We shall have to ask Miss Jackson to accept 
this as our apology for thus placing her in the 
"lime li|rht,” but know she will forgive ns when 
she realizes we wish to mention her accomplish¬ 
ment and her business ability as an incentive 
not only to other young women, but likewise to 
the men, whom we occasionally meet, who tell 
us that the “day of opportunity has past”— 
that if they had lived fifty years ago how much 
they could have accomplished. 

Surely there is no business in the world that 
one would chose as being more unlikely for a 
young woman to make a anccess in than the 
plumbing business. 

To yon men who complain about obstacles and 
difficulties, this brief reference to Miss Jackson 
should serve as an incentive and an inspiration. 

Surely you would not allow a “mere woman” 
to outdo you or overcome greater obstacles than 
yon can. 
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amused smile. ‘‘In fact, perhaps our people 
were even more considerate on that account. I 
don't know. Would rather not think so, at any 
rate. 

“I believe that's about all; except that when 
Mr. Chamberlin went east as general sales man¬ 
ager for the entire Standard organization, his 
recommendation to the executive committee car¬ 
ried weight and in January, 1920, I took over 
the management of this territory." 

‘‘Just one thing more. Miss Jackson," we 
asked, ‘‘will you tell us the secret that has 
enabled you to attain the confidence ofV^ur 
company and the well-earned position you now 
hold?" 

‘‘Plain hard work," she said simply, with 
each w^ord tapping her desk for emphasis. 

However, if womanly tact, a most charming 
personality, and a certain quiet seriousness did 
not carry as much weight as any recommenda¬ 
tion, then we miss our guess entirely. What 
Miss Jackson accomplished has most assuredly 
not been at the cost of feminine qualities. To 
what extent they may have contributed to her 
success, we refrain from venturing an opinion, 
but do know that coupled with an extremely 
level head, they have constituted a most effect¬ 
ive combination. 


Dull periods or rainy days can be made im¬ 
mensely profitable if wisely used, in prepar¬ 
ing for bright weather and prosperous times. 

It is high time to plan something in the 
way of a constructive campaign for the coming 
season. Volume is not the result of accident 
or chance. It is the blossom of careful plant¬ 
ing and faithful cultivation. 


When th' w^orld is lokin' dreary, 

An' just livin' makes you weary— 

When you think the good old pep is almost 
gone; 

Keep your biggest smile a’workin' 

An' your percolator perkin' 

Then you'll find that business too is keepin' on! 


CONCERNING DISCOUNTS 

When you have money in the bank discount 
your bills as fast as you like, but don't dis¬ 
count your future by buying beyond your 
means. 


THE ‘‘KING'S ENGLISH" 

A colored woman one day visited the court 
house in a Tennessee town and said to the 
judge : 

‘‘Is you-all the reperbate judge?" 

‘‘I am the judge of probate, mammy." 

‘‘I'se come to you-all 'cause I'se in trouble. 
Mah man—he's done died detested and I'se got 
free little infidels, so I'se cum to be appointed 
der execootioner." 


GOOD BUSINESS 

If I possesed a shop or store 
I'd drive the grouches off my floor; 

I'd never let some gloomy guy 
Offend the folks who came to buy; 

I'd never keep a boy or clerk 
With mental toothache at his work, 
Nor let a man who draws my pay 
Drive customers of mine away. 

I'd treat the man who takes my time 
And spends a nickel or a dime. 

With courtesy and make him feel 
That I was pleased to close the deal, 
Because tomorrow, who can tell? 

He may want stuff I have to sell. 

And in that case then glad he'll be 
To spend his dollars all with me. 

The reason people pass one door 
To patronize another store. 

Is not because the busier place 
Has better silks or gloves or place. 

Or cheaper prices, but it lies 
In pleasant words and smiling eyes; 

The only difference, I believe, 

Is in the treatment folks receive. 

It is good business to be fair, 

To keep a bright and cheerful air 
About the place, and not to show 
Your customers how much you know; 
Whatever any patron did 
I'd try to keep my temper hid. 

And never let him spread along 
The word that I had done him wrong. 

—Edgar A. Guest. 


SALESMANSHIP IS INTEREST IN 
CUSTOMER 

Salespeople who make friends and who suc¬ 
ceed in the art of selling are those who take a 
personal interest in their customers and who 
try conscientiously to get for those customers 
the exact merchandise they want. This is per¬ 
haps the corner stone of salesmanship, for 
around this particular phase of selling depends 
the entire success and future welfare of those 
engaged in retailing. 


SANITARY SPECIALTIES PRODUCTS 
APPROVED 

Another stamp of approval and recommendation was 
placed on the bathroom fittings of the Sanitary Spe¬ 
cialties Co., of Philadelphia, when they were adopted 
throughout as fittings for the new Hotel Traymore. All 
the bathroom trimmings, such as soap cups, towel bars, 
hooks and mirrors in the new hotel were furnished by 
the Sanitary Specialties Co., and were of finished porce- 
loid. which is the company’s trade name ^or its sheet 
pyralin. 

The Sanitary Specialties Co. has for its president 
Francis Goodhue and F. H. Hammett is manager. In 
the west the company is represented by C. G. Marxmiller, 
with offices in the Marine building. San Francisco. 
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Without doubt, we are all able at this min¬ 
ute to put our finger on some spot of weakness 
in personal habits, business management, or 
judgment. This is the time right now to or¬ 
ganize our efforts in the light of past experi¬ 
ence, to strengthen that weak place. Nature 
will repair a break so that the fracture is 
stronger than the original condition. You and 
I should be able to build up a defense at the 
wreak pK)int which will turn the previous weak¬ 
ness into a place of great strength. Thinking 
won’t do it. It will take intelligence and will 
power._ 

Don’t wait for “satisfied customers” to ad¬ 
vertise your business. It’s too slow a method. 

HEATING AND VENTILATING HANDBOOK 

A new publication of interest to plumbers is the 
Handbook for Heating and Ventilating Engineers, edit¬ 
ed by James D. Hoffman, M. E., and published by the 
McGraw-Hill Book Co., Inc. 

Mr. Hoffman is professor of practical mechanics at 
Purdue university, and the book just issued is the fourth 
edition, having been revised and rewritten. 

Every man who designs, installs or operates heat* 
ing and ventilating plants should have this book at 
band. It is full of practical data and useful suggestions. 
It gives the best suggestions of experienced engineers. 
It supplies the principles, rules, formulae and tabulated 
data, to which engineers need to refer constantly. It 
gives illustrations and designs in a manner which can 
be clearly understood. 

It contains more than 60 pages of handy reference 
tables, and the price is $4.50 net, postpaid. It may be 
secured by writing to any of ice of Habdwake World. 


Dependable Service 
Quzdity Goods 

We are exclusive agents for 

Homestead Qaarter-Tum Blow-Off Valves 
Witt Pnmp Governors and Begnlating 
Valves 

/ Valve Discs 
\ Bod Packing 
Dnrabla \ Sheet Paddng 
/Union (Saskets 
V Ckinge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 


The M. L. Kline Co. 

WhOlBSSlBlS 

FXiVlCBIHO. H BATIN O AKD 8IBAM 
8VPFXJE8 

84-86-87-89 Front 8ttoot, Poraand, Oro. 


Church Seats 



No. 500 

With NoQ-SoU Hinge 
No Metai on Under Side of Seat or Cover 


The glistening pure white¬ 
ness of Church Closet 
Seats recommends them 
for use on your most par¬ 
ticular installations. 

People demand sanitation 
and expect lasting satis¬ 
faction— that is why 
Church is the natural 
choice. 

fVrite Jor Latest 
Catalog 

C. F. Church Mfg. Co. 

HolyiAe, Mass. . 

New York San Francisco Ohlcaco 


These goods can be obtained from the leading ^bbing 
them, addreaa for information W. B. Olldul^ Pacifle 
Oal. Theae goods are sold by all 


houses in the Weat. Insist on them. If you cannot get 
OoMt Sepresentatlvei, Monadnock Building, San Francisco, 
the leading jobbing and supply houses. 
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E. A. KEITIILEY OPENS SEATTLE OFFICE 

E. A. Keithley announces with very just 
pride the opening of an office in Seattle, at 1323 
Alaska building, in charge ‘of his son, Edgar 
L. Keithley. 

Mr. Keithley has been firmly established for 
many years as one of the most distinguished 
Western representatives of Eastern Manufac¬ 
turers, yet this is his first experience in estab¬ 
lishing a branch office. As a matter of fact he 
has been preparing for this step for many years, 
in fact, longer than he has been in the busi¬ 
ness. 'From the very start Mr. Keithley ^s aim 
has been to build up a business that his son 
might take over. Since his son Edgar left school 
some years ago he has had every opportunity 
which Mr. Keithley, Sr., and his connections 
could offer for learning every angle of the 
hardware, plumbing and fitting business. 

Edgar L. Keithley, manager of the new Seat- 
the office, is therefore a graduate of the most 
approved course. He has worked with his father 
in successfully representing such great manu¬ 
facturers as the Central Foundry Co., Findei- 
sen & Kropf Mfg. Co., and others. To get the 
manufacturer's viewpoint, Mr. Keithley, Jr., 
spent several years in the East, working at vari¬ 
ous factories whose products his father repre¬ 
sents. Moving then to Seattle, Mr. Keithley, 
Jr., has been with the Seattle Plumbing & Sup¬ 
ply Co., for several years, interrupted only by 
his service in the army, in the cavalry branch, 
from the time war was declared up until after 
the armistice was signed. 

Thus Mr. Keithley, Jr., takes up his work 
thoroughly prepared by training and entirely 
familiar with his territory. In this case mutual 
congratulations are in order and the best of 
good wishes of the entire trade. 


NATIONAL INSTRUCTION IN RETAILING 

A definite program of a far-reaching char¬ 
acter for the education of retail salespeople 
as a means for making advertising appropria¬ 
tions go further, was recently approved by the 
convention of the Associated Advertising Clubs 
of the World. 

Charles Henry Mackintosh, of Chicago, 
chairman of the national educational committee 
inaugurated the movement for this educational 
work some time ago when he asked 1000 repre- 
.sentative business concerns what should be done 
to help retail sales people become more pro¬ 
ficient and therefore more profitable to them¬ 
selves and to business. 

The ability of the manufacturer and the re¬ 
tailer to sell goods and to render a proper serv¬ 
ice to the customer at the lowest possible cost 
—and their ability to make their advertising ef¬ 
fective—depends, in the end, upon the retail 
sales person. No matter how large the pipe 
leading between two points, water will not flow 
faster than the faucet at the end will let it. The 
retail salesman is the faucet through which 
merchandise must pass. 

This movement looms big in public impor¬ 
tance because better retail selling means lower 
selling costs, with resulting economies to the 
public, while the public also will save time and 
will more often get the goods needed for the 
particular want when dealing with retail sales 
people who know the goods and are well-train¬ 
ed in finding the exact needs of the customer. 

The association is at work on a course of in¬ 
struction in retail selling, which will be offered 
to all retail salespeople in 200 cities. The charge 
for the course will be nominal—just enough to 
cover actual cost. 

This course is not being planned according 
to the ideas of a few high-brow sales managers 
as to what retail sales people need, but is based 
upon the findings of hundreds of men and wo¬ 
men who are reporting their experiences in re¬ 
tail stores to indicate just what the course 
should cover to help the average store employe. 

There is a feeling among the Associated 
Advertising Clubs that this is one of the great¬ 
est movements the organization has ever started. 
It has been met with great enthusiasm, based 
upon the fact that the movement has a firm 
economic foundation. It will help the sales 
people to be more useful, will help the merchant, 
and will help the public. 


It keeps prohibition enforcers on the jump 
responding to still alarms. 


NOT HER FAULT 

Mrs. Quizzem laid down the evening paper, looked 
across the table at her husband, and remarked: 

‘^Really, dear, some of the things you read seem 
almost incredible. After all, one-half the world doesn’t 
know how the other half lives.’* 

“Never mind,** said the brute of a husband, “that’s 
certainly no fault of yours, darling.” 
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One of the HARDWARE AND PLUMBING WORLD subscribers sends us a photo of his attractive sales 
room, and it must be admitted that he has utilized it to splend^ advantage to display four tubs, lavatory, 
sinks, laundry trays, bathroom fittings and accessories in the manner which he has done. 

This is of itself indicative of their up-to-date understanding of the * ^ psychology * ’ in the advantages of such 
displays, as well as their business methods. 



OVER 1200 PHOLADELPHIA PLUMBERS 

ARB USING AND SPBCIPYING 

SAVILL’S SWAN-NECK FAUCET 

FuU-ttream flow in a fraetion of a minute. 

Gentle half-tnrn either way operates. 

ProtectiTe Stop on handle. Saves pinchii^. 

Best red brass, 85% copper. Saves replacing. 

Long nossle-o^et Saves splashing. 

HHNMS SAVIU'S sons, WaHaoaRlWrtts sit.. Plinadai»Ma,PR. 

Sand postal card for catalofoe sbowiag 2S stjloa. 



Plates that Please 

OBDEB NOW 

and be ready with a stock 
Increasing Demand for “B & C” S^es 

Catalog on reqneat 

THE BEATON A COBBIN MFG. 00. 

Largoat and Oldest Plate Company in the World 

Pacific Coast Representative 
W. EBWIK OILOHRZ8T 

•i**l .Market St. 

San Franeiseo, Oal 
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SALES LETTERS CAN MAKE OR BREAK 

Tbe writer of successful sales letters must 
get himself into the position of the prospect 
addressed if his sales letters are to bring the 
returns they should, so says Louis Balsam, cor¬ 
respondence and advertising counsel of the Di¬ 
rect Mail Advertising Association. 

There are two kinds of false alarms that 
business men the world over can well afford 
to sctap: 

1. j The bugbear ‘Hhat business is rotten/^ 
and, {therefore, it of no use to spend; any extra ^ 
sales energy, ‘‘which would be wasted anyhow.'’ 

2. The equally mistaken motion that goes to 
the opposite extreme in the misguided id^a that 
“wild," unusual and over-spectacular sales and 
advei;tising tactics are the only things that will 
brings in the business. 

The day of the haphazard, slipshod; indif- 
ferent letter is done. 

Now, more than ever, business men should 
undei^stand that letters are not a thing apart, 
but ohe step in a vast merchandising process. 

The miserable botch made by the average 
letter is infinitely more costly than a good 
letter could possibly be. 

One poor letter often undoes years of the 
finest type of advertising and sales efforts. 

What are we going to do about it? Here 
are four rules underlying all successful letters. 
If applied to your own correspondence, they will 
turn the trick as they have for business houses 
that are following them. 

1. The successful letter writer is one that 
is in love with his work. No letter can be really 
successful unless it is written by someone thor¬ 
oughly in earnest. 

2. Successful letters are those written bv 
people who put themselves in the other fellow's 
place. In other words, the average letter is a 
failure because it doesn't visualize its reader. 

3. Simplicity is essential to resultful letters. 

4. The over-dramatic and over-spectacular 

element must be eliminated, especially in sales 
letters. _ 

“This Soap Shaves Without Mug," reads a 
sign in a barber supply window. That's what 
is called silent treatment. 


BUILDING REAL MEN 

Saving is the first great principle of 
all success. It creates independence, it 
gives a young man standing, it fills him 
with vigor, it stimulates him with the 
proper energy; in fact, it brings to him 
the best part of any success—happiness 
and contentment. If it were possible 
to inject the quality of saving into every 
boy, we would have a srreat many more 
real men. —Sir Thomas Lipton. 



ANY-HEAT FAUCET 


The Widney Any-Heat Faucet Co., Monad- 
nock Bldg., Chicago,, are placing on the market 
the faucet coupling illustrated herewith, which 
they claim' gives'.tlie same results as the mixer 
on bathtubs. 

It is the same in operation, all that is neces¬ 
sary being to turn the old sink faucets inward, 
then attach Any-Heat, which can be done in 
five minutes. 

This is a new idea that makes dish w^ashing 
easier and there is a demand in every household 
for them. Being able to regulate the heat iu 
an instant is a convenience that will be appre¬ 
ciated by every woman. 

The list price is only $1.85, and they will be 
glad to give full information and trade prices 
to any of our readers who will mention this 
item. 


APFEL'S “COPPERSERT" ELECTRIC 
WATER HEATER 

The principle of Apfel's “Coppersert" elec¬ 
tric water heater is that the heating element is 
enclosed in a seamless copper tube, which never 
comes in contact with either air or water, hence 
is not subject to corrosion or deterioration of 
any description. It is really 100 per cent effi¬ 
cient, because it is always surrounded by a body 
of water being heated, therefore there is no loss 
of heat. No changing of pipes necessary—no 
extra fittings required. No syphoning of the 
tank possible, hence reducing the liability for 
bum outs. 

It works on either alternating or direct cur¬ 
rent of any standard voltage. No interference 
with any other method of heating the water. 
Not a single unit of heat is lost, as it is all 
absorbed by the water in the tank, ready for 
use whenever it is desired. 

It occupies no additional space, requires no 
exposed pipes or valves. 

The Electric Heating & Manufacturing Com¬ 
pany, Westlake at Republican Sts., Seattle, 
Washington, are the manufacturers and will be 
glad to give full information to any of our 
rpaders upon request. 
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“CLEVERNESS^’ NEVER A SUBSTITUTE 
FOR PAINSTAKING WORK 

There are two fellows in the employment 
of a well-known establishment. One is slated 
for a position of responsibility. The other, who 
went to work about the same time, is already 
beginning to grouch because he feels that he 
is being discriminated against. 

The truth of the matter is that Francis, who 
is making good, listens closely to directions and 
the advice of his superiors. He even uses his 
own initiative in deliberately studying the meth¬ 
ods of those who have gone before and made 
good. He looks out for the pitholes into which 
other men have fallen. He has a definite goal 
in sight as a life career—also what might be 
called a series of sub-goals not too far in ad¬ 
vance, but in the form of milestones to encour¬ 
age him to keep going in the right direction. 
He expects to reach these, one by one, in rea¬ 
sonable time. He is studying a worthy corre¬ 
spondence course, and he makes the most of his 
recreational hours to associate with those who 
will be a help and an inspiration to him. 

Jenkins, the other fellow who considers him¬ 
self a “wise guy,” openly boasts that a fellow 
doesn’t need to hurt himself working if he is 
clever enough to plan it right. Jenkins does 
not hesitate in saying that he is not prepared 
to swallow all the dope that his superiors hand 
out. 


SCMFE “Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


8Ein> FOB OATAIKWUBS 


WM. B. SCAIFE AND SONS CO. 

nTTSBUBOH, FA. 

88 Bontli Dearborn 8t. Ohieago, VL 


He spends his spare hours having a good 
time. He doesn’t believe in study, for he argues 
that a fellow is bound to pick up more or less 
education anyway as he goes along. He de¬ 
clares that he can see no reason why he should 
slave his life out in order to enrich someone 
else. 

He feels that in points of personal habits he 
is clever enough to do as he pleases and still not 
go to excess as so many others have. He flouts 
at the idea of saving until he gets old enough not 
to care about having what’s going. Jenkins as¬ 
sociates with those who have the same ideals as 
himself—or even fewer of them, for Jenkins 
likes to be looked up to as a leader among this 
class, and to be flattered by them. 

Whose chance would you prefer to have ten 
years from now? 

Some people earn more because they merit 
more. They are real producers. A competent, 
efficient, industrious, and productive individ¬ 
ual is actually entitled to much more in the 
way of remuneration, position, and profits, than 
the person who is merely a time-server. 


MISPLACED COLOR 

Pete—“What makes that red spot on your 
nose?” 

Bill—‘‘Glasses.” 

Pete—“Glasses of what?” 


Garden Hose Valves 

- OF- 

Recognized Quality 

Which command repeat orders for you 



Sizes W' to inclusiTe. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie. Pa. 

W. Erwin CMldhrist 
Pacific Coast Bepresentative 
681 Market Street, San Francisco. 
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ALL RECEIVERS OP GOODS BY FREIGHT 
SHOULD READ THIS 

(Copyright by Elton J. Buckley.) 

The United States supreme court has just de¬ 
cided another question arising out of the uni¬ 
form bill of lading which everybody who ships 
or receives goods is bound by. It is a question, 
incidentally, which has always been the sub¬ 
ject of more or less controversy between the 
railroads and the people who ship goods. The 
railroads have always construed the provision 
in their own favor, as they do everything, and 
many a shipper, rather than go to law about it 
has acquiesced and lost money which he would 
have otherwise recovered from the roads. 

The provision of the bill of lading which this 
is all about is this: 

Property not removed by the party entitled to re¬ 
ceive it within forty-eight hours, exclusive of legal holi¬ 
days, after notice of its arrival has been duly sent or 
given, may be kept in car, depot, or place of delivery of 
the carrier subject to a reasonable charge for storage 
and to carrier’s responsibility as warehouseman only, 
or may be, at the option of the carrier, removed to and 
stored in a public or licensed warehouse at the cost of 
the owner, and there held at owner’s risk and without 
liability on the part of the carrier and subject to a lien 
for all freight and other lawful charges, including a 
reasonable charge for storage.” 

The case just decided arose, as most cases 
arise under this provision, in this way: Goods 
were shipped to A via a certain railroad. They 
arrived, A was notified and started, within the 
forty-eight hours mentioned in the bill of lad¬ 
ing, to unload them. You can see that that was 
practically an acceptance of the shipment by A. 
After A had started to unload the goods, but 
before he had finished, somebody broke into the 
car and stole some. The que.stion then was, wh ) 
was responsible? A having accepted the goods 
and assumed the disposition of them, must he 
bear the loss? Or must the railroad bear it be¬ 
cause the goods were still in its car? And if 
the railroad is responsible, is it responsible as 
railroad or as warehouseman ? There is a big 
difference. If it is responsible as a railroad, it 
must absolutely account for the goods, and if 
they are gone, must pay for them, practically 
without defense. 

But under the law, after a railroad has car¬ 
ried a shipment to its destination and is simply 
storing or holding the goods, waiting for the 
consignee to come for them, it is responsible 
for them only as warehouseman, which is a much 
lower degree of responsibility than responsi¬ 
bility as railroad. In order to make a railroad 
pay for goods which it was holding merely 
warehouseman, you have to show that the dam¬ 
age or disap])earance came from the negligence 
of the road. This is always difficult, and usually 
is impossible. 

You can see if you read the provision of the 
bill of lading above reproduced, that it leaves 
room for the question I have outlined, and i^ 
has often arisen. Wh(*re goods still in the cus¬ 


tody of tile railroad are Irtst or damaged with¬ 
in forty-eight hours, even though the consignee 
has accepted them, the railroad has always said, 
“We aren’t responsible, the loss is yours,” and 
most receivers growlingly acquiesced rather 
than go to the expense of raising the question. 
But the plaintiff in the case just decided (Michi¬ 
gan Central R. R. vs. Owen) had the courage 
of his convictions, for he carried clear through 
the United States supreme court a question in¬ 
volving the responsibility to account for $23.80 
worth of grapes. The case arose just as I have 
outlined it, and the United States supreme court 
has decided that the railroad is responsible in 
such a case, and responsible not as warehouse¬ 
man, but as railroad. This is a most important 
decision. Thousands of business people all over 
the country will feel very wrathful because they 
gave in to the railroads so easily. 

I reproduce the following from the decision: 

Our review is concerned w’ith questions of law; the 
facts are undisputed. It is stipulated that the cars 
were transported by the railroad company from their 
respective points of origin to Chicago, arriving there 
at different days and times of the days. Upon the ar¬ 
rival of each car, it was placed on a public delivery 
track of the railroad company and notice thereof given. 
Respondent accepted each car, breaking the seals there¬ 
of. And it is stipulated that at the time respondent 
started to unload, each of the cars contained the num¬ 
ber of baskets and pounds of grapes received for trans¬ 
portation. The loss, whatever there was, occurred after 
the acceptance of the cars and their unloading had com¬ 
menced, an<l wh(*ther the railroad company is liable 
therefor, and in what capacity liable—whether as car¬ 
rier or warehouseman, or at all—is the question in the 
case. 

The point of the controversies has been, and is, as 
to the relation of the carrier to a shipment within forty- 
eight hours after notice of its arrival has been duly 
sent or given, and the contentions upon the point are in 
sharp antagonism. That of respondent is that the rail¬ 
road company during the forty-eight hours is respon¬ 
sible as a carrier, this relation not terminating until 
the exj)iration of that time. The contention of the 
railroad company is that it, the company, is neither 
liable as a carrier or w’arehouseman. Not as a carrier, 
because the shipment had been delivered and accepted; 
not as wareliouseman, because no negligence has been 
proved against it. 

The property here was not delivered; access was only 
given to it that it might be removed, and forty-eight 
hours w’cre given for the purpose. Pending that time 
it was within the custody of the railroad eomj)an3', 
com]>any having the same relation to it that the com 
pany acquired by its receipt and had during its trans¬ 
portation. 

The bill of lading is definite, as we have j>ointed out, 
in its provisions and of the time at which responsibilitv 
of the conif»nny shall be that of w^arehouseman, and by 
necessary implication, therefore, until that responsi¬ 
bility attaches, that of carrier exists. 


An Irishman wa.s called as a witness in a case 
concerning a will. ”Was the deceased.” asked 
the lawyer, “in the habit of talking to himself 
when he was alone?” “I don’t know,” Pat re¬ 
plied drily. “I never was with him when he 
was alone.” 


.Age is nothing but decay. A man may be 
old at 20 or young at 70. 
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LOW PRICED ALCOHOL TORCH 

For some time there has been a de- 
niaod for a cheaper alcohol torch than 
those already on the market. Due to 
this demand Otto Bernz Co.^ of Newark, 
N. J., is now manufacturing their No. 12, 
as illustration shows at left. Although 
this torch is much lower in price, it will 
answer the same purposes as the other 
styles. 

The No. 12 torch is made from a 
brass tube and is heavily nickel plated. 
The bottom of this tube is solid, which 
enables the user to carry the torch with¬ 
out danger of leaking. The cap at the 
top fits sungly, which prevents tne evap¬ 
oration of alcohol when torch is not in use. The air 
tube can be adjusted to suit the work to be done. Each 
torch is furnished with a rubber tube and mouthpiece 
as show’n in illustration. 

The reservoir is filled by removing the felt with 
wick. A chain is attached to the felt, which allows 
the user to remove the wick quickly, thereby preventing 
any loss of time. A fine pointed flame is produced, 
which is suitable for jewelers and electricians’ use, or 
for any purpose whatsoever when a small flame is re¬ 
quired. 

Complete torch measures 4% inches long by %-inch 
diameter; just small enough to place in your pocket. 
Each torch is manufactured from the best materials 
obtainable and by skilled workmen, therefore is fully 
guaranteed. Each torch is packed in a cardboard box 
and furnished with complete directions. 

For further information write Otto Bernz Co., New 
ark, N. J., mentioning this magazine. 


Your love isn’t worth much to anybody 
unles.s you are willing to labor. 


Every employer is looking for the man who 
not only can think but will think. One can hire 
any number of people marvelously skilled in 
routine or in detail—human machines that will 
run on splendidly as long as motor power is 
supplied and nothing unusual turns up in the 
work. 


The barber had his taper lighted and was 
just about to begin a singe of his customer’s 
hair when a youngster outside the door ex¬ 
claimed: “They’re hunting ’em on that feller 
with a candle.” 


Perfect Blow Torches 

The TwriNr New Line Btow T ott h ee 

operate perfectly on either gasoline 
or keroaene, and they at^ gener¬ 
ated. THE BAFFLE DOES IT. 

The adjnsting needle is separate 
from the shut-off. No more trouble 
from enlarged fuel opening or cor¬ 
rosion. 

Air and fuel are correctly pro 
portioned automatically by the 
flared tube. 

These and other improved fea¬ 
tures give you BLOW TORCH 
SATISFACTION. 

Prices no higher than for or. 
dinary torches. 

Th« Turner Brass 

Sycamore, Illinois, U. 8. A 
Fifty Years of Manufachtrtng Experience 




D 0 n»t b n y 
another torch 
without the 
baffle In the 
bnmer t n b e. 
TURNER 
PATENT 



Trlmo Pipe Wkench 
in steel or wood handle. 



Trimo Pipe Oatter 
one or three wheel 


I MO 

stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter [Hand] 


The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut— and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made hy 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON). MASS. 



Trimo Nnt Wrench 
steel handle only 
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“HOMELY^’ errs ATTRACT 

The Trade Extension Bureau, who are doing 
sf)lendid work in cooperating with plumbers, 
not only to improve their business methods, but 
to help them develop more business and increase 
the value of their advertising, show this cut as 
typical of what they will be glad to supply our 
readers and help them prepare copy for their 
advertising. There is no denying that cuts 
materially increase the attractiveness of all ad¬ 
vertising, and one of the character illustrated 
is sure to make the advertising all the more 
effective. 


Mrs. Maloney—Appearances are deceitful. 

Mrs. Casey—They sure are. Whin Oi see the ould 
man surrounded by a squad of cops nowadays Oi don’t 
know whithir he's got pinched or is going to wurrk in 
some non-union plant. 


ATLANTIC STAMPING CO. OPEN N. Y.j 
OFFICE I 

The Atlantic Stamping Company, Rochester, New I 
York, has taken space in the housefurnishings division 
of the Bush Terminal Sales building, where their linej 
will shortly be on sale to the trade. The companv 
manufactures tinware, copper goods and galvanized 
ware. 

‘^The Atlantic Stamping Company is going ahead] 
vigorously with its sales plans,'* said Mr. W. H| 
Lane, .secretary to the general manager, Mr. J 
Dowling, of the Atlantic Stamping Company. * * W« 
have recently completed a new addition to our plant 
in Rochester, which is nearly half as large again* as 
tne old one. Although export trade is quiet, the de-| 
mand for our lines from the country districts is vei 7 | 
good. We sell a number of lines adapted to the farms i 
including dairy supplies, and the demand throughoiF 
the farm districts of the United States and the interiorl 
pnerally is steady. Altogether, the business outlook | 
is more encouraging than for many months past. * * i 

Among the lines manufactured by the company arel 
dairy and Tvater pails, steel clad dairy pails, strainer! 
pails, cream pails, milk kettles, wash basins, cold pack I 
canners, dish pans, bread raisers, pie plates, pudding) 
pans, dippers, nickel plated copper teapots, cof^e pots 
percolators, foot tubs, round and oval dinner pails.; 
commodes, wash boilers, boilerettes and ash cans. The 
goods come in various weights, the company manu 
facturing some of the most substantial lines on the 
world’s market. 

Enthusiasm is the lamp which throws lig'ht j 
into the darkest corners. 



No. 208 Torch 
list Price, 
Each $17.00 
Ask for 
Discount 


YOU CANNOT INJURE 
THE BURNER 

of the No. 208 DOUBLE BLUNT 
NEEDLE TORCH by enlarging the 
orifice. The two BLUNT POINT 
NEEDLES do away with this 
trouble. The upper needle cleans. 
The lower needle regulates. This 
burner will burn either kerosene or 
gasoline, by changing the Jet Block, 
and will produce 200 to 300 degrees 
more heat than other makes. It 
is economical in the use of fuel. 
Jobbers supply at factory price. 
Send for catalog. 

Clayton & Lambert Mfg. Co. 

10611 Knodell Ave. 

Detroit, Mich., U. S. A. 



Kero. Furnace OTTO BRRNZ CO., Newark, N. J. 


Making Good Tools For 46 
Years 

During that period we have increased 
our business greatly. WHYf Because 
so many mechanics have been con¬ 
vinced of the quality and merits of 
our line. 

Have you ever tried the “ALWAYS 
RELIABLE" furnaces, braziers and 
torches? If not, why not? 

He who hesitates is lost. Place a 
trial order at once with your nearest 
dealer and convince yourself. After 
you have done that you will always be 
a satisfied user of our tools. 

Jobbers supply at factory prices. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BEITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn & Companv, Rialto Bldg, 
San Francisco; Dekum Bldg., Portland; ifollenbeck Bldg.. 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St^ Chicago, HI. Western Canadian 
Agents, A. E. Hinds & Co., Chamber . 

of Commerce, Winnipeg, Manitoba. r1 I^Touii 
Southwestern Representative, J. R. f J CAtAuxsvt. \ i 
Devereux, New Birks Building. Mon- [ I 1 l 

treal, Quebec, Canada. LjJ 
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PLUMBING GOODS—RETAIL SELLING PRICES 

The following are the present market selling prices (corrected up to the time of going to press) of various 
lilies of plumbing goods, ruling in some of the larger western cities. At the request of some of our subscribers 
among the plumbing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
up their prices and costs often, we are giving these prices as some we have obtained that are being charged by 
idumbers in the larger cities. These prices are usually based on the cost of goods, plus the overhead or cost 
of doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 
be gladly answered. 


PIPE—Standard Wrought Steel—Random Length— 

Black—Per 100 feet—%-in., $5.15; Vi-in., $5.50; %-in., 
$5.50; %-m., $7,10; %-in., $8.95; 1-in., $12.75; 1‘4-in., 
$17.35; IMj-in., $20.60; 2-in., $27.75; 2V^-in., $45.55; 3-in., 
$59.00; 3V4-in., $77.55; 4-in., $92.00; 4V6in., $111.20; 

5-in.. $129.35; 6-in., $168.00; 7-in.. $233.35; 8-in. (25-lb.), 
$244.00; 9-in., $337.35; 10-in. (32-lb.), $366.70; 11-in., 

$497.35; 12-in., $470.70. 

• O. D. Steel Pipe, %-in. Wall—14-in., $853.35; 16-in., 

" $973.35. 

Galvanized—Per 100 feet—%-in., $7.35; %-in., $7.90; 

's-in., $7.90; %-in., $8.50; %-in., $10.90; 1-in., $16.00; 
1%-in., $21.50; IV^-in., $25.70; 2-in., $34.55; 2 %-in., 

$56.55; 3-in., $73.95; 3%-in., $95.20; 4-in., $112.80; 4%-in., 
$136.55; 5-in., $160.00; 6-in., $206.70; 7-in., $286.70; 8-in. 
(25-lb.), $306.70; 9-in., $568.00; 10-in. (32-lb.), $577.35; 
11-in., $762.70; 12-in., $741.35. 

Plugged and Reamed—2-in., $41.50; 2%-in., $67.90; 3-in., 
$88.70. 

EI^BOWS—Black Cast Iron Elbows—%-in., 10c each; %-in., 
10c; %-in., 10c; %-in., 14c; 1-in., 18c; 1%-in., 28c; 1%- 

in., 34c; 2-in., 48c; 2%-in., 85c; 3-in., $1.28; 3%-in., $1.79; 
4-in.. $2.04; 4%-in., $1.98; 5-in., $3.40; 6-in., 4.68. 

Black Cast Iron 45® Elbows—%-in., 12c each; %-in,, 
12c; %-in., 12c; %-in., 17c; 1-in., 21c; 1%-in., 33c; 1%- 
in., 41c; 2-in., 58c; 2%-in., $1.02; 3-in., $1.53; 8%-in., 
$2-13; 4-in., $2.47; 4%-in., $3.74; 5 in., $4.25; 6-in., $5.87. 

Reducing—%-in., 10c each; %-in., 12c; %-in., 16c; 1-in., 
21c; 1%-in., 31c; 1%-in., 39e; 2-in., 54c; 2%-in., $1.02; 

3 in., $1.45; 3%-in., $2.04; 4-in., $2.38; 4%-in., $3.40; 5- 
in.. $3.91: 6 in., $5.36. 

Cast Iron Elbows, Right and Left—%-inch, 10c each; %• 
in,, 10c; %-in., 12c; %-in., 16c; 1-in., 21c; 1%-in., 81c; 

1 %-ln., 39c: 2-in., 54c. 

TEES—Black Cast Iron Tees—%-inl, 14c each; %-in., 14c; 
%-in., 16c; %-in., 21c; 1-in., 26c; l-%in., 39c; 1%-in., 
50c; 2-in.. 70c; 2%-in.. $1.24; 3-in., $1.87; 3%-in., $2.55; 
4-in., $2.98; 4%-in.. $4.34; 5-in., $5.10; 6-in., $6.80. 

Reducing—Largest opening governs size—%-in., 16c each; 
%-in., 17-e; %-m., -Me; 1-in., 29c; 1%-in., 46c; 1%-in., 
56c; 2-in., 80c; 2%-in., $1.41; 8-in., $2.15; 3%-in., $2.98; 
4-in., $3.40; 4%-in., $5.02; 5-in., $5.95; 6-in.. $7.82. 
CROSSES—Cast Iron—%-inch, 27c each; %-in., 38c; 1-in., 
46c; 1%-in.. 72c; 1%-in., 90c; 2 in., $1.28; 2%-in., $2.21; 
:i-in., $3.40. 

R^ucing—%-In., 31c each; %-in.. 43c; 1-in., 51c; 1%-in., 
T8c; 1% in., $1.02; 2-in., $1.41; 2%-in., $2,47; 3*in., $3.74.. 
Y BENDS—Cast Iron—%-in., 34c each; %-in., 48c; 1-in., 58c; 
1%-iii.. 92c; 1%-in., $1.12; 2-in., $1.60; 2%-in., $2.82; 
3-in.. #4.25; 3%-in., $5.95; 4-in.r $6.80. 

RETURN BENDS—-Cast Iron—Close Pattern—%-in., 31c each; 
%-in., 34c; 1-in., 38c; 1%-in., 48<r; 1%-in., 68c; 2-in., 97c; 
2%-in.. $2.04; 3-in., $2.89,; 4-in.^48.50. 

Close Pattern, Right-Left=-r%'in., 36c each; %-in., 39c; 
l-in., 44c; 1%-in., 56c; 1%-iii., t78c; 2-in., $1.12; 2%-;n., 
$2.38; 3-in., $3.32; 4-in., $8.93.. 

Open Pattern—%-in., 44c each; 1-in., 51c; 1%-in., 68c; 
1%-in.. 94c; 2-in., $1.36; 2%-in., $2.30^ 3-in., $2.74; 4-in., 
$11.05. 

O. P. Right-Left—%-in., 61? each; 1-in,, 60c; 1%-in., 
78c; 1%-in., $1.09; 2-in., $1.5t; 2%-in., $2.64; 3-in., $4.25. 
(Bath Tub Prices Less Fittings) 

BATH TUBS—K64. C370. P1990, Essex, on Feet, 4 ft., $44.00; 
4%-ft., $44.00: 5-ft., $42.00; 5%-ft., $47.50; 6-ft., $66.70. 

K57, C360, P1991, Essex, on Base—4%-ft., $55.50; 6-ft., 
$55.50; 5%-ft., $61.50: 6-ft., $82.70. 

K80, P1993. Knickerbocker—5-ft., $45.50; 5%-ft., 53.50. 
KlO to K10%, P2160 to P2173, Conred Enam. Allover, 
Cardinal—4%-ft., $76.00; 5-ft., $80.00; 5%-ft., $86.70. 

KlO to Kl0%, P2160 to P2173—Conred, Enameled Inside. 
Cardinal—4%-ft., $60.00; 5-ft., $64.00; 5%-ft., $70.70. 

K10%, P2180 to P2186, Recona, Enam. Allover, Cardinal 
—4%-ft., $72.00; 5-ft., $74.70; 5%-ft., $81.50. 

K10%. P2180 to P2186, Recona, Cardinal (Enam. Inside) 
—4%-ft., $60.00; 5-ft., $64.00; 6%-ft., $70.70. 

FI2 to F15, C316 to (?319, P2305 to P2313, Pembroke, 
Vicerov, Sierra (Comer)—4%-ft., $90.70; 5-ft., 94.70; 5%- 
ft., $102.70; 6-ft., $133.50. 

F16 to FI 7, C7320 to C321, P2315 to P2318. Pembroke, 
Viceroy, Sierra (Recess)—4%-ft., $81.50; 5-ft., $86.70; 5%- 
ft.. $94.70: 6-ft., $128.00. 

FIO to Fll, P2319 to P2322, Pembroke. Viceroy (Pier)— 
5-ft.. $199..50; 5%-ft., $141.5^ 6-ft., $157.30. 

F7 to F8, P2380 to P2388, Woodmere, Imperator 'Comer) 
—5-ft., $177.50; 5%-ft.. $184.00. 

F9, P2390 to P2393, Woodmere. Imperator (Recess)—5-ft.. 
$166.70: 5%-ft., $177.50. 

F5, Imperator (Standing Pattern)—5-ft., $261.50; 5%-ft., 
$278.70. 

F6, Imperator (Wall Pattern) 5-ft.. $230.70; 5% ft., 

9244.00. 


BATH TUBS, PORCELAIN—H5015, 2028N. Regular selection, 
light weight. Corner—5-ft,, $145.35; 5%-ft., $158,35. 

H5015, 2028N. Special selection, light weight. Corner— 
5-ft., $177.00; 5%-ft., $198.35. 

H5020, 2029N, Regtlar selection, light weight. Recess—■ 
5-ft., $133.33; 5%-ft., $146.70. 

H5020, 2029N, Special selection, light weight. Recess— 
5-ft., $166.70; 5%-ft., $183.35. 

SHOWER RECEPTORS—K112, P2510, with Strainer and 

Waste—36x36-in., $84.00; 42.\42-in., $112.00. 

K108, P2511, with Strainer and Waste—36x36-in., 

$113.50; 42x42-in., $150.70. 

K107, P2512, M’ith P2530 Drain—38x88-in., $149.50. 

K105, P2525, with P2530 Drain—36x36-in., $120.00; 

42x42-in., $153.50. 

SHOWER MIXING VALVES—NCl, H15, P2745, $30. NCl, 
H12, P2746, $30.00. NFl, HIO, P2747, $30,00. P2748, 

$30.00. 


SHOWERS— 

H965, P2766, Shower and Rose Sprays.$110.00 

H1014, P2771, Shower and Needle Bath. 109.00 

NP1200, H911, P2790, Shower. 60.00 

H909%, P2791, Shower and Shampoo. 76.00 

NClOO, Ii952%, P2803, Shower. 33.40 

H953%, P2804, Shower. 32.70 

NCl 100, H954%, P2807, Shower. 42.00 

NCllOO (with stops), H954%, P2807, Shower. 41.40 

H943%. P2815, Shower. 55.40 

H944%, P2816, Shower. 53.40 

H945%, P2819, Shower. 64.00 

H946%, P2820, Shower. 62.65 

NCl 100%, H956, P2821, Shower and Shampoo. 52.00 

P2823, Shower and Shampoo. 60.00 

H1402, P2d26, Shower.18.70 

H1406, P2827, Shower. 17.40* 

H1400, P2828, Shower and Shampoo. 34.70 

H1404, P2829, Shower and Shampoo. 33.40 

H1410, P2836, Shower. 38.70 

H1411, P2887, Shower. 40.00 

H1408, P2841, Shower and Shampoo. 55.40 

H1409 P2842, Shower and Shampoo. 56.70 

NP1050, H900, P2855, Shower. 39.00 

■ NP1050%, P2856, Shower and Shampoo.... 54.00 

' NF1055,'H895, P2857, Shower/.... 49.40 

H904, P2860, Sho er..-. 46.65 

P286r, Shower and Shampooy. 61.40 

H1346, P2868, Shower . . . 38,00 

H1250, P2870, Shower . . .4. 80.00 

H1600, Industrial Mixometer Shower. 34.70 

H1625, Industrial Combination Valve Shower. 14.15 


OllUWt^r ... 

H1200. P2916, Shower . 69.00 

H12O6, P2918, Shower . .1. 46.70 

H1204, P2919, Shower . . ;. 48.00 

P2920, Shower and Shampoo. 61.40 

P2921, Shower and Shampoo. 63.40 

Portable Showers— 

H1275, P2946, Portable Shower. 22.70 

S124, Portable Shower. 23.40 

Wall and Ceiling Showers— 

H1270, P2950, Wall Shower . 13.00 

H1268, P2952, Ceiling Shower . . . ;. 18.00 

f.AVATORIES—(Less Fittings) — 


C105, P3050, P8055, P3057, Copley—18x27-in.. $52.00; 
22x33-in., $66.65. 

C114, K205, P8110, P3115, P3117, Laton—20x24-in., 

$37.35; 22x27-in., $42.65; 22x30-in., $51.30. 

C145, K332, P3840, P3845, P3846, P3847, Ophir—17x21- 
in., $14.50; 18x24-in., $18.20; 20x24-in., $22.30; 22x27-in., 
$38.70. 

C145, K332, P3847, Ophir—20x24-in., $22.30; 22x27-in.. 
$38.70. 

C145, K332, P3850, P3855, Ophir—20x24-in., $22.80. 
C152, K582, P4045, Ralwon—17xl9-in., $12.30. 

P4125, Arion—19x24 in., $22.65. 

P4205, Othello—18x21-in.. $13.80. 

K580, 0150, P4206, Othello—18x21-in., $13.80. 

K608, C162, P4335. Beverly—18x21-ln., $13.20. 

K614, C164, P4345, Crescent—17xl9-in., $10.00. 

K752. P4365, Alva—16x24 in.. $10.00. 

K668, Cl80, P4940, P4945. Athena—20-in.. $30.00. 

K668, C180, P4946. Athena—20-in., $30.00. 

K672, C182, P4950, P4955. P4956, P4957, Anglo—19-in.. 

$ 20 . 00 . 

K690. 0184, P4980, P4985. Verdun—16-in., $15.20. 
P5080, P5085, P5086, P5087, Everett—19-in., $18.70. 
K732, C190, P5110, P5115. Yale—16-in., $11.50. 

K762. C192. P5145. Aida—16-in., $11.50. 

Add for Waste when required—P11285, Imperial, $9.35: 
P11289, Empire, $8.00; Pi 1290, Princess. $6.70. 
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A Razor at a Colored Picnic 

And a pipe die in a plumbing shop have to be good steel— 
or GOOD NIGHT. 

When another fellow is after your girl— 

Or another plumber after your business— 

STEP LIVELY 

Have a tool you can depend upon. 

Lord help the colored gentleman with a cheap razor 
in a fight or a plumber with cheap pipe threading tools. 

THE NYE DIE 

is made of the finest tool steel that money can buy and 
with its other exclusive and patented features, it will 
reduce the cost of pipe threading in any shop where it is 
used. 

Sent on absolute free trial to any dealer. 

For sale by all leading jobbers. 

HAKEY O. NYE 

Tlie Nye Tool & Midiino Works 

108-128 No. Joffenon St. 

Chicago, m. My, Azmitroag DU 




Mm Solid Die 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUPACTUBED BY 

THE ARMSTBONO MFO. CO. 

276 Enowlton St. 

BBIDOEPOBT, OONK. 

New York Office: 248 Canal St. 



No. 208 Torch 

Lift Prlco, Etch $17.00. Ask for DUeoiint 

Yott Save Money 

by buying the most economical Torches and Fire 
Pots. The C. & L. Tools produce more heat and 
burn less fuel than other makes, enabling the 
operator to do more and better work at less ex¬ 
pense. It pays to BUY THE BEST. The 
maker's guarantee stands behind every Tool 
which leaves our factory. Let us convince you. 
Try the No. 208 DOUBLE BLUNT NEEDLE 
TOUCH. It is sure to please. Jobbers supply 
at factory price. Catalog sent upon request. 

CLAYTON A LAMBERT MFO. CO. 

10611 Knodell Ave. Detroit, Mich., U. a A. 
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PLUICBIKO GOODS—BBTAIXi SELUKG PBIOES—Contliuied 


WASH SINKS—(Leu Bibbi and Trap)—FQIO, P6450—3 ft.. 
$64.50; 4 ft., $82.20; 5-ft.. $100.00; 6 ft., $135.50. 

P6496, Enameled ineide, lees Supply Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in., $60.00; 72x24-in., 278.85. 

P6496, Enameled inside, less Supply Pipe and Bibbs— 
4x24-in., $60.00; 6x20-in., $76.00; 5x24 in., $85.85; 6x20- 
in.. $96.70; 6x24-in., $112.70. 

DOUBLE WASH bINK COOKS—H1645, P6500, $7.85; P6501, 
$8.00 : H1640. P6502. $8.85; H1685, P6508, $10.00; P6504, 
$ 10 . 00 . 

CHICAGO FAUCET DRINKING FOUNTAINS—A6700, $20.00; 
A700, with Trap, $18.00; A7100, Self Closing, $7.00; A7200, 
Self Closinr, $o.85; A7400, Self Closing, Swinging, $11.00; 
A7700. Self Closing, $8.70; A7800. Self Closing, $7.00; 
A8000, Self Closing, Swinging, $14.00; A8100, Self Closing, 
Swinging, $12.70; A8600, Nozzle, Vi in., I. P., $1.50. 
GLAUBER DRINKING FOUNTAINS—H508A, $12.00; H504E, 
$10.95; H510A, $12.80; H510B, $12.80. 

MUELLER DRINKING FOUNTAINS—E8728, $8.95; E8729. 
$10.65. 

RUBBER MATS—^P6990, for Interchangeable Drain Board— 
18xl8-in., $8.50; 18x24-in., $4.50; 20xl8-in., $8.70; 20x24- 
in., $4.70; 22xl8-in., $4.00; 22x24 in., $5.85. 

P6991, P6706-7, P6715-16, P6720-21—^20x24-in., $8.70; 
20xd0-in., $4.85; 22x86 in., $5.85. 

P6710—^20x80 in., $4.85; 22x82 in., $4.70; 22x86 in., 

$4.70. 

P6780-81, P6280-81—80x80*in., $4.85; 22x86-in.. $5.35. 
P6814—22x26 in., $4.00. 

P6815-16—^20x24-in., $8.70; 20x80-in., $4.85; 22x80 in., 
$4.50; 22x86 in., $5.85. 

P6817-18, P6822-28, P682e-27 —20x80-in., $3.50. 
P6820-21, P6824-25—20x80-in., $4.35; 22x30-in., $4.50; 
22x86-in., ^.35. 

ADJUSTABLE SINK LEGS—P6992—Type “A* *—Painted, 
$2.65 each; enameled, $4.00. 

—^Painted, $8.50 each; Enameled, $5.85. 

The Adjustable Sink Legs have an adjustment of 6 inches, 
making it possible to set the Sink at anr height ranging 
from 80 to 36 inches from floor to top of rim. 

SINK BACKS—K1176, C780, P7010—20-in., $5.70; 24-in., 
$6.80; 80-in., $7.50; 86 in., $10.90; 40-in., $12.50; 42 in., 
$16.40; 48-in., $18.70. 

END PIECES—K1182, P7012—18-in., $5.70; 20-in., $6.20; 22- 
in., $6.90. 

FLAT RIM SINKS—K1160, C725. P7020, with Nickel Plated 
Duplex Strainer—12xl8-ln., $6.80; 14x20-in., $8.80; 16x24- 
in.. $9.60; 18x24-in., $9.70; 18x30-in., $9.80; 18x86-in., 
$14.40; 20x24-in., $9.80; 20x80-in., - $10.00; 20x86-in., 
$15.70; 22x86-in., $18.50; 20x40-in., $20.00; 24x48-in., 
$26.70. 

STEEL SINKS—New Era GaWanized—16x24-in., $5.80; 
18x30-in., $6.90; 18x36-in., $7.80; 20x30-in., $7.80; 20x86- 
in., $9.30; 20x40-ln.. $10.70. 

New Era, Painted—16x24-in., $4.40; 18x80-in., $5.60; 
18x36-in.. $6.70; 20x80-in., $6.40; 20x86-in., $8.00; 20x40- 
in., $0.35. 

GREASE TRAPS—No. 27 Wade—5-gal., 10xl2-in., $58.40; 10- 
gal., 12V^xl4-in., $98.40. 

SLOP SINKS—(Less Fittings)—K1200, C750, P7200—16x20- 
in., $38.00; 18x22-in., $44.00; 20x22-in., $46.70; 20x24-in., 
$40.40. 

K1212. P7285—16x20-in., $84.00; 18x22>in., $40.00; 
20x22-in., $42.00; 20x24-in., $44.70. 

K1218. P7260—16xl6-in., $80.70; 16x20-ln.. $34.70; 
18x22-in., $38.70; 20x22-in., $40.00; 20x24-in., $43.40. 

K1218, C756, P7268—16xl6-in., $25.40; 16x20-in., $28.00; 
18x22-in., $82.00; 20x22-in., $85.00: 20x24-in., $36.00. 

K1230, C760, P7274—Enameled inside, with 2-in. outlet 
and N. P. Duplex Strainer—16xl6xl0-in.-, $11.40; 16x16x12- 
in.. $12.40; 20xl4xl2-in., $12.40; 20xl6xl2-in.. $14.00; 
22x20xl2-in., $18.00; 24xl8xl3-in., $16.40; 24x20xl2-in., 
$18.70; 30x20xl2-in., $28.00; 86x20xl2-in., 88.40. 

SLOP SINK TRAPS—P7280 to P7298—Enameled inside. 

$12.70; Enameled all over, $16.70. 
laundry trays—L ess Fittings—K1248, P7300, $102.70. 
For additional hardwood Wringer Holder between sections, 
add $4.00. 

K1250, P7320—1-Section, $62.70; 2-Section. $118.40; 8- 
Section, $164.00. 

Without Wringer Holders, deduct $4.00 each. 

P7333 —l-Section, $56.70; 2-Seetion, $102.70; 3-Section. 
$158.40. 

Without Wringer Holders, deduct $4.00 each. 

K1268, C830, P7850—1-Section, $29.40; 2-Section, 
$58,70; 3-Section, $88.00. 

For Wood Covers, each section, add $6.70. 

For N. P. Union Strips, add $2.40 each. 

For N. P. Union Strips with hardwood Wringer Holders, 
add $5.00 each. 

K1276, C830, P7880—l-Sectlon, $25.00; 2-Section, $50.00, 
3-Section, $83.40. , . 

For N. P. Union Strips with hardwood Wringer Holders, 
add $3.70 each. ^ ^ 

K1282, CW50, P7400—20x24-in., Enameled Iron P. R. 
Laundry Tray with Painted Pedestal, $20.70. 

K1286, C852, P7405—On Wall Hanger, $19.00. 

SINK AND TRAY COMBINATIONS—Less Fittings— 

P7425 and P7426, $90.00. 

For Combination Drain Board and Tray Cover add $10.70 
^**P7460 and 7465—1 Tray, $106.70; 2 Trays, $180.00, 


For Combination Drain Board and Tray Cover add $10.70 
each. 

P7480 and P7485, Sink and One Laundry Tray—20x24-in.. 
$57.40; 20x80-in., $60.00; 20x36-in.. $68.40. 

P7480 and P7485, Sink and Two Laundry Trays—^20x24- 
in., $90.00; 20x30-ln., $100.00; 20x36-in., $106.90. 
ENAMELED IRON CLOSETS—P9050, Delecto Bowl—Enam¬ 
eled inside, $86.70; Enameled all over, $40.00. 

P9055, Amo Bowl—Enameled inside, $30.00; Enameled 
all over, $88.85. For Local Vent, add $8.85. 

ENAMELED IRON TANKS—P0262, Enameled all over, with 
Fittings, $26.70. 

P926A Enameled all ove^ with Fittings, $26.70. 

HI, Haas Frost Proof (Jlosets, $86.90. 

H2, Haas Frost Proof Closets, $20.55. 

700, Haas Pressure Valve Tank, Flush Tank and Seat, 
Lesa BowL $88.70. 

No. 1, Vogel, with Tank. $36.90. 

No. 2, Vogel, Direct Fluah, $28.35. 

URINALS—K1479, 0960, P9960—Enameled Inaide Urinal 
with Concealed Wall Hangers, Brass Bee Hive Strainer, 
Tank with Antomatio Fittings, Flush Pipe, Tee and Braaa 
Washdown Pipe, leas Trap—2-ft., $66.70; 2V4*ft., $78.40; 
3-ft., $78.70; 8% ft., $88.50; 4-ft., $90.00; 5-ft.. $106.70; 
6-ft., $128.50. 

P9965—Add to List Price of P9060 Urinal the Liat Price 
for Polished Brass Perforated Washdown Pipe fitted along 
back, ends and, front. The length given refers to length of 
P9960 Urinal desired—2-ft., $18.40; $14.70; 8-ft.. 

$16.40; 8V4-ft., $16.00; 4-ft., $16.70; 5-ft.. $18.00; 6-ft.. 
$19.40. 

K1475, 0950, P9970—Supported with Concealed Wall 
Hanger, Brass Bee Hive Strainer, Washdown Pipe and Stop— 
Enameled inaide—2 ft., $36.00; 2H*ft.. 89.60; 8-ft.. $45.60; 
3V& ft.. $51.40; 4-ft., $56.80; 5-ft., $71.00: 6-ft., $87.00. 

K1481, P9995—Flat Back Lipped Urinal with Concealed 
Wall Hanger, with Inlet and Cutlet Couplings—Enameled all 
over, $88.40. 

K1483, P9996—D>raer Urinal, with (Concealed Wall Hang¬ 
er, with Inlet and Outlet Couplings—Enameled all over, 
$33.40. 

BATH FITTINGS, BUILT-IN— 

H7025 Special, PllOOO—Compression, V4-in., Valves, 2- 
in. Waste (End Wall), $29.00. 

PllOOl—% in. Valves, 2V4 in., Waste, $42.70. 

H7025 Special, P11002—H-in. Valves. 2-m. Waste (Back 
Wall), $31.70. 

P11003—V4-in. Valves, 2V4-in. Waste, $46.85. 

PllOlO—H-in. Valves, 2-in. Waste, $40.00. 

PllOll—% in. Valves, 2%-in. Waste, $44.70. 

P11012—H'ln. Valves, 2-in. Waste, $42.70. 

P11013—%-in. Valves, 2%-in. Waste, $47.35. 

P11015, “Quicko”—H-in. Valves, 2-in. Waste, Top 
Nozzle, $42.70. 

P11016—%-in. Valves, 2^-in. Wast^ Top Nozzle, $47.85. 
P11017—H-in. Valves, 2-in. Waste, Ton Nozzle, $45.35. 
Pn018—%-in. Valves, 2%.in. Waste, W Nozzl^ $50.00 
Compression— 

P11025—%-in. Valves, 1%-in. C. W. A O., $28.70. 
F11026—%-in. Valves, IH-in. O. W. A O., $28.85. 
P11030—H-in. Valves, 1%-in. C. W. A O., $27.35. 

P11031—%-in. Valves, 1%-in. C. W. A O., $32.00. 

P11040—%-!n. Valves, 1%-in. Waste, $46.70. 

P11041—%-in. Valves, 2-in. Waste, $51.35. 

N(72570—Fittings for Por. Tubs, %-in. Valves, 2%-in. 
Waste, $64.00. 

H2466—Speakman Dishler, %-in. Valves, 2-in. Waste, for 
Por. Tubs, $36.00. 

Exposed for Essex Baths—Compression— 

P11065—%-in. Valves, 2-in. Waste. $46.00. 

P11066—%-in. Valves, 2%-in. Waste, $50.70. 

* ‘Quicko”— 

P11090—%-in. Valves, 2-in Waste, $46.00. 

PllOOl—%-in. Valves, 2 %-in. Waste, $50.70. 

Exposed for.Oonred Tubs— 

H6978 Special! 11115—%-in. Valves, 2-in. Waste, $80.85. 
Exposed for Pembroke and Woodmere Baths— 
Compression— 

H6978 S-ecial, P11115—%.in. Valves, 2-in. Waste. $40.00. 
%-in. Valves, 2%-in. Waste, $40.00. 

P11125—%-in. Valves. 2-ln. Waste, $48.00. 

Bath Cock Combination Fittings—Por Essex Baths— 
P11150—Compression Supply and Waste Fitting, 9-16-iB. 
O. D. Annealed Supplies, $8.70. 

P11155—"Quicko” Supply and Waste Pitting, 9-16 in. 
O. D. Annealed Supplies, $8.70. 

P11160—Conn)re88ion Supply and Waste Pitting, 9-16-in. 
O. D. Annealed Supplies, $21.35. 

P11165—“Quicko” Supply and Waste Fitting, 9 16-in 
O. D. Annealed Supplies, $22.70. 

BATH WASTES—P11175—Imperial 2-in. Waste, $17.25. 
P11176—Imperial 2%-in. Waste, $18.70. 

P11179—Imperial 2-in. Waste, $18.00. 

Bath O. W. A O.— 

P11185—1%-in. N. P. C. W. A O. for Essex Bath. $3.10. 
P11188—1%-In. N. P. C. W. A O. for Conred Bath, $6.15. 
1%-in. N. P. C?. W. A O, for Conred Bath, $6.70. 

P11189—1% -in, Rough C. W. A O. for Conred Bath, $5.00. 
1%-in. Rough C. W. A O. for Conred Bath, $6.70. 

P11190—1%-in. Rough C. W. A O. for Pembroke Bath, 
$6.70. 
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HARDiVARE WORLD—PI^DMBING AND HEATING 


PLUMBING GOOD^BETAn^ SELLING PBIOES— Oontinued 


COMBINATION LAVATORY FITTINGS— 

P11260—Verona, Compression Enamel Lavatory, $28.00. 
P112t)3—Verona, Compression, Vitreous Lavatory, $28.UO. 


LAVATORY WASTES— 

P11285—Imperial, China Knob. 9.35 

P11288—Imperial, China Knob .... 9.35 

Pir289—Empire, China Knob . 8.u0 

P11290—Princess, China Knob. 6.70 

P11291—Princess, China Knob.. 6.70 

PI 1293—Princess, China Lever. 6.70 

P11294—Princess, China Lever. 6.70 

P11295—Princess, China Lever. 6.70 

PI 1296—Princess, “B” China Handle. 6.70 

P11297—Princess, 4 Ball Handle. 6.70 


SHAMPOO FIXTURES— 

P11358—QuickC Double Basin Cock.12.00 

P11359—Pedestal China Soap Dish with Drain. 2.70 

P11360—Compression, as described.20.00 

P11363—QuickC, as described.20.00 

MIXOMETER FIXTURE—H2285—Built-in Mixometer, $53.35. 
LAVATORY SUPPLY PIPES—Strictly I. P. Size—Pipes to 
Wall—Short Pattern, 6-in. x 7-in. 

P11371—With W. H. Stop, %-in., $7.45: %-in., $8.70. 
P11372—With C. I. Stop, %-in., $8.15; H-in., $9.35. 
P11373—With L. K. Stop, %-in.. $7.45; %-in., $8.70. 
LAVATORY PLUGS AND CHAIN STAYS— 

P11395—P. O. Plug for Porcelain Enameled Lavatory. . 1.00 

P11396—P. O. Plug for Vitreous Lavatory. 1.70 

P11397—Chain Stay for Vitreous Lavatorj*.70 

COMBINATION SINK AND SUPPLY FAUCETS—P11425— 
Quicko, Swing Spout, No. 100, Classic or Faultless, $10.70. 
NICKEL PLATED SINK AND LAVATORY TltAPS— 

Tubing Pattern, less Cleanout— 

P11450—1%-in. Plain “P,” $2.00; 1%-in., $2.00. 

P11451—1%-in. Vented “P.” $3.00; 1%-in., $3.15. 

P11456—1%-in. Bag. $4.70; 1%-in., $4.60. 

P11462—1 %-in. Plain “S,” $2.70; 1%-in., $2.70. 

PI 1463—l^-in. Vented “S,” $3.60; 1%-in., $4.00. 

With Cleanout— 

P11450—IV^-in. Plain “P,” $2.80; 1%-ln., $2.70. 

Cast Brass Traps with Cleanout— 

P11450—1 V4-in. Plain “P," $4.00; 1%-in., $4.90. 

P11451—1%-m. Vented “P,” $6.00; 1%-in., $6.00. 

P11456—lV4-in. Bag, $4.70; 1%-in., $5.50. 

P11458—1%-in. “P” (N. Y. Reg.), $2.70; 1%-in.. $3.10. 
P11462—1%-in., Plain "S,” $4.00; 1%-in., $5.20. 

P11463—1%-in. Vented “S,” $4.00; 1%'in., $5.20. 
COMPRESSION BIBBS—HlOO—%-in. Rough Plain 8S8. 
$1.05; Finished, $1.30; Nickle Plated, $1.55. %-in. Rough, 

$1.35; Finished, $1.65; Nickel Plated, $2.00. 

11102—%-in. Rough Hose SSS, $1.20; Finished, $1.50; 
Nickel Plated, $1.70. %-in. Rough Hose, $2.20; Finished, 

$1.85; Nickel Plated, $2.10. 

HllO—%-in. Rough Plain SOT, $1.20; Finished, $1.45; 
Nickel Plated, $1.70. %-in.. Rough Plain SOT, $1.65; Fin¬ 

ished, $1.90; Nickel Plated, $2.05. 

11112—%-in. Rough Hose SOT, $1.35; Finished, $1.65; 
Nickel Plated, $1.90. %-in. Rough Hose, $1.70- Finished, 

$2.04; Nickel Plated, $2.30. 

H135—%-in. N. P. Plain Adj. Flange, $2.25; %-in., $2.80. 
H137—% in. N. P. Hose Adj. Flange, $2.45; %-in. $3.00. 
H140—%-in. N, P. Plain Set Screw Flange, $2.10; %-in., 
$2.50. 

H142—%-in. N. P. Hose, $2.25; %-in.. 82.70. 

H305—%-in. N. P. Comp. Stub W. T. Bibb, Plain, $1.50 
H367—%-in. N. P. Comp. Stub W. T. Bibb, Hose, $1.70. 
QUICK COMPRESSION BIBBS— 

H410—%-in. Nickel Plated. Plain SOT, Metal Handle, 

$2.55; %-in., $2.95. 

H412—%-in. Nickel 
$2.75; %-in.. $3.20. 

11413—%-in. Nickel 
$3.15; %-in., $4.29. 

H4i4—%-in. Nickel Plated, Hose SOT, China Handle. 

$3.20; %-in. Nickel Plated, Hose SOT, China Handle, $4.60. 

H435—%-in. Nickel Plated, Adj. Flange, $2.85; %-in.. 

$3.30. 

H437—%-in. Nickel Plated, Adj. Flange, Hose, $3.10; 

%-in., $3.50. 

H438—%-in. Nickel Plated. Plain. $3.30; %-in.. $3.70. 
H439—%-in. Nickel Plated, Hose, $3^50^ % in., 83 95. 


Plated, Hose, SOT. Metal Handle, 
Plated, Plain SOT, China Handle, 


H440—%-in. Nickel Plated, 
Handle, $2.65; %-in., $3.05. 

Plain 

S. 

S. 

Flange, 

Metal 

11442—%-in. Nickel Plated, 
Handle. $2.90; %-in.. $3.30. 

Hose, 

S. 

S. 

Flange, 

Metal 

11443—%-in. Nickel Plated. 
Handle. $3.05; %-in., $3.50. 

Plain, 

S. 

S. 

Flange. 

China 

11444—%-in. Nickel Plated, 
Handle, $3.30; %-in.. $3.60. 

Hose, 

S. 

S. 

Flange, 

China 


SELF-CLOSING BIBBS—11478—%-in. Finished, Plain SOT, 
$2.80; Nickel Plated. $3.00. 

PULLER BIBBS—H510—%in. Nickel Plated, Plain SOT. 
$2.25: %-in.. $2.60. 

11512—%-in. Nickel Plated. Hose SOT, $2.50; %-in., 

$2 H.5 

H540—%-in. Nickel Plated. Plain S. S. Flange, $2.90; 

%-in.. $3.30. 

11542—% in. Nickel Plated, Hose S. S. Flange, $3.15; 

%-in.. $3 55. 

GROUND KEY BIBBS—H575—%-in. Finished, Plain SSS. 
$1.45; %-in.. $2.05. 

11.577—% in. Finished. Hose SSS. $2.05; % in.. $2.25. 


H585—%-in. Finished Plain SOT, $1.65; %-in., $2.25. 

H587—% in. Finished, Hose SOT, $1.85; %-in. $2.35. 

COMPRESSION STOPS—H600 and H603—%-in. Rough 1 P 
both ends T. H., $1.15; %-in., $1.45. %-in. Nickel Platec 
both ends T. H., $1.95; %-in., $2.35. 

H605 and. H608—%-in. N. P. I. P. both ends W. H. 
$2.15; %-in., $2.65. 

H615 and H618—%x%-in., O. D. T. H. or W. H. N. P 
$1.50. %x9-16 in. 0. D., $1.50. %xll-16-in., O. D., $1.75 

H620 and H623—%-in. I. P. both ends Finished, $2.15 
%-in. I. P. Nickel Plated, $2.60. 

SELF CLOSING STOPS—H640 and H641—%-in. I. P. boti 
ends N. P., $3.65. 

COMPRESSION SILL COCKS—H650 to H654—%-in. Angle 
Pattern, $1.45; %-in.. $1.60. 

BOILER DRAIN COCKS—H655 and H658—%-in.. $1.10 
%-in. Rough N. P. Male, $1.10; %-in., $1.45. 

11656 and H659—%in. Rough N. P. Female, $1.10; % -in 

11700—% in. TH or LH Stops, Solid Head, $1.45; %-in 
$2.05. 

H703—%-in. TH or LH Stop and Waste, $1.50; %-in 

$ 2 . 10 . 

GROUND KEY STOPS AND STOP AND WASTES—H730 aufl 
H731—%-in. TH or LH Stops, Loose Handle, $1.30; %-in. 
$1.85. 

H733 and H734—%-in. TH or LH Stop and Wastes, Lioo»« 
Handle, $1.35; %-in., $1.90. 

COMPRESSION BASIN COCKS—H852—No. 1% Midget Ba 
sin Cocks, Pair, $3.40. 

H855—No. 2 Medio Basin Cocks, Pair, $4.20. 

H856—No. 2A Medio Basin Cocks, Pair, $5.25. 

No. H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. 

QUICKO BASIN COCKS—11901—No. 1%, $3.35. 

H902—No. 2 Quicko Basin Cocks, $4.00. 

H903—No. 3 Quicko Basin Cocks, $7.50. 

H908—No, 5 Quicko Basin Cocks, $7.50. 

“.\Ilwite” Quick Comp. Basin Cocks, $10.95. 

PULLER BASIN COCKS—H925—No. 0 Fuller Basin Cocks. 
$5.25. 

H926—No. 0 Fuller Basin Cocks with Union, $6.90. 

SELF CLOSING BASIN COCKS—H950—“Standard” Ball 
Bearing, Cross Handle, pair, $8.40. 

H951—“Standard” Ball Bearing, China Level, pair. 
$10.05. 

H970—“Standard” Boston, pair, $10.05. 

Junior Size nail Bearing 4 Arm Indexed Sell Closing, pair, 
$7.90. 

DOUBLE BASIN COCKS—H980—Quicko Double Basin Cocks, 
each, $12.35. (For China Soap Cup, see U11359.) 

Glauber “Winton,” Nu-Rapid—Double Basin Cock with 
Gooseneck and China Index Lever Handles, 12-in. C to C of 


Cock Holes, $19.35. 

PANTRY COIJKS— 

HIOOO—No. 1 Compression, pair. 7..32 

HlOlO—No. 1 Quicko, pair. 8.6.5 

H1015—Quicko, Double, each .10.85 

H1030—No. 1 Fuller, pair. 8 80 

SLOP SINK COCKS— 

H1070—Compression.19.50 

H1075—Fuller.19 50 

DOUBLE BATH COCKS— 

HllOO—No. 3 Compression . 5.20 

H1105—No. 3A Compression. 5 55 

HI 142—No. 1% Quicko ...i . 5 60 

H1150—No. 2%L Quicko .. 7.50 

H1152—No. 2% Quicko. 7.9<' 

II1160—No. 10 Quicko.13.5u 

H1170—No. 5%L Fuller . 6 4(' 

111172—No. 5% Fuller. 6 75 

HI 17.5—No. 4%L Fuller. 6 40 

Hi 177—No. 4% Fuller... 6 75 

CHICAGO FAUCET COMPANY'S BRASS GOODS— 

AlOO—“Classic” N. P. Quaturn Swing Spout Mixing 
Faucet with Index Lever Handles, $10.70 each. Extra 
Washers for same, $2.35 per hundred. 


A500—N. P. Quaturn Plain Bibbs SOT, Detachable Ta 
pered Shank, %-in., $3.00. 

A900—N. P. Quaturn Plain Bibbs with Detachable Shank. 
Adjustable Screw Flange, %-in., $3.35. 

A1600—N. P. Quaturn Single Pantry Cock with China 
Lever Handle, $5 90. 

A1700 N. P. Quaturn Double Pantry Cock with China 
Indexed Lever Handle, $17.40. 

A1900—N. P. Quaturn Basin Cock with Top China Indexed 
I^ever Handle, $3.50. 

A20()0—N. P. Quaturn Basin Cock with Side China In 
dexed Lever Handle, $4.90. 

A2100—N. P. Quaturn Double Basin Cock with China In 
dexed Lever Handle, $14.70, 

A4500—No. 102 Amazon Basin Cocks, N. P. with China 
Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all ‘’Qua¬ 
turn’’ Bibbs. Basin Cocks, Bath Cocks, Pantry Cocka, Ball 
Cocks, etc.. Hot or Cold, 40c each. 

N. P. BRASS ANNEAT.ED TUBING—%-in. O. D. N. P. Brass 
Annealed Tubing. $27.00 per hundred ft. 

O. D. N. P. Brazed Brass Tubing—Per 100 ft—%-in , 
$43.15; %-in., $45.15; %-in.. $55 20; 1 in.. $38.65: 1 %-in 
$42.55; 1%-in.. $47.65; 1%-in., $52.50; 1%-in.. $56.25; 

2 in.. 75.00. 


Digitized by LjOOQle 


































.-iugtist, jgzi 


HARDWARE WORLD^PLUMBING AND HEATING 


173 


PLiniBINa GOODS—KETAIL SELUNG PRICES— Continned 


^SEAMLESS BRASS PIPE—I. P. Size, per lb.— H-in., 66c; 

62c; %-in., 57c; 54c; %-in., 51c; 51c; 

1^-in., 51c; l^-in., 51c; 2-in., 51c; 2^-in.. 51c; 3in., 
51c. 

Add 15 per cent for Nickel Plating; Pipe. Add 20 per 
cent for cut lengths. Add 12*4 per cent for Copper Pipe. 

MISCELLANEOUS BRASS TRIMMINGS— 

l^in. Laundry Tray Plugs, 1% O. D. Tail Piece, doz... 19.90 
1 Vi-in. Laundry Tray Plugs, 1% I. P. Tail Piece, doz.. .19.90 


Fin. Brass Wash Tray Plugs, Met. Stopper, doz... 5.50 

N. P. Chain Stays, No. 1, doz. 5.20 

N. P. CTiain Stays, Nos. 1, 2, 3, dozen. 5.20 

China Chain Stays, doz. 9.50 

N. P. Chain Stay and Cock Hole Cover. 0.75 

N. P. Basin Cock Hole Cover, doz. 4.40 

N. P. Basin Chain wf. Snaps, No. 00, doz. 1.80 

N. P. Basin Chain wf. Snaps, No. 0, doz. 2.10 

N. P. Bath Chain wf. Snaps, No. 00, doz. 2.50 

N. P. Bath Chain wf. Snaps, No. 0. 2.90 

N. P. Basin Chain 12 Yd. Box, No. 00, box. 2.50 

N. P. Basin Chain 12 Yd. Box, No. 0, box. 3.00 

N. P. Basin Chain 12 Yd. Box, No. 1, box. 3.80 

N. P. Basin Chain, No. 00, per 100 feet. 6.80 

N. P. Basin Chain, No. 0, per 100 feet. 8.50 

N. P. Basin Chain, No. 1, per 100 feet.10.50 

N. P. Basin Chain, 500-foot reels, No. 00. 5.80 

N. P. Basin Chain, 500-foot reels. No. 0. 8.8o 

N. P. Basin Chain. 500-foot reels, No. 1.10.80 

Beaded Basin Chains, per dozen. 3.50 

Beaded Bath Chains, per dozen. 3.90 

N. P. Chain Snaps, large, per dozen.48 

N, P. Chain Snaps, small, per dozen.30 

N. P. ('hain “S” or “8” Hooks, per dozen.48 

Vi-inch Threaded Brass Rod, per foot...37 

* 4 -inch Rough N. P. Brass Nuts, threaded through, 100. 6.40 

*^ 4 -inch N. P. Brass Cap Nuts, per 100. 5.60 

FAIRFACTS BUILT-IN BATH ROOM ACCESSORIES— 

F 1—Built-in Paper Holder, 6x6.10.00 

F115 and F125—Built-in Soap Holder, 6x6. 5.00 

F140 Built-in Grab Rail. 6x6.10.00 

FloO-Built-in Comb. Rail and Soap. 6x6.10.00 

FI60—Built-in Tumbler Holder, 6x6. 5.00 

FI70-Built-in Sponge Holder, 6x6. 8.00 

BRASSCRAFTERS ALL WHITE ACCESSORIES— 

14086—Slab Soap Dish. 3.40 

140.39—Wall Soap Dish . 3.35 

14076—Wall Soap Dish . 3.90 

1 1049—Wall Soap Dish . 5.0i) 

14073—Wall Soap Dish . 3.40 

14044—Tub Rim Soap Dish. 2.90 

14t»hO—Tub Rim Soap Dish. 4.00 

12306—6-inch Three arm Swinging Bar. 5.30 

12103—14-inch Three arm Swing Bar. 6.80 

12518—%xl8-inch Towel Bar. 8.90 

1252-t—24-inch Towel Bar. 4.30 

12530—30-inch Towel Bar. 5.35 

11818 —^. 4 xl 8 -inch Towel Bar. 4.70 

11824—24-inch Towel Bar. 5.10 

11830—aO-inch Towel Bar. 5.80 

11612—1x12 inch Towel Bar. 6.70 

11618—18-inch Towel Bar. 7.20 

11624—24-inc.h Towel Bar. 7.70 

11630—30-inch Towel Bar. 8.55 

11912—lV4xl2-inch Towel Bar.13.95 

14241—Wall Pattern Soap and Sponge Holder.12.50 

14502—Wall Towel Basket.21.90 

1512-4—Tumbler and Toothbrush Holder. 5.80 

15118—Tumbler and Toothbrush Holder. 5.75 

15167—Tumbler Holder. 3.90 

15235—Combination T. T. B. and Soap.13.70 

15222—Combination T. T. B. and Soap. 9.35 

15150—Tooth Brush Holder. 1.60 

15103—Tooth Brush Holder. 1.80 

15176—Tumbler Holder . 3.85 

1519.5— Tumbler and Toothbrush Holder. 5.55 

15192—Tumbler and Toothbrush Holder. 5.75 

15298—Tumbler and T. B. and Soap.13.70 

15291—Tumbler and T. B. and Soap. 9.35 

15297—Tumbler and T. B. and Soap. 7.60 

15293—Tumbler and T. B. and Soap.13.70 

14811—Comb Tray . 6.55 

14800—Comb Tray . 8.00 

1.57.52—6x24 Shelf .12.30 

15706—5x20 Shelf . 9.00 

15710 -5x18 Shelf . 8.55 

1.5712—5x24 Shelf . 9.70 

15714 —5x30 Shelf .10.95 

153<H—5x20 Rail . 5.20 

15202—5x24 Rail . 5.75 

15304—5x30 Rail . 6.55 

15.307—6x24 Rail . 6.35 

1543.5— Paper Holders (Roll) . 7.10 

15 120—Paper Holders (Roll) . 3.35 

15451—Paper Holders (Sheets) . 5.35 

15 51 0—H oo ks .55 

15528—Hooks . 1.20 

15513—Hooks . 1.40 

1.5534—Hooks . 2.90 

155.3 3—Hooks . 3.75 

15521—Hooks . 1.30 

15520—Hooks . 1.35 


15501—Hooks . 2.00 

14510—Stool .14.00 

CABINETS—6013—Double Pattern, 22V4x33x5.100.00 

CHURCH BATH ROOM TRIMMINGS— 

No. 2 White Pyralin Routh Bath Stool, Rub’r Bumpers. 19.15 

No. 7 White Pyralin Square Bath Stool, Cork Top.22.20 

No. 1 French Beveled Plate Glass Oval Mirror with 

White Pyralin Frame, 16x4.34.30 

No. 2, same, 20x28 .43.35 

No. 1, same. Oblong with Square Corners.42.50 

No. 2, same, 20x28 .42.20 

No. 3, same, 20-inch Round. 36.70 

No. 4, same, 24-inch .48.35 

BRASSCRAFTERS NICKEL PLATED ACCESSORIES— 

1612—lxl2-inch N. P. Towel Bar. 4.55 

4600—20-inch Roller Towel Bar with Lock. 5.75 

2112— 14-inch 2-arm Crystal Swing Rack. 3.40 

2113— 14-inch 3-arm Crystal Swing Rack. 4.55 

2818—%xl8 inch Crystal Bar. 2.15 

2824—24-inch Crystal Bar. 2.40 

2918—lxl8-inch Crystal Bar. 3.75 

2924—24-inch Crystal Bar. 4.20 

2930—30 inch Crystal Bar. 5.00 

2936—36-inch Crystal Bar. 6.70 

2618—%xl8-inch Opal Bar.*.. 2.15 

2624—24-inch Opal Bar. 2.40 

2718—IxlS-inch Opal Bar. 3.95 

2724—24-inch Opal Bar. 4.35 

2730—30-inch Opal Bar. 5.10 

2736—36-inch Opal Bar. 6.80 

5()10—5xl8-inch Crystal Shelf. 4.95 

5612—5x24-inch Crystal Shelf. 5.40 

5606—5x20-inch Crystal Shelf. 5.10 

5301—5x2()-inch N. P. Shelf Rail. 8.50 

5101—Crystal Tooth Brush Holder.95 

5150—Opal Tooth Brush Holder. 1.00 

5108—N. P. Tooth Brush Holder.55 

5146—Comb, Tumbler and T, B. Holder. 1.70 

5191 and 5117—Tumbler Holder. 2.40 

5170—Tumbler Holder. 1.15 

5196 and 5141—Tumbler and Toothbrush Holder. 3.35 

5222—Tumbler, T. B. and Soap Holder. 6.60 

5291—Tumiiler, T. B. and Soap Holder. 6.60 

5293—Tumbler, T. B. and Soap Holder. 9,00 

5298—Tumbler, T. B. and Soap Holder. 9.35 

DRAIN COCKS—E1739—T. H. Compression for Range Boiler 


Hose or Plain Rough, N. P., H-inch, $1.10; Vix-X. $1.25. 
URINAL COCKS—E1765—Self Closing N. P., V^-inch, $3.10. 
BALL COCKS—E1771—Silent V^-inch O. D. without Integral 
Stop, less Ball and Stem, $3.55. 


BASIN COCKS— 

E1876—N. P. Oomp. 4-arm China Index Brass Handle 

with Nut for O. D. Tubing. 2.25 

E1887—N. P. Comp. 4-arm. All China Index Handle 

with Nut for O. D. Tubing. 2.90 

E1902—Rapidac N. P. China Index Side Lever Handle 

with Nut for O. D. Tubing. 3.10 

E190.5—Rapidac N. P. (’hina Index Top Lever Handle 

with Nut for O. D. Tubing. 2.20 

E1912—Rapidac N. P. 4 arm, All C^ina Index Handle 

with Nut for O. D. Tubing. 2.95 

E191.5—Rapidac N. P, Double China Index Side Lever 
Handle with Special Br. Y. with Nut for O. D. Tub.. .11.50 
E1926—Rapidac N. P. China Index Side Lever Handle 

(large pattern), Nut for O. D. Tubing. 6.55 

E1985—Self Closing N. P. 4-arm Brass Handle China 

Index Nuts with Nut for O. D. Tubing. 4.10 

E1995—Self Closing N. P. CTiina Index Lever Handle, 

Plain Brass Nut with Nut for O. D. Tubing. 4.80 

CLOSET SEATS— 

L3500—White Scat, less Cover.13.35 

L3600—Birch Mahogany, less Cover. 5.55 

L3700—Oak, less Cover. 5.35 

L3501—White Seat and Cover.14.35 

L3601—Birch Mahogany and Cover. 5.55 

L3701—Oak and Cover. 5.35 

B. O. T. Church. B326. 47-lA. L3503—All White Seat 

and Cover. White Hinge.22.70 

L3515—White Crescent Seat.14.40 

L3615—Birch Mahogany Seat .10.15 

L3615V^—Birch Mahogany, Cantonment Type. 5.20 

L3715—Oak Seat, Mahogany. Cantonment Type. 5.10 

L3715—Oak Seat, Cantonment Type. 5.00 

L3516—White Orescent Seat and Cover.18.20 

L3616—Birch Mahogany Crescent Seat and Cover.10.70 

T..3716—Oak Crescent Seat and Cover.10.70 

L3520—White Horseshoe Seat .16.70 

L3620—Birch Mahogany Horseshoe Seat.10.15 

L3720—Oak Horseshoe Seat.10.15 

L3521—White Horseshoe Seat and Cover.21.80 

L3621—Birch Mahogany Horseshoe Seat and Cover... 10.70 

L3721—Oak Mahogany Seat and Cover.10.70 

L353.5—White Extended Seat Closet Front.20.00 

L3635—Birch Mahogany Extended Scat Closet Front.. 13.35 

L373.5—Oak Extimded Seat Closet Front .13.35 

L3536—White Extended Closet Front with Cover.25.00 

1.3636—Birch M.ihogany Ext. Closet Front with Cover. 16.70 

L3736—Oiik Extended Closet Front with Cover.16.70 

L3r)6.5—White Extended Open Front and Back.21.70 

T.3765—Oak Extended Open Front and Back.16.90 

L3566—White. Ditto, with Cover.26.70 

L3766—Oak. Ditto .20.00 
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HARDWARE WQRLD 


-BUSINESS OPPORTUNITIES--i 

Announcenieiits iu this department will be in¬ 
serted at the rate of five cents a word, including 
address, with a minimum charge of $1.00; pay¬ 
able in advance. Copy should reach this oftice 
not later than the tenth of the month to secure 
insertion the following issue. 


SixIiESMAN 

Salesman calling on hardware and general trade in western 
states to handle high grade .Ski and Tobogg&ns as side line. 
Northland Ski Mfg. Co., 230(i Hampden .-Ive., St. Paul, Minn. 


WANTED 

Salesman calling on Hardware and Furniture dealers to sell 
polish and mops for following territory: San Francisco, Fresno. 
Arizona. Address Box 1217, care HARDWARE WORLD. 


FOB SALE 

Champion Account System Register. Holds 340 accounts. 
New—in original package. Will piake good price f. o. b. your 
town. Write for price. Lodi Hardware Co., Lodi, California. 


FOB SALE 

A new, clean stock »»f Hardware, consisting of Household 
Utensils, Stoves and Ranges, Paints, Oils and Glass, Tools, Auto 
Accessories. Sporting Goods and Shelf Hardware. Stock and 
fixtures will amount to about $24,000. Located in the very 
best agricultural section of central California, devoted to Or¬ 
chards, Vineyards and Dairying. In a city of over 6,000 pop¬ 
ulation. A good opportunity for anyone to get into the Hard¬ 
ware game, as this stock is absolutely new* and in good condi¬ 
tion. Reason for selling: Owner is taking up other work. 
Address H. H. H., care HARDWARE WORLD. 


PABTNEB WANTED 

In good Implement and Furniture business in thriving 
Southeastern Idaho town, $.5000.00 needed. Terras. Present 
partner desires to go to college. Address Partner, care HARD¬ 
WARE WORLD. 


WANTED 

A Hardware Business in the Pacific Northwest. For a 
fine Spokane residence lots and timber lands in Stephens Co., 
good stock will pay $5000 cash and secure the balance with 
Wash., valued at $15,000. Please give full information. Ad¬ 
dress Opportunity, care HARDWARE WORLD, 388 Taylor St., 
Portland, Ore. 


POSITION WANTED 

By young man, American, experienced in plumbing, heating 
and general hardware. Can do show-card writing. Montana, 
Idaho or W'yoming preferred. Good references. Address Del 
Stevenson, 232 Colfax Avenue, Salt Lake City, Utah. 


QAS BANGE SALESMAN WANTED 

Salesman calling on hardware, furniture and department 
stores to sell the LEADER line of porcelain enameled gas 
ranges in bine, white and pray. Tiiberal commission and 
help-you-sell plan. Address Southern Stove Works, Evansville, 
Indiana. 


A BABE OPPOBTDNITY 

For a man seeking Colorado climate and an interest in a 
well established Colorado Hardware business. Will sell a 
quarter or third interest to the man who can take charge of 
the books—or any other end—and comes recommended. For 
further particulars write A. R. P. S., Nucla, Colorado. 


FOB EXCHANGE 

80 acres of nice level raw land, located on paved highway 
near one of the best towns in the great San Joaquin Valley, 
California, where it is common for one acre to produce $500 
per year. Want Hardware, Sporting Goods or Accessory store, 
or gas and oil station. Address Box 209, care HARDWARE 
WORLD. 


FULLY PREPARED 

“Danny was looking at a picture of the prophet 
Elijah ascending to heaven in a chariot of fire,“ relates 
the Mulvane (Kans.) News. “When he saw the halo 
about Elijah ^8 head he cried, ^Oh, look, mama, he’s 
carrying an extra tire’.” 



“Lifetime* 

PU/9E ALUMINUM 
COOKING UTENSILS 



Your Trade Mark 

AND 

WHAT IT MEANS TO YOU: 

1. —Better aluminum ware at less 

cost. 

2. —Better manufacturer’s co-op¬ 

eration. 

3. —More sales and more profits. 

4. —A guarantee that means per¬ 

fect satisfaction to your 
customers for a LIFE¬ 
TIME. 


ALUMINUM PRODUCTS CO. 

Of the Pacific Coast 
OAKI.AKD, CAUFORKIA 

Other FactoHet: RolUng MiU: 

La Grange, £. La Grange, Lemont, ilL £. La Grange, IU. 
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Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of decking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridget—Metallic 

Box 


Blajik Rim Fire— 

Semi* 

Smkls 

Smkls 

22 Short . 

.20 


32 Short . 

.40 


Blank, Oenter Plr»^ 

32 S * W. 

.65 


38 SAW. 

.85 


38 Long Colt . 

44 W C P. 

1.85 

.. . 

1.80 


Shot, Bim Fire— 

22 Long . 

.60 

.70 

32 Long . 

1.20 


Shot, Center Fire— 

32 8 * W. 

1.10 

.. . 

32 WOP. 

1.55 


38 SAW. 

1.30 


38 WOP.. 

1.80 


44 WOP. 

1.80 

2.i5 

44 X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

2.15 

Rim Fire, Ball— . . .. 



BB Caps . 


.40 

CB Cape. 


.50 

22 Short . 

.30 

.35 

22 Short HP. 

.35 

.40 

22 I>ong.. 

.85 

.40 

22 Long H P. 

.40 

.45 

22 Long Rifle. 

.40 

.45 

22 Long Rifle H P. 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F, H P. 

.66 

.70 

22 Win Auto. 


.65 

22 Win Auto. H P. 


.70 

25 Short Stevens . 

.70 

.. . 

25 Stevens . 

1.00 


32 Short . 

.70 

.. . 

32 Long. 

.80 

.. . 

38 Short . 

1.15 

.. . 

38 Long . 

1.25 


41 Short . 

1.05 


Center Fire Pistol— 

22 Win SS . 

1.60 

1.80 

25 Colts Auto . 


1.60 

25-20 Single Shot. 

1.70 

2.00 

25-20 Win . 

1.55 

1.90 

25-20 Win HV . 


2.20 

7.63 MM-Mauser. 


2.75 

7.65 MM-Maueer. 


2.75 

9 MM-Lnger . 


2.80 

32 Colts Auto. 


1.76 

32 Colt's Short. 

1.05 

1.15 

32 Colts Long . 

1.15 

1.30 

32 Colts Police Positive 

1.15 

1.30 

32 SAW. 

1.05 

1.15 

32 S A W Long. . 

1.15 

1.30 

32-20 Marlin. 

1.55 

1.90 

32 Winchester . 

1.56 

1.90 

32-20 Win HV . 


2.20 

35 S A W Auto. 


1.90 

38 Colts Auto . 


2.50 


38 

Colts Short. 

1.30 

1.50 

38 

Colts Long. 

1.40 

1.60 

38 

Colts Police Positive. 

1.40 

1.60 

38 

S & W. 

1.40 

1.60 

38 

SAW Special. 

1.60 

1.80 

38 

Winchester . 

1.85 

2.30 

41 

Colts Short DA. 

1.60 

1.80 

41 

Colts Long DA. 

1.85 

2.10 

44 

Bull Dog . 

1.65 


44 

SAW Amer. 

2.00 

2‘.36 

44 

SAW Rus. 

2.10 

2.30 

44 

SAW Special. 

2.15 

2.35 

44 

Webley . 

1.75 


44 

Winchester. 

1.85 

2!36 

45 

Colts . 

2.35 

2.60 

45 

Colts Auto . 


2.85 


Center Fire Military and Sporting— 


os., drop shot.$1.30 

3 drs. z 1H os., 34 grs. z 

1% ox. drop shot. 1.35 

3^ drs. z 1^ os.. 36 grs. 

z iVi os., drop shot. 1.25 

3^ drs. X 1% os., BB shot, 

drop shot. 1.35 

3 M drs. z Buck shot, drop 

shot . 1.85 

16 3% drs. X % os., 33 grs. z 

Ti os., drop shot. 1.15 

3% drs. z tk ox., BB shot, 

drop shot . 1.35 

20 3 U drs. z % ox., 18 grs., z 

% os., drop shot. 1.15 


HIGH GRADE SMOKELESS 


22 Savage . 1.60 

250-3000 Savage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. 1.50 

25 Remington Rimless. 1.40 

6 MM U 8 N. 2.30 

7 MM Spanish Mauser. 2.30 

7.65 MM Bel Mauser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Goremment Rimless. 2.30 

303 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester. 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester Slf Ldg. 8.10 

32 Winchester Special. 1.60 

88 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 8.15 

351 Winchester Slf Ldg. 3.85 

38-55 Winchester Lead.. 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester. 1.00 1.80 

40-60 Marlin . 1.60 

40-60 Winchester. 1.50 

40-65 Winchester. 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 1.95 

40-32 Winchester . 1.65 1.95 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45-60 Winchester . 1.60 

45-70-405 Government... 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 1.95 


SHELLS, LOADED- 
MEDIUM GRADE. 

BULK—SMOKELESS. 

12 3 drs. z 1 OS., 34 grs. z 1 


13 8^ drs. X IH ox., 26 grs. z 

1V& ox., chilled shot. 1.40 

8H drs. X 1% ox., 28 grs. z 

IV^ ox., chilled shot. 1.46 

16 354 drs. z % ox., 23 grs. z 

T4 ox., chilled shot. 1.80 

20 2^ drs. X % ox., chilled 

shot . 1.26 

354 drs. X % ox., chilled shot. 1.85 


Trap Loads— 

12 8 drs. X 154 ox., 754 chilled 1.86 
8 54 drs. z 154 ox., 7H chilled 1.40 

Black Powder—Loads— 

13 8 54 drs. X 154 ox., drop shot 1.05 

Caps and Primers— 

Percussion .20 .... 

Musket Caps .35 .... 

Primers, 100 in box. . . .35 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
13, 16, 20 Ga., per 100. ... 1.50 

10 Ga., per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
13. 16, 20. 28 Ga. per 100 .. 1.80 

10 Ga. per 100. 2.10 


HIGH GRADE SMOKELESS— 


12, 16, 20, 28 Ga. 

9.80 

10 Ga. per 100. 

2.40 

Empty Brass Shells— 

Best Qual. 12, 16, 20 

28, Box 25. 

2.75 

2nd Qual. 12, 16, 20 

28, box 25. 

2.10 

Wads— 

Cardboard, box 250. 

.20 

Black Edge, Reg., box 

250 . 

.50 

Black Edge, % in., 125 

in box. 

.40 

Black Edge, M in., 250 

in box . 

.30 


adzes—A ll makes of Lipped Ship Adzes, 4 to 6, $5.50; 
larger. $6.00. 

Lippincotts—House, $3.50; Ship, $4.60. 

Whites or Bartons—House, $5.00. 

.‘^hip Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 3 to 3 54, $5.00; Standard Slicks. $4.75. 


ALUMINUM WARE, CAST- 


Griddlea— 
Size 7 .. 
.Size 8 . . 
.Size 9 . . 
Size 


. 8.35 
. 3.75 
. 4.25 

4 00 

Size 8 . 

Pans, Lipped Sauce— 

2 qts. 

3 qts. 

7.00 

4.75 
5.2.5 

5.75 

Size 12 . 


. 4:75 

Skillets— 

3..50 

2% qts. . 

4 qts. . . . 

5 qts. . . . 

6 qts. . . . 

Kettles, 

4 qts. . . . 

Maslin— 

. 5.75 
. 6.65 
. 8.00 
. 8.75 

Size 7 . 

Sire 8 . 

Size 9 . 

Spoons, Basting— 
15-inch . 

3.50 
4.00 

4.50 

30 

. 5.10 
5.75 

Spoons, Mixing— 
13-inch . 

.30 

6 qts. . . . 
8 qts. . 


. 7! 50 

Waffle Moulds— 


12 ots. 
Kettles, 

Tea— 

.10.50 

, . 6.8.5 
, . 6..->0 

Size 7, Low . 

Size 8, Low. 

Sizo 7 - - - 

4.7.5 
5 1.5 
5.15 

Size 7 ! ! 


Size 8. Deep . 

7.00 


ALUMINUM WARE. PRESSED— 


Boilers, Rico— 

154 quart . 2.00 

3 quart . 3.00 

Cups— 

Collapsible .15 

Measuring.25 

Covers, Pot— 

7 5^ inch.25 

8 54 inch.25 

9 *4 inch.35 

10*4 inch.40 

1154 inch.50 

Kettles, Convex— 

2 quart . 1.25 

4 quart . 1.75 

6 quart . 2.25 

8 quart . 2.75 

10 quart . 3.25 

Kettles, Preserving— 

3 quart . 1.25 

6 quart . 2.00 

10 quart . 2.50 

14 quart . 4.00 

Kettles, Tea— 

5 quart . 4.00 

6 quart . 5.25 


8 quart . 6.00 

La flies— 

54 pint.25 

Moulds, Jelly— 

2841 to 2848 .10 

Pans. Biscuit— 
Il%x754xl54 inch... .65 
Pans. Bread— 
9%\5%x2% inch... .65 
Pans, Cake— 

Round, Plain, 8% in.. .35 
R(»und. Plain, 9% in.. .40 
Ud.. lyoose Hot., 8 in. .15 
Rd.. Loose Bot., 9% in. .50 
Square, Plain, 9 54 in.. 1.25 
Tube, Plain, 9 inch. . , .90 

Tube, Plain, 9% inch. 1.25 
Mountain, 9 inch.. .45 
Pans, Uorn Cake— 

6-cup .90 

12-cup . 1.75 

Pans, Dish— 

10 quart . 3 00 

17 quart . 4.25 

Pans. Fry— 

9% inch . 2.65 
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BETAII. SBLLINO PBI0E8—Oontlniiad. 


Biggins, Coffee 

0 . 1.00 

00 . 1.25 

L. A ( 

40 .85 

ROYAL ENAMEL A 

Ladles, Deep 

100 .85 

120 .40 

lRE 

34 ... 70 

Plates, Deep Pin 

89.35 

40 .^0 

Gups and Saucers 

300 .45 

36 .85 

Pans, Milk 

0.25 

11 .30 

020 . 1.60 

080 . 1.70 

Boilers, Coffee 

60 . 1.85 

80 . 1.85 

3008 .25 

Cuspidors 

10 .60 

111 .40 

Measures 

02 .40 

Plates, Shallow Pie 
27 .25 

20 .40 

80 .40 

30 .85 

300 . 1.40 

04.65 

06 . 1.25 

40 .50 

60 . 70 

Plates. Dinner 

20 .40 

Pots, Fireless Cooker 

1450 . 1.90 

1850 . 2.75 

Pots. Coffee 

2H .60 

5 .75 

25 .95 

45 . 1.15 

Pots, Tea 

00 .65 

0 .80 

100 . 3.16 

Dippers, Cup 

10 .85 

Dippers, Windsor 

110 .46 

Dippers, Suds 

4 .70 

11 Graduated. .65 
Pails, Chamber 

2 . 1.85 

100 .90 

Boilers, Rice 

14 . 1.16 

120 . 1.00 

Pans, Convex Sauce 

02 .70 

04.95 

06 . 1.15 

18 . 1.45 

22 . 1.85 

26 . 2.50 

40 . 2.60 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pans, Bed 

1 . 8.65 

Pans, Douche 

2 . 2.40 

Bowls, Wash 

26 .50 

80 .60 

34 .80 

Buckets, Covered 

21 .50 

Dishes, Soap 

50, 60 .40 

Fillers, Fruit Jar 

20 .86 

Flasks, Coffee 

10 .75 

010 . 1.65 

012 . 2.00 

Pans, Combination 
Sauce 

ID . 1.85 

lOT . 2.85 

28 .75 

26 . 1.05 

Funnels, Pieced 

01 .35 

Pans, Bread 

11 .50 

Pans, Lipped Sauce 

10 .35 

20 . 1.00 

Oil .80 

28 . 1.35 

32 . 1.85 

160 .65 

350 .85 

450 . 1.00 

650 . 1.25 

850 . 1.65 

1050 . 1.85 

03 .50 

05 .70 

06 .85 

Kettles, Convex 

03 .80 

05 . 1.00 

08 . 1.40 

010 . 1.75 

13 .70 

Pans, Cake 

9 ..85 

10, 69, 70.40 

200 .45 

Pans, Corn Cake 

706 .75 

709 .90 

14 .45 

18 .55 

24 .75 

28 . 1.00 

Pans, Straight Sauce 

250 .80 

450 . 1.05 

6.50 1.80 

101 . 1.00 

102 . 1.10 

Pots. Straight Sauce 

018.95 

022 . 1.25 

026 . 1.85 

030 . 2.85 

Pots, Soup Stock 

318 . 9.75 

336 . 18.75 

218 . 7.50 

236 . 11.25 

Roasters 

150 . 2.90 

180 . 8.50 

1250 . 2.15 

Buckets, Dinner 

110 . 2.00 

112 . 2.35 

118 . 2.75 

014 . 2.25 

020 . 8.15 

Kettles, Lipped 
Preserving 

14.45 

712 . 1.10 

Pans, Miiffin 

406 .60 

412 . 1.00 

Pans, Deep Pudding 

50 .30 

850 . 1.40 

Pans, Stew 

3 .40 

5 .50 

6 .65 

602 . 1.65 

18 .55 

Pans, Oblong Stove 

04.45 

100 . , - . . .60 

508 . 1.85 

Chambers 

1 .65 

2 .95 

8 . 1.00 

Chamber Covers 

1C.80 

20.40 

80.50 

Colanders 

1 .65 

8 .95 

22 .70 1 

26.85 

150 .40 

800 .50 

80 . 1.15 

36 . 1.65 

40 . 2.50 

50 . 3.75 

500 .60 

800 .80 

1000 .90 

Pans. Dish 

15 . 1.85 

80 . 1.10 

140 . 1.50 

210 . 2.00 

300 . 2.90 

400 . 4.40 

300 .85 

350 . 1.05 

450 . 1.35 

550 . 1 80 

Skimmers, Flat 

12 .^.85 

Spoons, Bastlnir 

10 .20 

Kettles, Milk 

71 .70 

78 . 1.00 

74 . 1.20 

Kettles, Tea 

30 . 1.00 

Paus, Square Stove 

110 .80 

112 .95 

114 . 1.25 

116 . 1.60 

120 1.85 

14 .25 

18 .85 

Steamers 

7 . 1.50 

8 . 1.75 

Steepers, Tea 

8 .70 

104.65 

50 . 1.25 

Pans, Rinsing 

08 ... 1.05 

Pitchers, Molasses 

601 .75 

306 .90 

70 . 1.60 

Tubs, Oval Foot 

0 .. 1.50 

2 . 2.00 

4 . 8.25 

T>imers, Cake 

14.25 

Cups 

3 Mug).35 

6 .85 

8 .20 

9, 10. 11, 25.. .25 

90 . 2.15 

100 . 2.60 

160 . 1.60 

180 . 2.10 

190 . 2.60 

014 . 1.35 

017 . 1.60 

Pans, Lipped Fry 

80.40 

82.55 

Pitchers, Water 

2 . 1.20 

4 . 1.55 

5 . 1.20 

10 . 1.35 


ALUMINUM WARE, PRESSED—Continued. 


10% inch . 

. 3.25 


Pans, Convex 

Sauce— 

Pans, Milk— 


1 

quart . 

.75 

6 quart . 

. 1.65 

3 

quart . 


Pans, Pie— 


6 

quart . 

.2.25 

9% inch . 

. .40 


Pots, Fireless 

Cooker— 

Pans, Pudding— 

. .50 

4 

quart . 

. 1.50 

1 quart . 

6 

quart . 

. 1.85 

2 quart . 

4 quart . 

. .75 

. 1.25 

8 

quart . 

. 2.25 


ANCHORS—8er«wi p«r 100, 8>10, (4.15: $6.86. 

Sebeo, 3-16xH in. in. -1 in., $5.00 per hundred list; 
\4 zV 4 in. in. -1 in., $5.60 per hundred net. 


ANVILS—^Vulcan No. 2, 20-Ih., $7.50; No. 8, 80-lb., $9.00; No. 
4, 40-lb., $10.00; No. 5. 50-lb., $11.50; No. 6, 60-lb., $18.00; 
No. 7, 70-lb., $14.50; No. 8, 80-lb., $10.50. 

Columbian—80 to 425 lbs., 32c per lb.; 70 to 79 lbs., 82He 
lb.; 60 to 69 lbs., 33c lb.; 50 to 59 lbs., 84o lb. With Clip 
Horn, 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown, $1.75; No. 2 Short Brown, 75c. 

AUGURS—Greenlee Carpenters* Nut No. 57— 

Size H % % % 1 IH 


AUGURS—Snell’s Carpenters’ Nut— 


Size . 

.. ^4 

% 

% 


1 

H4 

Each . 

. .$1.15 

$1.15 

$1.30 

$1.50 

$1.75 

$2.25 

Size . 


IH 

1% 

2 

2H 

3 

Each . 


$3.00 

$3.40 

$3.85 

$6.75 

$11.75 

lOths . 

. . ft-10 

11-12 

13 

14 

15 

16 

With Screw . 

. .$1.50 

$1.60 

$1.75 

$1.75 

$2.00 

$2.00 

No Screw . . . 

.. 1.80 

1.95 

2.10 

2.10 

2.35 

2.35 

lOths . 

17 

18 

19 

20 

21 

22 

With Screw . , 

. .$2.10 

$2.10 

$2.40 

$2.40 

$2.70 

$2.70 

No Screw . . . . 

. . 2.60 

2.60 

2.85 

2.85 

3.25 

3 25 

ir.ths . 

23 

24 

25 

26 

27 

28 

With Screw . 

. .$2.45 

$2.45 

$4.00 

$4.00 

$4.85 

$4.85 

No Screw ... 

. . 4.15 

4.15 

4.85 

4.85 

5.75 

5.75 


16ths . 29 80 31 32 

With Screw_$5.75 $5.75 $6.75 $6.75 

No Screw. 6.85 6.85 8.10 8.10 


ASBESTOS— 

Mill board, 80 g lb.; cut, 85c lb. 

Paper, 80c lb.; cut, 85c lb. 

Wicking, H*lb. balls, 40c each. 

Wicking, 1-lb. lots, 75c. 

Cement, per sack, $9.00; per lb., 12He. 

AXES—Plumbs’ Hunter’s handled, 12 oz., $1.50; 1 lb., $1.65; 
IH lb., $1.75. 

Boy Scout—Handled with sheath. $2.25; without sheath, 
$2.00; sheaths, 85c. 

Double Bit—Handled, $3.75; unhandled, $2.75. 

Single Bit—Handled warranted. $3.00; second grade. 
$2.75; unhandled, $2.00. 


BAGS—WATERr— 


Closed Top 


Sanitary Top- 

— 

1-gal.. 

. 1.26 

l*gal. . 

. 1.40 

2-gal.. 

. 1.76 

2-gal. 

. 1.85 

3 H -gal.. 

. 2.65 

8Hgnl. 

. 2.85 

5-gal.. 

. 3.50 

6gaL. 

. 3.75 

BABBITT—Frictionless, 

4.5c lb. 

; Magnolia, 45c 

lb.; No. 4, 

12 He lb.; No. 3. 15r 

lb.; No. 

B. 22c lb.: No. 

A (genuine!, 

70c lb.; XXXX Nickeled, 75c 

lb. 



BARS. CROW—Pinch Point, Wedee or Linine. 20c lb. Claw. 
25-lb.. 25c lb.; 30-lb., 24c lb. Ripping or Wrecking, Hxl2- 
in., 40c each; %x20-in., 60c; %x24-in., 65c; %x24-in., 70c: 
^4x30-in., 85c. 

BATTERIES—Dry Cell—Columbia, Ever Ready, Red Seal, Red 
Devil or Red Label, etc.. Nos. 6 and 6S, 50c each. Hotshot 
Multiple, 4 cell, $2.75; 5 cell, $3.00; 6 cell, $3.50. Sec 
also Sparkers. 

BEDS—AUTO—B-1 Red Seal Auto Bod, $28.45; 0-5 Red Seal 
Bed, Tent and Dust Bags, $50.00. 

BELLS—Alarm—House, 85c each. Call, steel, iron base, 80c 
each; Call, bell metal, bronze base, $1.40; Gung, mid browsed 
steel. 90c; Gong, polished bell metal, 5-inch, fl.SO each; 
6 inch. $2.10; 7-inch, $2.85; 8-inch, $4.26; lO-inch, $7.10. 
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BSTAH. SBIJJNO PBIOES—continued. 


BBLLS—Oontinned— 

12-iach, $11.25. Rotarj Door, bronze, 85c each; steel, 85c; 
iron, 85c; copper, 85c; wrought steel, 3-inch, $1.65. 

BELLS—Farm—(100 lb.), $16.00. 

BELLS—Cow—No. 0, $1.50 each; 1, $1.25; 2, $1.00; 3. 75c; 
4, 65c; 5, 55c; 6, 45c. 

BELLS—Electric—2^4‘inch. Eclipse Iron Box. 90c each; 8-ln. 

Nonpareil. $1.00. 

BELL STRAPS— 

Cow —Ihi lb., $1.00: IVi Ib., $1.25; 1% lb., $1.35. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; S-m.. $1.25; 10-in., 
$1.35. No. 25: 6-in., 70c: 8-in., 75c; 10-in., 80c; 12-in., 

90c. No. 1—Odd Jobs, $1.10. 


BIBBS—Compression— 

%in. 

%in. %-in 

1-in. 

Plain— 

-Bough 

brass ...... 

.95 

1.25 1.65 



Finished brass. 

1.25 

1.75 2.10 

' 3.75 


Nickel 

plated . 

1.45 

1.80 2.35 

4.15 

Hose—Rough brass. 

1.10 

1.35 1.80 

8.75 


Finished brass . 

1.45 

1.75 2.25 

2.70 


Nickel plated. 

1.65 

1.95 2.50 


BITS—Auger— 





letha 


R. J. 

Irwin 

Irwin Car 

Common 

S. . . 


.85 

.55 

1.25 

.80 

4. . . 


.70 

.50 

1.25 

.30 

5. . . 


.70 

.50 

1.25 

.30 

6. . . 


.70 

.50 

1.25 

.35 

7. . . 


.70 

.55 

1.25 

.35 

8. . . 


.70 

.60 

1.25 

.36 

9. . . 



.65 

1.35 

.40 

10. . . 


.86 

.70 

1.50 

.40 

11. . . 


. 1.00 

.80 

1.60 

.45 

12. . . 


. 1.00 

.80 

1.65 

.45 

18. . . 


. 1.15 

.95 

1.75 

.55 

14. . . 


. 1.15 

.95 

1.85 

.55 

15. . . 


. 1.35 

1.05 

2.10 

.65 

16. . . 


. 1.35 

1.05 

2.20 

.70 

17. . . 


. 1.70 

1.20 


.75 

18. . . 


. 1.70 

1.40 


.80 

20. . . 


. 1.95 

1.55 


.85 

22. . . 


. 2.20 

1.75 


.95 

24. . . 



.... 

.. . . 

1.10 

Bits 

in Seta —Common. 6 

bits, 

$4.00; 8 bits. 

$5.00; 

13 bits, $7.50. 

R. J., 13 bita. 

$12.50. 

Irwin, 13 bits, 

$10.25; 

8 bits, 

$6.00. 






Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks* small, $2.00; large, $3.00; Steers, 
small, $3.50; large, $4.25. 

Expansive Bit CTutters—(Tlark’s No. 1, 85c; No. 2. 45c; 
No. 3, 65c; No. 4, 75c. Steers, No. 1, 75c; No. 2, 75c; No. 
3. 80c; No. 4, 85c; No. 5. $1.25. 

BIT HOLDERS—Extension— 


MiUara FalU, No. 8— 


1* .. 

2.00 

18 




1.90 

16 . 

2.15 

21 




2.00 

18 . 

2.25 

24 




2.35 

21 . 

2.35 

Stanley, 

No. 1 

— 


24 . 

2.60 

12 




2.00 

Millers Falls, No. 5— 

16 




2.15 

12 . 

1.75 

18 


...... 


2.25 

IS . 

1.75 

f4 




2.35 

LOCKS—Tackle— 







Wood— 

3-in. 

4-in. 

5-iii. 

0 -in. 

8 -in. 

10 -in, 

Single, Plain Bushed., 

.75 

.00 

i.ou 

1.20 

2.00 

3.30 

Double, Plain Bushed. . 

1.35 

1.05 

1.85 

2.15 

3 50 

5.50 

Single Roller Bushed.. 

1.20 

1.25 

1.35 

l .(>0 

2.75 

4.25 

Double Rrller Bushed. . 

2.15 

2.40 

2.55 

3.10 

5.10 

7.50 

Triple Roller Bushed.. 


3.50 

3.75 

4.75 

7.50 

10.50 

Snatch Roller Bushed. . 




4.75 

6.75 

10.00 

Steel- — 

3 in. 

4-in. 

5-in. 

6 -in. 

8 -in, 

lO-in. 

Single. Plain Bushed. . 

.70 

.85 

.90 

1.15 

1.80 

3.00 

Double, Plain Bushed.. 

1.35 

1.05 

1.80 

2.00 

3.15 

5.00 

Triple. Plain Bushed.. 

1.80 

2.15 

2.25 

3.00 

4.65 

6.90 

Single Riller Bushed. . 


1.65 


2.25 

5..50 

8.75 

Double Roller Bushed. . 


3.30 


4.10 

10.00 

15.00 

Triple R41er Bushed, . 


4.05 


5.75 

14.25 

20.00 

Snatch, Plain Bushed. . 




4 10 

6.00 

8.75 

Snatch. Roller Bushed. 




7.00 

9.75 

15.25 


BLOWERS— 

No. 400 Champion, without Tyere Ironi*. $40.00; No. 400 
(Thampion, complete, $42..*^ 0 . 

No. 40 Lancaster, complete. $31 .50. 

Royal H, without Tyere Irons, $46 00 ; complete $48..50. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-ln., $60.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS. IRONING— 

With Table—No. 2, Plain, $2,50 each: No. 10 Springer. 
60x15 in., no sleeve board. $.5.25; No. 20 Springer, 54x13 
in . no sleeve board $5.25; No. 40 Springer. r)0xl2 in., no 
sleeve board. $4.50. 

Without Table (skirt boards—4-foot, $l.O0 each; Sfool. 
$1.50; 5 Mr foot. $1.75; 6 -foot $2.00. 

BOARDS. WASH—Brass. 95c each; Toy, zinc, 25c: Single 
Zin«*. 70c; Glass. $ 1 . 00 ; Blue Knaiuel. $ 1 . 10 ; Single Zinc. 
75 c. 


BOLTS—Common Carriage— - i 



3-16 A 

5- 

16" 


f - 7 

■16" 


V4" 


10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

iMr 


.90 

.15 

1.25 

.25 

1.70 

.30 

2.20 

.35 

2.70 

2 


1.00 

.20 

1.40 

.2u 

1.85 

.30 

2.40 

.40 

3.00 

2 »^^ 


1.10 

.20 

1.50 

.25 

2 . O0 

.35 

2.60 

.40 

3.25 

3 


1.15 

.20 

l.OO 

.25 

2.15 

.35 

2.80 

.45 

3.55 

3M 

.i5 

1.25 

.25 

1.70 

.30 

2.30 

.40 

3.00 

.45 

3.80 

4 

.15 

1..35 

.iTa 

1 . 8<i 

.30 

2.40 

.40 

. 3.20 

.50 

4.10 

4Vi 

.20 

1.45 

. 2.5 

1.00 

.30 

2.55 

.40 

3.40 

.55 

4.40 

5 

.20 

1.50 

25 

2.(Ml 

.35 

2.70 

.45 

3.60 

.55 

4 . 6.5 

5 M 

.20 

1.60 

25 

2 1 

.35 

2.95 

.45 

3.80 

.60 

4.95 

♦) 

.25 

1.90 

.30 

2 . 7.5 

.40 

3.00 

.50 

4.00 

.65 

5.20 

6 

.25 

2 . 0(1 

.35 

2.60 

.45 

3.50 

.50 

4.20 

.70 

5.50 

7 


2.10 

.35 

2 . 7.5 

.45 

3.65 

.55 

4.40 

.70 

■ 5.80 

8 

'S'p 

2.30 

.35 

2 . 9.5 

.50 

4 . 0(1 

.60 

4.80 

.75 

6.35 

9 



.40 

3.20 

. 5.5 

4.30 

.65 

5.20 

.85 

6.90 

10 



.40 

3.45 

.60 

4 .( i5 

.70 

5.(iO 

.90 

7.45 

I 1 





.60 

4.95 

.75 

6.00 

.95 

8.00 

12 





.65 

5.25 

.80 

6.40 

1.05 

8.60 

14 









1.15 

9.70 

10 









1.35 

10.80 

IS 









1.45 

11.95 

20 









1.60 

13.05 


BOLTS—Expansion—(See SHIELDS). 
BOLTS—Stove — 



6-82" 

8 - 10 " 



5 10 " 




.10 

.50 

10 .50 ... 





H.... 

.10 

.50 

10 .50 .10 

.75 




%.... 

.10 

.50 

10 .50 .10 

.75 




. . . . 

.10 

.50 

10 .50 .10 

.75 





.10 

.55 

.10 .55 .10 

.80 




1 .... 

.10 

.55 

.10 .55 .10 

.85 

.15 1.10 

.26 

1.65 

1 %.... 

.10 

.60 

.10 .60 .10 

.85 

.15 1.15 

.20 

1.75 


.10 

.65 

.10 .65 .15 

.90 

.15 1.20 

.25 

1.85 

1 % . 

.10 

.70 

10 .70 .15 

.95 

.20 1.30 

.25 

1.95 

2 .... 

.10 

.75 

.10 .7 

5 .15 

1.00 

.20 1.40 

.25 

2.05 

2 H . . . . 



10 .7 

5 ,15 

1.05 

.25 1.50 

.30 

2.15 

2 ^.... 



.10 .80 .15 

1.10 

.25 1.55 

.30 

2.30 

3 .... 



.15 .9V .15 

1.20 

.25 1.65 

.35 

2.50 

3H.... 



15 1.05 .20 

1.30 

.25 1.80 

.40 

2.75 

4 .... 



.15 1.20 .20 

1.45 

.25 2.00 

.45 

3.00 

OLTS—Machine, Stpiare Head and 

Nut — 





Vi" 

5- 

16" 


7- 

10 " 

M Va 

.15 

1.25 

.20 

1.50 

.25 

1.80 

.30 

2.30 

2 

. 1 5 

1..3 5 

.20 

1 .(>(1 

.25 

1.95 

.30 

2.50 


.20 

1.40 

.20 

1.70 

.25 

2.05 

.35 

2.65 

a 

.20 

1.50 

.25 

1.80 

.25 

2.15 

.35 

2.80 

3M 

.20 

1.55 

.25 

1.90 

.30 

2.30 

.40 

3.00 

4 

.20 

1.60 

.25 

1.95 

.30 

2.40 

.40 

3.15 

4M 

.25 

1.80 

.30 

2.25 

.35 

2.75 

.40 

3.30 

5 

.25 

1.85 

.30 

2.35 

.35 

2.90 

.45 

3.45 

5M! 

2 5 

1.95 

.30 

2.45 

.40 

3.05 

.45 

3.65 

() 

2.7 

2.00 

.30 

2.55 

.40 

3.15 

.50 

3.80 


.25 

2.05 

.35 

2.65 

.40 

3.30 

.50 

3.95 

7 

.25 

2.15 

.35 

2.75 

.40 

3.45 

.50 

4.15 

8 

.30 

2.25 

.40 

2.95 

.45 

3.70 

.55 

4.45 

9 

.30 

2.40 

.40 

3.15 

..50 

3.95 

.60 

4.80 

10 

..30 

2.50 

.40 

3.35 

.50 

4.20 

.65 

5.10 

11 

.35 

2.70 

.45 

3.55 


4.50 

.65 

5.45 

12 

.35 

2.80 

.45 

3.75 

.t )0 

4.75 

.70 

5.80 




% 


% 


11% 

.40 

3.00 


4.30 

. 7.5 

6.35 

1.05 

8.70 

0 

.40 

3.20 

.60 

4.(>.5 

.80 

6.80 

1.10 

9.25 

2 % 

.45 

3.40 

.60 

1.95 

.85 

7.25 

1.20 

9.90 

3 

.45 

3.65 

.t55 


.95 

7 . 7.5 

1.25 

10.40 

3 Mr 

.45 

3.85 

.7(1 

5.55 

1.00 

8.15 

1.35 

11.00 

1 

.50 

4.0 5 

.70 

5.85 

1.05 

8,60 

1.45 

11 5.5 

IM: 

.50 

4.25 

.75 

6.20 

1.10 

9.10 

1.50 

12.10 

5 

. 5 5 

4.50 

.80 

6.50 

1.15 

9..5 5 

1.55 

12.70 


.60 

4.70 

.85 

6.80 

1.20 

10.00 

1.60 

13.30 

6 

.60 

4.95 

.85 

7.15 

1.25 

10 45 

1.65 

13.85 

() % 

.t>5 

5.10 

.90 

7.45 

1.35 

10.90 

1.75 

14.45 

7 

.6.5 

5.30 

.95 

7.75 

1.40 

11.35 

1.80 

15.00 

8 

.70 

5.80 

I.OO 

8.35 

1.45 

12.25 

1.95 

16.20 

U 

. t 0 

6.20 

1.10 

9.00 

1.55 

13.20 

2.10 

17.35 

10 

.80 

6.65 

1.15 

9.60 

1.70 

14.05 

2.20 

18.15 

I I 

.85 

7.05 

1 25 

10.25 

1.80 

15.00 

2.35 

19.65 

12 

.90 

7.45 

1.35 

10.90 

1.95 

15.90 

2.50 

20.80 

1 :’, 

95 

7.9.5 

1.40 

11.50 

2.05 

16.75 

2.65 

21 95 

14 

1.00 

8.25 

1.45 

12.10 

2 .15 

17.70 

2.75 

23.10 

l.'> 

1.05 

8.80 

1.55 

12.75 

2.25 

18.60 

2.95 

24 25 

d; 

1.10 

9.20 

1.60 

13.10 

2.35 

19.50 

3.05 

25.10 

17 

1.15 

9.60 

1.70 

14.00 

2 45 

20.40 

3.15 

26.55 

18 

1.20 

10.05 

1.75 

14.(*5 

2.55 

21.35 

3.30 

27.75 

19 

1.25 

10.50 

1.85 

15.25 

2 70 

22.25 

3.50 

28,90 

20 

1.30 

10.95 

1 .90 

15.85 

2.80 

23.1 5 

3.()0 

30.00 

21 

1.40 

1 1.3 5 

2.00 

16). 50 

2 90 

2 l.tMi 

3.75 

31.35 

22 

1.45 

11.7.5 

2.0.5 

17.15 

3.00 

24.95 

3.90 

32.35 

23 

1.50 

12,2.5 

2.1.5 

17.80 

3.10 

25.80 

4.00 

33.50 

2 4 

1 .5 5 

12.65 

2.20 

18.40 

3.20 

2(».7.5 

4 20 

34.65 

25 

1.60 

13.10 

2.30 

19.00 

3.30 

27.70 

4.3 5 

3.5.8.') 

26 

1.65 

13.50 

2.35 

19.65 

3.45 

28.60 

4.45 

37.00 

27 

1.70 

13.00 

2.45 

20.30 

3 55 

2 9..50 

4.5 5 

38,10 

28 

1.75 

14.35 

2..5 5 

2 1 .00 

3.65 

30.4(1 

4 70 

39 25 

29 

1.80 

14.75 

2.60 

21.50 

3 75 

31.30 

4.8.5 

40 45 

■:o 

1.85 

15.2.5 

2.65 

22.1 5 

3.9.5 

32 2(1 

4.9.5 

41.60 
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BOLTS—Barrel— 

Extra Heavy Wrought 
BimU Japaanad— 

4- inch .16 

5- inch .20 

6- inch .25 

8-ineh .45 

Cast Iron, Japanned— 

2 H-inch .16 

3- inoh .15 

4- inch .20 

6-inch .25 

6-ineh .80 

CHAIN— 

Cast Iron Japanned— 

6-ineh .50 

8-inch .60 

10-inch .85 

Cast Iron, Amber or 
Bronsea— 

4-inch .46 

6-ineh .60 

8-inch .76 

Cast Iron, Ant. Copper 
or Dull Brass— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.10 

CUPBOARD, Japanned— 

3-ineh .75 

6-inoh .75 

10-inch . 1.76 

Cupboard, Other Finishes— 

8-inch .75 

6-inoh . 1.00 

BOLTS-—Togfla^(Baa Toggle Bolts). 

BOTTLES—^Vacuum— 

Thermoa 

6 . 

6Q . 

11 . 

IIQ . 

14 . 

14Q . 

14H .... 

15 . 

16Q . 

16H 


FLUSH, Angle—All Finiahaa, 
Cast Bronso— 

2- iaeh .40 

8-inoh .60 

4-iaeh .56 

O-lneh .70 

LBVBB—Caat Bfonsa, AU 

Finiahaa— 

SH'inah . LIO 

6-inoh . 1.26 

T-HEAD — Wrought Bronse, 
All Finishes— 

3- ineh .66 

4- ineh .40 

5- lneh .46 

6- ineh .60 

Oast Bronze, All Finishea 


BRADS—Wire— 

Bulk per lb. 

% lb. pkgs. 

^-Ib. pkgs. 

% and %-ineh .. 


.30 

as 

94 to IH-inch .. 

.25 

.15 

.10 

IM to 2-inoh_ 


.15 

.10 


8-inch . 

.45 

4-inch . 

.40 

5-inch . 

.50 

FOOT— 

Caat Iron, Japanned- 

— 

6-inch . 

.45 

8-inch .. 

.55 

10-inch . 

.85 

Amber or Bronzed— 

6-ineh . 

.55 

8-inch ... 

.75 

Other Finishes— .. . 


4-inch . 

.75 

6-inch . 

.95 

8-inch . 

1.10 


BRASS—Sheet—Soft, per lb., 75e; Half Hard, 80c; Sign, 80e; 
Spring; $1.05. 

BREAD AND CAKE MAKEBB—Unirersal—^No. 2, $3.00 each. 
No. 4, $8.75 each; No. 8, $4.75 each; No. 44, $8.50 each. 

BRIGHT WIRE GOODS—See Hooks and Eyes. 

BROOMS—Honse or Parlor— 

Finest selected, 16-16 in., $1.60 each; second grade, 14H 
in., $1.35; third grade, 14 in., $1.10; common, 85o; Ware¬ 
house, $1.25; Railroad or Smelter, $1.25; Switcn, small, 65c, 
large, 90c; Toy or Hearth, 1 saw, 80o; 2 sew, 40c. 

Pnsh or Street 


Foot Wrought Steel—Cup¬ 
board, Japanned— 

8-inoh .60 

6-lnch .90 

10-inoh .2.25 


4.50 

6.25 

2.75 

4.25 

8.25 

4.75 

2.76 
4.00 
5.75 
8.60 


FILLERS—^Tharmos and 
Tarsal— 

H Pint . 

1 Pint. 

1 Quart . 

LUNCH KITS— 
Thermos— 

892 and 896 . 

898 and 897 . 

894 and 898 . 

Universal— 

810 . 


Uni- 

1.50 

1.76 

2.00 


4.50 

6.00 

5.76 

4.76 


Bassine, 14-in. 1.60 

Bassin^ 16-in. 1.76 

Steel Wire, 12-in. 1.00 

Steel Wire, 18-in. 1.60 

BRUBHB8— 

CASTING— 

Roimd .80 

Oblong.60 

Counter- 

Dusting, eom. .90 

Extra quality.1.20 

White bristlM .... 1.76 
FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch .2.65 

Mixed, 12-inch . 1.75 

Mixed, 16-inch. 2.00 

Bristles, 14-ineh.5.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-ineh. 2.00 

Fibr^ 18-ineh. 2.25 

Fibre, 80-inch.8.50 


Rattan, 6 rows, 12-in. 1.85 
Rattan, 6 B^ws, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Battain, 8 rows, 14 in. 1.26 


Fibre, 34-inch. 3.25 

Gear— 

Handles.65 

Hand or Nail.10 

Horse— 

Rice Root, 12 H lb.— .75 

Bice RooL 18 lb.1.25 

Palmyra Fibre, 12 % 

lb.55 

Palmyra Fibre, 18 lb. .95 

Mixed Fibre, 18 lb.90 

Ox Fibre, 8 4x9 in. .. .75 

Ox Fibre, 4^xllV6 in. 85 
Kalsomine — 

7-in., single.2.40 

8x7H in. blocks.... 6.75 
Marking—(Round) — 

White Bristles— 

in.10 

1*1% in.15 


Universal— 


410 . 

.6.00 

Grade. 

1 

8 

8 

4 

5 


610 . 


8 H “ineh 

SA 


.66 

.86 

1.05 

1.66 



21 . 

. . . 2.25 

4070 . 




J6 

.76 

1.00 

1.60 

1.60 

8J6 

8.76 

8.60 

... 

22 

. . . . 3.50 

8070 . 

.4.85 

9 vifliitli 

66 

8.60 

AOO 

71 . 

72 . 

. . . 2.75 
_ 4.00 

Thermos—^FoodJars. Fillers 
600 . 4.00 8.00 

4-ineh. 

4H-inch. 

!70 


81 

82 

91 

92 
.)92 


4.00 

6.50 

3.50 
5.00 
5.00 


608 


6.75 


Ferrostat— 

504R .11.00 

505R 2-qt.16.00 

605N .16.50 

BOXES—Mitre— 

(Joodell— 

1285 26x4 .24.00 

1305 25x5 .25.00 

1306 30x5 .27.00 

Stanley— 

50 H . 18.25 

246 .24.50 

358 .28.75 

460 . 85.00 

Acme— 

72 22.50 


niemoa— Jugs. 

566 . 9.50 

557 .10.00 

Thermos—Cases— 

104 . 

104Q . 

114 . 

114Q . 

130 . 

130Q . 


8.00 

Flllars 

4.00 

4.75 

. 6.35 
. 9.35 
. 9.75 
.14.76 
. 9.75 
.14.76 


73 .21.50 

74 .26.00 

76 24.00 

New Langdon Imp.— 

72 .21.50 

73 .23.00 

74 .26.25 

75 .81.26 

Steam’s Perfection— 

20 . 6.00 

BRACES— 

P. S. k W.. No. 7008. $5.00 each; No. 7010. $5.25; 7012, 
$5.50; 8010B. $6.50; 8012B, $6.75; 8014B, $7.00. 

Stanley, No. 921, 8-inch, $5.25 each; 10-inch, $5.50; 12- 
inch, $5.75; 14-inch, $6.00. 

BRACKETS—Shelf— 


Boaflng _ 

8 knots, 14-lb.1.00 

4 knots, 18-lb.1.60 

Bash—Qiisal Point— 

HzlKin. JO 

%zl%-in.. .16 

Rzl-in..80 

lz814-iB..40 

Scrub- 

Gray Tampiao, 10*... .40 
Gray Tampieo, 11*... .60 

Ox Fibre, 7*.40 

Ox Fibre, 10*.60 

Ox Fibre, 11*.J6 

White Tampieo, 8*... .86 
White Tampieo, 11*.. .60 
White Tampieo, 11*.. .70 
Shoe— 

Dauber, wood.10 

Dauber, iron. JO 

Brush only. R -in.... .86 

Brush only l4*in... .76 

Combination.85 

Extra bristles.60 

Bast IM'in. bristles .86 

BUCKETS—(See Galv. Ware)— 


Ox Fibre.II 

Split Bamboo.01 

Shaving—Rubber Se t - 

■boniied handle.61 

Boxwood, small .... 1.00 
Boxwood, medium... 1.10 

Boxwood, large.l.ll 

T^ite Bone, small... 1.00 
WhiU Bone, medium Ul 

Octagon Bone.8.00 

Octag. Bone, pellshed AOO 
Stencil— 

1%-in., IH-lb. Jl 

iH-in., oS lb.86 

IH-in., 6-lb.41 

1%-ln.. 6-lb..66 

Window— 

Gray fibre.Tl 

Black horsehair .... .90 

Pope’s Bye.1.11 

Squeegee, 10<in.90 

Squeegee, ll-ln. .... .91 

Squeegee, 14-in..40 

Squeeges, lO-in.60 


Japanned— 

3x 4 . 

Pair 

.20 

Copper, Brass, 
3x 4 . 

Nickel—Pair 
.60 

4x 5 . 

... .25 

4x 5 . 

.65 

5x 7 . 

... .80 

5x 7 . 

.75 

6x 8 . 

... .35 

6x 8 . 

.90 

7x 9 . 

.40 

7x 9 . 

.95 

8x10 . 

.45 

8x10 . 

. 1.00 

10x12 . 

_ .70 

10x12 . 

. 1.25 

12x14 . 

_ .90 

12x14 . 



BURNERS—^Lamp—%-inch wick, 15c each; 1-ineh, 20c; IH* 
inch, 35c. 

Lantern—^For Cold Blast, %-inoh wick, 20c each; l-iseh, 
80c; for Kerosene, %-inch, 30e: l-inc^ 80c; Lard, Sperm 
and Sig. Oil, tt-inch, I5c: 1-inch, 20c. 

Rubbish—No. 1, 20-inoh Steel, $9.00 each; No. I. 10 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 
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CANTEENS—BEAR BRAND AND BOTCO—Covered—No. S. 
$1.35; No. 8, $1.40; No. 4, $1.65; No. 6, $1.85; No. 8, 
$2.30. OoTemment, $1.45; American, $1.50; Army, 8-pt., 
$1.40; Army. 5-pt., $1.60; De Luxe, 8-pt., $1.75; De Luxe, 
5-pt.. $2.10. 

RUNNING BOARD OUTFITS— 

Beyeo Serrice Unite—No. 5, $5.75; No. 32, $6.65; No. 
112, $8.00; No. 312, $8.40; No. 812, $8.60. 

Bear Brand—^Lineoin—No. 100, $2.00; No. 200, $2.50; 
No. 800, $2.85. 

Anto Oane—Oorered, No. 1, $1.05; No. 3. $2.80; No. 8, 
$2.70; No. 5, $8.85. Plain, No. 1, $1.45; No. 3, $1.70; 
No. 8. $2.00; No. 5. $3.50. 

CANT HOOKS— Maple Hdl. Hiekory HdL 


2^x4H . 8.35 4.25 

3V4x4H . 8.50 4.26 


0AP8—Roofing. Per lb., 23e. 

OARBORUNDUM—Grain, per lb., bulk. 65e. 

CARRIERS—Timber—No. 425, 4-ft. maple, $4.35. 

CARRIERS—Hay—Ueinr Manila rope for steel, wood, cable 
track, $14.50 eaek; nsine wire cable or manila rope for steel, 
wood, cable traek, $18.50; Sliim, $25.00; Steel Hay Cnrrier 
Track, 45c foot; Steel Hay Carrier Hanging Hooke, 80c 
each; Rafter Braekete, 16c. 

CATOHEBS—GRASS—RBI, $1.00 each: Enreka, 86e; 16G, 
$2.25: 06, $2.50; lOG, $2.76; 12G, $8.26; 0, all duek, $2.66; 
11, all dock. $2.76. 


CHAINS—Tire. 


Siaa 

TIra—Waada 

Pair 


iaf8 . 

.... 7.26 


s20 . 

.. 4.60 


ix84 . 

.... 7.60 

g: 

Mato . 

.. 6.00 

4^ 

ia86 . 

.... 6.00 


Sait . 

.. 6.60 


ia86 . 

_6.00 


ail .. 

... 6.00 

4H 

ia87 . 

.... 8.76 


a82 . 

.. 6.00 

6 

a86 . 

_9.00 


att . 

.. 6.50 

6 

a86 . 

.... 9.00 


x84 . 

.. 7.00 

6 

a87 . 

.... 9.76 


a26 . 

.. 7.60 


ix86 . 

.... 12.00 


a26 . 

.. 7.60 

6H 

ta87 . 

.... 18.00 

4Mnt2 . 7.00 6Hz88 . 

Itosan pair lota, 10% aff. 

CHAIN—Kaw Oarman Sirafgkt Link (Coll)— 

_14.00 


6'0, 16e ft; 6-0, 14e; 4-0, ^Se; 8-0, lie; 2-0, lie; 0, lOe; 
1. 8c; 2, 8e. 

Norway Straight Unk (roil)-H, 86e lb.; %, 86e lb.; %, 
80c 1b. 

Paeeing Link (coil)—4-0. 14e ft.; 8-0, 12c ft.; 2-0, 11c ft. 
Proof Straight Link (coil)—8-16 black, 20c lb.; V4. 35e lb.; 
5-16, 20c lb.; %, 20c lb.; 7-16, 20c lb.; 30c lb.; 
H, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil)—8-15 black, 80c lb.; 35c 
lb.; 5-16, 25c lb.; %. 20c lb. 

B. B. Proof Straight Link (coil)-5-16, 25c 1b.; %, 26c 1b.; 

H. 20c lb.; %, 20c lb.; 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 17c 

ft.; 2 0. 17r ft.: o. 16r ft. 

Jack, Iron—No. 20, 7He yd.; No. 18, 7He; No. 16, 10c; 
No. 14, 10c; No. 12. 10c; No. 10, 10c; No. 8, 15c; 
No. 6, 25c. 

Jack, Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 

15c; No. 114, 20c; No. 118, 20c; No. 112, 25c; No. 

110, 40o. 

Safety Brass and Nickel Plated—00 and NOO, 20e yd.; O-KO, 
25c yd.; I NI, 80c yd.; 3 N2, 86c yd.; 8, 40c yd. 

Bash —01 Copper Plated, 5e ft.; 02 Oopper Plated, 6e ft.; 
XXXX Oomr PlateA 20e ft.; 02P Steel Plain, 8He ft.; 
10 Cable, 80e ft.; 66 unlrersal, 7e ft. 

Saak Cbaln Fasteners—10, tOe set; 100, 46e set. 
CHALiK—Oarpaatera* Whita Bine, Bed, 80e des.. Railroad, 
80e dos. School, 6e dos. Lomber—Dixon’s Black, 76e doa.; 
All oolera, $1.20. Metal Workers’—^lld SoapstaBa. 16e 
doa.; Solid Soapstone. Ohisel Point, 40e. Oil OkaeUnr— 
6-iB. Blaok, red and bine, 46e dos.; 6-in., 60e. 

OHKOKS—Doei^All makes. Lionid Oheeka—A-11, $T.$0; 
B12, $2.60; 0-18, $10.76; D-14, $12.76; K-16, $16.66; 6, 
antra large, $22.60. For bold apan ann, add $1.26 eaah. 
Sarean De^ Oheok—No. 01, $8.86. 


CHOPPRRB—Meat and Food- 

Enterprise 

0 . . 

Universal 

. . . 2.00 

5 . 

. 4.00 

1 . . 


. . . 2.50 

10 . 


2 .. 


. . . 8.00 

12 . 


3 . . 


. . . 4.00 

22 . 

. 9.75 

304 . . 


. . . 9.75 

32 . 

501 . 


0 R 

1 R 

Rutswin 

. . . 2.50 
... 8.00 

602 . 

. 2.75 

2 R 


. . . 8.50 

T08 . 


8 R 


. . . 4.75 

CHISELS— 

Socket 

Firmer 

Whites 

Pocket 

Inside or 
Ontside 


Bot. Edge 

No. 2 

Ber. Edge 

Bevel 

H. 

- 1.16 

1.80 

1.80 

1.86 

H. 

- 1.20 

1.85 

1.85 

1.85 

H. 

- 1.25 

1.40 

1.50 

1.86 

H. 

- 1.80 

1.45 

1.55 

1.40 

H. 

- 1.85 

1.50 

1.60 

1.60 


H. 


1.55 

1.65 

1.66 

%. 


1.65 

1.75 

1.76 

1 . 


1.75 

1.80 

1.86 

IH. 

. 1.85 

1.90 

2.00 

2.00 

IH. 


2.00 

2.25 

2.26 

IH. 


2.15 

2.40 

2.60 

2 . 


2.80 

2.75 

2.76 




Blaoksmitha* 



Bucks No. 

4 Cold or Hot Eyo 

1 . 


.90 


.75 


IH . .85 

IH . 1.45 1.00 

IH . 1.25 

IH . 1.60 1.50 

IH . 2.00 2.50 

2 3.25 8.00 



Cold 

Gold 


Round Diamond 


Com. 

Special 

Cape 

Noae Point 

H. 

. . .15 

.35 

.45 

..'iO .50 

5-16. 

. . .15 

.35 

.50 

.50 .55 

H. 

. . .15 

.40 

.55 

.55 .60 

H. 

. . .20 

.45 

.05 

.05 .75 

%. 

. . .25 

.55 

.85 

.70 .85 

%. 

. . .35 

.05 

.90 

.00 1.00 

% . 

. . .50 

.90 


1.25 

1 . 

. . .70 

1.00 


1.50 

CHURNS—Ba 
3. $13.50; 

rrel—No. 
4, $16.75: 

0, $9.50 each; 1. 
5, $19.50. 

$11.00; 2. $12.50; 

Improved 

$8.75. 

Cylinder- 

—No. 1, $5.50; 2. 

$6.50; 3. $7.50; 4, 


Glass Family, Universal—No. 15, $2.75 each; 125. $3.25; 
1.S5, $4.00; 145, $4.50. Daxey. No. 10, $1.7.>: 20, $2.25; 30, 
$2.75; 40, $3.50. Extra Jars, Dazey, No. 10, 50c; 20, 85c; 
30. $1.10: 40, $1.85. 

Tin without Dasher—IH gal., $1.60 eaah; 2 gat, $1.66; 
8 gsL. $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gaI., $2.25; 4-gsl.. $2.75; 6-gaI.. $8.25. 
Dash and Handle—25o extra. 

CLAMPS—Steam’s Special Joiners*—Opens 1 ft., pair, $6.60; 
IH ft., $7.00; 2 ft., $7.35. 

Carriage Makers—Common—2Hin., 70e; 3-in., 80e; 4*in., 
$1.10: 5in.. $1.50; B in., $2.00; 8-in., $3.00; lO in., $3.75; 
12-in., $4.75. 

Quilt Frame—No. 1, lOc each; 8, 20c; 32. 20c; 83, 20c. 
CLEANERS—Window— 

Robber— Wood Floor— 


10-iaak.... 

.46 16-lnah- 

.. .66 

14-laak_ 

.. .69 

12-ineh.... 

.. At 18-inak.... 

.. .78 

i6-lnah_ 

.. .75 

14-lneh... • 

.. .60 




CLEANING 

COMPOUND— 





Cedar Sweep—1H-11>- carton, 20c; 4V4 lb. carton, $60c; 
38 lb. box, $2.00; 100-lb. drum, $3.75; 250-lb barrel, $8.50. 
Kleen-A-Pipe—1-lb. can, 75c; 10-lb. can, $3.00. 
Shineoleum—1 quart, $1.00; 1 gal., $3.50: 5 gals.. $12.50. 
Cedar Mist—1 gal., $3.50: 5 gals., $12.50. 

Sweeping Compound—No. 2, Green, 3c lb.; No. 3, Brown. 
2Hc lb.; No. 4, Black, 2He lb. 

OLEVIBES—Malleable, 86e Ib. Steel, 4'*, 26e; 6**, S6e; 6'*. 
80e; 7*'. 80c; d”, 85c. 

CLIPS—^Wire Rope *’Bulldog”—8-16 to H inc., eaek, 16o; 
H, 80e; H. 85e; %, 85e; H, 50e; 1-In., 66e: IH-ln., 60e 


CLIPPERS—Bolt— 


New Easy— 

No. 0. 

. . . 3.75 

Extra Cutters— 
No. 0 . 

.. 2.25 

No. 1. 

. . . 5.00 

No. 1 . 

.. 2.76 

No. 2. 

. . . 7.00 

No. 2 .. 

.. 2.76 

No. 3. 

. . . 8.75 

No. 8 .. 

.. 4.76 

0. K.— 

10-ineb . 

. . . 2.85 

14-1aeh . 

. . 8.00 


CLOCKS. AT.ARM—America $2 00 each: Circle. $3,25; Plash. 
$3 25; Gale, $4.50; Ideal $3.00; Indian. $1.85; Iron Clad. 
$3.(M): Lookout. $2 05: Peerless. $3 00; P**r«4hine. $3.50; 
Practical, $3.00: Sleepmeier 2. $2.75: Slumber Stopper, 

$4.50; Startle, $8.50. 

ROTB—A Oorammaiil War Tas of 6 par am kat bami 
laried on all ratail aalas of elo^s. Tka rstall daalar li va- 
fDlrad to kora a raeord of aU aalas and pap tka has lata tka 
OoUaetor’B oftloa aaek month. 

CLOTH—Emery, Nos. 00 to 2Ht lOo atraigkt; Noa. 1 to 8, 
15e. Garbonmdnm or Aloxite—Noa. FF-OO, 16a straight. 


CLOTH, WIBR— 


Hardware 

GalTaniiad— 



Meah. 

B$t ft. 

Saraan 

8$. ft. 

1 inch. 


IS M—Blaek . 

.94% 

H ineh.... 


14 M—Bleak . 

jti 

% inch.... 

.14 

16 M—Bleak . 

M 

2 maah .... 

.10 

14 M—^Beansa. 

J9 

8 meah .... 


14 M—Galvanisad .. 

.96% 

4 meah .... 


16 M—Galvanlaed . . 

.09% 

6 Bsash .... 


14 M—Opal, Galvanoid 

.06 

8 Bsash .... 


16 M—Opal, Galvanoid 

.06% 
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RETAlIi SEUma PBIOES—Oontlniied. 


No. 


Each 


Ball— 

V4-inch. 

.. 1.25 

’ 


%-inch. 

. . 1.50 

No. 


%-inch. 

. . 1.85 

Gas Hose— 


1-inch. 

. . 8.35 


Floats— 

5-inch. 

. . .55 



6-incb. 

. . .95 


Service, 

Standard- 

-Square or Flat Head- 




1- 

Each .... 

... .65 

.75 .80 

.90 1.50 


DBILLS— 


7- inch... 1.85 

8- inch... 2.10 


V4-inch... .40 
^•inch... .55 


1%" IH'' 2" 


COMPASSES—No. 40-4, 45c each; 6, 55c; 8, 76c. 

COOKERS—Pireless—Duplex—No. 25, $20.00 each; No. 80, 
$33.50; 35, $22.25; 50, $38.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $6.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanized Lined—02, $5.00 each; 03. 

$6.00; 04, $7.00: 06, $8.25; 08, $10.25; OlO, $12.25. 


COPPER—Sheet. 65c lb. 

: Bars, 

round, 70c lb.; Tubing, 

76c lb. 

COPPER WARE—Rome 

Nickel 

Plated— 


Tea Kettles. 


5 pints. 

. 2.50 

8 H inch. 

. 3.00 

6 pints. 

. 2.76 

9% inch. 

. 3.25 

Tea PoU. 


10^ inch. 

. 8.50 

2 pints .. 

. 1.75 

Coffee Pots. 


3 pints.. 

. 2.00 

8 pints. 

. 2.00 

4 pints .. 

. 2.25 

4 pints .. 

. 2.25 

5 pints. 

. 2.50 


COPPERS, SOLDERING—Family— 

1, per set . 1.65 

2, per set .. . i.50 

Tinners— 

% pound, per pair. .25 

1 pound, per pair.85 

1% pound, per pair. 50 

2 pound, per pair.60 

3 to 14 pounds.. 

CORD—Sash, Common—Per hank: No. 6, $1.00; 7. 81.25: 
8, $1.50; 10, $2.50; 12. $3.00. 

Silver Lake—Per hank: No. 6, $1.50; 7, $2.00; 8, $2 50- 
10, $4.00; 12, $5.00. 

CORD, TINNED PICTURE— 

No. 00, 15c pkg.; 1, 25c; 2, 80c; 8, 40c: 4, 50c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcross, lGC-5, each, $1.25; 5N, $1.50; 3N, $1.25; 

Midget. 60c. 

Pull Easy, PEC, each, $2.00; PE5, $1.65; PEW2, $5.00. 

CUTTERS—Pipe—Barnes. No. 1, $3.40 each; 2, $4 50* 3 
$7.50: 4, $15.00: 5. $20.00; 6, $30.00. 

Saunders—No. 1, $2.75 each; 2, $4.00; 8, $9.35; 4, 
$ 1 o. 3 0. 

Trimo—No. 11, $8.40 each; 12, $4.50. 

DAMPERS—Stove Pipe—No. 3. 20c each; 4, 20c; 5 25c* 

6, 25c; 7. 40c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 1, 35 & 50, 6-in.. 75c pr.; 7-in.. 90c; 

8 in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
|^c_;o8-iiich. $1.00; lO-inch, $1.25; 12-inch, $1.85; 14-inch. 

Excelsior—6-inch. 90c; 8-inch. $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8x8 . 2.00 10x12 . 2 75 

8x10 . 2.25 12x16 . 5.50 

ASH TRAPS—Common. 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varnished, %-in.—2-6x6-6, $3.25; 2-8x6-8. 
$3.35: 2-10x6-10, $3.50; 3x7, $3 75. 

276 Black, 1%-in.— 2-6x6-6. $3.65; 2-8x6-8. $3.75; 2-10 
X6-10, $4.00. 

311 Black, iVi-in.—2 6x6-6, $4.50; 2-8x6-8, $4.75; 2-10 
X6-10, $5.00; 3x7, $5,25. 

391 Galv.—2 8x6-8, $5.50; 2-10x6-10, $5.75; 3x7, $6.00; 
3x6-8, $6.25. 

525 Black—2-8x6-8. $6.50; 210x6-10. $6.75: 3x7. $7 00- 
3x6-8, $7 25. . . 


Goodell-Prait Bench Drll]»— 
No. Xndi 

8 . 7 50 

No. 

12A . -. 

Bach 

8 50 

8H . 


87. 


. 


97. 


10% . 


11®_ 

7 50 

490% . 


Falls, Hand- 

1003 . .. 


1 .. 

a 50 

1005 . .. 


2 . 

6.86 

11 ... 


2B . . 

4 75 

Goodell-Pratt Breast DriUa— 

8A . 


6 . 


5. 

T -’ 4 on 

07 . 


98 .... 

5 7*^ 

245 . 

. 5.M 

105. 

T 8 75 

279 . 


806 . 

^ 5 so 

Millers Falls 

(Breaat)— 

848 . 


12 . 


1980 . 

• 5 75 


Drill Pressoa— 

•Miners Falls 


20 . 


28 . 

7 50 

21 . 


210 . 


22 . 





Hand Drills— 


No. 

Each 

No. 

Bach 

4 _ 

. 8.00 

456 . 

. 9 25 

4%. 


545 . 


5%_ 


550 .. 

.10 SO 

5%B... 


556 . 


49 . 

.. 2.80 

1480 . 

....... 4.50 

58 . 

.. 8.70 

1445 . 

... 8 00 

54 _ 

.. 4.90 

1465 . 

.9 25 

154 . 

..- 5.90 

1680 . 

. . . : . - 6 00 

259 . 

.. 9.49 

1540 _ 

- - - 10 Ofi 

829 . 

. 8.40 

1545 . 

.11.50 

879 . 

. 8.50 

1550 . 

.11.75 

885 . 

. 8.40 

1665 .. 

.18.76 

445 .... 





Chain Drills — QoodelLPratt 


807 . 


818 . 


816r . 


1500 . 

. A 50 

817 . 





Yankee Antomatie 


41 . 


44 .. 

. 8.75 

42 . 


50 .. 


i 

Yankee Chocks and Drill Points 


No. 

Set. 

No. 

Set 

800 . 

. 1.16 

805 . .■. 

5S 

801... 





Yankee Drill Points 
Set of 8, $7.10; each, 15c; 2 for 25o. 

Bits, Wood (Syraense Pattern) 


hirtyseconds— 

Ea. 


Ba 

2 . 

..25 

12 . 

50 

3 . 

.25 

18 . 

55 

4 . 

.25 

14 . 

. ’ 0(* 

5 . 

..... .25 

15 . 

05 

6 . 

.30 

10 . 

. 70 

7 . 

.35 

17 . 

. 75 

8 . 

.40 

18 . 

85 

9 . 

.45 

19 . 

*90 

10 . 

.45 

20 . 

95 

11 . 

.50 

24. 

1 25 

it Stock Twist 

Drills for mstal 

or wood— 


1-16 . 

.20 

16-82 . 

... .80 

3-32 . 



90 

% . 

.20 

. 

17-82 - 

1.00 

5-82 . 

.25 

9-16. 

.!! 1.10 

3-16 . 

.80 

19-82_ 

! 1*20 

7-32 . 

.35 

% . 

!.*; i.’so 

% . 

.40 

11-10 . 

1.40 

9-32 . 


% . 

.!! i !6 o 

5-16 . 

.50 

18-10 ... 

.. [ 1.80 

11-32 . 

.00 

% 

!.! 2.00 

% . 

. 66 

16-10 . 

* [ ] 3,25 

18-32 . 

.70 

1 

! . . 2.50 

7-16 . 





Straight Shank Carbon Steel, Short Set— 


1-82 . 


7-82 . . . 

25 

3-64. 

.16 

16-04. 

! . i ! .26 

1-16. 

.15 

U. . 

. 80 

5-04. 


9-82. 

. 35 

8-32. 

.16 

5-10. 

. !;! AO 

7-04. 

.15 

11.82. 

45 

% . 


% . 

50 

9-64. 


18-82. 

i! . ! .00 

5-82 . 


7-16. 

.70 

11-64. 

.20 

15.82. 

85 

8-16. 


% . 

. .. ! 1.00 

13-64. 

.20 



;raight Shank, 

Wire Gauge Carbon Steel— 


1 to 5. . .. 


86 to 40. 

.X5 

6 to 10.. .. 

..20 

41 tA 45. 

.16 

11 to 15.. . . 


46 to 50. 

!! .* .15 

16 to 20... 

.20 

51 to 55. 

.’ . .’ A5 

21 to 25... 

.20 

50 to 60. . . 

.15 

26 to 30. . . . 

.15 

61 to 80. 

.15 

31 to 35. . . . 

.15 
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DRILiLiS—Continued. 


Sebco “Star”— 


% . 

.18.00 

9-16 . 

.86.00 

% . 

.22.00 

% . 

.38.00 

7-16 .. 

.26.00 

% . 

52.00 

% . 

.80.00 



^BOTRIOAL APPLIANCES— 



UniTersnl Goods— 




Dishes, (%afing— 


E9646 . 

,17.50 

E940 . 

.18.00 

E9649 . 

.19.50 

£9850 . 

16.00 

E9676 . 

, 10.00 

Grills— 


Ranges, Table— 


E982 . 

11.50 

E9841 . 

.22.00 

E984 . 

12.50 

Stoves— 


Heaters. Immersion 

— 

E998 . 

. 8.75 

E970 . 

. 5.25 

E997 . 

. 8.75 

Irons, Curling— 


E9960 . 

. 7.75 

E9901 . 

. 6.25 

Toasters— 


E99011 . 

. 6.75 

E945 . 

. 7.50 

Irons, Pressing— 


E946 . 

. 8*.75 

E901 . 

. 7.50 

Urns, Coffee— 


E902 . 

. 6.75 

E916 . 

.17.00 

E905 . 

. 6.75 

KOI 9 . 

. 18.50 

E9o23 . 

. 6.25 

E9136 . 

.15.00 

E9035 . 

. 6.75 

E9146 . 

.19.50 

E9051 . 

. 8.00 

E9149 . 

.21.50 

Pads. Heating— 


£9166 . 

.22.50 

E9940 . 

. 10 75 

E9169 . 

.25.00 

Percolators— 


E9176 . 

. 15..>0 

E9435 .. 

.13.50 

E9179 . 

. 17.00 

E9437 . 

.15.00 

E9166044 . 

.41.25 

E9439 . 

. 16.50 

E9169044 . 

.43.75 

E9635 . 

.11.50 

Vacuum Cleaners— 


E9637 . 

. 13.00 

E701 . 

.89.50 

E9039 . 

. 14.50 

Attachments . 

.10.60 


Hot Point Goods— 

Chafing Dishes—No. 20501, $10.00 each: 20502, $19.00; 
20503. $22.50. 

Grills—llbGl, $11.50 each; 136G1, $12.50; 20101, 

$10.50. 

Heaters, Air—No. 30403, $11.00 each; 30404, $13.00; 
30603. $32.50; 30604, $44.00; 116A4 (Hedlite), $11.00. 

Heaters. Immersion—No, 113W16 (50201), $5,25 each; 
115\V16 (50202), $6,25; 115W17 (50203). $7.25. 

Irens. Curling—No. 1121.5, $7.25 each; 112L6, $6.50. 
Irons, Pressing—No. 1113F12 (11103), $7.95 each; 

113f'22 (11203), 3 lb., $6.25; 115F5 (11205), 5 lb.. $6.95; 
115F17 (11206). 6 lb.. $6.95; 11307, $8.75; 11308, $9,25; 
11310. $11.00: 11312, $15.50; 11315, $17.00. 

Pads. Heating—No. 114Q8 (50142), $9.00; 114Q4, 

(50151) $l(h25. 

Ovens—No. 40701, $6.50: 40201, $25.00. 

Percolators—No. 20611. $10.00; 20620, $12.00; 20621, 
$13.00; 20622. $17.50; 20650. $18.00; 114P18 (20651), 

$23.00; 114P17 (2652). $25.00. 

Stoves—No. 116D1, $10.00; 136D1, $11.50; 20301, $7,00; 
20302, $7.25: 40101, $7.50; 40102, $9.25; 40108, $13.00; 
40104. $15.00; 40105, $17.50. 

Toasters—114T5, $6.75; 115T1, $8.50. 

Vacuum Cleaners—122V2, $45.00. Attachments, $11.00. 


ELECTRICAL SUNDRIES— Each 

Attnehment Pluft, No. 908. Bonjnmin.85 

No. 500. Bryant .20 

Bolla, 2H*ineh Eclipse. Nonpareil. Iron Box. 1.00 

8-ineh Eclipse, Nonpareil, Iron Box. 1.00 

Bnxzers. Nonpareil, Iron Box. 1.00 

Watch Case . 75 


Cleats. 2 and 3 wire, unglazed 


Clusters. No. 92. Beniamin, 2-light 

No. 98. Beniamin, 8-light. 

No. 94. Be^amin, 4-light. 

Poreolain Bings for Olnstors. 


Oord. No. 18. Green and Yellow Twisted Lamp 
No. Id. Heater. Twisted. 


Pair 

.Ob 


Each 

1.85 
1.76 

2.85 

.20 


Foot 

.06 

.15 


Fuses, o. 10, 1^ 20. 25. 80 amp. 

Globes, 6x8^. B. I. Ball. 

8x3^ or 4. Ball . 

Knobs. No. 5%. solid. 

’style *A-^i6'c.”p; 

Stylo H—16 0. P. 

Style H—82 0. P. 

Lozon. 40 watt fgnard only)... 
Lozon, 60 watt ^ard only) ... 
Key i9r Lozon Guards. 


Each 
.10 
.60 
1.25 
.08 H 
.06 
.40 
.86 
.46 
.66 
.70 
.10 


Foot 

Loom, 7-82 (850 feet in coil).‘.10 

(250 feet in coil).11 


Receptacles. No. 226. Porcelain Cleat. 

No. 195, Freeman Key, brass. 

No. 188, Freeman Key, brass. 

Rosettes, No. 819, Cleat, Mesco No.16445. 

No. 838. Concealed Mesco No. 16447 . 

Switches, No. 400, Common Snap. Mesco 5121. 

No. 403, Indicating Snap, Mesco No. 5123. 

No. 459, S way Snap, and Mesco No. 5129. 

No. 4401, Single Pole Push, and Mesco No. 5011. . 

No. 4 403, 3*way Push, and Mesco No. 5012. 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 2-way Baby Knife. 

No. 709, Double Pole, 1-way Baby Knife. 

No. 710, Double Polo, 2-way Ba^ Knife. 

Sockets, H’inch and Pendant Cap Key BB. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Gone . 

8-mch Flat Tin . 

10-inch Plat Tin. 

Shade Holders, 2^-inch P. A A.. BB. 

3)4-inch P. A A.. BB. 

Tubes, Porcelain, 5-16x3. 

5-16x4.■ ■ . ; ■ 

5-16x5. 

5-16x6.;; 


Eaeh 
.80 
.70 
.80 
.20 
.80 
.50. . 
.50 
.96 
.64 
.89 
.40 
.60 
.65 
.85 
.55 
1.00 
.65 
.60 
.50 
.76 
.15 
.25 
. 02 % 
.04% 
.06 
.07 



Lb. 

Tape, Durafix Friction, %-lb. rolls. 

.96 

Sticktite Friction, %-lb. rolls. 

.96 


Para weld Rubber, %-lb. rolls. *86 


Foot 

Wire, No. 10, S. B. Solid R. C. 05% 


No'. 

12. 

S. B., Solid R. 0. 

.04 

No. 

14, 

S. B., Solid R. 0. 



No. 18. Single Bell. 

No. 20. Twisted Bell. 

No. 18, Black R. 0. Fixture 

EMERY—Per lb.. 25c. 

Stones—See Stones. 

(jloth—See Cloth. 

Wheels—See Wheels. 


Lb. 

. 1.25 
. 1.40 
100 Feet 
. 1.60 


FASTENERS—Casement, common brass plated, 36c; 
common brass plated. 20c, two for 25o. 


FAUCETS—Cork Linedr^ 8-inch . 20 

7-inch, each.-15 O-inch . *25 


FIBRE WARE—Funuela—1 qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25e to 40c. 

Measures—1-pint. $2.25; l-qt., $2.50; %-gal.. $8.00; 1 
gal.. $8.75. 

Pails—12-quart, $1.75. 

Spittoons—4x9 in., $2.00; 5x11 in., 2.85. 

Tubs. Oral—18-inch. $5.00; 28-ineh, $8.00 


FIGURES AND LETTERS (STEED- 


Figu:es 

Set 

Escb 

Letters 

Set 

Each 

% inch... 

. . 1.60 

.25 

% inch. . . 

. . 4.50 

.25 

8-16 inch. . . 

. . 2.00 

.80 

8-16 inch. . . 

. . 6.00 

.30 

% inch... 

.. 2.50 

.85 

% inch... 

. . 7.50 

.85 

5-16 inch. . . 

.. 8.00 

.45 

5-16 inch . . . 

. . 9.00 

.40 

% inch. . . 

. . 8.50 

.65 




% inch... 

. . 6.00 

.85 





FILES— 

Length, inches— 8-3% 

Band Saw, Slim. 

Knife. Bast. 

Regular Taper ... .15 

Slim Taper.15 

Warding, Bast. 

Length, inches— 3-4 

Flat Bastard.20 

Half Round Bast.. .30 

Mill Bastard.20 

Round Bastard . . .20 
Square Bastard . . .25 

FIXTURES—Grindstone—, 
$1.25; 17, $1.35; 19, 1 
$1.00. Extra Shafts, 1 
Cranks, 25c. 


4% 

5% 

6 

8 

10 



.25 

.30 

.45 



.45 

.50 

.60 

'.is 

.26 

.25 

.35 

.55 

.15 

.20 

.20 

.30 

.50 



.85 

.40 


6 

10 

12 

14 

16 

.25 

.40 

.55 

.80 

1.05 

.35 

.55 

.70 

.90 

1.20 

.20 

.85 

.45 

.65 

.85 

.20 

.35 

.45 

.65 

.85 

.25 

.45 

.60 

.80 

1.10 

to—01. $2.00 

: 02. 

$2 50; 

; 15. 

.50; 

21, $1.75 

; Am. 

Heavy 

—17. 

inch. 

60c; 17-inch, 

50c. 

Extra 


FLASHLIGHTS — Eveready Daylos — Complete — No. 6961, 
$1.00 each; 6962, $1.25; 1991. $1.50; 2604. $1.70; 2681. 
$1.85; 2682, $2.25; 1619, $2.25; 2616, $2.00. 

Eveready Batteries—No. 705, 50c each; 790, 35c; 791, 
30c; 700. 80c; 750, 80c: 751. 40c. 
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rL.A8HLIOHT8— Oontinaed— 

KwikliUt 

TaboUr Nob.. .5220 5221 5228 5229 5881 6240 6240B 

Oompleto, ea...|1.85 |1.70 |2.60 |2.00 $2.25 $1.55 21.70 

Omb 2 Bulb. ea. 1.15 1.85 1.60 1.65 1.75 1.26 1.40 

Tubular Nob . .6241 6241B 6249 6249B 6848 6848B 6261 
Oomplate, ea...|1.85 |2.00 $2.85 $2.65 $2.25 |2.46 22.75 

Oaae ft Bulb. a. 1.50 1.65 2.00 2.20 1.75 1.96 2.25 

Pocket Nob .2472 2573 8475 8475B 8677 8677B 2579 

Oomplete. ea_ 1.00 1.25 1.25 1.85 1.50 1.65 1.90 

Oaae ft Bulb. ea. .70 .85 .95 1.06 1.10 1.25 1.50 

Watch Chain Nob. 6289 6289B Wateh Chain Bat'y No. 1204 
Oomplete, each. .. .$1.00 $1.10 Battery only, each....$ .25 
Case and Bulb, each .75 .85 


GLASS—Window— 
8B Grade— 
Single Strength . 
Double Strength 


Large Lote Small Lola 

..80% 80% 

..80% 80% 


Extras for Putting in Glass 

First 8 Brackets. 

Second 8 Brackets. 

Third 8 Brackets. 

Larger Lights. 

GLASSES— 

Ground LstsI- 


Per Light 
.. .50 

.. .76 


. 1.00 

$ 1.00 per hour, per mas 


Prored Lerel— 


Battery only. 1% 

Nos. ...1202 1208 1206 1207 1271 1801 1208 1209 3 . 

Bach ..$0.30 $0.86 $0.80 $0.80 $0.80 $0.60 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2%-in., $1.65; 2-in., 8% 

$2.00; 3H-in., $3.00. 


.50 1% 

.60 2 . 
.65 2H 
.70 8 . 
.75 2H 


.15 

.15 

.15 

.20 

BO 


FORGES —No. 150 Chicago, $16.86; No. 151 Chicago, $17.00. 
Buffalo —No. 310 Steel Ball Bearing BiTet, $88.00; No. 722, 
$88.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.26; 95 doable 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoen, 
$4.25; 98 double harpoon, $7.85. Gr^ple, No. 99 (4 tines), 
$15.50; No. 100 (6 tineB), 218.00. jMkson Patterns, 4 ft., 
$19.00; 4^ ft.. $19.75; 5 ft., $28.00. 


FREEZERS—A retie— 


1 . 4.50 

2 . 5.25 

3 . 6.35 

4 . 7.75 

6 9.75 

8 12.65 

Toy . 4.00 

White Mountain 

1 . 5.66 

2 . 6.45 


8 7.65 

4 . 9.45 

6 . 11.86 

8 15.40 

10 .20.50 

12 24.50 

15 29.25 

20 .88.00 


Acme 

2 Qt. Tin or GhI., doz.. 12.00 
4 Qt. Tin or Ga!., doz..20.00 


GLASSES. 

GAUGE— 

Standard 


Extra Heavy 

• 

% 

%ft% 

% 

Vift% 


10 ... 

.85 

.85 

.35 

.55 

.75 

12 ... 

.86 

.85 

.50 

.60 

.90 

14 ... 


.45 

.60 

.70 

1.05 

16 ... 


.55 

.65 

.85 

1.25 

18 ... 


.60 

.75 

.95 

1.35 

20 ... 


.66 

.80 



22 ... 


.70 

.90 



24 ... 


.80 

1.00 




GLOBES—T.antern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 30c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain, 25c; 3-0 Ruby, 60c; 4 0 
Bullseye, 35c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLOE—Dry- 


Common .35 

Cabt.40 

White .45 


FROES—Special—Each. 12-in., $2.00; 14-in., $2.25; lO-in., 
$2.50. Common—Each, 12 in., $1.85; 14 in., $2.00; 16-in., 
$2.55. 


Imperial Liquid— 

Size — 1 Ot. H Pt. % Pt. H Pt. 1 Pt. 1 Qt. 1 Gal 

List, Dot_ 1.06 8.60 2.80 6.00 10.20 18.00 54.00 

Sug. Ret. Ea. .20 .30 .30 .50 .85 1.50 4.50 


GARBAGE CANS—(See Galvanized Ware). 

GATES—Molasses and Oil — 

Stebbins—%-inch, 75c each; 1-inch, 90c; 1 ^-inch, $1.00; 
l»^ inch. $1.25; 2-inch, $1.35. 

Perfection—Vi-inch, 85c each; Vi-inch, $1.00; 1-inch, 
$1.10; 1 Vi-inch. $1.30; iVi-inch. $1.50; 2-inch, $2.10. 

EnterT)rise, Self Measuring—No. 61, Faucet, $10.50; 97. 
Pump. $24.00. 


GAUGES—BUl'T—Stanley— 


No. 

Bach 

No. 

Esoh 

98 . 

1.75 

77 . 

. 1.85 

94 . 

2.00 

71 . 

. 1.00 

95 . 

1.75 

90 . 

.7.5 

95 Vi . 

1.50 

91 . 


Marking — Stanley — 


92 . 

2.50 

61 . 

20 

97 . 

. 1.25 

64 . 

.35 

98 . 

. 1.85 

65 . 

.90 




Altitude Gauges, $5.35. 

Steam Gauges, 4^-in. face I. C., $5.35. 
Thermometer. Straight, $1.50. 
Thermometer, Angle, $1.75. 


Page's Glue— 


Size— 1 Ob. 2 0». % Pt. V4 Pt. % Pt. 1 Pt. 1 Qi 

List, doz.2.40 1.65 1.80 3.60 6.00 10.20 18.00 

Sug. Ret. Ea. .20 .20 .30 .30 .50 .85 1.50 


GOUGES—Buck’s. Socket Firmer, Outside Bevel— No. 42— 
Vi-inch, $1.20; % -inch, $1.20; H *incb, $1.25; H -incb. 

$1.30; Vi-inch, $1.40; Vi-inch, $1.55; 1-inch. $1.65; - inch. 
$1.85; 1 Vi-inch. $2.10; 1 Vi inch. $2.25; 2 ineh, $2.50. 

Witherby No. 820—Vi-inch, $1.25 each, Vi-inch. 61.25: 
Vi-inch, $1.35; %-inch. $1.40; Vi*inch, $1.50; Vi-inch. 

$1.65; 1-inch, $1.75; 1 Vi-inch, $2.00; 1 Vi-inch. $2.15; IVi 
inch, $2.40; 2-inch, $2.75. 


P. S. ft W. Firmer— 


160—Vi 

inch. 

_ 1.50 

1 

inch. 

. . . 2.10 

% 

inch. 

. . . 1.50 

1V4 

inch. 

_ 2.25 

Vi 

inch. 

... 1.65 

IVi 

inch. 

... 2.50 

% 

inch. 

. . . 1.70 

1% 

inch. 

_ 2.75 

% 

inch. 

. . . 1.80 

2 

inch. 

_ 325 

% 

inch. 

. . . 2.00 





GRAPHITE—Flake, per lb., 80c. 


Boilers. Wash 


227 2.50 

22.-i 2.75 

229 3.00 

Bowls. Wash 

7 30 

7Vi .35 

Buckets. Fire 

314 70 

Buckets. Well 
101 (10 qt.).. .60 

Cans. Garbage 
Smooth 

200 90 

300 1.00 

400 1.25 

500 1.65 

600 . 2.00 

700 2.50 

Corrugated 
2 90 


3 . 

. . . . 1.00 

4 . 

_ 125 

5 . 

_ 1.65 

6 . 

.... 2.00 

70 . 

_2.50 

80 . 

. . . . 7.00 

90 . 

_ 7.75 

100 . 

_10.75 

Garbage 

Cans in 

lots of 3 

dozen or 

more, 5 per cent from 
above prices. 

Cans, Gasoline 

65 . 

_2.10 

501 . 

.65 

505 . 

_ 1.75 

605 . 

. . . . 2.00 

Cans. 

Oil 

0 . 

.55 

02 . 

.85 


GALVANIZED WARE 

15 60 { 

25 2.IMI 

105 1.50 

2u5 2.10 

Canteens, see page 
195. 

Dippers. Laundrv 
525 (4-qt)_ .55 

Hods. Coal 

615 .75 

616 .85 

617 .90 

618 . 1.00 

Pails. Cement 

14 1.50 

114 2.25 

Pails, Chamber 

8 -ot.85 

10-qt.90 

12-qt 1.00 


Pails. .'<tork 

14 60 

16 70 

18 .80 

20 95 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

16 55 

Pails and Tubs, 6 
d»)7.. assorted 5 per 
cent discount. 


Pans, Refrigerator 


1 . 

.65 

2 . 

.75 

3 . 

.95 

4 . 

. 1.35 


Pots, Watering 


514 . 1.00 

516 . 1.15 

518 . 1.35 

520 . 1 50 

522 1.75 

526 2.2.S 

Tubs. Foot 

51 .75 

52 .8 5 

53 . 1 <>0 

54 1.25 

Tubs. Wash 

A .TO 

B .75 

0 95 

1 l.no 

2 125 

3 1.50 

10 S. 1.65 

20 S. 1 85 

30 S. 2.1C 
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BETAH. SELLINO PBIOES—Oomtliined. 


OREA8E—AXLE—1 lb. cant, 16o aaeb; 8 lb. eani. 40e; ft lb. 
eana, 65e; 10 lb. paila, 91.85; 3ft lb. paila, 98.75. 

Cap Graaaa—5 lb. eana, 91>00 oach; 10 lb. eana, 91-75: 
85 lb. eana, 98.75. 

TVanamiaaion—5 lb. eana, 80e oach. 

eRINDSTONES— 

Looae— Owt. 

15 to 40 Iba. 8.00 

40 to 200 Iba.. 8.00 

Orer 300 Iba. 8.50 

Fixtarea and Axle— 

15 inch . 1.25 

17 inch . 1.40 


19 inch . 1.50 

Mounted—Hand— 

7 inch.8.00 

8 inch. 8.85 

10 ineh. 4.00 

_ _ 13 ineh. 4.50 

Pedal Moonta—Prieea range from 98.75 to 980.85, aeeordlng 
to material and quality. 


HACKSAW BLADES— 


17- 


8.80 


Lfth. 

Wdth, 

Lt. Heayy. 

17- 1. 


4.16 

8- 

0-16 

... .90 

- - r - 

Hand. 

Lenox— 


10- 

%.. 

... 1.15 


Length. 

Bach 

Dos. 

10- 


... 1.85 

i.95 

8-ineb 


.75 

10- 

1... 

... ... 

2.45 

9-ineh 

.10 

.85 

12- 


... 1.85 


10-ineb 


1.00 

12- 


... l.ftO 

2.86 

11-ineh 

.10 

1.10 

12- 

1... 

... 2.80 

2.95 

12-ineh 

.15 

1.20 

14- 

%.. 

... 1.70 


Hand, Starrett, Victor, 

Sta^— 

J4- 


... 1.99 

2.76 

8-inch 


.80 

14- 

1. .. 

... 2.65 

8.50 

9*inch . 


.90 

16" 


... 2.15 

8.15 

10-inch 


1.00 

16" 

1 . . . 

... 8.05 

8.90 

12-inch 


1.25 

ACK 

SAW 

FRAMES—M. F.- 

—4B, 75c; 

6, 92.50; 9, 

92.25; 


15. 93.50: 77, 91.25; 78, 91.35; 1027, 93.50: 69, 93.30; 
69B. $3.00; 14, $3.40; 4 Milford Adj.. $4.00; 7 Milford Adj., 
92.25; 36 H Diaaton, $1.50; 40 Extenaion, 75c. 

HAMMERS—Vanadium, No. 41%, $2.65 each; Plymouth, No. 
11%. 91.90; No. 2 Ball Pein, $2.00. 

HAMMERS—Maydole Oarpentera*—No. 1. $2.00 each; 1%, 
91.75; 2. 91.65; 11, $2.00; 11%, $1.75; 12, 91.65; 12%, 
91.50; 13, 91.40; 14, 91.35; 34, 91 25; 611%, $2.75; 710, 
2.35; 711, 92.00; 711%, $1.75; 712, $1.65; 718, $1.50. 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, 91.55; 103, 91.40. Maydole Croaa Pein—No. 174, $1.50. 

Maydole. Ball Pein —No. 70, $3.00 each: No. 70%, $2,65; 
71. $2.40: 72, $2.25; 73, $2.00; 74, $1.80; 75, $1.65; 76, 
91.50; 77. $1.40; 78, $1.35; 79%, 1.25. 

HAMMERS, CLAW— 

Stanley No. 22— 

16 ox. 

20 02 . 

No. 12 and 12B— 

5 02. 


02, 

02 . 

02 . 

02 . 

02 . 


7 

10 
13 
16 
20 

Plumb’s Engineera- 

261 . 

262 . 

263 . 

264 . 


2.00 

2.25 

1.65 

1.75 

1.80 

1.85 

2.00 

2.25 

1.65 

1.75 

1.85 

2.40 


374 . 

375 . 

376 . 

377 . 

379 . 

381 . 

BiTeting— 

Plumb'a, Stanley No. 

250, 4 02. 

251, 7 ox. 

252, 9 02. 

258, 12 02. 

254, 15 OB. 

255, 18 ox. 

256 . 

Plumb'a Brick— 


1.35 

1.65 

1.75 

1.75 

2.00 

2.25 

147— 

1.10 

1.16 

1.20 

1.25 
1.35 
1.45 
1.55 


Plumb’s Machinist's 

Ball 

461 . ... 

. 2.00 

Pein— 


462 . 


18 . 

.65 

8164 . . . . 

. 1.16 

370 . 

1.20 

31.55 

. 1.86 

371 . 

1.25 

Plumb’s 

Prospector’s Pick 

372 . 

1.25 

470 . 

. 2.75 

373 . 

1.25 

471 . 



HANDLES—Aaae, extra aelect, $1.00; aecond growth, $1.00. 
Axe—Single or double bit, Boya* No. 1, 60c; Boya* extra 
select, 60c; Turned No. 1, 60c; extra aelect hickory, 85e; 
second growth, $1.00. 

Chisel—Hickoiw, 10c; Leather Tip, 15c, 

Hammer and Hatchet—Second growth hickory, 18 inch. 8fte; 
14 inch, 25c; 18 inch, 80c. 

PenTey Handles—• 

Select Maple Rock Maple 

2%x4 


No. 6, 1.60; Atkina No. 24, $1.80. One Man Oroaa Out. 
No. 818, 45e; Supplementary, 80e. Anger M. F. No. 1. 
91.00; No. 8. 91.85; No. 9, 91.7S; No. 4, 94.7ft; No. ft Oom^ 
15c; Peeks AA., ftOe; Pratta Batohet. $4.75. 


HANGBBS, BABN DOOB—Bieharda WUeox- 


No. With Braoketa 
80%B for 81 traek... ft.lO 
87 %B for 81 track... 7.50 

Without Braoketa 
80 for 80 traek.8.40 


1851 for 81 traek.... 8.50 
38-1 for 61 track.... 8.10 

Myers No. 8. 8.00 

Myers No. 4. 2.50 

Lanes No. 25. 1.76 

Wilbem. md. tr.. No. ft ft.OO 


traek— 

Richards*Wileox, Double. 

No. 11 with 14 ft. of 

track . 5.00 

Siae. No. 821 

86 .12.00 

86 . 11.00 

87 .Ift.lft 

88 .14Jft 

29 .15.40 

810 .16.50 

Riehards* Wilcox, Single. 

No. 11, with 7 ft. of 

track . 2.50 

Site No. 881 

18 . ft.OO 


J4 . 7.1ft 

10 . 6.85 

16 .9.40 

\l .lOAO 

18 .11.60 

Prouty, No. 5S .4.85 

Prouty, No. 5D. 8.76 

Lanoa, No. 0105.4.85 

Lanoa, No. 0105A_Aftft 

Lanes, No. OlOftNT ... 5.75 

Lanoa, No. 105A.9.45 

Lanes, No. 105 .11.60 

Lanes, No. 105NT .... 7.75 


HASPS—Common 


Si2e 20, 6-in., each, 10c: 6 in., 10c; 7 in., 10c; 8-in., 10c* 
10-ln,, 15o. Sixe 80. 6-in., lOc; 8-in., lOe; 7-in., lOo: 
i 80®..^ 850, 8-ln., each Ifte, 10-in., 80e. Sis# 86, ft-lm., 
ih 20c; S in., 25e. 


10 - 


Selaet Hickory 
8.80 
8.40 
8.50 
8.65 
8.80 
A45 


a%x4% . 

2%x4% 1.26 1.60 

2%x5 1.40 1.75 

2%x5 1.85 8.00 

2%x5% . 

3 x5% . 8.45 

Pick —36 ineh Drift, Select, 76c; Extra Select. $1.00, Rail¬ 
road No. 1, 50e; No. 8, 60c; Select, 85c; Extra Select, 91.15- 
Sledge—86-ineh, Select, 80e; Second Growth, 75o. 

Saw. Hand— Disaton, No. 7, 50e; No. D8. 85e; No. 18. 91-85. 
Croescut. Disston, No. 118, 91.00: No. 118, 91-86; No. 114, 
91 50. Simonds RoTersible Guard, per pair, 91.50, SisMnda 


Hinro—018, t-in., each, 16c; 4%-in., 16a; ft-ia., 80e; 

8-in., 25c; 10-in., 45c; 12-in., 75c. 

8. C. 912—3-in., each, 20c; 4%-in., 20c; 6-in., 25c; 

8-in., 35c: 10-iu., 55c. 

1808%—8-in., each, 36c; 4%-in., 45c; 6*in., 60c. 

Lock—20, Prouty, 75c oach; 22, Prouty, 95c. 

Safety—915, 8-in., dox., 20c; 4%.in., 25c each; 6-in., 
85c. S0915, 8-m., 25c each; 4%-in., aOc; 6-in., 45e 

86c. SC915, 8-in., 25c each; 4%-in.. 80c; 6-in., 40c.* 

45c each; 941J, 65c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $8 00* 
No. 5, Boston Pat.. $8.00; No. 15 St. Paul Pat., 8;>.25 
Sayre—Boston, No. 30, $8.00; Chicago, No. 40. $8.26. 
Flooring—Plumb, $8.25; White, $4.00. 

.^Broad-1 Plumb. 92.26; 2, 92.60; 8, 92.86; 4, 98.25; 6. 
93.75. 

Bench— (single or double beyel)—8 White. 88.00: 7 
93.25: 6. $3.35; 5, $3.50; 4, 94.00. 

Chiw—1 Plumb. $2.00: 2 Plumb, $2.15: 3 Plumb. $2.00 
Shingling—1 Plumb or equal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plumb or equal, $2.00; 2, $2.10. 

Barrel or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.50. 

HEADS, MOP—Cotton—No. 9, 25c each: No. 12, 35c Linen 
No. 012, 45c; No. 015, 60c; No. 018, 70c; No. 020, 75c.. 

HINGES— 

Wrought Bras^No. 75, 85e pair; No. 76, tOa pair. 

**^^“*- 

Counter Flap—No. 9001, $1.86. 

Light Hingea—No. 904, 8-ia., 80a; 6-la., 85e. 

Extra Heayy Tee Hingea—No. 908, 4*iA.. 45e: 6-ia.. 
760; 8 lO-ta., *1.86; H-ta- ^1.85; 14-iB, 88.16. 

Lirbt Arn HUn*—Mo. 900, 8-Ta, 80«i O-U, 40e; 

rrii^’i?V”i.«ori4.i2!',?-.'8"6-: 

Gate Hinges—No. 184, 90o; 284-254. 91.10; 274. 91.45 
Gate Latebes—No. 7, 85e: 9, 40e; 14, 40e. 

Hook and Eyo Hinges—%-lneh, 85e; H-lneb, 91.25; %- 
inch, 91.85. 

Wrought Hook and Bye Strap Hin g e a N o. 10. 95a: 
12, 91.10; 14. 91.26. 

Chicago Floor Hinges—DB6881, l%x 1%, 96.25; l%x2. 
98.50; l%x2%, 912.50. 

BUTTS— 

Ball Bearing Butts—BBSftlF. 8%x8%, 91.75; 4x4, 91.86; 
5x5, 98.25; BB241SF2, 91.75; 92.00; 92.8i; EB841H1 
91.76; 98.00; 98.85. 


i.foi 

Chieago Bntti^ Single Aeting—2002 Jap., S-in., 98.00: 
in., 98.40; 5-in., 98.75; 6-7n., 98.45. 8282DDB and 

L72AO, 8 in., 98.60; 4-in., 98.85; 5 in., 98.75; 6-in., 94.75. 
112NP, 8-in., 98.50; 4-in., 94.10; 5-in., 95.00. 

Double Aeting—2001J. 98.30; 93.85; M.50; 95.60; 97.15: 
0.80; 914.26. %niA0 and 2281AB, 94.80; 95.10; M.OO; 
aiAoo* aixnn* ai 0 2 s 


910...... -- - 

97.60; 910.00; 914.00; 919 25. 

GaWaniaed Butts—No. 1884, 
4-in.. 91-40; 5 in.. 92.45. 


2%-in.. 60e.; S in., SOe; 
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RETAIL 8BLLINO FRI0B8—Oontlliaed. 

BUTTS—O^ntinued— 

Butti—289D2&P. 2x2. 40c; 8x8. 60c: 

280SF2. 45c; 60c; 289N, 65c: 70c. 

Plain Bevel Edge Snrfaeo BntU—165D2-F. SV^ in.. 60c: 

»;U- |®j: *•“- 80e. 1658F2. 6*; Tu; aSe! 

-No. 808, 2Hz8H*iiL. 20e; 8-Ib., 26o: 


Plain Steel Butt*- 
4*in., 46e. 

Sherradiied Butts—SC804ZAZZ. 8)4-in., 60e: 8-ln.. 80e* 
4-ln., 8110; 6*in., $1.80. * 

Wrought Steel jSutts—241D2>F. 2x2, 46e: 8x8, 66c: 4x4. 
70c; 5x5, $1.40. 241SF2. 2x2, 60c; 8x8, 65c; 4x4. 70e: 

241H, 2x2, 56c; 8x3, 60c; 4x4, 86o; 6x6. 81.86; 
241N, 8x8, 66c; 4x4, 90c. 731%, 2x2, 45c; 8x8, 50c; 4x4. 

70c; 5x5, 81.80. 788, 8x8, 66c; 4x4, 76o* 6x6, <1.40 

^Wrought Steel Plated Butts—^286D2AF, 2-in.. 80e: 

40o; 

45c; 60c. 

Wrought Steel Butts—No. 804, 8x8, 86c: 4x4 60c* 

6x6, 70e. 

• • 8‘««l No. 888, 15a; 8-U.. Sda.; 

8-In., 25c. No. 880, ISo; 20c: 80e. • • . 

Wrought Plated Bntta—291D2AF, 8Vi-iB., 40a; 8-ta, 46a; 
8H-ln., 60c. 2918F2ftH, 214-in. 45c; 8-fn., SOc; 8^-ln. 

aoe. 291N. 2i4-in., SOc; 8-iB., 60a; 8Vi-in., ioe. 

HOLiLOW WARE^—STIfiBlr—Bailed Qriddlaa, Cookina snrfaaa 
12 inches, 81.90 each; 18 inches. 82.25; 14 inches, 82.50. 

Handled Griddles—Cooking surface 9 inches. 21.80: 10 
inehes, 81.50; 11 inches, 81.65. 

Spiders—Diameter, bottom, 8 inches, 81.10; 9 inches 
81.20; 10 inches, 81.50; 11 inches. 81.76; 12 inehes, 82.00. 
HOLLOW WARE—OAST —Dutch Ovens—No. o, $4.25 each ; 

9, $4.85; 10, $6.00; 11, $7.10; 8, $2.35; 2, $2.75; 1. $8.36; 
0. $4.85; 00, $6.35. 

Gem Pans—No. 1, $1.25 each; 3, $1.25; 6. $1.25; 10. 
$1.50; 11, $1.25. 

Griddles—No. 7, $1.25 each; 8, $1.30; 9. $1.60; 10. $1 96: 
12, $2.25; 14, $2.85; 16, $3.45. 

Kettles, Stove—No. 7, Round, $3.15 each; 8, $8.65; 9, 
$4.50. No. 7, Flat, $3.15 each; 8, $3.65; 9, $4.50. 

Skillets or Spiders—No. 4, $1.15 each; 5, '*'1.25; 6, $1.30; 
7, $1.35; 8, $1.50: 9, $1.85; 10, $2.15; 11, $2.85; 12, $3.80. 
Scotch Bowls— No. 2, $2.00 each; 3, $2.40; 4, $2.70. 
Waffle Irons—No. 7, $2.35 each; 8. $2.65; 9. $3.10: 
7-D, $2.85; 8-D, $3.25; 11, $3.35; 12, $5.50. 

HOLLOW WARE — STEEIi —Fry Pans, Acme— No. 00. 20c 
each; 0, 25c; 1, 30c; 2, 35c; 3, 85c; 4. 40c; 6. 50c; 6. 
60c; 7, 75c. 

Griddles—No. 8, $1.00 each; 9, $1.26; 10. $1.40; 18. 
$1.80; 14, $2.00; 16, 82.35. 

Skillets or Spiders—No. 7, $1.20 each; 8, $1.85; 9, $1.45; 

10, $2.00; 12, $2.35; 07, 40c; 08, 45c; 09, 60c; 1010. 70c: 
012, 85c. 

HOOKS AND EYES—(Price per doxen) — 

Screw Hooks Screw Eyes 


0 

1 

2 

3 

4 

5 

6 

7 

8 
9 

10 

11 

12 

13 

14 


104 . 

105 . 

106 . 

or 107. 

or 108. 

or 109. 

or 110. 

or 111. 

or 112. 

118. 

114. 

Gate Hooks and Eyes— 

Sist 1% 

No. 40, steel. . . .20 
No. 1040, brass. . .60 . _ 

Gross lots, 85% off list. 

Ceiling — Ea. 

2%-inch cast iron.60 

234.inch cast iron.... 1.35 

2 %-inch, other finishes 1.50 

Oast, coppered.66 

Wire, coppered.85 

Wire, Japanned.40 

Wire, tinned.40 


Steel 

.60 

.50 

.45 

.40 

.80 

.25 

.15 

.15 

,15 

.10 

.10 

.10 

.10 

.10 

.10 


2 

.25 

.75 


8 % 

.30 

.90 


Brass 


.75 

.60 

.46 

.35 

.80 

.25 

.20 

.15 

.10 

S 

.40 

1.10 


Steel 

.45 

.40 

.85 

.30 

.25 

.20 

.16 

.16 

.10 

.10 

.10 

.10 

.05 

.05 

.05 


8 % 

.45 

1.50 


4 

.50 

1.76 


Brass 


.76 

.60 

.46 

.40 

.35 

.30 

.26 

.20 

.15 

.10 

6 

.90 

2.00 


Wire, tinned.80 


Wire, nickel plated... 
Wire, brass plated. . . 

Coat and Hat- 
Double, cast, heavy 

Single, cast. 

Medium, cast .... 

Heavy, cast. 

Cast, nickel plated. 

Cast, copper finish 
Cast, brass finish . 

Cast, bronze, all fin 
Porcelain, solid 
Wire. Japanned 
HOSE FIXTURES—Hose 
46c lb. 


.55 

.55 


.75 

.50 

.90 

1.00 

.95 

1.00 

1.15 

4.50 

.15 

.25 


Wire, nickel plated.. 

Clothes Line— 

Malleable iron, Jap... 
Malleable iron, Galv. . 

Grass— 

14-in., 16-in., 18-in... 

Bronzed . 

12-in., enameled, green 
12-in., enameled, black 
Finest quality steel. . 

Forged tool steel.60 

Hammock— 

To screw.15 

With plate . 

Hay Fork— 

%-inch pi. wr’ght steel 
\-inch pi. wr’^ht steel 
%-inch galvanized . . . 
^-inch galvanized . . . 
7-16-inch galvanized.. 
%-inch galvanized . . . 


.40 

Ea. 

.10 

.15 

Each 

,50 

.65 

.60 

.75 

.90 


.15 


Washers—%-ineh, dot., 6c; 


.30 

.45 

.15 

.15 

.20 

.25 

bulk. 


Hose Couplings—Cast Brass, Common—%-inch. SOc each 
%-inch. 30c; l-mch, 60c. Heavy Brass, Clincher, %-inch, 
40c; %-inch, 40c. 

Brass Hose Ol^ps—%-inch, 60 oaoh; %-inch, 60: l 
inch, 15c; 1%-inch, 20c; 1%-incK 80e; 2-lneh, 86s. 
Galyauued Steel Hose Clamps-^.inch, 5c each; %.lnch. 

•■jc: 1-inch, 10c; 1%-inch, 20c; 1%-inch, SOc; 2-inch, 35c. 

Hose Menders—yincher. %-inch, 20c each; %-inch. 20c 
Sherman Seamless Brass, %-inch, 16c; %-inch, 15c. Wood, 
Caldwell Hose Straps, % -inch, 
2%c; %-inch, 8c. Caldwell Hose Strap Pliers, No. 1 
for Ml or •% -inch Hose Bands. 40c each 

Hose .Nozzles—Boston, %-inch, $1.00 each. Magic, %-inch 
75c. Oakland Pattern. %-inch, 65c. 

Coupled in 50-ft. lengths—Cotton, %-inch, 
20c; %-inch, 23c:4-ply, black, %-inch, 15%c; %-inch. 

.%;mch, 16%c; %-inch, 20c; 5-ply. 
red, %-inch, 17c; %-inch, 24c. . k .f. 

Reels, not coupled, per ft.—Electric, corrugated, H-inch, 
o^®’ V*'’**.?®® I .l**ffch, 40c; Electric smooth, %-incb, 

24c; %-inch 27c; 1-inch, 36c; Second Grade, %-ineb. 22%e' 

H*inch, 21c; %-inch, 24c; 
Fourth Grade, %-inch, 19c; %-inch, 22c. 

IRON SHEETS— 

Galvanized— Out Sheets Pull Sheets 

10 to 20. 14 

20 to 30. * ■ ‘ 

Black Sheets— 

10 to 16. 12 

18 to 24. 12 

26 to 30. 13 

Corrugated Sheets, Galvanized— ’ 

26 Gs. 9 00 

28 Oa . .y.y. '. V 8.50 

Rockface Siding ..[ q’oo 

Brickface Siding 28 Ga.8 25 

IRONS— 

or Bailey— 2%-inch Single . 1.10 

.l% inch Double. 1.26 

1%-inch Single.80 2-inch Double. 1.85 

2-inch Single.85 2%-inch Double.1.45 

.2%-inch Double. 1.70 

2^-inch Single . 1.05 2%.inch Double. 1.85 

IRONS—Sad. Common, 18c lb. 

Mrs. Potts—No. 50, $3.50 per set. 

Jj^sRing, 25c lb.; T Tailors’ (Joose, aSc 
Gasoline. $6.25 each. Handles. 85c; Asbestos No. 89. 
$3.00 set. 

KNIVE8*~~-Hay^' 

vJ’^258«rr.ted. 
$8.35; Heaths Upright, $2.76. 

KNOBS—Maple base, each, 5c; doz., 35c. 

TaACING—B elt- 

Rawhide, Cat 


.14 

.11 


.13 

.12 

.09% 

.12 

.09% 

,13 

10% 


hize 7-16, per ft. , 

Size %, per ft. .... . 

Size %, per ft.07 

Size %, per ft, 

Wire 

0 and 1 . 


.02% 

2, coil . 

. . 70 

.03 

3, coil . 

... .80 

.04 

.05 

.06 

OM, IM, 2M, 8M 

spl. .80 

Hooks 

Dos. 

.07 

10 . 

... . 0 * 

.08 

8, 9 . 

- .05 

.05 

6. 7 . 

Ui 


LADDERS—Extension, No. 1 , $1.00 foot. Step, Climax, 70c 
foot: Special, Orescent, 55e foot; Standard, 40o foot. 

LAMPS—Coleman <^ick-Lite, Gasoline—OQ829, Eastern and 
Central States, $9.00; Rocky Mt. and Pae. Obaat Stataa 

$9.50. 

LAMPS. ELECTRIC—Hygrade, Save, B First. Whitelite, Mar¬ 
vel. BritP-Idte and other makes. 

Type B Lamps— Clear Frosted 

10 to 50 watts.40 .45 

60 watts. 45 .50 

100 watts. 1,00 1.10 

Type 0 Lamps— Clear Frosted 

50 watts.65 

75 watts.76 .80 

100 watts. 1.10 1.20 

150 watts. 1.55 1.65 

200 watts. 2.10 2.25 

LANTERNS—Coleman Quick-Lite, Gasoline, LQ827—East and 
Central States, $7.50; Rocky Mt. and Psc. Obast States. 
8 . 00 . 

Note—General rise in lantern prices will be itemized 
next month. Ask your jobber. 

LANTERNS—Diets Tubular— Junior Brass Nickel- 

plated Lanterns .2.50 

HOT BLAST No. 2 Orescent Tin Lan- 

Little Star Tin Lanterns. 1.50 terns . 2.10 

Hi-Lo Tin Lanterns.2.00 No. 2 Blizzard Tin Lan- 

Victor Tin Lanterns. ... 1.35 terns .2.10 

Monarch Tin Lanterns. .1.35 No. 2 Large Fount Blis- 

O. K. Tin Lanterns.1.50 zard Tjsnterns . 2.00 

No. 2 Royal Tin Lant8..1.75 Little Wizard Tin Lan¬ 
terns .1.45 

COLD BLAST D-Lite Tin Lanterns. ... 1.65 

Junior Tin Lanterns. . . .1.50 No, 2 Large Fount Wiz- 
Junior Brass Lanterns. .2.50 ard Lanterns . 2.10 
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' DASH AND WAGON 
Bnokeye Dash Lant'ns. .2.25 
Junior Wagon Lant’n. . .2.35 
Roadster Wagon L n n- 
terns .2.35 

DRIVINO 

Eureka Dririnf, plain 

lens .2.50 

Same with optical lens. .2.65 
Octo Driving, pl’n lens..4.50 

Same, optical lens.6.10 

Union Driving, plain 

lens .5.10 

Same with optical lens..5.50 

MILL 

Watchman's Mill Lan¬ 
terns, enamel fin. ... .2.50 
Underwriter’s Mill Lan¬ 
terns .2.75 

No. 2 Bliszard Mill Lan¬ 
terns . 3.75 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .6.10 

Same, Nickel-plated on 

Tin.6.66 

Same, all Brass. 

Same, Nickel-plated on 
Brass .6.50 


WALL 

No. 16 Wall Lanterns. . .3.00 
No. 25 Wall Lf^ems.. .3,15 
No. 30 Beacon W;all Lan¬ 
terns . 8.15 

No. 60 Beacon Wall Lan¬ 
terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns. 

Tin .7.50 

Same, Brass Founts .. . .9.50 

Same, all Brass .12.50 

Pioneer Hanging Lan¬ 
tern^ Tin .8.10 

Same, Brass Founts... .11.00 

PLATFORM 

Imperial Platform Lan¬ 
terns .13.00 

No. 1 Climax Platform 

Lanterns .6.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 
Nested .11.00 

UNCLASSIFIED 
Police Plash Lanterns. . .2.00 
Traffic Signal Lanterns.4.35 
No. 12 Display Stand and 
Assortment .25.00 


LEAD—Bar, 18c Ih.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 16e lb.; Sheet (full). 26o lb.; Wool. tt5e lb. 

LEVELS—No. 36, 12-inch, $3.35; 18-inch, $4.00; 24-inch, 
$4.75. No. 37, 12 inch, $4.50; IS-inch, $5.25; 24inch, 
6.25. 

Marx Aluminum—12-inch, $3.75; 18-inch, $4.50; 24-inch, 
$5.50; 28, $6.25. 

No. 95, 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28 inch, $10.50; 
30-inch, $11.00. 

Special Nos.—No. 0, $2.00 ; 15, 24 and 26 inch, $4,75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 34, $1.85; 4524, $5.00; 

4424, $6.50; 45%, $5.25; 90, $3.75; 93, $5.00; 103, $1.00.* 

LIFTERS—Hot Pan—20c each. Stove Cover, wire circular 
handle, 15c; straight wire handle, 10c. 

Transom, Coppered—%x8-in., 55c each; Vix4, 60c; 5-16 
x4, 90c; 5-16x5, $1.05. 

LINES, CLOTHES—Cotton, Braided—40-foot, 20c each; 60- 
foot, 25c; 50-foot, 25c; 50-foot, 85c. 

Wire, Twisted—50-foot, 20 gauge, 45c each; 75-foot. 20 
gauge, 60c; 100-foot, 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 gauge, 80c; 100-foot, 18 gauge, 95c. 

Wire. Solid—100-foot, 10 gauge, 95c each. 


MOP STIGKS—No. 2, 

25c each; 

No. 7, 40c each; No. 

13. 40e 

esch; No. 70, $1.15 

: Janitor’s 

, 75c each. 


MOWERS—Lawn 


Common— 


Great Amariean— 


14-inch . 

10.60 

15-inch . 

. .24.00 

16-inch . 

10.76 

17-inch . 

. .26.00 

Pennsylvania — 


19-inch . 

. .29.00 

17-inch. 

. 86.00 

21-inch . 

. .32.00 

19-inch.. 

. 40.00 



31-ineh.. 

. 44.00 

NAILS—New Base, $5.50. 




NETTING, POULTRY—He.xugon, Giilv’anized after Weaving— 
2-iiieh, 2<)-gauge—List roll, 12 in., $2.14; 18 in., $3.08- 
24 in,, $3.92; 30 in., .«4.(>8; 36 in., $5.35; 48 in, $7.13- 
60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in.. $2.15; 18 in., $3.10; 24 in., $3.95- 
30 in., $4.70; 36 in., $5.35; 48 in., $7.15; 60 in. $8 90- 
72 in., $10.70. 

Sell Cut (lin. ft.)—12 in., l-%c; 18 in., 2%c: 24 in., 3%c; 
30 in., 4c; 36 in., 4%c; 48 in.. 6c; 60 in.. 7%c; 72 in., 9c 
1%-inch, 20-gaugc—List Roll, 12 in., $3.15; 18 in., $4.53- 
24 in., $5.78; 30 in., $6.90; 36 in.. $7.88; 48 in., $10.50; 
60 in., $13.13; 72 in., $15.75. 

Sell Full Roll—12 in., $3.15; 18 in., $4.55; 24 in., $5 8u; 
30 in., $6.90; 36 in., $7.90; 48 in., $10.50; 60 in., $13 15- 
72 in., $15.75. 

Sell Cut (lin. ft.)—12 in., 3c; 18 in., 4c; 24 in., 5c; 
30 in., 6c; 36 in., 6%c; 48 in.. 8^%c; 60 in., 11 %c: 72 in., 
13c. 

1-inch. 20-gnuge—List Roll, 12 in., $4.95; 18 in., $7.12- 
24 in.. $9.08: 30 in., $10.83; 36 in., $12.38; 48 in.. $16 50- 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in., $9.45; 18 in., $1.75; 24 in., $9.10; 
30 in., $10.85; 36 in., $12.40; 48 in.. $16.20; 60 in.. $20.65- 
72 in., $24.75. 

Sell Cut (lin. ft.)—12 in., 4%c; 18 in., 6c; 24 in., 8c; 30 in. 
9c; 36 in., 10%c; 48 in., 14c; 60 in., 17c; 72 in., 20%c. 

%-inch, 20-gauge—List Roll, ]2 in., $8.55; 18 in.. $12.30- 
24 in., $15.68; 30 in., $18.71; 36 in., $21.38; 48 in., $28 50- 
60 in.. $35.63; 72 in., $42.75. . • , 

Sell Full Roll—12 in., $8.55; 18 in., $12.30; 24 in, $15 70- 
30 in., $18.70; 36 in., $21.40; 48 in., $28.50; 60 in., $35!65; 
72 in., $42.75. 

Sell Cut (lin. ft.)— 12 in., 8c; 18 in., 10%c; 24 in.. 14c- 
30 in., 16c; 36 in., 17c; 48 in., 25c; 60 in., 30c; 72 in., 35c! 


NIPPERS. CUTTING— 
Kraenter's— 


Kraenter's— 


8-inch . 

... 2 dO 

5.iach . 

.. . 1.86 


2 90 

e-lnch . 

... 1.80 

12iDch . 

3 10 

7*inch . 

. .. 1.85 


3 75 

8-inch . 

Bernard's— 

5- inch . 

6- inch . 

7- inch . 

Nettleton’s— 

6-inch . 

. .. 2.15 

. .. 2.25 
. .. 2.65 

Utica— 

5- inch . 

6- inch . 

7- inch . 

. 1.35 

. 1.50 

1 8.5 

. . . 3.25 

. . . 2.00 

4inch . 

4 %-inch . 

5inch . 

. 2.00 


LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

LUGGAGE CARRIERS—BOYCO—No. 4, 46-inch, open, $3.75; 
So. 40, 46-inch, with end. $4.25; No. 5, 66-inch, open, $4.65; 
No. 50. 65-inch, with end, $5.00. 

MANILA ROPE—8-16 inch to %-inch, 50c per lb.; %-inch 
and larger, 45c. 

MATS, DOOR^-Oocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x30, $3.75. 

Cocoa Fibre. Medium—16x27, $8.25; 18x80, $4.26; 20x88, 
$5.00; 22x36, $6.25. 

Steel—15M;x23%, $2.50 each; 17%x30, $3.50; 21%x36, 
$5.10. 

Steel Matting in Rolls—Per sq. ft., $1.00. 


MATTOCKS— Each. 

Short Cutter. Standard, 5% lbs. 1.35 

Long Cutter. Standard, 6 lbs. 1.35 

Pick, Standard, 6 lb. 1.35 

Handled. D E 8. 1-00 

Handled. CE 3%. 1-65 

Handled S Q 3%. 1.25 


^XTT..S—Post—lO-lb., $1.50 each ; 13-lb., $2.00; 16-lb., $2.50; 
18.1b., $3.«)0: 20-lb.. $3.15. 

Ship or T<*p—28c lb 

Wood Choppersi’—Adze or Round Eye, 25c lb. 

MILLS—Older— 

Junior .42.00 Senior .65.00 

Medium.48.00 Force Feed.30.00 

MOPS—Dish, Handled, No. 1, 10c each; 2, 10c; 4, 10c. 

O-Cedar, Handled—No. 4, small triangle, $1.00 each; No. 
3. large triangle, $1.50; No. lOB, polish, $1.50. 
Self-Wringing—No. 10. $1.10 each. 


NIPPLES— See Pipe Fittings— 

NUTS—Cold Pnaehed U. S. S. Hexagon, Tapped—Biz# M. 6 
for 5c; 6-1$, 8 for 6e; %, 8 fer 6o; 7-16, 2 fiir 6e; H, 2 for 

5c; 9-16, each 5o; %, eaeh 6e; %, 2 for IBe; % eaek lU: 

1 inch, eaeh 15e. In quantity lell at eoet» pint 50 per eanl. 

Hot Pressed U. S. S. Square, Tapped—Size H. Sng 
reUil, 10 for 6o; 6-16, 6 for 5e; 6 fer 5e; 7-16, 8 for So* 

%, 8 for 5c; %. 2 for fo; eaeh 5c; %, eaeh lOe; 

1-in., 2 for 25c. In quantity fell at ooet, plue 60 per oant. 

Wing, Tapped, U. 8 . 8 . —8-16, 25o doz.; 80c: 5-16, 

85c; 50c; 7-16, 60c; %, 85c; %, $1.76. 

OAKUM—Plumbers, 20c lb.; Navy, 80c lb.; Best Unspun. 
85c lb. 

OIIj— 3-in l, 1-os. bottle, 20c each; 3-os., 85c; 8-oz., 65c; 2%- 
oz. can, 85c. Household Lubricant, 4-oz. can, 26e ea^; 8- 
os. can, 85e. 


OILERS— 

Gopperised Stael— 

18 .40 

14.46 

14B .56 

16A .80 

16.08 

Gannon Pump—Brasa— 

11 .2.75 

12 .8.00 


Felloe 


8 

4 

5 

6 

Zinc, Ohaso's— 

00 . 

0 . 

1 . 


2.26 

1.75 

1.86 

2.00 

2.16 


.16 

.16 

.15 


Gannon Pump—^Tin- 

1. 

2 . 

. 1.75 

3 . 

4 . 

5 . 

.25 

.30 

. 40 

2% . 

: 2.26 

6 . 

.50 

PENER8 (Csn )— 




No. 

Each. 

No. 

Each' 

4. 

.10 

140 . 

.15 

16 . 

.15 

340 . 

.80 

100 . 

.30 
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OyiNB, POBTABLB—Sm*— 


No. 

012. 

■aeh. 

.. 6.26 

Re. 

660 .. 

. g fg 

066 . 

.. 6.76 

700 .. 

6 66 

0200 .. 

.. 6.86 

760 .. 

.^ 6 66 

460 . 

. 6.60 

766 .. 

.^. 6 76 

Perfection — 


Ill . 

.6.76 

121 O . 

. 6.26 

118 . 

.4.50 

122 G . 

. 7.60 

120 . 

. a 75 

Pinney A Boyle — 
11 . 


218 . 

.4.00 

. 8.00 

220 . 

.7.85 

18 . 

. 8.75 

818 . 



PADS-~Sw6at—*N o. 6 8 N12, R6d Ed£i 
A 12. Bla« and WhiU Striped. $ll>( 

PADLOCKS—Corbin— 


No. 

Eech. 

No. 

Eaeh. 

958 . 

.85 

1908 . 

.$0 

2802% . 

... .80 

9902 . 

.70 

2822% . 

... .40 

9902 N C. 

.66 

2869 . 

... .75 

21090 . 

.80 

2879 . 

... 2.00 

Yale— 


2880 . 

.. . 2.25 

228 . 

.86 

2881 . 

. . . 2.76 

225 . 

. 1.00 

2888 . 

... 4.00 

468 J . 

.80 

Millei^ 


458 X. 

.80 

1 . 

.. . 1.86 

568 . 


016 . 

... .26 

565 . 

.2.10 

18 . 

... .80 

686 . 

. 1.60 

18 D. 

... .40 

686 . 

. 1.60 

19 . 

... .80 

646 J. 

.66 

21 . 

... .85 

808 . 

. 2.26 

75 . 

... .40 

805 . 

.2.25 

76 . 

... .86 

806% . 

.2.50 

76 . 

. . . 1.00 

818 . 

.2.26 

96. 

... .66 

815 . 

. 2.85 

960 . 

. . . 75 

823 . 

. 2.40 

IQI . 

... .46 

888 . 

.. 8.00 

5441 . 

... .86 

848 . 

.. 8.26 

Sleymaker— 


858 . 

. 3.60 

1902 . 

... .56 

8454 . 



PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 fallon. 1.80 

5 fallone. 1.50 

Alum— 

Pwd^ leee than 100 
lbs., lb.14 

Bensine— 

New eane, oaid.. fal. .60 
Old cane, unotd. gal. .40 

Coal Ti 
5-cal. 
l-gal. 


.Gal. .40 

.Gal. .65 


Creocote— 

Gal.70 

Dietillate— 

Light, gal.40 

Glue- 

No. 2 Gelatine.50 

Chicago White ... .50 

Kaleomine. White— 

Bble.. 280 Ibe.08 

Kegs. 100 Ibe.08^ 

4 25-lb. pkga.. bulk .09 
25 Ibe.. bulk..... .09 

Leee 25 Ibe. .09^ 

100 Ibe. 5-lb. pkge. .09 
Leee 100 Ibe. pkge. .09^ 
Lamp Black—^Bear Brand— 
1-B. lb. pkg.45 

H-b.80 

%-8.20 

Lineeed Oil, Boiled— 

5’e .Gal. 1.11 

I’e .Gal. 1.40 

H’e .H-Gal. 80 

%*e .Qt. .46 

H’e .Pt. .80 

Raw Lineeed Oil. 8e leee 
than price of boiled. Paint¬ 
ing c ontractore* price on 
Lineeed Oil, 6o abore coat, 
according to quantity. 

Oil— Gal. 

Floor.76 

Gloee . 1.50 


Lard, No. 1. 1.80 

LIn-O-Oil.90 

Neatefoot No. 1... 2.40 

Neutral .60 

Paraffine.85 

Paint, Dry Oolore— 

Umber.12 

Chrome Green, Med .20 

Graphite .06 

Princeee Metallic.. .06 

Sienna.11 

Venetian Red .... 

Yellow Ochre .... 

Paintere' Petroleum— 

I-Gal.Gal. 

Painte. Ready Mixed—let 

g rade, white — 

ale.Gal. A40 

%-gale.H-Gal. 2.80 

Quarte .Qt. 1.25 

PinU.Ft. .70 

H*pinte ....H-Pt. .40 

let Grade, Oolore— 

Gale.Gal. 4.25 

H-gale. ...H Gal. 2.25 

Quarte .Qt. 1.20 

Pinte .Pt. .66 

H^inte ...^-Pt. .86 

2d Grade, White or 

Oolore— 

Gala .Gal. 2.90 

H'gale. ... H-Gal. 1.60 
Quarte .Qt. .96 

Ineide Floor- 

Gale.Gal. 2.90 

%-gale. ...H-Gal. 1.60 
Quarte .Qt. .95 

Porch— 

Gale.Gal. 4.25 

H-gale. ...%-Gal. 2.25 

Quarte .Qt. 1.20 

Plaeter Parle— 

Leee eack, lb.08 

Putty, Bladder— 

Leee than 100 Ibe. .07 H 

Putty, Bulk— Lb. 

l*lb. eane.15 


2-Ib. OoM.12^ 


8-Ih. OhM 
5-lh. ‘ 

10-lb._ 

26-lb. Cane 
86 lb. ~ 


PAOKING—Sheet Bobber—Standard I. C., 50c lb.: Rainbow, 
65c. 

Italian Hemp—Common, 45e lb. 

Square Flax, braided, 65e. 

Piaton Spiral—Steam, high preaeure, 11.50; eteam or 
water, low preaeure, fl. 


Lb. 

Tints,_ 

Barrel^ 280 Ibe... 

Kega, 100 Ibe. 

100-lb. bulk. 

26.1b. bulk. 

Leee 25 Iba. 


.09V 

.09 

.08Vh 

.06 

. 06)4 

.14 

.09 

.09% 

.10 

.10 

. 10 % 


100 Iba., 6-lb. pkfk .00% 
Lees 100 lbs. 
pkga. M 

Turpentine— 

6’t .Gal. 1.10 

I’e.Gal. 1.26 

.%-Gal. .76 

Vb’t .Ft. 25 

Painting oontraetore* price 

on turpentine: 6 gide. or 

more, 2e abore coat; leee 5 
gale., 6c abore coat. 


:e, 84.ia., $1.00; No. 146 
’0. 


No. 4, each. .66 

No. 6, each.60 

No. 6, each.M 

N o. 7 , 


PANS—Aeme Frying- 

No. 00, each. to 

No. 0, eaeh. ,66 

No. 1, eaeh.40 

No. 2, eaeh.46 

No. 8, eaeh.60 

PAPER—ASBESTOS—1-16 and under, full roll, per lb., tOo; 
cmt, per lb., 20e; orer 1-16 full roll, per lb., 20ei cut, per 
lb., 20c; Aebeatoa Millboard, 20c per lb. 

BUILDING— 

No. 1*500. 3.85 

No. 1-1000... 7.35 

No. 2-500. 5.75 

No. 2-1000. 11.00 

No. 3-600. 8.20 

No. 3-1000. 15.60 

80-^^ 17-lb., $1.80; 20-lb., $1.60; 251b., $1.80; 

W-50; 1000 BO. ft. roll, $4.60; 
No. 8, 500 eq. ft. roll, $8.25; 1000 aq. ft. r^ $6.00 

eaturated, per roll, $2.75; Deadening, per 

lb., 06%e. 

INSULATING—No. 8, per roll, $1.75; No. 10, per roll, $2.76. 


P AB 

laaitatloa P^ 

3.85 

3.50 

7.35 

6.85 

6.75 

5.00 

11.00 

8.80 

8.20 

7.30 

15.60 

14.45 


ROOFING— 

Standard or Oronolite— 

1 ply equare.2.25 

2 ply equare.2.85 

8 ply equare. 8.60 

Malthoid or Rubberoid 
Roofing— 

1 Plj. 8.26 

2 ply.4.00 

SAND AND EMERY—Per quire of eheeti 

Carborundum 

B. A A._ 

Aetec.. 

Aloxite . 


Junior.. 
Roofing Oeamnl 
Preaerratiee 

• PW .. 
1 Od. fn gii... 
Pint. 


A76 

4.26 


IM 

LiR 

.$4) 


0 

V4 

1 

1% 

2 

2% 

8 

.80 

.95 

1.10 

1.80 

1.50 

1.76 


.46 

.60 

.56 

.60 

.75 

.85 

*'.$5 

.40 

.45 

.60 

.60 

.70 

.76 

.$0 

.80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


SKBATHWQ—^Bed or gray 80-lb., $1.25 per roll; 25-lb., $1.50; 
80-lb., $1.75. 

PEAVIES— 


Socket. 


.08 

.06 

2) 

4x4 .. 

Maple. Hickory. 
- 4.86 6.25 

2%x4% . 

Maple. 
... 6.26 


2V 


_4.50 

6.50 

6 . 

... 6.86 

.40 

2V 

ix4V4 

... 4.66 

5.75 

8x6. 

... 6.00 

2) 

[x6 ... 

... 4.86 

6.86 



Socket. 

lekerr. 
6.75 
6.00 
6.75 


PERCOLATORS, COFFEE—Unirereal— 


46 .. . . 

.. 4.50 

74 ... . 

48 . 

. 5.00 

76 . 

52 . 

. 4.25 

79 . 

54 . 

. 4.50 

714 . . 

56 . 

. 5.00 

464 .... 

58 . 

. 5.75 

466 . 

64 . 

. 5.00 

469 .... 

66 . 

. 5.50 

474 . 

69 . 

. 6.25 

476 . . . 

614 . 

. 7.00 

479 . 

Percolator Tops, 

10c each. 



5.50 
6.00 

6.75 

7.50 

5.75 
6.25 
7.00 
6.25 

6.75 
7.50 


PICKS—Railroad, 5-lb., $1.15 each; 6-lb., $1.25; 71b. $135- 
8-lb., $1.65; 9-ib., $1.75. . ^ . 

Drifting—No. 1, $1.00 each; 2. $1.75; 3, $1.25; 4, $1.35; 

PINS—Clothes—O—Common, lOc doe.; US—Spring. 20c: H— 
Hoyt's Spring, 15c. 


PIPE— 


Standard Black 
Cut Full 


GalTanixed 
Out Full 


Cutting and 
Threading 



Pr. Ft. 

Pr. 100 

Pr K 

Pr. 100 

Eaeh 

Each 

% inch. . . 

. .05 

4.25 

.07 

6.45 

.04 

.08 

%-inch. . . 

. .05% 

4.75 

.08 

6.95 

.04 

.08 

%-inch. . . 

. .05% 

4.75 

.08 

6.95 

.04 

.08 

%-inch. . . 

. .07% 

6.25 

.09 

7.45 

.04 

.08 

%-inch. . . 

. .09% 

7.75 

.11% 

9.55 

.04 

.08 

1 -inch . . . 

. .14 

11.25 

.18 

14.10 

04% 

.09 

1 %-inch. .. 

. .19 

15.25 

■28% 

18.85 

.05% 

.11 

1 %-inch. .. 

. .22% 

18.00 

.28 

22.50 

.06 

.12 

2 -Inch . . . 

. .31 

24.50 

.38 

30.30 

07% 

.15 

2%-inch. . . 

. .48 

40.00 

.61 

49.65 

.11% 

.23 

3 -inch. . . 

. .61 

52.50 

.78 

64.90 

.15 

.30 

3 %-inch. . . 

. .84 

68.00 

1.17 

88.50 

.19 

.88 

4 -inch. . . 

. .99 

81.00 

1.39 

99.00 

.26% 

.53 
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BBTAIL SELUKG PB10B8—Oontlxiiiad. 


PIPE—Om and Watar—^Black—%-inch, 6e loot; ^-inoh, 
«He; % ineh, 6He; \k \neh, 8e; %-ineh. lO^o; 1-ineh, 
16c; 1^-ineh, 31o; iH-inch, 25c; 2-ineh, 88c. 

GalTanized—H'iaeh, 8He par ft.; H-inch, 9V4o; %-iBch, 
9^e; ^-inch, lOe; 4-inch, 124e; 1-inoh, 19o; l^-inoh, 
35e; 14’inch. 80e; 2^neh, 41e. 

PIPE, STOVE—Naatad, Full Jointa—8-incb, 25o joint; 4*lneh, 
35e; 5*ineh, 80e; 6-ineh, 85o; 7-inch, 40c. 

4-inch, Japan, 40c: 8-inch, OaWanized, 85e; 4-inehj Oal- 
▼anized, 40c; 6-ineh, GaWanized. 50e: 6-inch, Galaanisao, 60o. 

Half Jointa—5-inch. 20c joint; 6-inch, 20c. 

Taper Jointa—6-incn to 5-inoh, 85o Joint; 7-inch to 6-inoh, 
40c. 

PIPE PITTINOS—Priea aaoh—Black. 


.10 

.10 


.10 


.10 

.10 


15 


.15 



% 

V4 

% 

1 

IM 


2 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.10 

.10 

.10 

.10 

.10 

.16 

.20 

.80 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.40 

.10 

.10 

.15 

.20 

.85 

.85 

.45 

.70 

.10 

.10 

.10 

.10 

.16 

.20 

.25 

.86 

.10 

.10 

.10 

.10 

.15 

.80 

.85 

.46 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.46 


.10 

.15 

.20 

.80 

.40 

.50 

.90 

!i6 

.10 

.10 

.15 

.15 

.20 

.25 

.46 

.20 

.20 

.35 

.25 

.80 

.86 

.45 

.66 

.10 

.10 

.10 

.10 

.10 

.16 

.15 

.20 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.85 


.16 

.15 

.20 

.85 

.45 

.55 

.80 

‘io 

.10 

.10 

.10 

.15 

.20 

.80 

.50 


.10 

.15 

.20 

.80 

.50 

.70 

1.15 

’.is 

.16 

.15 

.20 

.85 

.85 

.45 

.75 

.16 

.20 

.20 

.25 

.80 

.40 

.60 

.65 

.10 

.10 

.10 

.10 

.16 

.15 

.20 

.30 

.10 

.10 

.10 

.10 

.16 

.25 

.30 

.45 

.10 

.10 

.15 

.20 

.25 

.85 

.45 

.55 

.16 

.15 

.25 

.35 

.50 

.60 

.80 

1.25 

.10 

.10 

.10 

.15 

.20 

.80 

.85 

.60 

.10 

.10 

.10 

.16 

.25 

.45 

.50 

.70 

.10 

.10 

.15 

.20 

.25 

.85 

.45 

.80 


.10 

.15 

.25 

.40 

.60 

.76 

1.80 

.‘io 

.10 

.15 

.20 

.25 

.85 

.40 

.80 

.40 

.46 

.60 

.55 

.60 

.75 

.90 

1.80 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.80 

.10 

.10 

.10 

.10 

.10 

.10 

.16 

.20 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.50 

.. . 

.20 

.25 

.80 

.50 

.76 

.90 

1.46 

.10 

.15 

.15 

.15 

.20 

.85 

.50 

.85 


.15 

.20 

.25 

.45 

.70 

1.00 

1.70 

!26 

.20 

.25 

.80 

.45 

.55 

.70 

1.20 

.25 

.25 

.80 

.85 

.45 

.60 

.76 

.95 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.16 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

.10 

.10 

.10 

.16 

.15 

.30 

.25 

.30 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.15 

.16 

.15 

.10 

.15 

.20 

.25 

.80 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.36 

.15 

.15 

.15 

.16 

.25 

.80 

.85 

.40 


. .25 


.30 


.40 


.50 


. .45 


.65 


.80 


1.06 


. .55 


.80 


1.10 


1.86 


.1.30 


2.15 


2.85 


4.10 


. .70 


1.10 


1.45 


2.80 


. .76 


1.05 


1.45 


2.10 


. .20 


.25 


.40 


.45 


. .60 


.85 


1.15 


1.45 


. .85 


1.30 


1.75 


2.75 


.1.30 


1.80 


3.10 


3.75 


. .75 


.95 


1.20 


1.35 


. .30 


.35 


.50 


.60 


. .40 


.50 


.80 


.95 


. .50 


.60 


.80 


.95 


. .95 


1.20 


1.35 


1.60 


Buahinfa .... 

Capa . 

Conplinga ... 

Croaaet . 

Elbowa, 90 df. 

Elbowa, 45 df. 

Elbowa, rad. 

Elbowa, 8. O. 

Elbow^ Street .15 
Floor Flanfca. 

Lock Nnta. . 

PlUfl . 

*Radneara . . . 

Rat. Benda, Cl. 

Teea . 

Taea. 4-way . 

*Taaa, Bad. . . 

Uniona. 

GaWanized— 

Bnahinga . 

Capa .10 

Conplinga ... .10 

Croaaaa . 

Elbowa, 90 df. .15 
Elbowa, 45 df. ... 

Elbowa. Rad. 

Elbows, 8. O. 

Elbow^ Street .20 
Floor Flangas. ... 

Lock Nats ... .10 

Plugs .10 

*Raanoers. 

Rat. Bands 01. ... 

Teas.15 

Teas, 4-way . ... 

•Teas, Rad. 

Unions.25 

NIPPLES—Black— 

Close .10 

Long .10 

4- lneb Long.. .10 

5- inch Long. . .10 

6- inch Long. . .10 
GaWanized— 

Close .10 

Long .10 

4- inch Long. . .15 

5- ineh Long. . .15 

6- inch Long. . .15 

Bushings . 

Capa . 

Couplings . 

Crosses . 

Elbowa. 90 degree . 

Elbowa, 45 degree . 

Plugs . 

♦Reducera . 

Teea . 

LTniona . 

8-inch long. 

NIPPLES— 

Close . 

5- inch long. 

6- inch long. 

10-inch long. 

•Reducers and Reducing Tees 1-inch and larger reducing 
to li4-inch and smaller adrance 50 per cent over prices shown. 
PIPE FITTINGS (STOVE)—Caps, No. O 15. 60e each; 0-16, 
60c each. 

Dampers—No. 8, 4, 20e each; 5, 6, 25e; 7, 40e. 

Elbows—No. 8 Oorg., 25c each; 4, 80o: 5, 85e; 6, 40c; 

7. 4.5c. No 8 Adj. 4 Pc.. 85c; 4, 40c, 6, 40e; 6. 45e. 8- 

inch Adj GaW., 40c; 4-inch, 45o; 5-ineh, 50e; 6-inoh, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dosen, 5 per cant diaooont from abora. 

Flue Stops. Nos. 1 and 86, 20c each; 8, 20c each; 80. 20e 

8. 3H (in kegs). 85c lb.; 4, 5. 85e: 6. 7. 8, 85c; 10. 85c. 

Roof Plates and Saddles, Nob. 15. 16 (Side), 90e each: 50. 
60 (Ridge). 75e each. 

PISTOLS—Automatic—CJolts’ .25 Cal., 820.50 each; 25 Cal. 
nickel. 827.00: .82 Cal. 825.00; .38 Oal., pocket. 845.00; 
.45 Cal., military, $42.00. 

Smith A WosBon—.85 Cal., $31.50: Sarage. ..32 Cal., 

$2i.OO; ..380, $25.00 


PITCH—Nary Caulking—5-lb. can. 75c; 10-lb., $1.26; 25-lb., 
$2.50; 50-lb., $4.50; V4'bbl.. $9.00; bbl.. $13.50. 

PLANES—Block-Bailey—No. 185. $2.75 each; 195, $8.00; 
210, $8.15; 240, $8.60; 18, $3.50; 19. $8.60. 

Block, Stanley—No. 60, $3.15 each; 60$3.00; 61. 
$2.75; 65, $3.75; 101, 55c; 102, $1.05; 103, $1.40; 110, 
$1.40; 120, $2.00; 180, $1.95; 181, $3.25; 208, $1.75; 220, 
$2.65. 

Iron, Bailey—No. 2, $4.65 each; 8, $5.00; 4, $5.40; 4Vi. 
$6.15; 5, $6.15; 5V4. $7.00; 6 88.00; 7. $9.00; 8. $10.75; 
30, $5.00; 4C, $5.75; 4^0, $6.50; 5C, $6.50; 5HC, $7.25; 
6C, $8.25; 70, $9.50; 8C, $11.25. 

lron,Stanley—No. 603, $5.50 each; 604, $6.00; 605, 
$7.00; 606. $9.00; 607, $10.50: 608, $12.25; 6040, $6.25; 
6050, $7.25; 6060, $9.25; 607(5, $10.75; 6080, 810 00. 

Wood Bottom. Bailey—No. 22. $8.75 each; 24, 8^-00; 26. 
84.00; 27, 84.75; 28, $5.25; 29. $5.25; 30, $5.50; 81, $5.50; 
82. $6.25; 35, $4.75; 86. $5.25. 

Rabbet—No. 10, $8.25 each; 10H, $7.00; 75, $1.00; 78. 
$4.25; 90, $5.00; 92, $5.00; 98, $2.50; 99, $2.50; 140, 
$3.75; 190, $8.75; 191, $8.50; 192, 83.25. 

PLATES—GAS, HOT—No. 501, $8.75 each; 502, $6.00; 508, 
$9.25; 702, $8.75; 703, $12.75; 722, $9.75; 728, $18.75; 
1001, $2.65; 1002, $4.85. 

PLIERS—Klein'e No. 201—6 iBch, $$.90 each; T-ineh, $4.60; 
8-lnch, $4.75; 9-inoh. $6.00. Bermard'a No. 102—4H-iBeh, 
$1.50; 5H*inoh, $1.85; 6H*inch, $2.25; 8-inch. $8.25. 

PLUGS—Spark—$1.00 cash. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86. 6-iBeh, 
$3.25 each; 9-ineh, $2.76: 12-iBeh. $8.25; 18-ineh, $8.76; 
24-ineh, $4.76. No. 87, 12-ineh, $4.50; IS-lneh, $6.36; 24- 
inoh, $6.26. 87G. 12-ineh, $4.26; 18 inoL $6.26. 84y, 4- 

incl^ $1.80; 6-ineh, $2.26; 8-lneh, $8.00; lO-ineh, $8.86. 

Wood, Stanley or Diaston—No. 00, $1.50 each; 0, $1.75; 
2, $2.50; 8, $8.00; 8, $8.85; 13. 26-in., $3.50; 38-in., $8.75; 
30-in.. $8.75. No. 15. 26-in., $4.25; 28 in., $4.50; 80-in.. 
$4.50. No. 80, $8.75; 85. $8.26; 45^, $5.25. No. 98. 26-in., 
$5.00; 28-in.. $5.25; 80 in., $5.50. No. 95, $8.25; 96. 
$10.00; 102, 80e; 104, $1.15. 

Poekat, Stanley—No. 81, 2H-inch, 65e each; B-ineh, 66c; 
SVi inch, 76e. No. 41, 20c. No. 44, 50e. No. 600, $2.26. 

Bztra LeTf] Glaasee—No. 1, 1% to 2-ineh, 16o on^; 2H’ 
inch, 15e; 8V4-inch, 20e. No. 861, 40e. No. 862, 75e. No. 
871, $1.65. 


POKERS STOVE— 

No. 120, Straight, 20-inch, 15c each; 126, Straight, 26-inch. 
20c; 200, Bent, 20-inch, 15c; 250, Bent, 26-ineh, 20c. 


POI1IT8 AND OHnOKB— 


For 60 and 61. 

.$ .T6 

8iaeh . 

.06 

For 86. 

. .6$ 

10-ineh . 

_1.10 

Not. 11 na4 16, 3-iB. 

. .66 

No. 76. 

-8.26 

$.|n<ib T.T-,T“- 

.00 

No. 60. 

.... 1.00 

4-iBeh . 

. .66 

No. $0. 

.86 

6-iBeh . 

. .76 

No. 81. 

.06 

O-ineh . 

. .16 




POLISH (AUTO)—Dnrolne, 1 pt., 60e; 1 qL, $1.00. 


POLISH (FURNTTUHE)-DnroUe, 1 pt., OOo; 1 qt., $1.00. 
OaloL % pt. 80c each; 1 pinL 4^; 1 $6e; % 

$1.16: 1 gallon, $2.00; 6 gallon^ $7.60. 

Liquid Venter, 4 ounce, 80o oach; 12 ounoo, 60e; 1 qmnrt, 
$1.25. 


O-Oedar—4 ounce, 25c each; 12 ounce, 50c; qnart, $1.00; 
% gallon, $2.00; gallon, $8.00. ^ ^ 

Johnson’s Prmared Wax, 6 ounce, 45e each; 1 pound, 66e; 
2 pounde, $1.70; 6 poundt, $8.00. 


METAL—NonOUo, H pint, 60e eaeh; 1 pint, 76e; 1 qnnrt, 
$1.25. 


SHOE—Shnwhite, 15c each; Midnight OIL 26e; Royal, 16e; 
Jet-OiL 15o; 4 C 8 Shoe Satin, lOe; 0 O 8 Shoe Satin, 16e; 
1 0 Satinola, lOe; 2 0 Satinola, 15o: 6 P 8 Shoe Satin, lOe; 
10 P 8 Shoe Satin, 15e; 5 P Satinola, lOe; 10 P. Satinola, 
15c. 


stove—L iquid, No 6 Black Silk, 30e each; 8. Black Silk. 
25c; 2, Black Eagle, 25c; 10 E, Enameline, 15e. 

Paste No. 5, Black Silk. 15c each; 10. Black Silk. 25o; 
20. Black Silk, $1.75; 01, Black Eagle. 45o; 95 Black Eagle. 
$2.00: 4 E, Enameline, 15c; 6 E, Enameline. 15c; 75 Black 
Jack, 25c; 1. Rising Sun, lOe. 


POTS—Fire. 

Gasoline. CAL. 

21 13.0.5 

71 .1<L75 

72 .15.25 

5 15.2.5 

1 16.75 

Watering GaWanized 

4 Quart.95 

G Quart. 1.15 


3 Quart . 1.35 

10 ()uart . 1.55 

12 Quart. 1.75 

16 Quart. 2.25 

Tin 

4 Quart.70 

6 Quart.90 

5 Quart. 1.15 

10 <)uart. 1.40 
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retail SELLUrO FBIOES— OootllUMd. 


PULLERS—N»il—Rex, $1.65 each; Rex, Jr., $1.50; Red Deyil, 
$2.50; Morrill’a, $4.25; Little Giant, $2.25. 

PULLEYS—Brass Screw, No. 850, ^-inch, 15c each; 20c; 
%, 25c; 1, 30c; 1^, 85c; IH, 40c. No. 370, % inch. 85c 
each; 1, 40c. 

Brass Side—No. 1150, H inch, 25o each; 80c. No. 
1170, H inch, 40c each; %, 45c. 

Brass Upri^fht—No. 500, 85c each. 

Clothes Line—No. 610, 2 inch, 20e each; 2H, 25e. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25o; 2H. 85o; 1660, 25c: 
1670, 30c; 6350G. 85c; 6500G, 55c. 

Hny Fork, No 1267, 60c each; 692. 60c; 796, 76o; 46. $1; 
1651, lor wire rope, $3.50. 

PULLEYS—Frame—No. 4, Ottumwa, per do*., 90c; No. 5, 
$1,00; No. 9, 05c; No. 105, 90c; No. 100, OOc. 


1899 TD, FeathVt ..65.00 

189 SF .48.00 

1904 TD, Single shot. 0.75 
1914 TD, Hammerleu 28.50 


Stevena— 


Little Scout ..., 

_ 7.50 

Crack Shot ..... 

_9.50 

Marksman. 


Favorite . 


70 TD, .22. 


1919, .22. 



Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl, 64.30 
1890 TD—Oct. Fanej 57.50 
TD—Oct. Plain. 81.50 


1892 SF—Bound Brl. 87.50 
SF—Oot. Brl. ..80.40 
TD—Oct. BrL.. 45.75 
SW—Carbine ..83.55 
1894 SF—Bound Brl. 40.85 
SF—Oct. Brl... 42.60 
SF—Oarbine .. 86.85 
TD—Oct. Brl. ..54.50 


1895 SF .58.15 

1895—GoTt. Model.. .58.15 

1895 TD.67.10 

1902 TD—^22 .10.50 

1908 TD—Plain.44.80 

1908 TD—^Fancy_69.00 

1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD.61.50 


PUMPS —P. S.—1, $4.00; 2, $4.50; 3, $5.20; 4, $5.00. 
PUTTY—Per lb.. 16c. 


KAKES—GARDEN—Malleable, 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight. 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row. 11 and 12-tooth, $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn. 85c. 

RASPS—Plain Horst Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Horte Baspt—14-in., each $1.25; 16-In., $1.60; 
18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in., $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; IS-in., $2.90. 

Flat Wood—10-in., each 95o; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in.. $2.60. 


RAZORS (SAFETY)— Eteready 
No. No. 

700, each . 1.00 706 B. Blades. Pkg.40 

2, each . 8.00 

Gem 

800, each . 1.00 800 B, Blades, Pkg.50 

Enders 

900, each . 1.00 900 B. Blades. Pkg.85 

Durham Domino 

1000, each . 1.00 1000 B, Blades, Pkg... .50 


Gillette 

New Type — 

New Standard, Bostonian, 

Richwood, Big Fellow— 

Each. .S OO 

Cfold Plated. 6.00 

Traveler . 7.00 

AutoStrop 

1, set. 5.00 2541, set. 5.00 

15, set. 6.50 600 B, Blades, pkg... 1.00 

25. set. 8.50 600 H B Blades, pkg.. .50 

251, set. 5.00 


Old Type— 

Brownie . l.<»0 

Pioneer . 2.50 

Pocket . 3.00 

Blades— 

6 Blades. ^ pkg.50 

12 Blades, Pkg. 1.00 


REELS—Hose—No. 1 Wire, $1.65 each; No. 1, Wood, $3.26. 
REVOLVERS— 


Colts, Model Each 

Pocket Positire. 80.00 

Police Positire fecial 32.50 
Police PositiTS Target 85.25 

Army Special . 34.00 

New Service . 38.00 

Single Action . 86.75 

Harrington R EUehardson 

208, 223 .11.50 

208 B. 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.50 

263, 273 .12.50 

263 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Tver .Tnhnson— 

300. 303, 323.14.50 

300 B, 303 B.14 .50 

304 .15.00 

RIFLES—No. and Model- 
Daisy Air— Each 

26 . 5.25 

40 . 5.25 

3 . 3.1.5 

30 . 2.95 

11 . 2.85 

12 . 2.00 

King Air— 

4 . 2.95 

5 . 8.15 

21 . 2.00 

22 . 2.35 

804 B .17.25 

323 B .17.00 

82a . 17.00 


Bach. 

824 B .17.25 

848, 858 .17.75 

848 B, 858 B.18.00 

844, 854 .1S.00 

844 B, 854 B.18.50 

864 B.19.25 

865 B.19.50 

Smith A Wesson— 

1905 Military, Foliee. .24.50 
Regulation Police .... 82.50 
1908 Hand Ejector... 80.50 
88 8. ft W. Perfected 99.60 

1908 Military.85.00 

1911 Target . 85.00 

New Departure 88.... 80.50 

Marlin— 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl.. . 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl. . 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.60 
Remineton— 

4 TD—Octagon Brl_15.54 

6 TD—Round Brl_10.46 

8 A TD—Round Brl..78.27 
12 TD—Round Brl. . .28.48 
TD—Octagon Brl.... 81.95 
14 A TD—Standard. .58.86 

TD—Carbine.57.25 

16 A TD—-Standard. .44.61 
Savage — 

189P 250 800f ,60.00 


RIVETS—Slotted Clinch, 
10c box. 

Copper—With Burrs— 

Coppered Steel—No. 

9. 15c box 

98. 

Size. 

V4 Lbs. 

Lbs. 

Size. 

V4 Lbs. 

Lbs 

7—St’r Lgths. 

.30 

.55 

7—Asst. . . 

. . .30 

.55 

8 

.30 

.66 

8 

. . .30 

.55 

9 

.30 

.55 

9 

. . .80 

.55 

10 

.30 

.55 

10 

. . .30 

.55 

12 

.30 

.55 

12 

. . .80 

.65 


Copper Iron, with Burrs—08 Asst., 20c, Vi-lb. box; 010, 25c. 


RIVETS—Tinners—Black, all sizes (in kegs), 20c lb. Tinned, 
8, 3 Vi (in kegs), 30c lb.; 4, 6, 30c; 6. 7, 8, 25c; 10, 25c. 

RODS, CURTAIN—No. 2, %-in., Steel, Brass Covered, 15c ft.; 
3, -3^-inch. Steel, Brass Plated, 10c; 80, 1-in., Wood. Brass 
Covered, 30c; 1^-in., Wood, Brass Covered, 35c. 


ROOFING—(See Paper). 

ROPE—Cotton, Thread—8-16, 40c: V4 to 5-16, 55c lb.; % to 
55c; % to 1, 45c. 

Manila—Base. 22c lb. 

Sisal—Base, 20c lb. 


RULES—Boxwood—Lufkin, Stanley—No. 171 (36), 65c each; 
872 (36Vi), 90c; 386 (32). 95c; 888 (82Vi), $1.35; 465 
(69), 25c; 651 (68), 35c; 702 (18), 50c; 751 (61), 40c; 
761 (63), 50c; 762B (7), $1.85; 771 (84), 85c; 780 (62Vi). 
$1.00; 781 (62), $1.00; 861A (58Vi), $1.00; 8620 (83Vi). 
$1.50; 871 (52), OOc; 881 (54), $1.10; 3851 (66Vi). 75c; 
3861 (66V4), 85c; 3881 (66%), $1.85. 

Rules, Steel—No. 17, Blacksmiths, OOc each; 041, 
Pocket. 25c; 1181, 1141, ZirZag, 25e; 1182, 1142, ZiR-Zag, 
$1.35; 1143, Zig-Zag, $2.00. 

RULES. ZIG-ZAG—Lufkin, Stanley—No. 804F, 40o each; Ne. 
806F, 60c; 8518 (08), 80c; 8514 (04). 40e; 8515 (05), 50c; 
8516 (06), 65c; 8618 (08), 80c; 8528 (408F). SOc; 8524 
(404F). 40c; 8525 (405F), 50c; 8526 (406F). 65e; 8618 
(108), 85c; 8614 (104), 45c; 8615 (105), 55c; 8616 (106), 
65c: 8624 (854F), 45c; 8626 (856F), 65c. 

SAWS—One Man—Oross-ont— 

Disston Ohineok Ohlaook 

3 Vi. ft. 4.75 5 ft.8.25 . 

4 ft. 5.26 5 Vi ft.8.50 . 

4 Vi ft. 6.00 6 ft.9.25 11.50 

5 ft. 6.76 6Vi ft.10.50 13.00 

5Vi ft. 7.00 7 ft.11.50 14.00 

7 Vi ft.12 50 15 .2.S 

Atkins Crosscut Nos. 51, 52, 545, and Simonds Falling, 
same price as Royal Chinook. 


SAWS—'Hand— 

5 Simonds, 

12 Disston or 69 Atkina 

18 inch . 8.70 

20 inch . 4.00 

22 inch . 4.85 

24 inch . 4.70 

26 inch ..5.10 

28 inch . 6.50 

No. 8 Simonds. D8 Disston or 
51 Atkins 

18 inch . 2.90 

20 inch . 3.25 

22 inch . 8.65 

24 inch . 8.75 

26 inch . 8.95 

28 inch . 4.45 

SAWS—Miaeellaneoua— 

Back Sawa 

12 inch . 8.00 

14 inch . 8.25 

16 inch . 8.50 

22-inch . 4.00 

24-inch . 4.25 

26 inch . 4.75 

28-inch . 6.50 

Butcher No. 10 

16-inch . 1.90 

18-inch . 2.00 

20-inch . 2.15 

22 inch . 2.25 


No. 10 Simonds or 7 Disston 

18 Inch .2.65 

20 Inch . 2.8.S 

22 inch . 8.10 

24 inch . 3.40 

26 inch . 3 60 

28 inch . 4 00 

No. 120 Disston or 4 Simonds 

26 inch . 6.2o 

28 inch . 6.60 

No. lit Diaaton 

26 inch. 5.25 

28 Inch . 5.60 

No. D 100 or No. D 20 
Disston 

26 inch . 4.3.5 

28 ineh . 4.85 

Oompaae No. 2 

15- lneh .86 

14-inch .90 

16- inch .95 

Kltdkan No. 2 

12-inoh .55 

14-inch .65 

16-inch .76 

Mitre 

24-lneh . 6.26 

26-ineh . 6.75 

28 inch . 6.60 
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RETAIL SELLmO PBI0E8—Oontinnad. 


«AW8—MISOBLLANXOUS—OiMitiaaad— 

HMt. OoapteU No. 50 OoliforaU, 14-ia. 1.40 

No. 8.a 60 N®* Oolifornio, la-ia. 1.80 

No. 61 Oolifoniift, 14-iii. 1.00 
... -r, fr™?* Diiiton, No. 9. 14<iiieli. S.OO 

No. 50 Oalifornio, 18 la. 1.86 Disiton, No. 10, 14-iaeb 8.86 
Back— 

Oom 8el Broca V tooth. 1.75 

Oom Dbl Broca Tuttla tooth. 2.60 

Oom Dbl Broca V tooth.8.75 

No. 160 Spaciol. 1.96 

SAW CLAMPS—No. 8, 88.50; 0, Perfection, No. IW. 

82.50; No. 8W, 88.26: No. 2W, 88.50: No. 11. with Guide, 
83.25: Biohop'i No. 750, 85c; Steorno' No. 105, 82.76; No. 
200, 81.75; N88, 82.26; No. 8, Disoton, 84.50. 


SAW SETS— X CUT— 

301 G* P. 1.50 Morrill No. 8. 1.80 

Spec. Morrill.2.00 Baker No. 8.2.86 

105 Morrill.60 Colonial. 1.40 

1 Morrill. 2.00 7 Taintor ...2.00 

10 1.20 28 Triumph . 1.66 

77 1.00 Hammer .85 

Lever .25 

SAW TOOLS— Morin No. 2. 4.75 

Clipper Outfit.75 Morin No. 2H. 6.00 

Morrill’s Raker ^®£?ti?g TVoi DiVston-^'^^ 

No. 1. 1.60 Ko. 100..80 

No. 6. 2.25 No. 4 Settinr Blocks— 

No. 9.2.50 No. 4 Blocks. Morin. . 1.85 

Atkins Raker Swage.. .45 Swages No. 0 Disst_4.76 

5-M Tooth GauM.25 Swages, Whitings.... 1.00 

Jointers Pikes Perf.. . .75 Atkins, Rex . 1.00 

Jointers No. 7 Stems. .70 Atkins, Excelsior.85 

SCALES—Family, testing without scoop, 83.75; with scoop, 
84.50; Peddlers* glass sash, 86.00; glass sash with chains, 
86.50; brass dial, 87.25; brass dial with chains, 87.50. 

Spring Balance, No. 60, 26e each; 61, 50o; family, 86.50; 
Mo. 202, 86.50. 

SCISSORS—Cast—No. 10, 60e each; No. 44, 7^ inch, 60e; 
inch, 66e; 240, 4 inch, 25c; 4V4 inch, aOe; 255, 4 inch, 

SOc; 4^ inch. 85e; 5 inch, 86c; 5^ inch, 40c; 6 inch, 45c; 

820, 85c; 860, 75c. 

Wise—No. 14 B H, 81.45 each; 54%, 95c; 55, 81 00; 
55%, 81.05; 56. 81.10; 56%, $1.15; 57, $1.20; 154%, 
81.15; 155, 81.20; 155%, 81.25; 156, $1.30; 156%, 81.85; 
157, 81.45 ; 864, 8120; 864%. 81-25; 865, $1.80; 866, 
81.45; 468, 81-05; 463%, 81.10; 464, $1.15; 573, $1.45; 
573%, 1.60; 574%, $1.70; 663, 81-45; 663%, $1.60: 664, 
81.70: 768, 81 05; 768%, 81-10; 764, $1.15; 764%, $1.20; 
765. 81.25; 765%, $1.30; 766, $1.35; 773, $1.15; 778%, 

81.20; 774, 81-25; 814, $1.25; 814%, $1.30; 815, $1.85; 

815%, $1.40; 816, $1.50. 

SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 
3, 82.25; 4, $2.86; 9, 82.45; 6, $8.55; 7, $2.65; 8, $2.75; 
9. $2.85; 10, $8.00. 

SCREENS—Adjustable—^Window—^WabaSh, Wood Frame, 15x 
33, 80c; 18x83, 90c; 24x88, $1.15; 80x88, $1.45; 24x87. 
81.35; 28x37, $1.50. 

Sherwood Steel Frame—18x88, $1.20; 24x88, $1.85; 24x 
87, $1.50; 80x87, $1.75. 

SCREWS—Cap and Set— 


Machine, 

Brass, Flat 

or Round 

Head— 



Prices shown are for 

full gross 

packages. 

For prlee of 

one dosea. 

use one-tenth of the full paekags price shown. 

Size. 

%in. 

%-lB. 


%in. 

1-in. 

2. 

... .20 

.25 

.30 

.85 


4. 

.25 

.30 

.35 

.40 

.45 

6. 

.30 

.35 

.40 

.45 

.55 

8. 

.50 

.5.5 

.60 

.70 

.80 

lO. 

... .70 

.75 

.90 

1.00 

1.25 

12. 

.90 

1.00 

1.15 

1.25 

1.50 

14. 

. . 1.15 

1.30 

1.50 

1.70 

2.00 

16. 

. . 1.75 

1.95 

2.10 

2.30 

2.65 

18... 

. . 2.20 

2.50 

2.75 

2.95 

3.45 

20. 

. . . 2.75 

3.00 

3.30 

3.60 

4.20 

Size. 


1 %-in. 

1 %-in. 

1 % -in. 

2-in. 

4. 


. .50 

.70 



6. 


.75 

.90 

1.15 

1.40 

8. 


.95 

1.15 

1.40 

1.65 

lO. 


. 1.40 

1.60 

1.85 

2.10 

12. 


. 1.75 

1.95 

2.25 

2.55 

14. 


. 2 25 

2.50 

2.80 

3.10 

16 . 


. 3.00 

3.30 

3.75 

4.20 

18 .... . 


. 3.80 

4.15 

4.65 

5.15 

20 . 


. 4.80 

5.40 

6.00 

6.60 

Iron. 1 r 

1 'T Round Head— 




c; 

% -n 

% *n 

% in 

% in 

1 -in 

o 

.20 

.20 

.20 

.20 


4 . 

.20 

.20 

.20 

.20 

.'2.5 

6. 

- .20 

.20 

.25 

.25 

.30 

8 . 

- .25 

25 

.30 

.30 

.35 

lO . 

- .35 

.35 

.40 

.45 

.50 

12. 

.40 

.45 

.45 

.50 

.55 

14. 

.50 

..50 

.55 

.55 

.65 

16. 


.65 

.65 

.70 

.80 

18. 



.90 

.95 

1 05 

20. 




1.15 

1 25 


Size. 


1 %-in. 

l%in 

1%-in 

2-in. 

4. 


. .30 

.35 



6. 


. .35 

.40 

..50 

.60 

8. 


. .40 

,45 

.55 

.65 

10. 


. .60 

.70 

.80 

.90 

12. 


.65 

.75 

.85 

.95 

14. 


. .75 

.85 

.95 

1.15 

16. 


. .90 

1.10 

1.30 

1.55 

18. 


. 1.25 

1.50 

1.70 

1.90 

20. 


. 1.50 

1.70 

1.90 

2.10 

Prices shown are for dozen lots. For 
use one-tenth of the dozen price shown. 

U. S. S. Thread, Iron— 

price of one 

only. 

Length 

%-iu. 

5-16-in. 

%-in. 

7-16-in. 

%in. 

% - - - . 


.30 

.35 

.40 

.50 

% . . . . 

.30 

.30 

.35 

.45 

.50 

1 .... 

.30 

.30 

.35 

.45 

.55 

1%.... 

.30 

.35 

.40 

.50 

.60 

1%.... 

.35 

.35 

.40 

.50 

.65 

1%.... 

.35 

.40 

.45 

.55 

.70 

2 .... 

.40 

.45 

.50 

.60 

.75 

2%.... 

.45 

.50 

.50 

.65 

.80 

2%.... 


.55 

.55 

.70 

.80 

3 . . . . 

.55 

.60 

.65 

.75 

.95 

3%.... 

. 



.90 

1.10 

4 .... 




1.00 

1.25 

Length 


%ln. 

%-in. 

%-in. 

1 

1 .... 


. .85 

1.15 

1.65 



1 % 

1 % 

1 % 

2 

2 % 

2 % 

3 

3% 

4 


Length 


5-16-in. 

%-in. 

716-in. 

%-in- 

%. 

.30 

.35 

.45 



%. 

. .. .35 

.40 

.45 

.60 

.65 

1 . 

. .. .85 

.40 

.45 

.65 

.65 

1%. 

. . . .85 

.45 

.50 

.65 

.75 

1%. 

. .. .40 

.45 

.50 

.75 

.80 

1%. 

. . . .45 

.50 

,55 

.80 

.85 

2 . 

.45 

.55 

.60 

.85 

.95 

2 %. 

. . . .55 

.60 

.65 

.90 

1.00 

2%. 

.60 

.65 

.70 

1.00 

1.10 

2%. 

. . . .65 

.70 

.75 

1.05 

1.15 

3 . 

.70 

.75 

.80 

1.10 

1.20 

3%. 

.80 

.90 

.95 

1.25 

1.40 

4 . 

.90 

1.00 

1.10 

1.40 

1.55 

Length 



916-in. 

%-in. 

%-ln. 

1 . 



, . 1.10 



1%. 



. . 1.10 



1%. 



. . 1.15 

i.Vo 

1.55 

1%. 



. . 1.20 

1.45 

1.65 


Square Head. V or U. 

S. S. Thread— 



Prices 

shown are for 

dozen 

lots. For the 

price 

on one 

only, use 

one-tenth of the dozen 

price shown. 



Length 

%-in. 

5-16-in. %in. 7-16-in. 

%-ln. 

% . . . 

.20 

.20 

.25 

.30 

.80 

% ... 

.20 

.20 

.25 

.30 

.30 


.20 

.25 

.25 

.30 

.30 

1 

.20 

.25 

20 

.30 

.30 

1 % ... 

.25 

.25 

.25 

.35 

.36 

1% ... 

.25 

.25 

.25 

.30 

.35 

1 % ... 

.25 

.25 

.30 

.30 

.45 

2 

.25 

.30 

.30 

.40 

.50 

2% . . . 

.30 

.30 

.35 

.50 

.60 

2% . . . 

.35 

.35 

.40 

.55 

.65 

3 

.45 

.45 

.50 

.65 

.70 

3 % ... 




.70 

.85 

4 




.75 

1.00 

Length 


% in 

%-in. 

%-in. 

1-in. 

% . . . 


. .40 




% ... 


. .45 




1 


. .50 

.80 



1% ... 


. .55 

.90 

1.25 


1% ... 


. .65 

1.00 

1.35 

liso 

1% ... 


. .70 

1.05 

1.45 

1.95 

2 


. .75 

1.10 

1.55 

2.10 

2% ... 


.80 

1.15 

1.60 

2.25 

2% ... 


. .85 

1.25 

1.85 

2.45 

3 


. 1.00 

1.45 

2.00 

2.75 

3% . . . 


. 1.10 

1.60 

2.30 

3.00 

4 


. 1.20 

1.80 

2.55 

3.40 

Prices 

shown are for 

full gross packages. 

For p 

(rice of 

one dozen, use one-tenth 

of the full packages price so 

lown. 

Wood- 

-Brass, Flat or 

Round 

Head— 




%-in. %-in. 

%-in. 

%-in. %-ln. %-ln. 1-in. 

0 . 

.50 .50 

.55 




1 . 

.50 .50 

.55 

..55 



2 . 

.50 .55 

.55 

.60 .65 

.80 
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WOOD SOltEWS—Ooiitinu6d— 
Si Be. 


8 . 

4. 

5. 

6 . . 

7. . 

8 . . 

9. . 

10 . . 
11 . . 


%*in. 

%-in. 

V4-in. 

.55 

.55 

.60 

.55 

.60 

.65 

.60 

.65 

.70 


.70 

.75 


.75 

.80 


.85 

.95 



1.05 



1.20 


12.. . . 




13.... 




14.... 




15.... 




16. . . . 




Size 

1 >4-10. 

1 %-in. 

1%-in. 

8. . . . 

. . 1.20 



4. . . . 

. . 1.25 

1.65 


5. . . . 

. . 1.80 

1.70 


6. . . . 

. . 1.35 

1.75 


7. . . . 

. . 1.40 

1.80 

2.25 

8. . . . 

. . 1.60 

1.85 

2.80 

9. . . . 

. . 1.80 

2.05 

2.35 

10. . . . 

. . 1.95 

2.40 

2.65 

11. . . . 

. . 2.30 

2.60 

8.00 

12.. . . 

. . 2.60 

3.00 

3.40 

18. . . . 

. . 3.00 

3.35 

8.75 

14.... 

. . 3.30 

3.75 

4.15 

15. . . . 

. . 3.70 

4.80 

4.85 

16.. . . 

. . 4.05 

4.70 

5.35 

17. . . . 


5.15 

5.90 

18. . . . 


6.10 

7.00 

Flat 

Head, Bright— 


Size. 

%-in. 

%*in. 

Hin. 


0 to 

3. . 

4. . 

5. . 

6. . 

7. . 

8 . . 

9. . 

10. . 
11. . 
12. . 

13. . 

14. . 

15. . 

16. . 

17. . 

18. . 
20. . 
Size 

3. . 

4. . 

5. . 

6. . 

7. . 

8 . . 

9. . 

10. . 

11 . . 
12. . 

13. . 

14. . 

15. . 

16. . 

17. . 

18. . 
20. . 

Rnun 


30 

30 

30 


.30 

.30 

.80 

.30 

.30 

.35 

.35 

.40 


.30 

.30 

.30 

.35 

.35 

.85 

.40 

.45 

.45 

.50 


HARDWARE WORLD 

BETAn. SELLING PBIOES-^kmtiniiM. 


%in. 

\*in. 

%-in. 

l*in. 

.65 

.70 

.85 

.95 

.70 

.75 

.90 

1.00 

.75 

.80 

.95 

1.05 

.80 

.85 

1.00 

1.10 

.90 

.95 

1.05 

1.20 

1.05 

1.15 

1.25 

1.40 

1.20 

1.30 

1.40 

1.60 

1.35 

1.50 

1.65 

1.75 

1.50 

1.70 

1.90 

2.05 

1.70 

1.90 

2.10 

2.30 

1.90 

2.10 

2.30 

2.55 

2.10 

2.30 

2.55 

2.85 

2.30 

2.55 

2.85 

3.15 

2.55 

2.85 

3.15 

8.75 

2-in. 

2%-in. 

2V4*in. 

8*in. 


2.95 


.30 

.30 

.30 

.35 

.85 

.40 

.40 

.45 

.50 

.50 

.55 

.55 


1 ’^•in. 

lV4*in. 

l%*in. 

2-in. 

.85 

.40 


.40 

.40 



.40 

.45 

iso 

ieo 

.45 

.45 

.55 

,60 

.45 

.50 

.60 

.60 

.45 

.55 

.60 

.65 

.50 

.55 

.65 

.65 

.55 

.55 

.65 

.70 

.55 

.60 

.70 

.75 

.60 

.65 

.75 

.80 

.70 

.75 

.80 

.90 

.75 

.80 

.90 

1.00 

.85 

.95 

1.05 

1.10 

1.00 

1.15 

1.15 

1.25 

1.10 

1.30 

1.40 

1.50 

1.35 

1.55 

1.60 

1.70 

1.60 

1.75 

1.80 

1.95 

Head, 

Blued— 

■Sell at 

10 p 


8.00 



!! i! 

3.05 


6.80 


8.10 

8.95 

5.35 


8.45 

4.10 

5.40 

7.85 

3.85 

4.45 

6.45 

7.90 

4.25 

4.95 

5.56 

7.96 

4.75 

5.50 

6.05 

8.00 

6.50 

6.05 

6.70 

8.20 

6.85 

6.75 


6.40 

7.30 



7.80 

8.65 



H-in. 

%-in. 

%-in. 

1-in. 


.30 

.30 

.35 

.35 

.35 

.40 

.40 

.45 

.45 

.50 

.55 

.60 

.65 

.75 


.30 

.30 

.35 

.35 

.40 

.40 

.45 

.45 

.50 

.55 

.60 

.65 

.70 

.80 


2% 


in. 2% 


.35 
.35 
.35 
.40 
.40 
.45 
.45 
.60 
.65 
.00 
.65 
.70 
.80 
1.00 
1.10 
1.15 
1.40 
in. S-in. 


.65 
.65 
.70 
.70 
.75 
.80 
.85 
.90 
.95 
1.05 
1.25 
1.40 
1,55 
1.86 
2.15 
per cent 


.75 

.80 

.85 

.90 

.95 

.95 

1.00 

1.05 

1.10 

1.15 

1.35 
1.45 
1.70 
1.90 

2.35 
ad 


1.16 

1.20 

1.25 

1.25 

1.30 

1.30 

1.35 

1.35 

1.40 

1.55 

1.70 

1.95 

2.20 

2.60 


anre over 


prices shown for Flat Head, Bright. 

SAFETY SET—(Bristo) — 

^4-inch, 10c each; 5-16. 10c; %. 10c: 7-16, 10c: H, 12 %c* 
%, 15c; 2()c; 25c: 1-inch, 35c. 

SCREWS——I.ag—Gimlet Point, Square liead—30% below. 


V*. 5-16 in. 

10 100 
.25 1.90 
.25 1.90 
.25 1.90 
.25 2.10 
.25 2.10 
.25 2,25 
.30 2.40 
.30 2.60 
.35 2.75 
.35 2.9 
.40 3.10 
.40 3.2 
.40 3.45 


%- 

10 100 


^-in. 

10 100 


%- 

10 


100 


% in. 

10 100 


.30 2.30 
.30 2.50 
.30 2.55 
.35 2.75 
.35 3.00 
.40 3.20 
.40 3.40 
.45 3.(>5 
.45 3.85 
.50 4.05 
.50 4.30 
.55 4.50 
.55 4.70 
.60 4.95 
.65 5.20 


.45 

3.50 

.60 

5.00 


.45 

3.80 

.65 

5.50 


.50 

4.10 

.70 

5.95 

1.00 

.55 

4.45 

.75 

6.40 

1.10 

.55 

4.75 

.80 

6.80 

1.15 

.60 

5.00 

.85 

7.25 

1.25 

.65 

5.35 

.90 

7.65 

1.30 

.70 

5.65 

1.00 

8.10 

1.40 

.75 

5.95 

1.05 

8.50 

1.45 

.75 

6.25 

1.10 

8.95 

1.55 

.80 

6.55 

1.15 

9.35 

1.60 

.80 

1.65 

1.20 

9.80 

1.65 

.85 

7.20 

1.25 

10.20 

1.70 

.95 

7.80 

1.35 

11.05 

1.85 

1.00 

8.40 

1.45 

11.90 

2.00 

1.15 

9.60 

1.65 

13.60 

2,30 


1 

1 ‘4 

1 Vi 

1 % 

2 

2% 

3 

3Vi 

4 

4V^ 

5 

5H 

6 

7 

7^ 

8 

9 

10 

12 

SCREW DRIVERS—Machinists’. No. 51, 50c each; 51 H. 85c; 

r.o oc„. cm/ ... $1.15: 53V^, $1.65; 54. $2.65; 


8.40 

9.00 

9.60 

10.20 

10.80 

11.40 

12.00 


Yankee Ratchet—No. 11, S-lseh, 75c eadi: 8 96c* 4 l 
i 11.76; 18. 11.16; 

$4.76; 86. $2.66; 60. $1.16; 180, $4.00. 


SCREW DRIYERR—O 

SCYTHES—Bnah— 

No. 

400 . 

460 ... 

Weed— 

800 . 

860 . 


40c; 4. 60c. 


Each. 

No. 

Bank. 

1.60 

200 . 

.1.60 

3.86 

250 . 

. ft gfi 


100 . 


1.60 

150 . 

.ft.ftfi 

1.85 




SHEETS—’IRON-— Oaleanised— 10 to 

12c; 86 to 27, 12V4c; 28, 18o; 80._ _, 

10c lb.; 18 to 88, 11c. Add 10 per cent for cnttinc. Oor- 
rafated, m 88 Ga., $8.86; Galv., 86, $18.00; $8, $10.60. 
Rockface Sidinf, $11.60. 

SHEETS—STEEL—Black, eoft, 18«20, 28*84. So, 87, 88. 
gauge, cut, 15c; 10c full sheet. 

Galvanized Plat, 12*14, 16, 18*20, 88*24, 86, 27, 28. 
gauge, cut, 16c; 12c full sheet. 

SHIELDS—Lag Screw — Expansion — SEBOO—Per hundred 
list. 

8*16 


16, ll%e; 18 to 24. 
14e. Black, 12 to 16. 


SO 


80 


inch.18.00 

% .16.00 

6*16 .18.00 

% .86.00 

7 16 .88.00 


H .88.00 

% 45.00 

% 65.00 

% 95.00 

1 . 110.00 


SHINGLES—Tin, 6x7, $8.00; 7x10, $6.00. 

SHOT— Air Rifle, bulk, 20c lb.; 4 and 6 -ob. tubea. 10c tube 
Balls, Nos. 0, 00, 000, 20c lb. Buck Nos. 1, 2, 8, 20e lb 
Drop, Nos. 1 to 12, B, BB, BBB, 20e lb. Chilled, 8 to 9, SOe! 

SJ^VELS—D or Long Handle, Round or Square Point—Plnia 
$2 7^ Grade, $2.00 each; Carter's, $2.50; Axnce. 

•«^c**“.®**®^-.J*®*‘**'*<^“^**^ Grade. $2.10 each; Carter*1. 
$2.65; Ames, $8.00. 

Riveted Strap Back Black—Axnea, $2.65 each. 

Riveted Strap Back Polished—4th Grade. $8.60 each * 
Ames, $2.76. 

Solid Socket—Mapnard—Black, $2.75 each; Poliahod. 

93 . 00 . 

Fire, Sheet Steel—Jumbo, 86e each; 54, Japanned, 30c; 
56, Japanned, 25c; 280, Galvanised, 80e. 

Special—Northwest—Pscific, $2.00 each; Occident, $8.$6; 
Maynard Pair., $2.60; Genuine Mayn, $2.75: Chester, $2.00. 


SLEDS—Hand and Coastar— 
Flexible Flyer-. 

1. 4.15 

No. 2. 5.00 

No. 8. 

Racer. 

Fire Fly— 

No. 9. 

No. 10. 

- 6.75 

-2.75 

8.25 

No. 4. 

. 7.00 

No. 11. 

4^00 

No. 5. 

. 9.50 

No. 12. 

4 50 

Jr. Racer. 

. 5.50 

Racer. 

4‘.75 


SMOOTH*ON— 75c lb. 
SOLDER—^ and 


45c lb.; No. 1, 90-100, 45c: Wiping. 


40-60. 50c; Wire, 50-50, 60c; Electrical Wire, 40-60, 55c. 
SP^R^KERS—Red Seal—No. A141. $8.00; A152, $8.65; A162. 

SPORTING GOODS— 

Bach 

Official Baseballs .... 2.60 
Second Grade Bsseb'Is 2.00 
Playground B. B., Out 
or Plain Seam— 

14-inch . 8.00 

12-inch . 2.75 

Baseball Bats, league.. 1.75 

BARAbnll Mnslrs ** 


Baseball Masks, 10.00 

Chest Protectors.8.60 

Official— 

Rugby Footballt... 10.00 
Soccer Footballs.... 12.00 

Basketballs .15.00 

Volley Balls . 8.00 

SPRAYERS—Myers* Bucket 


Handballs.85 

Boxing Gloves. 8-oz...18.50 

Striking Bags .9.00 

Chsmpienship Tennis 

Balls .56 

Best Grade Rackets, 

Sntton .12.00 

Cotton Gym Shirts .76 

White Running Pants. 1.00 

Bike Jockey Strap.75 

Rubber Soled Tennis 

G^ Shoes. 1.05 

Rubber Soled Tennis 

or Gym High.2.25 

Basketball Shoes .... 6.00 
Pump, 8 lbs.. $12.50 each; 


52. 85c; 52 V^. $1.25: 53 
gauge. 15c; 10c full sheet. 


lbs., $7.50. Hand—Faultless, 70c each; Misty. 85c. Knap¬ 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS—Faultless Tin, 75c each; Barnes No. 254 
$8.00; Barnes, 276, $12.30 ; Little Giant, 827 V6, $7.25; Acme 
Pressure 345, $9,00; Defiance, No. 824, $10.00. 

SPRINGS, DOOR— Coiled 16-inch, Japanned Spring, ^-inch, 
15c; 9 32. 15c; 11-32, 15c; 18-88, 15c; H, 20c. Faultleaa, 
Tight No, 12 Steel Wire, 16-inch, 45e each. Victor, Adjust¬ 
able Tension, 9-inch; 20c each; 10-inch, 25c; ll-inch, 35c; 
12-inch. 50c. Reliance, Extra Heavy ^tchet Tension, 10 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each 25c. Torrey Screen Door, 89 in. steel rod, 40c. 
SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop. 7 feet long, brass, $8.85 each; 
8 feet, $3.65; 8 feet, Mlvanized, $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolving 
Arms, 6-inch, $1.35; Revolving Arms, 11-inch. $2.50. 

Ring—5 *4-inch diameter, 76c each; 8^-inch, $1.25. 

Rose—3-inch perforated oblong plate spray. $1.00 each. 
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RETAIL SELLUrO PBIOES—Oontiimed. 


SPRINKLEKS, LAWN—Continued— 

Ross—Perforated oblong plate tpr^, SI.00 eaek. 

Thompson'a^Twin, 40e each; Fountain, 50e; Fan, S5e; 
Simplex Circle, 40c; Shower, 50c; Peerless, 55c. 

Wilrs Oalranized Pipe—6 feet, $2.50 each; 7 feet, $8.00. 
8 feet. $8.25. 

8TAPLS8—Fence Wire—Polished, lOc lb.; galranized, lOe. 
Poultry Wire, ^-inch, 15c lb. 

STEEL—Mild—See Iron. Tool, 32o; Drill, Oo., 20c. 

STONES—Corbomndum—No. 76, 50c; 107, $2.00; 108, $2.25; 
109. $1.75; 110, $2.00; 111 $1.85; 112, $1.00; 118, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120. $1.50; 21, $1.25; 122, $1.25; 128, $1.25; 124, $1.00; 

180, 75c; 131, 75c; 142, 75c; 148, 75c; 144, 75c; 45. 50c; 

146, 50c ; 147, 50c. 

Pike's Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20. 40c; 22, $1.00; 25. 15e; 87, 25c; 40. 25c; 42. 85c; 
48. 50c; 51, $1.00; 52, $1.25; 58. $1.50; 54, $1.00; 55, 
$1.25; 56. $1.50; 59, 15c; 60. $1.75; 62, $2.25; 66. $2.75; 
68. 8.75; 78. 50c; 80, 60c; 86, 75c: 88, $1.00; 92, 50c; 
94 60c. 

Pike's Scythe—No. 89, 15c each; 40, 15c; 41. 15c; 42, 20c. 

STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B. Blue, $18.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $8.00 each; 20. $4.00; 22. 
$7.25; 122, $8.65; 418, $9.50; 518, $12.75; 818, $16.00; 
918. $18.50; 1018, $5.25; 1818. $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.50; 1818, $26.25. 

STRIP—Weathex^Robber, %>inoh, 6c ft.; % ineh, 7e ft. 
Felt, H-inch, 5e ft.; %inoh, lOc. 


TENTS—Single Filling— 


Size 

8-oz. 

lO-oz. 

Size 

8-oz. 

10-oz. 

7x7 .... 

. .. 14.80 

17.80 

16x18 . . . 

. .67.25 

67.85 

7x9 .... 

. . .17.55 

20.45 

16x20 . . . 

. .63.10 

78.66 

9x9 .... 

. . .20.25 

28.70 

16x24 . . . 

. .71.85 

88.60 

9%xl2 . 

. . .28.85 

27.85 

16x80 ... 

. .86.95 

101.80 

12x14 .. 

. . .82.00 

87.86 

A or Wedge— 


12x18 .. 

. . .89.50 

46.15 

6x7 . 

.. 9.25 

10.76 

14x16 .. 

.. .42.00 

49.80 

7x7 . 

. .11.65 

18.60 

14x20 . . 

. . .52.16 

60.60 

7x9 . 

. .18.95 

16.85 

Flya Half Price of Tents. 




Wagon 

Covers—Single Filling — 



Size 

8-oz. 

10-oz. 

Size 

8oz. 

10-oz. 

10x14 .. 

.. . 8.86 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 .. 

.. .10.15 

12.70 

12x18 ... 

. .14.35 

17.90 

Stockmen's Bed Sheets—Single Filling 

— 


Sise 



8-oz. 

10-os. 

12-os. 

6x12 .... 



_ 6.00 

6.50 

7.50 

6x14.... 



. 6.86 

7.60 

8.76 

7x14.... 




10.86 

ltJ6 

7x16.... 




12.50 

14.10 


THERMOS—See Bottles. 

THIMBLES—Steel—5x4 in., 25c; Bed (?lay, 20c; Terra Ootta, 
45c. 


TIN— 

Bar and Pig, $1.20 Ib. 

Common R^flng, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20. 25c. 
Painted 1 side, lo foot extra; two sides, 2c. 

Plashing 10, 1x1, $3.00 per 100 feet; %xl, $3.00. 

Shingles—5x7, 40c dozen. 

Valley—14 inch, 15c per foot, $14.00 per roll; 20 iBch, 22e 
per foot, $21.00 per roll. 


SWEEPERS, CARPET—^Bissell's American Queen, $6.75; 
Olub, $12.00; Elite, $7.50; (Sold Medal, $6.25; Grand Rapids 
(Nic.), $6.00; (}rand Rapids (Jap.), $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Unirersal (Nic.), $5.75; Unirersal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House* 
hold, $9.00. 

On accoant of the freight, retail prices 60 cents higher 
will preTSll in the following Western and Sonthem States: 
Oolo., New Mex., Wyo., Mont., Ore., Utah, Arlx., Nev., Ida,, 
Wash., Oallf., Tex.. Okla., Ark., La., Miss., Ala., Fla., Ga,. 
N. C. and 8. 0. 


SWEEPETRS, TOY—Little .Daisy, 25c (80c in west and south); 
Little Queen, 50c. 

TACKS—Bill Posters'—No. 3, 25c lb.; 4, 25c; 6, 25c; 8, 25c. 
Carpet—Chit, %-lb. papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c: 12, 10c. Wire, H-lb. papers—No. 8, 10c box; 
4. 10c: 6. 10c; 8. 10c: 10 10c; 12. 10c. Wire In bulk— 
No. 3, 30c lb.; 4, 30c: 6, 80c; 8, 30c; 10. 30c. 

(limp—Vfe lb. box, 2 . lOc; 3. 10c; 4, lOc. V4 lb., 6, 10c; 

8. 10c. 


TOGGLE BOLTS—Seboo No. 1—^Per hundred list. 

—Diameter— 


Length 

H-ln. 


. 6.00 

8 H ‘inch . 

. 6.25 

4 . ,. 

. 6.75 

s . 

. 7.50 

6-inch . 

. 8.00 


316-in. 

Min. 

8.00 

11.50 

8.00 

0.00 

8.60 

18.80 

9.25 

14.80 

10.00 

15.00 


Sebco 
■crews— 


No. 5—With either round 


or flat head machine 
—Diam'^ter— 


Length 

8-inch. 

4- inch. 2.97 

5- inch. 

6- incb. 8.67 

TORCITKS—Clayton & T>.n?nbcrt— Alcohol—No 
No. 2H. $5.75. (Insolino— No. .'ll. $11.00 


H-in. 

3-16-in. 

M-ln. 

2.68 

8.15 

8.10 

2.97 

8.50 

8.05 

8.82 

8.85 

4.20 

, 8.67 

4.80 

4.55 

lol—No. 

14. $3.75 

each; 


38’$*10.25 ; 47, $12.75; 48. $13.25; 108. $11.00; 112. $10. 


$9.75; 
» 0 . 


TRAPS—Fly—Paragon, 85c each; Balloon. 30c; Avia 2, $2.50; 
,$2.00; Edgewood 2, $2.00; Avia 1, $2.75; Avia 2, $2.50; 
Avia 3, $2.25; Perfect, $1.45. 


Upholsterers—Cut, % lb. papers—No. 1%, 10c box; 2, 
lOc: 3. 10c; 4, 10c. %-lb., 6, 10c; 8, 10c; 10, 10c; 12 to 

ir», lOc. Chit, in bulk. No. 8, 35c lb.; 4, 30c; 6, 30c: 8, 
30c: 10, 30c: 12. 30c. 

Double Pointed—Blued. % lb. papers. No. 9, 5c box; 10, 
5c: 11. 5c; 12, 5c. Blued in bulk. No. 9, 35c lb.; 10, 80c; 
12, 30c. 

TAPES—MEASURING—(Lufkin) —(Starrett) — 


No. 

710 

713 

715 

716 
730 
73.3 

735 

736 


.SCO 

503 

505 

506 


Aaaes' Skin 


Each 

.60 

.75 

1.10 

1.35 

.75 

1.25 

1.50 

.1.85 


Metallic 


3.25 
4.50 
5.65 

7.25 


Steel 

100 5.65 

103 8.50 

200 .'.. 6.25 

203 10.00 

205 .14.50 

206 .17.50 

240 4.75 

243 5.75 

245 . 7.75 

246 .10.00 

260 5.25 

263 6.35 

265 . 8.50 

266 .11.00 

550 5.00 


Game—No. 0 Newhouse, 60c each; 1 Newhouse, 70c; Ijh 
Newhouse, $1.10; 2 Newhouse, $1.40; 3 Newhouse, $2.16; 
4 Newhouse, $2.50; 5 Newhouse, $19.50. No. 1 Oneida Jump, 
35c; 1 Vi Oneida Jump, 55c; 2 Oneida Jump, 85c; 8 Oneida 
Jump, $1.20. No. 0 Victor, 25c; 1 Victor, 30c; IH Victor, 
40c; 2 Victor, 55c; 8 Victor, 95c; 4 Victor, $1.15. 

Gopher—Western, 25c each; Noxall, 25c; Maccabbee, 25c; 
Easv Set, 25c; Newhouse, 35c; California Pocket. 35c. 

Mole—Reddick, $1.50 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 6c each; Security, 10c; Choker-Wood, 
20c; Choker-Tin, 15c; Delusion, 80c: Holdem, 90c; Cage, 80c. 
Cage. 25c. 

Hat —Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.35; Holdem, large, $1.65. 

TROWELS—Rose Brick, Wood Handle. $2.25; Rose BHck, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, 50c lb. Budding. 50c. 

Flax—18 BB, 45c lb.; 24 BB, 45c; 18 BC. 60c; 24 
BC, 60c; 36 BO. 65c. 

30 Sacking, 70c; 40 Sacking. 70c; 33 Sacking. 85c; 
Sacking, 85c. 

VALVES— 


44 


Pocket 

143 . 

145 . 

165 . 

3148 . 

Amm* Skin Osse- 



o o o . 

555 . 

8.00 

Standard Gate— 


Standard Globe and 

Angle— 


556 . 

10.00 


1 05 

»4 . 

. . .60 

.80 

1240 . 

4.75 


! ". 1.05 
. 1 20 

% . 

. . .65 

1.00 

12430 . 

5.65 

1/. 

V6 . 

. . .80 

.25 

1260 . 

5.00 


1.50 

% . 

. . 1.05 

.55 

1263 . 

6.25 

^4 . 

1 . 

! . 2.00 

1 . 

. . 1.45 

65e; 

50. 85e: 75. $1.16; 100. 

$1.85. 

m . 

1 lA. 

. . 2.75 

3 75 

IV 4 . 

1 ^ . 

. . 2.00 
. . 2.85 

50e; 

2 oz.. 15e; 1 oz.. 10c. 


•^72 . 

2 . 

. . 5.35 

2 . 

. . . 4.26 
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_ TINWAR* _ 


Boilers. Ooffee 

27 . 1.25 

Covers, Pot 

6-9 .. .10 

2d, Jelly .85 

10. Ret. 

301, 302 .20 

4 .55 

61%. Cake ... .45 

63. Cake.65 

Pails, Dairy 

10, 6 qt.80 

12 . IS 

29 . 1.65 

10-11.15 

304’.85 

14. 20 

352 .90 

13 .25 

806 .40 

20 55 

354 . 1.25 

15 .85 

808 .45 

40 . 80 

356 . 1-50 

Cups 

211, 212.10 

09, 010.16 

R1O0 55 

Sieves, Flour 

2. 316.30 

818 .35 

Boilers, Wash 
Copper Bottom 

IC 8. 8.50 

10 9. 8.75 

IX 8. 3.75 

IX 9. 4.00 

10, 10-qt.40 

fll20 *75 

IX. 10-qt.70 

TX 14.qt.80 

Pans, Muffin 

0 25 

9 85 

12 45 

9, 10, 214.20 

Dippers 

2 .15 

ixk. 10-qt.85 

IXX, 14-qt. ... 1.00 
IXXX, 12-qt... 1.25 
IXXX, 16-qt.. . 2.00 
IXXXX, 18-qt.. 2.25 
IXXXX, 20-qt.. 2.50 
Pails, Fruit Picking 
14-qt.65 

Pails, Peddlers 

Small.45 

Largo.55 

Sifters, Flour 

0 .40 

Pans, Patty 

All Nos.10 

Pans, Pie 

6, Shallow.10 

9 16 

Deep .15 

1 .46 

IXX 8 .5.25 

4 01 20 

10.70 

rXX 9. 5.60 

Copper Rim 

IX A 4 50 

02, 31. 32 .25 

33. 84 .30 

48 50 

Acme.40 

Nesoo.40 

Shaker.45 

IX 9. 4.76 

Bowls, Wash 

06% .15 

Fillers, Fruit Jar 

25 .15 

Forks 

419 .10 

Skimmers 

10 .SO 

Pans, Pudding 

10, Plain 

015 to 018 ... .15 

019, 020 .20 

45 ... 10 


Spoons. Basting 

110 .10 

6% . go 

1197 ..20 

Pails, Strainer 

IX, 10-qt. 1.15 

A 40 

1198 .25 

Buckets, Covered 

11 .15 

12 .25 

203 .60 

TX' 12-at . . 1 25 

114 .15 

206 .76 

TXX 12-qt-.. . 1.40 

021, 022 .25 

812 .20 

10, 15.10 

IXX. 14-qt. 1.60 

Gem, 12-qt.... 1.60 
Gem, 14-qt.... 1.65 
Pans, Bread 

01. 110, 80... .20 
140, 200 .80 

10. Ret. 

16 .25 

816 .80 

20 .15 

Spoons, Mixing 

15 .20 

Buckets. Dinner i 

1 .80 

3 . 1.00 

30 .20 

18 .85 

35 .25 

20 .40 

25 . 15 

235 . 1.35 

1 AA 

22 .60 

Pans, Rinsing 

10. Plain 

A ^ ^ - 40 

Steamers 

70 .75 

HO 

Grsters 

02 .10 

ao 90 

300 .36 

90 .95 

600 . 1.05 

650 1 40 

Pans, Com Cake 

06 .80 

Steepers, Tea 

17 

020, 100 .20 

14 .50 

67.5 1 00 

030 150 .25 

00 45 

17 .66 

Strainera 

Gravy 

2, 8.15 

020 .20 

Cans, Milk 

1 .36 

3 .55 

Kettles, Lipped 
Preserving 

1 AO 40 

012 55 

Pans. Cake 
Perfection 

Round, 9%-in.. .15 

Round, 10%-in. .20 
Square, 8%-in.. .20 
Square, 9-in.... .30 

Mt., 9%-in.20 

Tube, Rd , 9% . .25 

10. Ret. 

8 .55 

14 .75 

200 50 

17 . 1.00 

4 .70 

80 .26 

240 .70 

280 .86 

Pans, Lipped Sanee 
016 .40 

01 .30 

03 55 

04 75 

102 ^ ac 

Jelly 

120 .25 

160 SO 

Milk 

10 35 

121 .45 

128 .60 

Ladles 

010 25 

020 .50 

024 .70 

108 5 25 

11 .80 

028 .85 

1020 . 6.00 

1040 . 7.85 

Measures 

AR 20 

Tube, Sq., 9-in. .45 

Pans, Dish 

A TV VA 

Pots, Ooffee 

1 .30 

Cans. Oil 

30 35 

RR ftO 

2 .40 

85 .55 

O, 1JL xin.# U 

14 . 1-00 

4 .56 

Milk Can 

Oil .95 

31 . . . 45 

86 .75 

21 . 1.35 

Pots, Tea 

240 .25 

241 .80 

Colanders 

122 .20 

124 25 

Pans, Milk 

IC, Plain 

onn 001 in 

83 .55 

65 ..85 

10 .30 

12 . 45 

126 .60 

242 .40 

60 . 2.00 

Raisers, Brssd 

114 . 2.25 

Soup 

20 .40 

104 .45 

Moulds, All Kinds 

1 ^TmIavi 1 lO 

202, 20R - - - 16 

306 . 60 

204 20 

Cookers, Steam 

42 . 3.25 

Ay ilAWlVU • • • • • AvAV 

3, Melon.2.00 

4, Melon.2.25 

205, 206 .25 

208 . 30 

117 . 2.76 

Scoops 

2 .85 

Turners, Caka 

1, 2, 71.10 

45 . 4.00 

10, Jelly.25 

2100 .35 

6, 18.15 


AmericMi 


No. am4 Six*. Eaeh. 

118— 8x18. 2.00 

122—10x22. 2.60 

126—12x26. 8.50 

188—14x80. 4.50 

182—15x82. 5 00 

Sxmton 

826—12x26. 4.00 

328—18x28. 4.25 

882—15x82. 5.60 

880—16x86. 7.25 


WASHERS—Gait Iron—Size % 
Malleable—Standard. 25c Ib. 
85« lb. 


Wagners— 

No. 18. 

No. 20. 

..10.00 
. .11.50 

No. 34. 

.. 18.00 

Coaster—Star— 

No. 10. 

.. 9.50 

No. 20. 

. .10.50 

No. 80. 

..11.50 

No. 40. 

..12.50 

Mars-Wells— 

No. 10. 

.. 7.50 

No. 11. 

.. 8.00 

No. 12. 

.. 9.50 


to 2, 10c Ib.; Angle, 10c. 

; Nail Hole, 25c lb.; Angle 


Out—Sizes 8-16, 29c lb.; 25c; 5-16, 22c; %, 20c; 7-16, 
19c; 18c; % to 1. 17c. 

WASTE—Cotton—No. 6X White, 25c lb.: 1 White, 20c; 2 
Whit^ 20c; 01 Colored, 21c; 02 Colored. 20c; 10 Wool, 32c. 
WAX— ihoor. 95c lb. 

WBANERS—^If—Shaw's, No. 1, 75c; No. 2, 85c; Hooaier, 
No. 11, 85c; No. 12, 90c; Kantsuck, Oalf, 55c; Cow, 65e. 
WEDOBS—Tmckee-Alki, lb., 20c; Oregon-Atha, 28c; Oedar- 
Atha, 20c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 1 % cu. ft. capacity, 

$8.50 each; No. 1, 3% cn. ft., $9.75; No. 2, 4% en. ft., 
$12.75. 

Railroad—^Bolted, $8.50 each; Stave, $7.25. 

Steel Tray, Wood Franie—Star, $7.75 each. 

Steel Tray and Frame—AX, $12.75 each; 4, $15.00; 5. 
$16.50; 10, $21.75; 25, Concrete, $15.00. 

WICKS— 

Oil Cook Stove Wicka—New Perfection with wire carrier, 
each. 46c; Bon Ami with wire carrier, 46c. 

Oil Heating Stove Wicka—New Perfeetion with vrire 
earrier, eacl^ 46e. 

Lamp or Lantern Wicka—Flat—No. 0, width %*iii., t^c 
each; No. 1, %-inoh., 2%c; No. 2. liB„ IHo; No. 8. 
m -ia.. 6e. 

Rocheater Wicka—Circular—No. IR. aize 4x6 in., each, 

10c: 2R, 5x6 in., 10c: 3R, 8x8% in., 20c. 


WIRE— Plain Fenee. Baling 


Per 100 Ibe. 

Black. 

. 6.60 

Galv. 


4 . 

. 6.60 

7.80 

7J0 

7.25 


6.A-0 . 

. 6.60 


10 . 

. 6.50 


11 . 

. 6.60 

7.80 


12 . 

. 6.60 

7.85 

7.45 


18 . 

. 6.75 


14 . 


7.66 

7.00 

16 . 


8.00 

7.10 

16 . 


8.10 

7.80 

17 . 


7.60 

1A __ 


9.66 

lidden Galv., 
Wankeganit 

&g. 

_6.60 

to 49 lbs.. 

Barbed Fence—Glidden Pat., $6.50; Gl 
Baker Patent, $7.15; Baker Galv., $8.00; 
$8.50. 

Am. Special Galv., 80-rod spools, each... 

Glidden, 80-rod apools, each. 

Broken Coils—Add, 1 to 24 Ibt., 8c; 26 

$6.86; 

0 Galv.. 
Cattle 
4.55 
6.40 

2c: 50 


vv i>B., xc lu. 

Stove Pipe Wire, 50-ft. coila, lOc each. 

WIRE CTjOTH—S ee Cloth. 

WOODENWARE—Boards, Pastry—16-inch, 90c each. 

Bowls, Chopping—11-inch, 85c each; 15-inch, $1.85; 17 
inch. $3.00. 

Pins, Rolling, 55c each. 

Spoons, 18-mch, 16e each; 15-iach, 20c. 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8. $1.00 
3-nz. packages, 80c each. 

WRINGERS—Mop—^Vanco 78, $5.60; 88. $4.00; 89, $5.50 
Dana or Eagle, 5, $8.25; 10. $4.50; 20, $5.00. 

White’s 8, $4.50; 0, $7.50; 8, $5.00. 


WRENCHES 

Agr. 

Coes. 

Crescent. 

Stillson 

Trimo. 

Barcalo 

X 

6-inch . 

.70 

1.35 

1.00 

1.45 

1 011 

8-inch. . 

.85 

1.65 

1.25 

1.60 

1 

10-inch. . 

1.00 

2.00 

1.50 

1.80 

1 50 

12-inch. . 

1.25 

2.50 

2.25 


2.25 

15-inch. . 

1.65 

3.50 

3.40 

2* 50 

3.40 

18-inch. . 


4.50 

4.60 

3.65 


21 -inch, . 
ZINC—Pull 

sheets. 25c 

5.50 

Ib. ; less 

than sheets. 

80c lb 
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Whitlock AlhManila is the rope that is guaranteed superior to U. S. Bureau 
of Standards Specifications in every respect—quality of fibre, length per 
pound, strength. Sell a man Whitlock and he41 come back for more. It 
is the right rope for alharound work. 

Write for the new Whitlock Catalog describing our complete line of Manila 
and Sisal cordage—the goods which will make more money for you. And 
ask for the Whitlock distributor in your territory. 

' Whitlock Coi^oage Company 

46 South Street, New York 


Branches 

Chicago, Boston, Kansas City 
and Houston 


Factory and Warehouses 
Jersey City,N. J. 


The Supreme Test of Rope 


On many a hoisting winch the life of a rope is measured in hours and 
minutes. Rope can be put to no harder use. Whitlock AlhManila stands 
the test—it lasts longer. Therefore Whitlock is demanded by great steam- 
ship lines. A rope which meets these stem requirements will build busi¬ 
ness for any dealer whose trade requires first-class cordage. 


THE UTMOST IN ROPE VALUE 
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DISSTON 

PROFIT PLANS 

PublUhed Monthly in the Interest of Merchants Selling Disston Tools 


3800 Dealers Use 

‘‘How-Many-Saw-Teeth-ln-This-WindoV’ Contest 

Many Letters From Dealers Show the Contest a Great Attention Getter** 



Window of Bnildero Hardware Oo., Sawtsila, Oalifomla 


I N February, The House of Disston first 
announced the ‘ * How-Many-Saw Teeth-In- 
This-WindowfContest. Ever since that 
time we have been mailing out the necessary 
decorations for the contest. Over 3800 dealers 
throughout the country asked for the trim. 
And from their letters we believe that they 
were well satisfied with the results. 

We have photographs of windows * * in action ^' 
from Orange, New Jersey—Lockney, Texas— 
Mountainair, New Mexico—Lincoln, Nebras¬ 
ka—^Berkeley, California—and New York City. 
We have a photograph of a window in Monc¬ 
ton, New Brunswick, Canada. We mention 
these, only a few out of many, to show how 
the trim was used by, and pleased, dealers 
in every section of the country. 

The following are quotations from some of the 
letters that came to us: 

ran the contest about two weeks and 
feel that we have created the thought ‘Saws 
for Sale by Lindsey^ with everyone. Direct 
sales were also made.” 

“Our cash sales were four times the amount 
of three previous Saturdays.” 


“We have pulled our Saw Tooth Contest and 
everybody fell for it. Please have your ad 
man show us another good one soon. * ’ 

‘ ‘ I put on your Saw Tooth Contest and it was 
a grand success.” 

“It interested a good many people and ad¬ 
vertised the store. It seemed to take very 
weU.” 

THE WINDOW SHOWN HERE is part of the 
store of the Builders Hardware Company, at 
Sawtelle, California. Very attractively dec¬ 
orated, it attracted a great deal of attention 
and caused much comment. There were sev¬ 
eral hundred counts of teeth registered by 
people in Sawtelle. 

Mr. Munroe, of that company, reports very 
favorably on this contest and calls for 
“more.” He tells a funny story about one 
man, a carpenter, who thought he knew saws 
so well that it would be a simple matter for 
him to get the correct number of teeth with 
little effort. This man spent a whole Sunday 
morning counting the teeth from in front of 
the window. When the judges came to award 
the prizes, this man won only fourth prize. 
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You Will Be Interested 

in The Pruning Book 

HE need for a book that would 
tell the story of pruning in the 
most universal of all languages, 
that of pictures, prompted the develop¬ 
ment of that plan in the following 
pages. . . . With this end in view, the 
writer has endeavored to secure the best 
photographs showing the representative 
good and bad pruning from various sec¬ 
tions of the United States. . . . 

** When these were secured, the text was 
built around them. . . . 

“This ‘Pruning Book’ answers most of 
the every-day questions regarding prun¬ 
ing and was so planned to cover as 
broad a field as possible in a book of its 
size. . . 

Some of the section headings of the book 
are these: 

History of Pruning 

General Principles of Pruning 

Forest and Shade Tree Pruning 

Planting of Trees 

Fruit Trees 

Small Fruit Pruning 

Shrubs 

Hedges 

Tools Used in Pruning 


OISSTON 

PROFIT PLANS 


We believe that this book will be of value to 
any one who works with trees, fanners who 
own orchards, or the home owner who is grow¬ 
ing flowers. It will be of much use to teachers 
of agricultural courses, biology and nature 



A list of What Disstcm Makes 

^ IB tee SMBibole and 
FBm le UmI quaUtjr Ibond in 

"The Saw Moet Carpenters Use" 

Band Saws for Wood and Metal 
Beyela 

Saws 

iBatcliar Saws and Blades 
• 3^ Qrciilar Saws forWood, Metal, 
■ifli and Slate 
Compass Saws 
Cross-cut Saws and Tools 
Cylinder Saws fWlHi 

DiudSaw Blades 

Files and Rasps I I 

Grooving Saws 1 Is I 

Gaufet—Carpenters' 

Markup etc. 

Hack SawBlades 
Hack Saw Pramea 
Hand, Panel, and Rip Saws 
Hedge Shears 

H Ice Saws 

Inserted Tooth 
Circular Saws 
Keyhole Saws 
Kitchen Saws 

Knives—C^e, Com, Hedge 
Knives—Circular for Cork, 

, Cloth, Leather, Paper, etc 
Knives—Machine 
Uvels-Carpenters* and Masons’ 
Machetes ^ 

Mandrels 

Milling Saws for Metal 
Mitre-box Saws 

Mitre Rods ■L_i 

One-man Cross-cut Saws 

Plumbs and Levels 

Plumbers* Saws 

Pruning Saws 

Re-saws 

^w Qam ps and Piling Guides 
^ Saw Gummers 
Saw-sets 
Saw Screws 

HSIHI Screw Drivers 
Screw-slotting Saws 
Segment Saws 
Shingle Saws 
Sate Saws—Circular 

Squares—Try and Mitre _ 

Stave Saws ft" " 'I 

Sugar Beet Knives LV I 

Swages KmA I 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 

Pointing etc^ 

Veneering Saws 
Webs—Turning and Felloe 

TM« ■ pMtM Nm. TImt* ar* ilMMMid, 

«« IMM ia tS« a—»li n OiMiW IkM 


courses, forestry and tree-care courses, and 
for general reading assignments. 

This book is for free distribution. May we 
send you copies for personal use or for you 
to present to your customers? Address your 
letter to Department No. 3. 


HENRY DISSTON & SONS, Inc. - PhOadelphia, U. S. A. 
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How to Tell a 
Oood Vibrator 


Looking for a Mooring 

lN>lar Cub Vibrator profits are 
looking ‘‘for a place to land” in 
your town; let it be your store. 

Think of the women in your city 
w’lio have always wanted a vibrator 
but couldn’t afford one. Imagine 
how they will snap up a real motor 
vibrator that you can sell for a $5 
bill. A universal motor vibrator that 
can be operated on either direct or al¬ 
ternating current—three applicators, 
brush, button and cup. All packed in 
a strong, attractive carton with four 
color label which immediately puts 
Polar Cub in a class by itself—and 
all for $5. 

Send for our proposition today or 
ask our representative to call. 

THE A. C. GILBERT COMPANY 

441 Blatchley Ave. 

New Haven, Conn. a 


General Sales Office 
300 Fifth Ave., 
New York 


Electric Vibrator 
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A new idea—a washer of proved success—a price 
that opens up a tremendous market— 3 . size that 
fits any kitchen 


The Torrent is the dishwasher you and your 
customers have been waiting for. Here 
are four main reasons why it will sell: 



It washes dishes clean because, being hand 
directed (as a vacum cleaner must be), the 
washing torrent of hot soapy water can be 
concentrated where it is needed. This ad¬ 
vantage is easy to demonstrate to housewives. 

It is large enough for a family of six, but 
small enough to be put away in a cupboard, 
making it fit the smallest apartment kitchens. 

Besides, it has all the advantages you expect 
a dishwasher to have over the old dishpan 
method—it is cleaner; it is quicker (live 
minutes does the job); it keeps the house¬ 
wife’s hands out of dishwater; it ends an 
ancient drudgery. 

And it sells for only ^i8.oo—within reach 
of the pocketbooks of every one of your 
customers. 


IVe want to send you me to try 
out, billed at discount, through 
your jobber, if you rvish. 



This 'washing nozzU, attached 
to hot water faucet, hand dir¬ 
ected, shoots a 40 pound pres¬ 
sure torrerU of hot water, soa^ 
or dear, aeainst the dishes. You 
can see what you*re doing. 




IVith the splash-guard down, 
the dishes are set to dry. They 
come out clean and smmng. 


(1 

'IobbenTTJtilities Company-14^6 West 3iu>. Street—Cleveland. 
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Best in Creation 
for 

Heat Radiation 
Majestic Heaters 

The "Best Seller’' 
Season After Season 


MAJESTIC 

CONSTRUCTION 


MAJESTIC 

REFLECTOR 


Decause 


Majestic Heaters are reliable— 

They are well and favorably known— 

The cost to operate them is small— 

They can be moved from room to room— 
They work at any hour of the night or day— 
Their usage entails no labor— 

The}' make no dirt— 

They do not give off fumes— 

They occupy little space— 

They are always ready to give perfect service. 

Why Majesties Excel 


1. Dead Air Space: 

2. Heating Element: 

3. Beflector: 

4. Bemovable 
Wire Guard: 


Keeps the back always cool. 

Placed horizontally, assures maxi¬ 
mum heat delivery. 

True Parabolic. Made of pure 
burnished copper. Will never peel. 

(patented feature) Facilitates 
cleaning. 


MAJESTIC 

GUARD 


You don*t have to sell ju$t one type of Majestic Heater—there are 
seven portable and three stationary types to select from 

MAKUFAOTUBED BT 

Majestic Electric Development Company 

(Producen of the Majestic Electric Instantaneous Water Heater) 
PHILADELPHIA SAN FBANOISOO KAN8A8 OITT 


SAN FBANOISOO 
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Wherever there is an electric outlet and a water faucet 
there is a sale to be made 


The Majestic Electric Instantaneous Water Heater fills every 
need there is for a small flow of hot water. 

It does not require special wiring—can be attached to any faucex 
without the use of tools, and to any socket—it operates on any 
110-120 volt current—consumes 660 watts. 

The Majestic Electric Instantaneous Water 
Heater is small, compact; 5 inches high, 2 
inches loide, 1 inch deep; heavily 
nickel-plated 

No. 103 {660 watts) sells readily on demonstration at . $15.00 

This Heaterlis not for bath or laundry but for 
use as an auxiliary heater 

No. 104, 1320 watts (^double capacity — double the flow') . $20.00 

Complete with 8 feet of moisture-proof cord and plug 

Stock this biggest seller in the electric appliance field. 

MANUFAOTXTBED BT 

Majestic Electric Development Company 

(Producers of the famous Majestic Boom Heaters) 

SAN FBANOiaCO KANSAS CITT 


PHILADELFHIA 
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GO ODELI? 
PRATT 


1500 GOOD TOOLS 




This new Goodell-Pratt Drill is altogether dif¬ 
ferent in design and constniction from any 
other similar tool and has features that will be 
appreciated by particular mechanics. 

The smooth, clean-cut appearance and freedom 
from unnecessary attachments will do much to 
increase its popularity. 

Some of Its Features 

The frame is aluminum, which gives as great 
strength as iron, but is much lighter in weight. 
All gear teeth are machine cut and the pinion 
is steel. The steel spindle runs in ball thrust 
bearings which reduce friction. Chuck capa(‘- 
ity, % of an inch. 

The low price of this high-grade drill 
insures its immediate success. 

4 *= ^ — ~ - -- ^^ 4 * 

I Hand Drill I 

No. 5i 

Malleable 
FVame,Cut 
Gkars,Two | 
Speeds 

ONE OF j 
21 

SIZES I 

I 

AND I 
STYLES I 

==+ 


A New Hand Drill 


That’s Goin^ to be a Seller 


No 1616 


GOODELL-PRATT COMPANY Greenfield, Mass., U. S. A. 
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Westclox 



A profit paying line 


W ESTCLOX is the trade 
name on the dial of a line 
of alarm clocks and watches 
known from one end of the 
country to the other for their 
excellent timekeeping qualities 
and the dependable service they 
render. 

National advertising, coupled 


with faithful service, has made 
Westclox easy to sell. They 
move in and out of the retailer’s 
store in quick time and leave be¬ 
hind a good string of profits. 

A booklet describing the West¬ 
clox line of easy-selling, profit¬ 
paying alarm clocks and watches 
will be sent on request. 


WESTERN CLOCK CO., LA SALLE, ILLINOIS, U. S. A. 

Makers of Westclox: Big Ben, Baby Ben, Glo-Bcn, America, Sleep-Meter, Jack o’Lantcm 

Schloss Manufacturing Go., 38-42 Beale St., San Francisco, California 

Sole Pacific Coast Agents for Westclox 
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STAINLESS—The New Cutlery Steel 

Neither rusts, stains nor tarnishes’’ 

W HAT IS STAINLESS? A high- 
chromium, high-grade alloy steel 
for discriminating users of cut¬ 
lery. It should not be confused with 
poor imitations marketed under similar 
names. 

WHY SHOULD IT INTEREST THE 
RETAILER? Because a number of 
manufacturers of high-grade silverware 
and cutlery are now offering Stainless 
knives as one of their regular lines. And 
because nearly all these lines have been 
tested and approved by the Good House 
keeping Institute. 

Write direct to the oompanjea listed below—it will 
pay yon to investigate Stainless. 

Stainless Cutlery is “Made in America” by the following: 



AMERICAN SILVER CO., 

Bristol, Connecticut. 

AMERICAN CUTLERY CO., 

Chicago, Illinois. 

CLEMENT MANUFACTURING CO., 
Northampton, Massachusetts. 

EMPIRE KNIFE CO., 

Winsted, Connecticut. 

INTERNATIONAL SILVER CO., 
Meriden, Connecticut. 

JOHN RUSSELL CUTLERY CO., 

Turners Falls, Massachusetts. 

LAMSON A GOODNOW MFG. CO., 

Shelburne Falls, Massachusetts. 

LANDERS, FRARY A CLARK, 

New Britain, Connecticut. 

MERIDEN CUTLERY CO., 

Meriden, Connecticut. 


NORTHAMPTON CUTLERY CO., 

Northampton, Massachusetts. 

REED A BARTON CORPORATION, 
Taunton, Massachusetts. 

ROGERS, LUNT A BOWLEN, 

Greenfield, Massachusetts. 

SIMEON L. A GEORGE H. ROGERS CO., 
Hartford, Connecticut. 

WM. A. ROGERS, LIMITED^ 

Niagara Falls, New York. 

SHELTON TOOL A MACHINE CO., 
Derby, Connecticut. 

THE WATSON CO.. 

Attleboro, Massachusetts. 

THE VILLAGE BLACKSMITH FOLKS, 
Watertown, Wisconsin. 

R. WALLACE A SONS MFG. CO., 
Wallingford, Connecticut. 

WINCHESTER REPEATING ARMS CO., 

New Haven, Connecticut. 


American Stainless Steel Company 

1543 OUTer Bldg., P1TT8BXJBOH, PENKA. 
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Welproof 
Remington Shot Shells 
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Predicting a record-breaking 
hunting season 

Reports all say—“Game very plentiful.” Business activity slowed 
down—more men to take time for hunting—more powder to be 
burned—more shells to be sold. 

Few shells in the country 

Will it affect you? The stock of shells in the country at the 
present time is at a dangerously low level. Manufacturers will 
not be able to rush out shells at the last minute. It is our sincere 
belief that many who have not as yet placed their orders will have 
difficulty in securing shells for the biggest game season in several 
years. 

Many hunters will insist upon Remington WETPROOF Shells 
which are thoroughly waterproofed from base to top wad— 

The Wetproof compound of special oils and greases is applied 
not only to the body of the shell but also under pressure to the 
top of the shells after loading. It covers the top wad, pene¬ 
trates into and around the crimp and completely seals the shell 
against wet. 

Have us send you a supply of folders telling how Remington WET- 
PROOP SheUs are made. It will interest the shooter. 

R«mlngfon HraarmM, ammunition and cotfery arc gold 
oxclwmivoly through the whoUgalm hardwarm trade 

Remington , 

Digitized by ^ 
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i847 ROGERS BROS. 

SILVERPLATE 



INTERNATIONAL SILVER CO. 


A Worthy 
Representative of a 
Distinguished Line 


The popularity of this beautiful 
new pattern proved instantaneous 
and universal. It offers a wonder¬ 
ful opportunity' to every 1847 
Rogers Bros, dealer and the 
makers are prepared to help the 
retailer make the most of it. 


An effective use of the trade helps 
supplied free of charge means an 
increase in the volume of business 
—in 1847 Rogers Bros, silverplate 
and other lines as well. 


Tht 


A mbassador 


Write Sales Promotion 
Department, Interna¬ 
tional Silver Co., Meri¬ 
den, Conn. 
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Put an idea in your window 

and it will draw people inside 


I ^0 bring people into my store is my 
first problem. That is why I 
consider my windows the most 
valuable space I have. They attract 
people and bring them inside. And if I 
once draw an interested person inside 
the sale is half made,” said Mr. C. R. 
Springer, one of the most successful 
retailers in Kansas City. 

lot of people make jiurchaaes just 
because they see something in the window 
they happen to need — or something that 
interests and attracts them. But to arouse 
the greatest interest—to bring in the greatest 
number of people ready to buy, lA#r# must be a 
real idea in the window display, 

‘ ‘ For instance, almost every man is 
interested in the story told by a 
Valet AutoBtrop Razor display. It explains 
why a stropped blade gives a quicker, cleaner 
shave than an unstropped blade. It shows 
how the Valet AutoStrop Razor strops itself 
in a few seconds. It explains how the 
Valet AutoStrop Razor can be stropped, used 
for shaving and cleaned—all without taking 
apart. 

^ * These are new ideas to many men, ideas 
that any man wants to know more about. In 
many cases, a man will step inside, and a 
demonstration will complete the sale. I find 
that my sales of Valet AutoStrop Razors show 
a decided increase when I have a 
Valet AutoStrop Razor display in my window. ’ * 


! 

Many other dealers profit from > 
the same idea 

1 

Iiike Mr. Springer, thousands of merchants 
are increasing their business because they 
realize how easily window shoppersmay 
be turned into steady customers. The 
AutoStrop Safety Razor Company is glad to 
supply dealers with interesting, attractive 
window displays. From Maine to California 
these displays have proved that they can get 
across an idea—the kind of idea that will 
bring customers into your store. 

Write for information about our 
merchandising plan and other dealer helps. We 
can help you in many ways to speed up your 
Valet AutoStrop Razor sales. 

AUTOSTROP SAFETY RAZOR CO. 

New York Toronto London Paris 



//utc^trop Razor 


Digitized by 


Google 






At Last! The File 


ThatCutsTungsten 



Yes, sir. They do away with 
moat ifDltlon croublca 


The file that garage men throughout Amer* 
tea and the world have longed for. The file 
that is so hard, so keen, that tungsten, 
iridium and other very hard metals used on 
distributor points are as easily dressed as 
soft steel could be. 

NICHOLSON TUNGSTEN 
Point Files 

will build up a profitable business in any 
store where they are displayed on counter 
cards—will build a more profitable business 
where the retailer gets every salesman be^* 
hind these files that all motorists and motor 
workers need. 


When ordering from your jobber, ask for a 
supply of TUNGSTEN Point File Circulars 


NicnoLSON File Co. 


PROVIDENCE. R.I., U.S.A. 


Goo 


T 
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Dfce N€wl mpr v99d 
GILLETTE 
SAFETY RAZOR 

Uses the nunc fine GIL 
lette Blades as you have 
known for years — but 
now your blades can give 
you mU the hucury of the 
finest shavinc cdec in the 
world. Idendfy the New 
Improved Gillette by its 
FmUrmm ShomU§r 
Ovtrhamgmm Cap 
Chfomeitii G yrd ^ 

Autotmmtic Adinstment 
Duummd Knurled Handle 
Diamond Trademark on 
Guard 

Finer Shave— 

Lonper Service 
More Shaves 

from your Blades 

SILVER and GOLD 
Shavina Sets and 
Traveler Outfits 

$5 to $75 

NOTE:-The Gillette 
Company assumes full 
responsibility for the 
service of Gillette 
Blades when used in 
any gtnuint Gillette 
Raxor—either old-type 
or New Improved Gil¬ 
lette. But with Imita- 
/lees of the genuine Gil¬ 
lette, it cannot take re¬ 
sponsibility for semice 
of Blades. 



b Gillettellsers^ 

Here it the liiitlBjiace of tlie 
first shovifia instromeftto^ 
precisian " 


'TheNewbnpraoed 



RAZCXR 

Pttented Janua^ 13,1910 


W HEN you pick up your 
Gillette in the morning 
think for a moment of the prao 
tical ideals and world^^wide re* 
sources that make it possible. 

Seventeen years ago the Gillette 
was hardly more than a name* 

Today, here is the great home 
factory in Boston. Go to Mon¬ 
treal and you find another—and 
still another in London. 


It is not by chance that Gillette 
is the only world^wide institution 
in the razor business. 

Built up solidly stone by stone 
on the foundation of service^to 
the men of 62 civilized nations 
and races. 

Crowding on steam today and 
everyday to keep pace with your 
demand for New Improved 
Gillettes and Gillette Blades. 


GILLETTE SAFETY RAZOR CO., BOSTON, U. S. A. 

Boeton Montreal Shanghai Port Elizabeth Singapore Tokyo 

New York London Milan Rio de Janeiro Calcutta Madrid 

Chicago Geneva Amsterdam Sydney Buenos Ayres Brussels 

San Francisco Paris Constantinople Copenhagen 
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The Eagley-Morrison Compeiny 

North Girard) Penna. 



Manufacturers of a 

MOST COMPLETE UNE OF 


Wall Clothes Driers 

And 

Wood and Wire Garment Hangers 

OF EXCELLENT QUALITY 



REPRESENTATIVES 

THAYER & BOWER, H. M. GREENER SALES CO., 

846 Monadnoek Bldg., 56 East Rando^h St., 

San Francisco, CaUfomia Chicago, lUmois. 

R. A. MORRISON, 

309 Board of Trade Bldg., Portland, Oregon. 


M ■ n pii i . 
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American Maid Aluminum Ware 

The Popular Priced Line 

[E secret of many successful house- 

_furnishing sales has been due to the 

enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 

For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils““To 

line to meet all demands.” We attained 
this in the prcKlucdon of i4iU!EI{IC4iY 
MAID Ware. 

Experienced housewives will welcome 
theot^rtunitytosecureAiMER/CAAf 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sal( 

Write for prices 

Illinois Pure Aluminum Co. 

LEMONT, ILLINOIS 
U. S. A. 
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Bassicic 

formerly Schenck 6 Universal casters 

—a new name in 
hardware profits 



T his Bassick Package is another lever, lifting Bassick Casters 
into the class of a profitable, quick-turning specialty. It 
combines attention and sales value. And this Package is only 
one element in the Bassick Merchandising Plan. 

Bassick Casters are not only properly packaged and properly 
priced; a nation-wide advertising campaign is telling the country 
the true importance of the “Neglected Inch”—the inch between 
furniture and floor. Ask your jobber. 


THE BASSICK COMPANY, BRIDGEPORT, CONN. 

Operating The M. B. Schenck Co., Universal 
Caster and Foundry Works, Bums Sc. Bassick Co. 
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STANDARD 





DUPONT 

BALUsrm 

I 



SHORELESS 

SHORELESS 

OUNCES 

SIZE 


Drams 

Grains 

1 Shot 

Shot 

Lar^e Ducks. 


CO 

O 

l>feorl>V 

4 5.r6 

Small and 

5 

24 

1/6 

5*6.r7;5 

Medium Ducks. .. 

3/4 

T6 

l/8ofIA 

5*6<»r7a 

Grouse, Partridge. 
Prairie Chicken... 


24 or 26 

1/8 

eorTA 

Pheasants. 

3 

24 

V/b 


Geese. 

3/LorS^ 

■26 or28 

I/S 

4-2.CBB 

Wild Turkey.! 

SI4or 3J^ 

26 or 28 

V/t 

4 Or2 

Squirrel. Rabbits.. 

3 

24 

V/b 

blorTA 

Doves. Pigeons.... 

3or3;4 

24 or 26 

V/b 


Quail. 


It 

1 or 
\'/b 

TAorB 

VAord 

Snipe. Woodcock 

0/4 

3 

22 

24 

1 

V/b 

6 or 10 

6 or io 

Shore Birds. 

3 

22 

24 

1 

l>8 

8 or 10 
S or 10 

Sora Rail. 

234 

22 

1 

8 or 10 

3 

24 

l>^ 

8 or lO 

Trap Loads.i 

3 or 3^ 

24 or25 1 

l/8orl/V 

I'A 


I T’S the duck load shooters will demand this fall —a 
Du Pont standard load. Sportsmen will order from 
this table of Du Pont Standard Loads which has elimi¬ 
nated hundreds of “freaks” and “specials” and concen¬ 
trated the business on the few best loads for each kind 
of shooting. 

Be sure you have placed an adequate order for Du 
Pont standard duck loads—and the other Standard loads 


Give me that load for Duck 


W HEN I crack down on old 
Blue Wing Teal coming 
down the wind like a rifle bullet 
I know I’ve got to stop him and 
stop him hard. That’s why I 
always buy a standard duck load 
of‘Du Pont.* I know it’s righ t — 
right in shot size and weight and 
specially right as to the powder. 
I always select my loads from 
this table of proved standards 
and know I can’t go wrong.” 


in the table. 


Standard Duck Loads: 

Du Pont, 3,3^or 3H<lrs. 
Ballistita, 24, 26 or 2S grs. 

Shot: Ounces, or 
Numbers : 4, 5, 6 or 7^ 

The Proof 
U in the Shooting 


We are telling every Shooter it is possible to reach 
through the sporting magazines to buy from this list—so 
order from it yourself and be ready to meet the demand. 
It means no ^elf warmers, quicker turnover and greater 
profits. 

We are furnishing a counter display and a steel bound 
card (for use by your clerks) featirring the Du Pont table 
of standard loads. If you have not received yours, write. 


E. I. du Pont de Nemours & Co., Inc. 

Sales Dept.: Sporting Powders Division 

Wilmington, Delawaro 
















MONEY! 


Sold by the piece or in com- 
plete eete packed in one 
box. Simplifiee atock keep¬ 
ing and faciUtatea aalea. 






Weather proof doors that fit tight as a drum, yet operate like a charm—no pushing, pullini 
and hauling. Just a touch opens or closes ’em. In addition to the set illustrated, the Sta 
Line includes every style of garage door set yet proven practical in its most desirable form 


Write for catalog and the plan 


that keeps stock down and sales up. 


Hunt, Helm, Ferris & Co. 

Harvard, DlinoM c«npi.t. sam o.tfitt.r, Albany, New York 


Designers and Manufacturers of 






star 

LINE 


'^Somethine to Sett 

the Year Around** 


Stalls, Stanchions 
and Pens 
Utter Carriers 
Water Bowls 
Feed Trucks 
"^Harvester** Hay Tools 
Door Hungers 

Houipment 
Coaiitiir Watfons 
Tank Hecders 
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Another improvement in National Cash Registers. 
Low-priced receipt printer. 


To all merchants: 

When you preM a key on this register— 

(D It shows the price of the article. 

(g) It prints a record for the merchant. 

@ It prints this receipt for the customer. 

@ It opens the cash drawer. 


J. BLANK 
214 Main Street 
Blankville 


Amount of 
Purchase Shown 
Above 


05 SEPT 10 


(f) It adds up the money received for the day. | | 

Copr of rocolpt priatod 
tor oach cuatomor 

Now there it a receipt-prioting National Cash Register for every line of bnsineu. 

Old ropiators bought, aold, ropairad, and axchanpod. 

Eaay papmanta. LIbaral idlowanca for old rapiatara. 

We make cash registers for every line of business. Priced $75 and up. 

NATIONAL 


DAYTON. OHIO. 
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No ‘‘Come Backs” 

What a satisfaction it is to sell a man 
a wrench that commands a fair price, 
pays you a worth-while profit, pleases 
the customer because it always works 
right and outlasts cheaper wrenches 
because the materials that it is made 
of throughout are of the best quality. 

That is not the only reason why it 
pays to sell the 

COES 

Steel-Handle 

Wrench 

It is so well and favorably known 
throughout the United States that 
the demand is already created—^when 
a man thinks screw wrenches he 
thinks of the Coes first—just consider 
what first preference means in bujdng 
screw wrenches. 

And the only “come backs” in selling 
Coes Wrenches are repeats. 

They sell on performance. 

Are you out of any sizes? 

Ath your fobber to supply you 

COES WRENCH CO. 

Established 1841 in 

WOBOESTEB, MASS. 

JOHN H. GRAHAM A CO., 226 Market St., San Francisco, Cal. 

J. C. McCARTY A CO., 29 Murray St, New York. 

J. H. GRAHAM A CO., 113 Ckambers St, New York. 

HUGHSON A MERTON, Inc., Portland., Ore.; Loe Angeles, Oal.; 
San Francisco, Cal.; Denver, Colorado. 
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1jo¥N Movers 

"MAKE BEAUTIFUL LAWNS” 


Since 1857— 

For sixty-four years The Coldwell Company have made 
good lawn mowers—lawn mowers that reflect careful adher¬ 
ence to dictates of quality. 

Handle or blade, wheel or pinion, each part is the result of 
study and application, thoroughly tested by men whose wealth 
of experience fits them to know what your customers will 
require. 

Coldw’ell Lawn Mowers, for good reasons, are used in 
every country in the world, on small lawns and large estates, 
on golf courses and in parks. They are used on public grounds 
in Greater New York, Chicago, and other American cities. 
They are universally bought, used and liked. _,-^ 

You’ll be buying lawn 
mowers soon—why not con- . 

sider COLDWELL—makers 
of mowers since 1857, with a 
tyi)e to fit every size lawn. 
and every size pocketbook. 



L 


Lawn Mower Co. 

NEWBURGH. N.Y, U.S.A. 

ILLUSTRATED CATALOGUE UPON REQUEST 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be stronsr and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vinejrard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PBODUOTS OOllPANY 

8EIJJNO AOBHTS 

San Francisco Loa Angles Portland i a att la 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Seasonable Suggestions 


Don’t put off making your Christmas purchases until the last moment. 


Send in your order now for Pexto Christmas Sets so that you will 
receive tho goods in ample time to meet the Christmas demand for them. 

Always appealing to a large class of interested users, Chisel Sets, Bit 
Sets, and Brace and Bit Sets, attractively packed in special containers, 
assortments consisting of the most popular sizes of each line, will make 
a fine Christmas leader for your store. 

The Chisel Sets and Bit Sets can be furnished in either the attractive 
wooden box, as illustrated, or the handy canvas roll. 

They sell readily, for their superior quality is apparent at a glance. 
And of course they are backed by the PEXTO Oval—an assurance tliat 
they will not belie their looks. 


WORTH WHILE TOOLS 


The Peck , Stow & Wilcox Co. 

Southington, Connecticut, U. S. A, 
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47 Per Cent SAVING 
IN FREIGHT CHARGES ALONE 

oAnd that*s Only One of the Big oAdvantages of 
the Style Iron Horse Flaring o/ish Cans 

a CCORDING to present classifications: Straight 
Cans take IVz times first-class rate, Flaring C^ns 
take second-class rate. 

Which, in adual figures, means an approximate saving of 50% in fmight 
charges. And there is pradically the same proportionate saving in floor space, 
an important item, you will agree. Not only that—nestable Ash Cans are 
better proteded for shipment. 

The flare on these Cans is so slight that it is hardly noticeable, iincT 
there is no appreciable difference in the capacities ^ the two Cans. 

Flaring type Cans can be furnished in the seven different styles listed 
below. We will gladly quote you on request. Prompt shipment can be made. 

(jet your order in early. 

ROCHESTER CAN COMPANY, Rochester, N. Y. 
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Now is the time to display 
Seirgent Heirdware 

Building activity is on the increase. There are also 
many prospective builders, who, while not building at 
once, are deciding now on the details of homes and 
buildings that will be erected later. 

Are you taking advantage of this interest in building 
matters? You can have a portion of it directed to your 
store if you display samples of Sargent Locks and hard¬ 
ware and explain them advantages to possible buyers. 

The security of Sargent Hardware will interest every 
person who is planning a home. You can show them 
beautiful Sargent designs to harmonize with every 
architectural or decorative scheme. Our year h’ound 
national advertising has paved the way for your selling 
efforts. 

If you will send us the names of any prospective 
customers in your territory, we will send them the Sar¬ 
gent Book of Designs and refer them to your store. 

Sargent & G)mpany 

N«w York NEW HAVEN, CONN. Cklcaco 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work. Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleanmg stained and greasy hands, for instance in 
machine .^bops, garages, etc. 


These are the days of 
process and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modem house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pUable 
as cloth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 



Retails for 10 Cents 


Send US your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 

MAHTJFAOTUBBD BT 

JOHN W. GOTTSCHALK MFG. CO. 

LBHIOH AVE. Ain) KASOHEB ST. PHILADELPHIA, PA 

MeDONAIJ> ft ZJKPOBTH, Fume Oout Bepreeantativee, 739 OaU Building, San PtaaelMe 
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Who says Cutlery is dull? 

1 . Remington Cutlery Works at Bridgeport 
are running full time and at full capacity— 
and have been on this basis since they 
started. 

2. A very large number of the leading hard¬ 
ware jobbers throughout the country have 
lined up with Remington in the introduction 
and (distribution of Remington pocket 
knives. 

3. In the past four weeks upwards of 2000 
retail dealers have given Remington their 
orders for immediate shipment through 
Remington’s hardware jobbing customers. 
During these four weeks the Company 
booked orders for Remington pocket knives 
in ev^y State and Territory in the Union— 
Nevada'alone excepted. 

4 . Remington Cutlery Works are employ¬ 
ing a larger number of cutlers and sMled 
cutlery workers than have ever before been 
employed by a manufacturer of American 
pocket knives. 

**The prime function of a 
knife is to cut—to cut keenly ” 

A complete line of Remington pocket cutlery com¬ 
prising many new and attractive patterns is ready 
for your inspection. There is a Remington knife for 
every purpose, from the de luxe pen knife in a wide 
variety of patterns to jack knives, premium stock 
knives and carpenter ^s and mechanic’s knives 
equipped with punch and scribe blades and made to 
“stand up” under everyday, hard usage. 

Remington Salesmen are now calling on the retail 
trade in the interest of Remington jobbers with a full 
line of Fall and Holiday Samples. If one of our men 
has not reached you, kindly drop us a line so we may 
instruct our representative in your territory to call. 

RtmiugHn cutlery, firearms and ammunition are sold 
exclusively through the wholesale hardware trade 

REMINGTON ARMS COMPANY, Inc. 

Oenoral Offices Cutlery Works 

New York City Bridfeport, Conn. 

R emington. 





No. B 6466 

Oenuiiie staf handle; 
spear, pen. cut-off 
pen and mnnicnie 
blades full crocus pol¬ 
ished ; milled nickel 
silTer lining, nickel 
silTer tips. 

Length, cloaed. 

3H inches 
Weight, per dosen 
16 os. 
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Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 


**Elastic” Chair 


eontisting of the moot salable and profitable elaeo, 

Tii: 

8 Qroos Bnbber Head Nails. 

4 100/144 arose Bumpers. 

17 Dos. Slotted Screw Tips. 

4 Dos. Wood Peg Tips. 

3 Dos. Patent Booking Obair Tips. 

4 Dos. StetMn’s Ckmibination Ondhion 

Obair Tips. 


Ti 




“Elastic” Chair Tips 


■V. 


% 




Prevent injury to floor and carpet» stop tbe noise, 
Qulsance in tbe borne, tbe scboolroom, tbe restaurant, 
tbe public ball—wberever wooden cbairs are mored 
about on wooden floors, concrete or tiling. 

Tbeir almost universal usefulness and 
necessity make them most profitable 
sellers—If pushed. 


**Elastic” Obair Tips. 
Order tbe ‘‘Elastic** Assort¬ 
ment now—display it—then 
watcb the “Elastic" sell I 


ELASTIC TIP CO. 

370 Atlantic Ave., Boston, Mass. 
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The boys grow up fast, soon they will be men to whom you will look 
for business. 

Why not start today to cultivate their trade, to educate them to the 
fact that they can secure their needs at yoim store. Get them in the habit of 
trading with you. 

This new Boy Scout folder will help you. It is handsomely printed 
in full colors and shows the complete Columbian chart of knots and splices. 
It also illustrates how Columbian Rope is made and guaranteed. 

Write for a supply to draw the boys to your store. 

Columbian Rope Company 

332-80 OmeBee Street 

Auburn, C%rdai9 City** N. Y. 

Branchee— New York Chicago Boeton Hooeton Baltimoce 



Digitized by 







Baldwin Circulation Proved 

The above cut shows a Baldwin Dry Air Refrigerator with a wheel at 
bottom of storage room. The circulation is strong enough to turn the wheel 
at a rapid rate. No other make can turn a wheel placed in the bottom of 
the refrigerator. It proves that ever>' inch of air in the refrigerator is in 
constant motion. 

We furnish dealers with a refrigerator fitted with glass door and wheel 
as illustrated above. Placed in your show window it has strong advertising 
value and attracts crowds. 

It’s positive proof and very convincing. They ''See the 
wheel go ’round'' They see the Circulation. 

The Baldwin Refrigerator Co. 

Burlington, Vermont 

C. H. SMITH 
Western Bepresentative 
817 South St. Andrews Place, 

Los Angeles, Calif. 



STOCK CABBIED IK SAN FRANCISCO BY HETMAN-WEIL COMPANY 
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Mirro Will Increase Your Profits 


The quick-sellmg Mirro Aluminum utensils 
will help you put your kitchen-ware department 
on a better paying basis. 

Every month, Mirro advertising is reaching 
hundreds of thousands of women throughout the 
country in the leading national women’s publi¬ 
cations. The Mirro Colonial Tea Kettle, pictured 
above, is advertised in Woman’s Home Com¬ 
panion, in October, 

All Mirro Aluminum utensils are made from 
pure aluminum, rolled again and again, under 
heavy pressure, in Mirro mills, to give the dense, 
hard quality which provides long-lasting service. 
And back of every Mirro product is the 

1 Hifthly ebonised, sure-grip, de- 
ta<^able handle. 

2 Handle cart welded on. 

3 Spout welded on. 

4 Slotted ears permit handle to 
be shifted to any desired 


guarantee of the world’s foremost manufacturer of 
aluminum utensils, with an experience of nearly 
thirty years in the making of better aluminum 
ware. 

Use the Mirro window displays and coimter 
signs; mail the Mirro miniature catalogs to pro¬ 
spective customers; use the Mirro advertisements 
in your local newspaper. Everything you do to 
tie up the Mirro line with your store will bring 
increased profits. 

If you are not now handling the Mirro line, 
write for the general Mirro cat^og. 

These are the features of the Mirro Colonial 
Tea Kettle, pictured above: 


position, without coming in 
contact with kettle. 

5 Rivetless, no-burn, ebonised 
knob. 

6 Easy-filling, easy-pouring spout. 

7 Unusually wide heating base. 


8 Famous Mirro finish. 

9 Rich Colonial design. 

10 Famous Mirro trade-mark 
stamped into the bottom of 
every Mirro utensil, and 
your guarantee of excellence. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis.. U. S. A. 
Makers of Everything in Aluminum 



tXLUMINUM 

Keflects 

Qood Housekeeping 


Digiti 
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The Tritch Hardware G)mpany 

DENVER, COLORADO 


Jobbers to the Merchants of the 
Rocky Mountain West 



The Skidless Tire Chain 

Manufactured by U. S. Chain Company 

OUT WEARS ALL OTHER CHAINS 

. SMOOTH WHERE IT RESTS ON TIRE 

ACKNOWLEDGED THE BEST NON-SKID APPLIANCE 

ON THE MARKET 

APPROVED AND ENDORSED BY DEALERS AND USERS 

LOCK 100% SAFE 


The Tritch Hardware Company 

Distributors 

DENVER, COLORADO 

FBANK A. BABE, President B. B. GENTBY, Treasnrer 

O. E. BABE, Vice-President H. B. HUFFMAN, Secretsiy 
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BOYCO Galvanized Ware 



IS 

Quality Ware 



B OYCO Galvanized 
Ware is made in 
the West for 
Western dealer’s. The 
Ware is made from 
black sheets and thor¬ 
oughly hot-galvanized 
after all construction 
is complete. The sur¬ 
face is clean, smooth 
and full of spangles. 

There are no cracks or crevices; no raw 
edges; no smallest bit of surface exposed; 
and no chance for rust or leakage. 


Each piece of Ware as it comes from the galvanizing pot is brushed mak¬ 
ing the surface clean and smooth. 



Place a trial order 
with your jobber to¬ 
day! Put this line on 
display! Show it to 
your customers — you 
will find that it sells 
on sight and brings re¬ 
peat business to your 
store. 


BOYCO Galvanized Ware is real quality ware; 
made better and finished better. 


Ask Your Jobber 



BOYLE MANUFACTURING COMPANY 

5100 Santa Fe Avenue, Los Angeles, California 


=+ 
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Standard the World Over. Why? 

Because Clover Grinding and Lapping Compound 'Alone has 
the Essentials of a Perfect Compound 

1. An abrasive which is as hard and sharp as the diamond. 

2. An abrasive powder which is absolutely even in its grading. 

3. An abrasive possessing no magnetic properties, which under fric¬ 
tion tend to make it stick to iron. 

4. A very limp petroleum jelly binder which holds the abrasive in 
mechanical mixtime. A petroleum binder “milled” to remove all 
free oil; not to melt under 250 degrees F.; as limp as thin vase¬ 
line, and does hot change consistency in the coldest or the hottest 
weather; withstands rubbing and friction and when subjected to 
friction remains absolutely uniform and does not separate. 

Clover will not deteriorate under any climatic conditions, nor during 
any length of time. 

. Every operation of lapping, grinding, polishing 

@ and surfacing finds its proper grade; 8 grades—2-A 
(microscopic fine); 1-A (very fine); A (fine); B 
(medium fine); C (medium coarse); D (coarse); E 
(very coarse); No. 50 (extra coarse). 

Put up in packages to meet every convenience— 
4 oz. Duplex can; 2 oz. Duplex can; and single grade 
cans in % lb., ^ lb., 1 lb. and 5 lb. packages. 

Our Sales Service is all free. 


"•••z c/j.iy 

'•■Ujitamutmi 


SAN FKANCZSCO 


Write for BoUetlns No. 75 and No. 
80, on Valve Grinding, Cylinder 
I«apping, Fittdng Piston Bings, etc. 


Clover Manufacturing Company 

Norwalk, Conn., U. S. A. 

CfBlOAOO 
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Vises That Put 
Buyers on Your 
Selling Staff 

G ood things are always passed 
along. A display of Prentiss Vises 
on the handsome sales stand that 
is loaned with each order of $62.50 
worth of vises, is sure to start people 
talking in your behalf. 

Almost everyone entering your store 
has some need for a vise. When they 
see them attractively displayed there is 
a certainty that they will talk up the 
merits of the display and of the vises, 
themselves. Thereby they will help you 
to sell more. 


Do not neglect your profits from vises 
any longer. Send today for the sales 
stand. 



Ask your Jobber— 
or write 

% 

PRENTISS VISE 
COMPANY 

106>110 Lafayette Street 
NEW YORK 

"On the Bench Since 1868 ** 


FACTS 


Worth 

Remembering 



In ordering 
Window or My 
Screen Cloth from 
your Jobber don’t 
forget these vital 
facts: 

The amount of 
service and satis¬ 
faction yoiur cus¬ 
tomers get out of 
Screen dotii de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a niU 
100 lineal feet to 
every roll. 


That’s why dealers buy all of 
our wire products. Screen doth. 
Hardware Cloth, Poultry Net¬ 
ting, Fly Traps, etc. 


Please Order Through Your 
Regular Jobber 

Manufactured by 

The LUDLOW SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 
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The Monarch Refrigerator Works 

Burlington, Vermont 


There is still some Refrig¬ 
erator business for you, if 
you have Monarch Refrig¬ 
erators on your floor. 
These Jobbers can supply 
your wants quickly. 


Union Hardware & Metal Co. 

Lo$ Angthi, Cetlifomia 

Sloss & Brittain 

San Fraucitf, CaUfomia 
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The best 
electric iron 
being made 
today 

The SUNBEAM costs more to produce than all others, 
and gives a service accordingly — it is beautiful be* 

yond description. 

It is made for all voltages, and the weight is six pounds. 

Quality Sales Helps— They Compel Attention 

Free to Every Sunbeam Dealer ^ 


Chicago Flexible Shaft Company 

S604 RooMV 0 lt Ro«d, ChioagOt Illinois 


Hand bon 


BEAR BRAND CANTEENS 


Hot weather is here. 

Display your canteens attractively. 
They will sell if Bear Brand. 

Send for folder—oee f 


full line 


NO. 50 “FIRST AID” 

Put one of these on your own ear and one 
or two in stock. 

Your customers want them. 

-Ton will then Insist on Bear Brand 


WOOLWINE METAL PRODUCTS COMPANY 

Los Angeles, California. Elgbtli Street and Santa Fe Avenue 


Omar Oox, Atlas Baildlna, San Frandseo, Oalifomia 
Bands a Cox, San Fernando Building, Loo Angeles, Oal. 
Steimple a Oox, L. O. Smith Building, SeatUe, Wash. 


SALES OFFIOBS 

San Frandseo, Oalifomia Strlmple a Oox, Oorbatt Bnlldlng, Portland, Oregon 

Building, Loo Angele%_Oal. Tajlor, Youngs a Oox, Temple Court Bldg., Denver, Oolo. 

1 Building, SeatUe, Wash. Bankln a Oox, 68 West 2nd, South, SaltLake Oltj, Utah 

Dan hi Bell, 222 Slaughter Building, Dwas, Texas 
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“Sterling” 


TUNGHSTEN STEEL 


HACK SAW BLADES 


Flexible 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW A STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Lachman Bnildiiig, Room 321, 417 Market Street, San Fiancuoo, OaL 
ExclnslTe Padfie States Bepreaentatlves 


Champion Blowers, Forges, Drills and Screw Plates 


No. 203. 
SeU • Feed 
and Doable 
Oom pound 
LeyerFeed 


No. 401. Rivet Forge 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


Screw Plates in Four Styles, OnttixiA np to IVi'* 
CHAMPION TOOLA, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


No. 90. Self 
Feed Post 
Drill 
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GET NEXT 

TO 

“HELLERS” 

Famous Sectional 
Cabinets 

FOR 

Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 

PROMPT SHIPMENTS 


Ask for Catalog 37-H 


W.C. Heller & Co. 

Montpelier, Ohio 




WM. H. OTTEMILLER CO., York, Pa. 
Maiifaetirers of Cap aid Sit Senws, Scnw Maeliii Wirk 

BEPBISKHTATiyN 

Omer Cox, Atlas Building, San Framciseo, California 
Sands 9t Oox, San Fsmando Bldg., Loo Angolaa, OaL 
Strimple k Cox, L. 0. Smith Bldg., Saattla, Wa^ 

Rankin k Cox, Newhouse Bldg., Salt Lake City 

Taylor. Tounn A Oox, Temple Court Building, Denrer Oolorado 

Strimpls A Cox, Oarbett Bldg., Portland, 
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THE JAMES SWAN COMPANY 

SEYMOUR - 


BITS 

AUGERS 



CONNECTICUT 

CHISELS 
DRAW KNIVES 



^ 


NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 28 Wanrem Street 

WE WEBB AWABDED THE UEDAl. OF HONOB OK WEOHAKIOS’ TOOLS AT THE PAHAMA 

PAomo BXPosmoK 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

Phooiilx ShoM ar« Kopt In Stock by the Following Hoimoo 


Albuquerque, New Mexico.J. Korber k Oo. 

Boise, Idaho.Northrop Hardware Ck>. 

Butte, Montana.Montana BUunlwaxe Oo. 

Denver, Oolorado-Moore Hardware k Iron Oo. 

£1 Paso, Texas.Momsen-Dunnegan-Byan Oo. 

Fresno, Oalifomia.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Oo. 
Los Angeles, Oalif.— 

W. T. McFie Supply Oompany 
Percival Iron Oompany 
Waterhouse k Lester Oompany 

Ogden, Utah.Oeo. A. Lowe Oompany 

Phoenix, Arizona— 

Palace Hardware k Arms Oo. 

Arizona Hardware k Supply Oo. 


Portland, Oregon— 

Northwestern Hardware k Steel Oo. 

J. E. Haaeltine Oompany 
Pocatello, Idaho. .Salt Lake Hardware Oompuy 
San Francisco, Oalif.— 

Holt Bros. 

Scovel Iron Store Oompany 
Spotswood-Helfer Oompany 
Tayler k Spotswood Oompany 
Waterhouse k Lester Oompany. 

Salt Lake Oity, Utah... .Salt Lake Hardware Oo, 

Seattle, Washington.Oray Brotban 

Stockton, OaUf.Hlckenbotham Brothen 

Tacoma, Washington.West Ooaat Steel Oo. 

Tucson, Aria.Albert Steinfeld k Oo. 


MANX7FAOTX7BED BY 


PHOENIX HORSE SHOE CO. 

Largest Horse Shoe BHannfactnrers in the World 

BOLLQTO BULLS AKD FAOTOBIES JOILET, ILL.. POUGHKEEPSIE, NEW T(HtE 
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THE RECOGNIZED LEADER” 



ELECTRO-ZINCKBD AFTER WEAVING 

QALVANOID has won the pre-eminent favor of the trade because it is the most depemdF 
able zincked screen cloth made. Yon can confidently recommend QALVANOID to yonr 
1 ) 08 ^ trfido 

ORDER NOW AND TAKE SHIPMENT EARLY 

If yonr Jobber cannot fnmlSh, advlae ns and we will see tbat yon are snppUed. 

WE ALSO MANDPACTUBB 
BBONZE, COPPEB, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Ohloago, HEnoii 

FACTOBIES: 

Ollieaco, niinoUi Mt Wolf, Pft. 

BEPBESENTATIYES: 

EWINQ-LEWI8 00 ,, San Fran iiaao and Loo AAgeles, CaL J>. L. HEBMAN, Seattle, Waafeu 


“YANKEE” 



He. 

1251 
length 
IS in. 
Oyer AU 


TAP 

WRENCHES 


Right and Left Hand and Rigid 


No. 250 Capaeitj up to 3/16 in. Taps 
No. 251 “ “ “ 5/16 ‘‘ ‘‘ 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
inches overall, f^iving a long reach into inaceeeai- 
ble places, making it indispensable in Automobile 
work and work of similar character. 




No. 250 


Your Jobber WiU 
Supply You 


NORTH BROS. MFG. CO. 

PHILADELPHIA, PA., U. S. A. 
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youa TRADE WANTS 



The Higheet Grade Coil .A 
FUe Made 


IT’S A TOOL 


The satisfaction of the 
purchaser of a Pennsylvania 
Quality Lawn Mower re¬ 
turns a thousand fold to the 
merchant in the shape of 
“good mil” and prestige. 

Nearly half a century of 
imqualified approval of 
users is the strongest guar- 
antee of satisfaction of 
Pennsylvania Quality Lawn 
Mowers. 


Pennsyd 


l^RKS 


LADELPHIA 


1 This trade mark is on the 
handle of: 



Quality 

LAWN MOWERS 


Peniesylvanla Stand¬ 
ard, high and low 
Wheel. 

Pennaylvanla Junior 
Ball Bearing, high 
and low wheel. 

Continental High 
Wheel. 

Great American Ball 
Bearing. 


Bed Cloud Ball Bear¬ 
ing. 

Orchid Ball Bearing. 
Panama Plain Bear¬ 
ing. 

New Belmcnt Ball 
Bearing. 

Delta Ball Bearing. 
Electra. 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sde 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Shotdd be in the Tool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


m DELTA FILE WORKS 

PHIUDELPRIA, PA.. U. S. A. 


DELTA 
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Important Announcement 
to Stanley Dealers 

Every dealer who carries Stanley 
Hinges is entitled to a Hinge Display 
Board, sent postpaid on request. 

This board consists of four IS" x 25" 
lithographed cards which illustrate (in 
the exact color and size) the entire line 

STANLEY 

Strap and T Hinges 

The Customer makes his selection more 
readily from this Hinge Display Board. 
The sicsmam is equipped to put through 
any sale—large or small—in less time 
than ever. Valuable wall space is saved. 
An occasional wiping with a damp rag 
keeps the Display bright arid attractive. 

The “Stanley w^ay“ to paek, display 
merchandise and sell hinges is a modem 
improvement endorsed by leading deal¬ 
ers throughout the country. Write for 
your free Hinge Display Board today. 

THE STANLEY WORKS 

Main Officts and Plant: 

NEW BRITAIN CONN. 


Branch Offices: 


New York Chicafijo San Francisco 


Los Angeles 


Seattle 


Atlanta 



Tour customers 
are replacing less 
- -repairing more. 
Tbat means big¬ 
ger solder sales! 


They’re 
Mending 
Them Now 
— fVith Solder 


Things that would 
have been discarded and 
replaced a year ago, are re¬ 
paired now — that’s the “thrift- 
time” spirit. 


More solder is needed to mend the pots, 
pans, electrical appliances, tanks, and bun- 
drecte of other things that are being fixed with 
solder. So the decrease in sale of new merchandise 


can be partly made ap for by inoreaeedsale qI~ 



The Thrifi’Time Seller 

Bvery sale of this handy, genuine tin-and-lead, Smtffi 
Fluxing Solder makes a permanent customer because 
Kester Solder does better work and eliminates separate, 
mussy flux and the time formerly wasted in applying it. 

Try it without cost. Use it on your own work. Note 
bow the scientiflcally prepared flux flpws out of the 
pockets as the solder is melted off. Note the perfiect 
bond, too—^then youll know why Kester Solder is in 
such great demand. 


Remember it stocks two items in one—flux and solder* 
so it's easy to handle; easy to sell.- Sold in one pound 
cartons and on one, five and ten pound spools. 


V 


CHICAGO SOLDER COMPANY 

4229 Wrightwood Avenue. Chicago 
Dinct Factory Roprooontaiivaa : 

The Faucette-Huston Company 
Chattanooga, Tenn. 

Louis J. Ziesel Company 
216 Market Street, San Francisco, CaL 


Free Try-Out Coupon 


H. W. 9 21. 

CHICAGO SOLDER COMPANY. 

4229 Wrigbtwood Ave., Chicago, Ill. 

Gentlemen; Please send me a free sample of Kester 
Acid-Core Wire Solder. 

Name . 

Company . 

Address . 

City.Slate. 

Our Supply House is. 
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Breezo 

Disk Fans 





Breezo has a maximum capacity of 1000 cu. 
ft. of air per minute. This means 1000 cu. ft. of 
foul air removed or fresh air introduced and not 
. just stirred up. 

I Breezo is the fan of a thousand uses, it will 
f remove the noxious fumes of paint, oils, var¬ 
nishes and other finishing materials. 

Will remove foul air or excessive heat from 
^ lavatories, engine rooms, kitchens and restau¬ 

rants. 

Improves the efficiency of the men working in factories by removing dust, lint, 
steam and overheated air. 

EASY TO INSTALL—POSITIVE IN OPERATION—NOISELESS. 

Dealers, this is a fan that can be used in hundreds of different ways—and is a 
OOOD SELLER. Breezo is complete, just screw plug into lamp socket, set fan in 
place and it is ready to run. 

Can make immediate diipments from Los Angeles Iranclu 


For information write Department 87 

BUFFALO FORGE COMPANY 


Buffalo, N. Y. 


PORTER^S 

New Easy Bolt Clippers 

Look! 

A New cupper 


12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 

Porter’s No. 1866 Clipper 

SALES OFFICES: 

Omer Col Atlas Buildinc. San Franeisoo, California 
Sands A Oox, San Fernando Bnildinjr. Los Anreles. Cal. 
Sirimple A Cox. L. O. Smith Bnil&f, Seattle, Wash. 
Strimple A Cox. Corbett Bnildlnc. Portland, Orefon 
Rankin A Cox, Newhouse Bldx., Salt Lake City 
Taylor, Tonnfs A Oox, Temple Court Bldf., Denrer, Colo. 

H. K. PORTER Everett, Mass. 


The Bridgeport Hdw. Mfg. Ooip. 

BBtaDOBPOBT, OOMV. 

Krtcthtoi Screw DilTers 
Tempered Blade Bano Clear Thronch the Handle. 
Bed Vamiehed Handle 



HerovlM Knife Handle Screw Dfienr 
Forged Steel Handle Plate, High Carbon Steel Tei 
Blede, Harawoed Handle 


No. lOa Bound.S to IS inehes 

No. 12 Sqnare .7-16x4 H inehes 


Ohalleofe Plain Handle Screw Mvnr 
Bed Vamiehed Handle 


FnU Tempered Blade 

No. sa Meehaniea* .2 to 12 inehes 

No. 84 Cabinet.l-4x8V4 to 12^ inehes 

No. 86 Eleotrieians* .8-16 x 8 H to 12 vl inehes 

No. 87 .8-16zm inehes 

Write your Jobber for prleos. 

0. W. OAU8B 00. J. 0. McOABTT 

WeatexB Salea Aganta Baataxn Salaa Afants 
608 Mlaaicnift., New York OltyTK. T. 

San Franoiaco, OaL 
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MANUFACTURING CO. 
. WSA 
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“Pittsburgh Perfect” 

Etoctrically Welded 

PooHry and Gardee Fencng 

A popular fencing among poultry 
raisers. Neat appearance and light 
weight are combined with strength 
and durability. No top rails or bottom 
boards are necessary. 

This fencing will w i n friends 
among your customers, and develop 
profitable sales for you. Made in several 
styles from our own Open Hearth Steel, and every 

rod guaranteed* 

Write for Catalog 


SPAONG BETWEEN 


s H 

idg SI 




iilllii liit! 




Pittsburgh Steel Company 

GENBAAL OFFICES: PITTSBX7SOH. FA. 

Pacific Coast Office 

359-363 Monadnock Bldg., San Francisco, Oal. 

Distributors of ‘‘Pittsburgh Perfect” and ‘‘Columbia” ^ 
Wire Fencing: 


Dnnhai^ OaRigaa a Ha^en Oo. 

San Fraadaeo, 0«L 
Northam OaUfonilm and Eerada 


Whiten Hazdwara Company 
Saattla. Waah. 
Waahingten and Oregon 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULLDOG 
LOGGING TOOLS 

Recognized all over the 
United State a «s the 
BEST money and skill 
can produce 

WRITE FOR CATALOGUB 






»APAciric.c 




Solid 

Forged 




warren axe erooL c6. warren. paT’u.s.a. 
daily capacity aeoo axes and logging tools 


YOXJB JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 


WESTERN SALES REPRESENTATIVES 
Omer Cox, Atlas Ballding, San Francisco, California 
Sands A Cox, San Fernando Building, Los Angelor Oal. 
Strlmplo A Cox, L. C. Smith BailtUng, Beattlo, Waah. 
Strimple A Oox. Corbett Building, Portland. Oregon 
Rankin A Cox. Newhonse Building. Salt Lake City, Utah 
Taylor, Tonnga A Cox, Temple Oonrt Bldg., Denver, Colo. 
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FOR GENERAL BOOT 5. SHOE REPAIRING. A 


THRIFT fa in 
THE SADDLE 

The day of the easy 
dollar is gone. Thrift 
is uppermost and — 

Our Guaranteed Perfection 
Economy Cobbler is the one article 
to put into the home. 

It is the Guaranteed Perfection 
Economy that takes the stitch in 
time and saves the proverbial nine. 

Holds a full complement of lasts, 
stands, tools and fmdings, and en¬ 
ables the head of the house to make 
his own repairs on the fa.mily foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 


THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 






TRADE GUARANTEED 







i - 2;^ i 


Handle Detaclied. Out ahowe Bisht-Hand Oaatment Adjneitr 




Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the most 
convenient to operate because all that It re* 
quired to unlock and move the window is te 
simply move the handle ; when you let fo ths 
handle the window is locked automatically. 

Superior Casement Adjuster is the strony 
est because it locks on the rod fastened te 
the window and thus combines ths streafta 
of the two rods. 

Superior Casement Adjuster holds ths wia* 
dow firmly at any angle and does not allew 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 

550 W. Lake Street, Chicago 


Quality hangsra and tracks designed to overeoms all the troubles and 
drawbacks of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam ▼^ieal 
adjustment and other features that put them out of the ordinary elasa. Traeks 
sre self-cleaning, bird-proof and mneh heavier than ordinary traeks. '^ey 
please eustomera and build trade Write for catalog showing entira line. 



Roger Beorbift 


Complals atoch earrW at TigofiL Oregon, Branch 


WAONEE MFO. OO., Dept. T. Oodar Falla, lew* 

Digitized by C 
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AN IMPROVED CARPENTER'S TOOL 


NEW NO. 6S 



WKiN 


Try and Mitre Square 


A Popular Priced, Accurate, Durable, Well Designed Tool 

Steel Blade marked both sides 8ths and 16ths, with clear, distinct figures and lines. Move- 
able head securely clamped at any point. 

Combines in One Tool the Try and Mitre Squares with Blade Adjustable in 
Length, the Marking Q-age, Height and Depth Gage and Separate Rule. 


9-inch Retails at $2.00 


12-inch Retails at $2.25 


ASK YOUB JOBBEE’8 SALESMAN 

TAPES—BOLES—MECHANICS’ TOOLS 


Mow York 
Windsor, Ont. 




Saainaw, MIcIl 


Shelby Hart ware j||,r, |, , ojffmincB in Wisliers 


, „ , WE ALSO MAKE 

’ ($1 H ® ' I Hinges, 

Mortise liillty ^ 

^ Bolts, Cup- 

Lateh 

R.t. ■'IT' 'Jk ; Vi, ' C u p b o ard 

C a tehee,. 
Card Hold- 
era, Toilet 

Paper Holders, Qarage Door Holders, Chest Han¬ 
dles, Casement Window Adjusters and Fasteners, 
Sash Locks, Sash Lifts, Mortise Locks and 
Latches, Basement Window Sets, Wire, Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number ox items not 
mentioned. Adc for catalog today. 

The SHELBY SPRING HINGE CO. 

SHEIdSY, omo, U. S. A. 

COAST REPRESENTATIVES 
POND HARDWARE GO., D. K HERMAN, 
Los Angeles, CaL Seattle, Wash. 


I 



Jnit ai in in other oommodity. Onr Wnahert are 
made of the Best Material and with the ntmoet care. 
That*! why the largeat naera of Waahera prefer thoae 
ef onr make. 

We alto make 

WMSNS IfSIMri IH IflSI ra WtlMil 

Ifrtt g H Md StMl Platt Washers 

ef all deaeriptiona. Round and Square, Plain or 
Galvanised. 

Saaealed Rhret Bam FslaR Platas 

mmmWQ IH rHCMI niUS 

PROMPT 8HIPMBMT8 

Wrought Washer Mfg. Co. 


MllwaulcM, WIs. 


Coaat Repreaentatiyea, 

KUOHBON A MERTON, Ine. 

San Frandaco, Oal.; Lot Angalos, Gal.; Portland, Ore.; 
Seattle, Wash.; Denver, Colo. 
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Myers O. K. Long 
Truck Unloader 


The “Pony” Riveter 

Every ‘‘PONY’' Machine will set both tubular and split rivets 
and is the best riveter made for repairing harness. 

This machine is made of malleable iron and steel and will not 
break if abused. 

MADE BY 

F. H. SMITH MANUFACTURING CO. 

3047 Carroll Avenue, Chicago, Illinois 
Manufacturers of 

Bivet and Fastner Setting Machines 


QUEEN INCUBATORS 

hatch chicks that live and grow. 

They are good machines to sell because they are good 
machines to own. You will never lose a customer to 
whom you recommend a Queen. 

May we help you install an incubator department! 

QUEEN INCUBATOB CO., Lincoln, Nebraska 


MYERS HAY 

It will not be long before hey making 
is on in earnest. Already there is a de¬ 
cided stir in this direction—new unload¬ 
ing outfits are being sold and installed 
in advance while the demand for unloaders, 
forks, slings, pulleys and fixtures is grow¬ 
ing rapidly as harvest approaches. Be 
prepared to obtain your share of this busi¬ 
ness by orderii^ now a complete stock of 
MYERS HAY UNLOADING TOOLS. 

You are familiar with Myers qualitv and 
know that Myers Unloaders, Forks, Slings. 
Pulleys and Fixtures, through their speed, 
ease of operation and large capacity, will 
please your most particular customers. 
What else is necessary! Write, telephone 
or telegraph. Catalog and prices by re¬ 
turn mail, if yon do not already have them. 

F. £. Myers A Bro., Ashland, Ohio 

Aahland Pamp md Hay Tool Worka 


QUEEN 


A Ready Seller 

Everyone in your town who uses belts for trans¬ 
mitting power will prove a ready purchaser of 


DIXON'S 


DRESSING 


A sure cure for slipping belts. It contains no 
harmful ingredients and does not deteriorate. 

It is recommended and used for all kinds of 
belting. 

Dixon ^8 Solid Belt Dressing is put up in handy 
convenient bars and may be applied to belts 
without the necessity of stopping the machinery. 

Wrtta for dodUr*» pricaa and BooUat No, 2300 

JOSEPH DIXON OBUOIBLE COMPANY 

^ Jersey Olty, New Jersey v>v^ 
9wf EsUbUahed 1827 VQVO 


Digitized by V •oogie 












NORTHLAND SKIS—TOBOGGANS —SNOW SHOES 

Every one a good sdler -and profitable, too. Order early for next season—prices are down now 
NORTHLAND SKI BIFO. 00., 2330 Hampden Ave., St. Paul, Mum. Vwrit* 


Wilt* 

for 

OaUlog 


“C-B-CO” Bottle Capper 


AUTOMATIC BELEAgE 



Vo Keys! \ 

Vo Spxlngsl ' 

Vo AdJoftiiiontsI 


EASY TO 
OPERATE 


Pat Dec 21. 1920 


No Blocks! 
No Stands! 
No Castings! 


CAPS ANY 
SIZE BOTTLE 


OOMPlaETE IK ITSEIaF 

A home necessity in bottling home made chili sauce, catsup, 
fruit juices, mayonnaise, horseradish, cider, cooking oils, bever* 
ages, or any liquid or semi-liquid that requires an air-tight 
seal. **A8K YOXTB JOBBER'* 

Mfg.byGOMSTOCRBOLTON GO., KansasGity.Mo. 


“CAPS thkm: all 





Easy to operate. 

No danger cutting hand. 

Cuts out top completely. 

Saves every can. 

Opens can of any shape. 

Enables contents being removed 
in whole form. 

It is absolutely SAFE. 

A pleasure to use. 

Guarantees satisfaction. 

Made of best materials. 

Dealm cannot afford to be without 
a stock of them because honsewives, 
hotels, restaurants, grocery, packing 
honse, can goods and brokers sales¬ 
men are all demanding them. 

Flu in V€9t pocket lik9 a **cigaT** 

Write for Prices. Samples 65c Each 

SAFETY CAN OPENER CO. 

STBEATOS, ILLINOIS 


BEST CUTLERY CO. 

Manufacturers of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Woiks 

26 WiUougliby Street Newerk, N. J. 


Gem Jr. Finger Nail Clipper 



The highest perfection in the clipper art. 

THE H. 0. COOK OO., Ansonla, Conn., U. S. A. 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARBEL 

SELLS ON ABBIVAL 

Tbe BELMONT TUMBLER GO., Bellaiie, Ohio 


EYEET TOOL CO. 

Hanufaeturarf of Pnnehaa and Bata 
(hand driTa and foot powar) for 
Laathar, Oloth and Matal. Pa a e b 
Tnbaa, Puncbaa and Diaa. All kladi 
and aizaa mada to ordar. Writo jobbar. 
Booklata fraa. Eatabliabad 1868. 



TAPER OPTIC 


Digitized by 


190 DorelMStdr Ato. 
BOSTON, MASS. 
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Hot Weather and Orders 


These are the days that bring smiles and 
dollars to the dealer selling the Aseptic 
Home Capping Machine. Backed by 
three years of service, they insure prof¬ 
its, good will and satisfied customers. 

Send for your sample today. 


REINHOLD-SHARP & COMPANY 

615 Harrison Streeft, DAVENPORT, IOWA 

Westezn Bepresentattre 
JOHN F. EBaiiET, Lankenhlm, Oal. 



"EASY EMPTYIN6” 

Grass Catchers 

** Favorably known the 
world over'' now made 
ftith 

Re-lnfforeed ^ 
NM-SRppte - 


BnraMa j 

Many exeluaive l 
patented f e a> 
tares and strong 
selling points 
explained in 
Catalog No. 20. 

WriU for it 

SOME OF OXm PAOinO COAST JOBBBSS 


Oslifornia Hdwe. Oo. 
Union Hnrdwsro A Hot 
Oo. 

Hoffman Hdwo. Oo. 
Harpor A Rornolda Oo. 
Falllns’HeOalman Oo. 
Manhall-Wollt Hdwo. Oo. 
HoUoy-Haaon Hdwo. Oo. 


Bakor, Hamilton A Paeifio 

Honoyman Hdwo. Oo. 
Jonion, KIm, Bird A Oo. 
Tho S<Aaw-Batoher Oo. 
Bohwabacher Hdwo. Oo. 
Soattlo Hardwaro Oo. 

Tho Thomoon-Diggs Oo. 


Dunham, Oarrigan A Haydon Oo. 

THE SPECUU.TYMF6. C0.,St PMri,Sina.,U.S.JL 


Ears, Handles, Etc. 

FOR TINWARE MAKERS 



Berger’S Bar 


Onird Haadii 


B. B. Tninbneklo 

Highest quality, finest fin¬ 
ish, largest stock of all 
sises and kinds to bo found 
anywhere. Send for our No. 
9 Catalog showing a com¬ 
plete line of Handles, Ears, 
etc.. Pipe Gutter Hangers, 
Hooks and a complete line 
of TIKMEB8* and BOOP- 
BBS* 8UPPIJB8. 


BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Wareroonou and Factory, 110-114 Broad Street 
PHILADHLPHTA 
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The New “Uberty” 

Postal Scale 

A TRINER, OF COURSE 

_ M The chart indi* 

cator showt in- 
ataatly the 
amount required 
lor all out of 
1^11 town pottage—at 

c®**- 

; 11 rect local pottage. 


woU“inV .‘.5.* 

11 Wi II curacy of oomput- 

^ ® 11 ing the new ratee. 

y payt for iUelf 

^ iMiiy by eliminating 

pottage/* 

^ \ Thit new tcale 

• V it called *‘Llb- 

erty Poatal 
Beale" — eapac- 
ity t wo pounda. 

Finiahed in gold bronze or oxidized copper. 

Order thia TRINER scale now. It'a a quick teller, 
with a good profit. 

TRINER SCALE & MFa CO. , 

West Tw«nty-Firft Street CHICAGO, ILUNOIS 

W. P. HORN dk CO. 

Pacific Ooaat RepreaentatiTea 
Rialto Building; San Franciteo, Cal. 

Lot Angelea Portland, Ore. Seattle, Wash. 


Lot Angelea 


Portland, Ore. 


Seattle, Wash. 


SHUR-TITE 

BOTTLE CAP 


For perfect 
sealing — and 
re-sealing—of 
home bever- 
a ges, ketch¬ 
ups, sauces, 
etc., without 
the use of a 
capper. 



RETAILS 

THREE 


COMPLETE 



Used 

Repeatedly 


Instantly 
Applied . 

Seals 

Positively 


At trac tive 
discounts to the 
trade. 


ORDER 

SAMPLE 

DROSS 

TODAY 


MANUFACTURED BY 

POETEB PBODUCTS OOBPOBATION 

Breweiton - - - - - . New Toik 


COBBLER OUTFITS, LASTS AND STANDS AND HEEL PLATES 


Cobbler Outfits 



B B 



Improved Economical 


Lasts and Stands 


Will always insure 
you a good profit if A ^ 
you buy the best. We 11 

happen to have the H 

best because we have || 

been manufacturing || 

them for over a quar- oH 

ter of a century. II 

Write for latest catalog 
Mid price list 

Guaranteed Empire 


Heel i^lates 



STAR HEEL PLATE COMPANY 

LOUIS SACKS, Inc. 

357.391 Wibon Ave.. Newark. N. J.. U. S A. 


GENUINE 

HUNTER’S SIFTER 

Standard of tlie Wodd 
^ § Since 1880 

Sectional View Order from your Jobber. 
Showing Conatruotlon 

Combines strength, ^uty, '^■•ASlnees ^d du^ 
blllty. Cleanliness always possible 
piece of extra heavy tin plate, 

Handle swedged to body. No soldered Joints to 
come looser Easy to remove all parts for cleansing. 

THE FEED J. MEYEBS MTO. 00. 
BeoBOer Str eet Kamlltoa, Ohio 


! |D 1 >M EL»INE |! 


PAINTS ^ STAINS ♦ ENAMELS 


The eompleta eompsot, diitinctiTe line in hsndy house - 
hold cane—full-tiie, fnil-meaeare. BBTAILS 26 OEMTB 
—no larger eiiee. Big Value for user; Big Profit for 
You. A popular aeller with Hardware trade. Aasort- 
mente eontam all 29 eolore; display matter included. 

Dealer's Asaortmont (SO dot.).•Si’S! 

Jobber's Aasortmuit US dos.>.S1.60 

Open Stock, all colors, par gross. 21.60 

2% Freight allowance, F.O.B. N. Y.. 2% Oaih. 
Wftte for Color Cord, Oreolor and BooM^ 

169-178 Second Ave., BROOKLYN—NBW YORK 
Townley Motal A Hdwe. Oo., KaniM Oity, Mo. 
Pacific Wooden Ware A Paper Oo., Oakland, Oal. 


iz y 
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MR. DEALER 

Have 70 Q placed your Sprayer order for 
19211 We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 



K*. 40 PortaUe Outfit 

Writ# for 
Catalog and Prioof 

ALBERT LEA SPRAYER 

ALBERT LEA, MXEN. 



YOTJ ABE BIGhHT IK 


•«WOBLD’8 BEST*' 

IN HAMB AHD FACT 

World’s Best 
Tubular Track 

6am, Factory 
and 

Warehouse 
Door Han^ 


BA0LU81VE FSATUBE8 
Fr*m« it bett fr»dt mtlleable iron 
WhMl underneath traek preTenta derailment. 

Wide bearint of the wheel distribvtea weight and 
makea it the Bameat Bnnning Ranfer on the market. 


deit Bnnninc Ranger on the market. 


Packed one pair in box complete with bolta: one- 
half dosen paira in a case. 

lYack haua Slidable Bracket, which baa made the 
World'a Beat Hangera ao popnlar with the bnilding 

trad#. 

R jevr Jobber ean*t anpplj jon, we will. 

THE TOPPING MFQ. CO 

For 18 Tanni Safety Door Hanger Co. 
ASHLAND, OHIO, V.B. A. 


NORCRO^S fitRDEN 

cultivators 

t Growing in Demand 

Sell one to a cnatomer—and 
^ou get hla next door neigh- 

Ooraes in (8) aiseiL 5- 
PRONG, 3-PRONG and MID¬ 
GET, Buited to both Men and 

The “NORCROB8** ia Dia- 
tinctirely a "Qnality" Line. 

Handsome in appearance 
and built ^to ^ire long Senriee 

You’11 enjoT aelling them 
because of their wonderful 
efficiency—and becauaa you 
can confidently recommend 

More than 300 Jobbere carry the ^ 
_"NORCROSS" Line U 


Manufactured by 

C. S. NORCROSS & SONS 

Bnahnell, Ill. 
Distributed by 
LEADING HARDWARE 
JOBBERS 
EVERYWHERE 


GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

r{ We are the man- 
Jl III ufacturers of the 

^ original ‘Novelty’ 

J B W i! i Pump for WELLS 

]|JLr Sjj and CISTERNS. 

ml li ii ^ patented han- 

i ^ ^ ^ attachment 

i renders it the most 

j durable, easiest 

I working and best 

) fitted pump. 

Its imitations are 
“ far inferior, be- 

[HK lli cause they are not 

accurately con- 
i^l Wa structed and do 

gp ^ uot produce as 

JHl ^ large a volume of 

^ water with each 

* Don’t delay— 
write for circular 
special prices 
(No. 130) once! 

THE HESS-SNYDEB 00., MassUlon, Ohio 


Digitized by 


■oogi 
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Dealers Display 
Assortment 

No. DB 5 

Size 26" by 26" 

This display board is made of quar¬ 
tered oak, hand rubbed and is in the 
natural oak finish. 

On it is mounted a Deealcomania 
Transfer, showing the wrenches in ac¬ 
tual size and natural color. 

Hooks on the board permit a com¬ 
plete assortment to be carried and sold 
direct from the board. 

It is furnished with the assortment 
listed below at the price of the tools 
only, at the regular list and discount. 


6 only, 4-inch wrenches, list.$3.90 

12 only, 6-inch wrenches, list.7.80 

12 only, 8-inch wrenches, list.9.60 

6 only, 10-inch wrenches, list. 6.00 

3 only, 12-inch wrenches, list. 4.50 

1 only, 15-inch wrench, list.2.25 

1 only, 18-inch wrench, list. .3.26 

6 only, 6-8-inch wrenches, list.7.60 

3 only, 8-10-ineh wrenches, list.4.60 


Order from your jobber. 

CRESCENT TOOL CO. 

JAUESTOWN. N. T. 



An Adlievement 

The New Savage .300 



This emrtridgs is mmds hsth with ssft nsss mnd fmii 
mstml cast MUt 


The sportsman’s need for a sporting 
cartridge combining the extreme efficien¬ 
cy of the .30 Government Cartridge has at 
last been met by the Savage .300. 

The Savage .300 retains the principles of 
trajectory—penetration—and accuracy of 
the famous .30 Govt.—but in more compact 
form and for lighter, more convenient, 
genuine hunting rifle. 

With a 150 grain pointed bullet, 2700 ft. 
seconds muzzle velocity, an accurate range 
far beyond hunting* requirements—it is 
made possible on the 1000 yard military 
target — the Savage .300 brings to the 
shooter the highest development of ammu¬ 
nition for big game shooting. 

The model 1899 lever action and the 
model 1920 bolt action Savage rifles will 
be chambered for this new cartridge. The 
construction of the actions of both these 
models permits the use of soft nose pointed 
bullets without deformation to the points. 

Order your stock NOW for this Fall’s 



Arms Corp<iratio)N 
TITIOA, NEW TORS 

Executive and Export Offices: 50 Church St., New York 

Offers and Opereters ef 

J. Stevens Arms Company. Chicopee Falls, Mass. 
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SPRING HINGES 


STANDARD FOR OVER 15 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICB^EST TO SELL. Easiest to apply. 

BOBfMEB SPRING HINGE COMPANY, Manufacturers, Brookl3m, N.T. 


This is a strong, durable, convenient 
general purpose Clamp. 

Send for our new catalog showing complete line 
of up-tO'date Clamps, and many other 
GBAVE QUALITY»5 TOOLS, for which you 
would have a ready market. 

THE CINCINNATI TOOL CO. 

Montgomery and Waverly Ave., Olneinnati, Ohio 

Please address all orders and inquiries as above. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HABDWOOD WOBKING 

© r The Forstner Labor Saving Auger Bit. unlike other bits, is guided 

■SSSSSS55SSi^^^^^ ^ts Circular Bim instead of its center; consequently it will bore 

- any arc of a circle and can be guided in any direction regardless of 

_ grain or knots, leaving a true polished surface. It is preferable and 

more expeditious than chisel, gouge, scroll-saw, or lathe tool com* 
I bined, for core-boxes, fine and delicate patterns, veneers, screen 
-* 'work, scalloping, fancy scroll twist columns, newels, rijbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFC. 00., Dept. “A,” Torrington, Conn. 

Enquire of Your Hardwire Jobbers, or Write Us Direct. Supplied in SeU Write for OaUlofU 


Write for 
Prices 


We know that Bergman's Queen City Adjustable Wrench 
will make good—that it will please your trade. And 
we seek the opportunity to prove It. 

It is the one wrench with a scientifically designed 
curved handle that conforms strictly to the shape of a 
man’s hand. Easier to grip and use, prevents hand 
from slipping. Also of inestimable value for working 
in hard-tO'get-at-places. 

Made of drop forged steel, carefully pack hardened with 
a jaw of special steel of high tensile strength. All 
sizes from 4-12 inch. 

Bergman Tool Maanfacturing Oo. 

Buffalo, H. T. 


“A New Tool for 
Any Defective 
One” 

is the guarantee under 
which this wrench 
is sold. 


C. W. GAUSE CO. 
693 Mission Street. 
San Francisco, Cal. 
Coast Representatives 


‘QUEEN CITY*’ 
The Wrench with the 
Curve that Pits the Hand 


Digitized by 


Google 
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Vaughan’s Uncle Sam 
Hammers 

Made of Vanadium 

Competent mechanics insist upon high- 
grade tools. Standardize your stock, re¬ 
duce scattered investment and increase 
profits by concentrating on V & B Tools. 


No. 41. 20 01 .; 41%, 16 01 .; 
42. 13 01 .; 42yi, 10 os. 


Vaughan’s Uncle Sam Supersteel Hammer 
is pre-eminently a quality tool. It is the 
strongest, toughest nail hammer made. 

VAnOHAN & BUSHNELL UFO. 00. 

Pot Otw 60 T,wi Mdnn of Tliw Tool. 
2114-2138 OuroU Av«. - - - - OUcago 


Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

_ Tim Uahrersai Tire 

u ^ CarrierLock 

n Adapted for om 

on ALL cars. The 

Oakland, Ohevro- 
W ™ let, Dor^ Nash, 

Ho. 1008 Haynes, Ford, etc. 

Size across case 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is % of an inch. 

Oase—Heavy, cast brass, polished. 

Shadde—Formed nickeled steel rod. 

Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys mth each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMAKBR HARDWARE GO. 

Lancaster, Pa,, U. 8. A. 

Weetem Sales Bimresentatives 
K. D. TYUSB a 00. 

4tli Floor Higgins Bldg., I>os Angeles, OaL 
1033 Hearst Bldg., San Frandlsoo, OaL 




MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NOBWIOH, N. T., U. a A. 



A THE BRAINERD LINE 

/ o \ BOX. OHEST. BEFRIOERATOIL OABINET, 
[l\ / FUENITURE TRIMMINOS 

\ / IN 8T00K FOE PROMPT SHIPMENT 

W THE BBAINEBD MFO. CO. 

No 578 Rocheater, N. Y., U. S. A 


'< 0 


THE ARROW WRENCH 


DROP FORGED 


HEAT TREATED 



A QUALITY TOOL 

‘‘That^s a nice looking tool.'' This expression 
is invariably given upon inspection of the Arrow 
Wrench. 

But more important, It has the stuff in it. Arrow 
Wrenches are made to meet the hardest kind of 
usage. 

ABBOW TOOL COMPANY, Inc., Buffalo, N. T. 
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How the Hardware Dealer 
Can Sell More Levels 


Lots of good workmen don't feel thej need a 
new level until they see a Sand’s. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand's level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

You not only get the business of the man who 
cannot resist buying when he sees a better level, 
but you get the business that goes to the mail 
order house when you do not stock and display 
levels. 

You can hold all the level business with the 
Sand’s line, for there are levels in pine, walnut 
and aluminum for all workmen qn every kind of 
work. The price range covers all competition. 
Your jobber will be glad to supply promptly. 

The following features were originated and first 
applied hy Sana’s: The walnut level, the aluminum 
level, the solid set spirit glasses, the plate glass leUS 

f >rotection for spirit glasses and the friction grip wire 
oeaters to define exact center instantly. 

Write for fully illustrated folder describing Sand’s 
levels for accurate workmen on every kind of work. 

J. SAND & SONS 

4866 BIVABD ST.- . . DETROIT, BllOa. 



The World's Standards 

‘‘SPECIAL’’ and “No. 1“ Sawsets for 
hand saws not over 16 gauge. 

No. 3 Sawset for Cross-cut and Circular 
saws 14r20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 grange. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops. Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap I^pensers 

CHAS. MORRILL 

104 XikfayMte Bt. K«ir Toik. K. T. 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 

Also: Babco Screw Anchors 

Sebco Toggle Bolts 
Sobco Concrete Biserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Caamps 

STAR EXPANSION BOLT CO. 

Tnkto Marii 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

Kew York Chicago 



S Cut Your 

Gauge Glasaes 

The Sure and Easy Way 

A Blight thumb pressure does the trick— with 

Wilkins Qango Glass Cutter 
CEO. H. WUUNS GOMPMIY, 180 N. Market St, CMcaga 

Western Bepresentstlves, 8PBAKE SALES CO.. Inc. 
Prentiss N. Bice P. H. CThown C. E. Wood 

506 Charles Bldg. 1121 Gasco Bldg. 202 Postal Tel. 
Denver Portland San Francisco 

G. T. Sprake. 216 Higgins Bldg.. Los Angeles 


SeDs to Every 


Belt User 




Your market 

^ for Blue lUbbon 

^ ^ Belt Dressing is lim- 

ited only by the number 
^ of belt users in your viein* 

ity. The quality of the Dressing 
is high enough to suit the most dis* 
criminstmg pur^aser. Ask your whole* 
aaler for it or write for prices and samples. 

n ’Q Mrfi M 827 S. LASALLE ST. 
O inrila VUa OHZOAOO, tt.t. 






THE JOBBER’S MFG. 00. 


“ THE 
"CANNON 
OILER” 


FORCES 
THE OIL 
ANYWHERE 
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Cmboo Psap 

Oilers 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition o.. can. 

1 pt, 1% pt, 

1 qt. 

Write for 
Catalog. 

CANNON 
OILER CO. 

SaithsbQn. DL 
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The Only Wrooj^t Iron Anvil Mannfac- 
tnred in the United States 


HERCULES COLD SODER 

THZ HETAL MSNDEB 


Maiidt any leak in any metal quickly and permanently, 
without heat or acid. Just apply Hercules Cold Soder. 
a semi-liquid, from tube, eoTenng hole or crack. Fixes 
household utensils, brasA granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National adrertising is intensifying demand. 
Ask your Jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept A 00T7N01L BLUFFS, ZA. 

AMERIOAN MERCANTILE OO., 510 Battery Street, 
San Francisco, Oalif., Export Representatires 


The hody is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FOBQINa 00. 

Oolmnlnia, Ohio 


SAMSON SPOT SASH CORD 


Kxtra quality, ruaranteed free' from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sises and colors, 
for all purposes. Carried by all jobberp. 

Bash Oord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Bope Chalk Lines 

Send for catalogue and samples 

SAMSON CONDAOl WORKS - B—tom. Mass. 

JOHN T. ROWMTBES, ZHO.. Rep. 

Saa Fraaciseo, Z^os Angeles, Seattle, 

Denver, Salt Z«ake City 


Lockwood Locks, reco^zed 
as standard goods, are well- 
made, of long life and afford 
the users unexcelled security. 
The line includes locks for all 


Locknood NassfactBrisg Go. 

Manufactulera of 


BUILDERS’ HABDWABE 


SOUTH HORWALK, OOBV., U. A A. 


F. O. HZ0OZII, Fadfle Ooaal RapreaaiSallve 
SSSS HlUigaaa Ave., Besicelay, Oalif., U. S. A. 


Lockwood Designs, which can 
be had to harmonize with 
every architectural style, are 
pleasing in design and cor¬ 
rect in their details. The 
wrought designs, for low-cost 
houses, are particularly at¬ 
tractive. 


purposes. 




Highect Award (Medal of 
Honor) for FILES and 
RASPS, Panama-Pacific 
InUmatidhal Exposition, 
San Francisco.*' 


BtahHahad 1868 
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Gilson Garden Tools 

Have proven IdTe Sellera wherever 
shown. They get the weeds out of 
gardens and cash into the dealer's 
till. Write today for catalog and prices. 

J. E. aiLSON CO., POET WASHINGKrON, WIS. 


Anyone 

one 

ence or 
Write 
b^klet 

raECISWI MeiraE a TNI a.. Salei Offlet 541 EmIHm 
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Preeisioi Ke Mitliii 

Anyone ean ent t perfssi 
dnplieate of any Tsls 
type key in less thsi 
one minute. Maekiae ii 
automatic. No expert* 
ence or skill n eeee isi y. 
Write for de^ptlw 
booklet today. 


n.lHcrtMaPi. 


AMERICAN SEAL 

PAINTS and CEMENTS 

**MAKE GOOD” 

WITH TOU AMD TOT7B 0U8T0MEBS 

STAND FOB 

QUALITY and DURABILITY 


WBITE US FOB DEAl^’S PBOPOSITION 
MANIJPACTDBED BT 

The Wm. Connors Paint MIg. Co. 

1862 TBOT, N. T. 1921 


Standard 

Carpenter's Chest 


Improved 
Carpenter's Chest 


General Servloe 
Chest 


Complete your Win* 
dow with a Display 
of these Zinc Cov¬ 
ered Tool Chests 


Send for samples and feature aggressively 
these new Union Tool Chests for . carpen¬ 
ters, electricians,' steam fitters', garage 
mechanics, and others. Efficient, inexpens¬ 
ive and durable, you will find sales on 
these 


come readily, due to the stimulating demand that copies 
from all sources for a moderate priced metal covered 
tool chest. 400 dealera now handling them admit this 
new line is the leader in lo-w priced tool chests and a 
sure profit maker. Write for particulars on our gener* 
ous offer on samples to dealers. 

UNION TOOL CHEST CO., iOS Sil ^ NMhwtw. a Y. 


WOOD SCREWS 4 

MACHINC sesewt STOVE SOLTir 

SET SCREWS CAR SCkEWS 

RIVETS SURRS SOLTS NUTl 

^ REED A PRINCE MFG. CO. 

Main opyice asp Rlast. Worceoter. Maos., u. s. a. 
•ranch. 121 NORTH JEFFERSON STREET. CHICAOO. ILL. 
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Have Just Built a House 
Out of the Profits of My 
2 Hatfield 
Machines 





was the gleeful 
way one of our 
customers recently 
spoke when giving 
us an order for a 
12-blade machine. 
Now running 2 12- 
blade machines. 
Nice—sure and he 
made a living out 
of the business at 
the same time. 


We make 1, 2, 4, 6, 12, 18 and 24 blade 
machines. Write for Catalog and Prices. 


Hyfield Mfg. Company 



292 Church St. 


New York City 


AT $6.00 BETAIL i 

The Mott Wonderful Air Ride 
Ever Invented 

Different from All Others 

ORDER NOW from jonr jobber or 
write us direct for full information 
regardinr the only ORIGINAL PUMP 
GUN FOR MEN AND ROTS, always 
in great demand. Sample on request. 
Attractire discounts. 

Baaiaisii Mr Rifle « Riff. Co. 

Broadway A Wasliiiigtoii 
ST. LOUIS. . . MI880UBI 

Padfie Coast Representatlyos 
MCDONALD A LINPOBTH 
Call Bldg., San Francisco 




Quality is the first 

Consideration in build* 
ing Marvel Nitrogen 
Lamps 

(ALL SIZES) 

Y OU are assured of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 


Write or Wire Us 
for Details 




Brite-Iite Lamp Mfg. 
Company 

214 Oxford Stroot 
ProTidence R. L 


At a Popular Price 


The Benjamin 


A BEAL PUMP AIR RIFLE 
ONE STROKE OF THE PUMP AND YOU CAN SHOOT 

POWERFUL and ACCURATE. Works on the same principle aa Air 
Drills and Air Hammers. Shooting power always under your control. 
Each stroke of the ^n increases the shooting power. One to four 
strokes all that is orainarily required. Never loses its shooting force. 
Absolutely safe, holding the compressed air for some time. You do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can easily 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Gun is then only 23 inches long. 



/ SPINNEBS 

THE ONLY ( BASS SPOONS 

GENUINE ) OONNBOTINO 

\ BINES 

AL WiLSON ( 

Famous from Pacific to Atlantic for workmanship 
and ipaterial.^ 

Order through your jobber Write ni for eitalog 
AL WILSON CO., Williams Building, San Francisco 


A good 
Profit 
for you. 



EVERY FISHERMAN 
NEEDS 


Hall Automatic Gaff 


Only Practical Gaff Made. 
Weight, 20 oz.; 
Length 17 in. 


Hall JUitomatic Fish Spear 
and Gaff Co. 

601-3 Boston Block 
MINNEAPOUa MINN. 
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Save on Your Bujring of Hand Implements 

Your opportunity to buy European, implements for vineyard, orchard, or 
garden direct from exclusive importer. 





Dorian Scythes 

Both Full Ourvo and Half Ourve. HigheBt Grade Steel, tempered by 
secret process. Keeps the edf^ 


IDEAL 

Sulphur Machine 



Most economical machine rnm.Ajk 
lon^ stroke; makes work eaay, doable 
action TOrformin^: twice the work with 
same labor; one man can do the work of 
two; two air ohambeza with doable ae> 
tion, makes steady overflow. Oapaehy 
1% gallons or 25 pounds sulphur. 


Genuine Rieser Pruning Shears 

Sizes 8, 8^, 9 inches. 



Imported Vineyard Sulphur Bellows 




« « n . .. Weight 8% lbs. Sise 

Flat Prong Builca Hoes s%z9 

Length 12 to 20 inches. Thieknees of Weight 4 lbs. Siae 
prongs, ^ to 2 inches. lOVizl# 

GRANUCCI HARDWARE CO. 

Importiiig Agents for North America 
Send for Prices and Catalog H. W. 

6S3-647 Front Street San Fraadsoo, OaUfomi 



BELLOWS 


^ ^ . Small aixe used for inseei pew* 

San Fraadsoo, OaUfomia dw. Capacity, l qnajt. 
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FIRE PLACE FIXTURES 


Basket Grates (Portable) 



Andirons 


All Solid Cast Iron* Hammered. A High Grade Line in Attractive Designs 





Fire Screens 



Made in Round 
Steel Rod Mat¬ 
tress Weave, 
also Flat Brass 
Frame with 
Square Mesh 


Detailed deecrip^ 
tion, siaes. pricee 
and hirtherinfor- 
mation will he 
furniehed upon 
application 



DUNHAM, CARRIGAN & HAYDEN CO., San Francisco, Cal. 
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TOOL FOR EVERY USE 

FULLY WARRANTED 


Tools and Cutlery are manufactured especially for Pacific Coast trade 

BAKER, HAMILTON & PACIFIC COMPANY 

:SAN FRANCISCO, CAUFORNIA 
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Opening 


Handle 
Baised Seat 
Encaeed 
Washer 


Standard Brass Casting Co 

Main Office and Factory 
Oakland, Oalif. 


Sales Office 

823 Monadnock Bldg^ San Francisco 


H. W. WUESTHOFF 
Sales Ugr. 


BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
Hardware Trade 




Garden Broom 


A strong, light flex¬ 
ible broom rake made 
from spring sted 
wire with spruce 
handle. 


Fat. 

Applied 

for 


'Plied M A garden tool which com- 

5 bines the advantages of the 

I garden rake with the light- 

1 ness and convenience of the 

\ broom. It accomplishes sur- 

I prising results in removing 

cut grass, dead leaves and 

( garden litter of every de¬ 
scription. 

K Operates with an easy sweep- 

f ing motion like a broom. The 

\ user stands erect and saves 

^ tiresome bending of the back. 

I Not only rapid, but thorough 

Ij —nothing escapes the fine 

I spring steel wire tines. 

'A i 

•• I Substantially constructed 

I and will stand hard usager. 

“Rainbow” Lawn Sprinkler 


Throws a fine 
uniform spray 
over rectangu¬ 
lar space. 


Strongly built. 
Needed wher¬ 
ever there is 
a lawn oo* gar¬ 
den. A ready 
seller. 


Both aboT^rodncts for sale thm jobbers 
Wnte to ns for folders 

Madewell Pipe & Culvert Works 

East 12th Street and 25th Avenue 
Oakland, Oalif omla 


'^AOEWEl*' 
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Pure Manila Rope 

“Seaport” Brand 



TRADE MARK 


“Seaport” is a Pure Manila Rope with Government 
Standard Strength Requirements for Manila Rope. It 
is proper rope for Hardware Store trade, where a 
manila rope is desired. 

Ask your Jobber for this Rope. 

THE PORTLAND CORDAGE COMPANY 

Portland, Oregon ... Seattle, Washington 


GARDEN HOSE 



WBITE FOE CATALOGUE AND PEICES 


Goodyear Rubber Company 

E. H. PEASE, Prest. J. A. SHEPPARD, Vice-Prest. H. E. PEASE, JE., Treaa. C. P. RUNYON, Secj. 
539 Mission Stroet, Nos. 61, 63, 65, 67 Fourth St., a Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 


GOODS SOLD TO THE TBADE ONLY 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Ouaranteed Merit, from a 
House Famous for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 



Wholesalers—Jobbers 


Strevell-Paterson Hardware Go. 


HONEYMAN 
Hardware Company 


Park at Glisan 


Fourth at Alder 


SALT lAEE OITT 


White Mountain and Seeger 
REFRIGERATORS 

TOLEDO STEAM COOKERS 

Nesco Perfect 
OIL COOK STOVES 

Domestic Science 
FIRELESS COOK STOVES 

GAS PLATES 
GARDEN HOSE 
LAWN SPRINKLERS 

CAMP EQUIPMENT 
In Tents, Beds, Cots, Chairs 
Nested Cooking Utensils, 
Etc., Etc. 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLIER 

Hardware Company 

Spokane, Wash. 


Established 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


WHOLESALE 

ONLY 

Auto Accessories 


Plymouth Hope 
Automatic Waaheni 
Sargent Hardware 
Acme Paints 
Bawliugs Sporting 
Goods 


Peninsular Line 
Furnaces, Ranges 
and Heaters 
Schnttler Wagons 
Mill, Ifining and 
Logging Supplies 


Automobile Accessories 


Prompt, Courteous Service 
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Service —Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware” 


Salt Lake City 
Utah 


The ^a(f Lake 

cHardw 


cHardware Go. 


Pocatdlo 

Idaho 


If yon are one of 
onr cnstomen yon 
know them. 

If yon are not one 
we want the oppor- 
tonity of diowing 
yon why it will be 
to yonr intereat to 
send ns yonr orden 


The House of Fair and Square Dealing—Ask Onr Customers 

evebtthuto nr habdwabe, ntoir, fife Ain> house¬ 
hold UTENSILS. SPOBTINa GOODS AND OUTLEBT 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 


Digitized by ^ ■oogie 












September, igsi 


HARDWARE WORLD 


73 - 

















74 


HARDWARE WORLD 


LET YOUR FALL ORDERS 
FALL OUR WAY 


YAKIMA 

H2U’dware Company 

YAKIMA, WASH. 

Wholesale 


JOBBERS OF STANDARD LINES OF 
HARDWARE AND AUTOMOTIVE 
EQUIPMENT 


Orders Filled 
Seme Dey 
as BecelTed 



Prompt 

Oonrteoas 

Senrloe 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for us to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE ft FXTBNACE 
REPAIR WORKS 


liAX BUBEVS 


Incorporated 
M. H. BUBEVS 


J. X. BUBBVS 


8POKAKE, WA8H1KGTON 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWAEE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

SOfo OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Associatioii. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return iD<i^ 
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Short Ohinmey Oil Storo 


WRITE FOR CATALOG NO. 128 


We now have a Lzu'ge Stock and Assortment 

of Oil Stoves 

SEHD TOTm OBDEBS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMEBICAK STOVE COMPAMT 

C. H. SCHIECK _ , 

We also carry a large Pacific CoMt Afont carry a large 

716 Indiana St., near 19th SA, 

OOAls BANOSS San Frandaco. Oal. OAS BANQSS 


We also carry a large 
line of 

GAS BANOE8 


Onpola Bnmtr Oil Storo 


Johnson Electric 'Washer 

t The only washing machine selling at this time—WHY ? 

Because the housewife wants a washer LOW IN 
PRICE—EFFICIENT and ECONOMICAL. $110 at 

SIMPLE and EASY TO OPERATE—COMPACT and 
ECONOMICAL—fits into a space 27 inches SQUARE. 
The JOHNSON popularity is created by satisfied own¬ 
ers—ASK THEM. 


BOILS the water— 

STERILIZES the clothes— 
REDUCES TIME and LABOR — 

Dealer! wanted erery- 

<1^ excepted). Write As an INVESTMENT the JOHNSON LEADS 

for partiealarf. 

Johnson Electric Washer Co. 

40th and Adeline Streets, Oakland Factory and General Office 
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The 

Schaw - Batcher Co. 

SACRAMENTO, CAL. 


WE OFFER YOU 


Hardware 

Tinware 

Enamelware 

Ammunition 

Builders* 

Hardware 


OF 

DEPENDABLE 

QUALITY 


PROMPT AND EFFICIENT SERVICE 


Wia 5 SMHMKUMS OCVKK 

me Appua ron 

“There’s a Reason Why This Business 
Increased 100 Per Cent in 1920. 

Three Superior Qualities 
Durability—Efficiency—fnionpnnw 

Made of steel nlTsnised pipe. SsTes 26% or Water 
Bills. OoTers 25% more surface with same water. Me 
Bust—Mo Leaks--8olid Standards—seeurelr attaehed. 
Mo bendinr or breakinf. Hose eonneotion BEST made. 

The Spraj is distributed equally, eoTerin# erery 
space and oomer. 

Made in all Lenrths, and to suit any pressure. 
Guaranteed for 10 years* serrioe if properly oared for. 
Ask your Jobber or send direct to the ^otory for 
our descriptiTe folder. 

WILLS SPBINELEB CO. 

8110 FLOBBirOB AVB. &OS AmSUS 
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Thompson Adjustable 
Sprinkler Head 


Sold Through the Jobbing Trade 

Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


“Attracts Buyers” 

—so say Dealers who sell 



Triple-service SPARK Range 

Bums Coal, Wood or Gob 
together or separately 

This SPARX Range is a magnet to customers because 
of the combined service its utility features give. 
Women are quick to see in this stove greater con¬ 
venience in cooking, fuel economy (through time 
saved), special sanitary advantages, moro leisure 
hours. Hence, they choose this SPARK triple-service 
Range. 

Why 

It Sells Rapidly 

Because it is as compact as a tool 
chest—only 38 inches wide, 26 
inches deep. 

Because it has three independent ovens 
(two visible overhead gas ovens— 
one will hold 18-lb. turkey; the other 
broils or boils— no fumes). 

Becausel its nickel, glass and enamel 
trimmings insure sanitation and easy 
cleaninc^. (Basic construction is of 
rust-resisting steel.) 

Because it is as serviceable as it is 
good to look at. 

In a word, this SPARK Range sells because it 
satlafles. It proves its merit on sight. 

If yowr locaikty is not represented, mrite 
for C/ie ejcdusioe Agency for this SPARK 
Rango-~**tho rtovo of the future" 




Onaranteed for Five Tears 
Made in a daylight plant by 




laMUMPe- 

OAKLAND CALIFORNIA. V.SJL 

Portland Seattle Loe Angeles 

F. L. Green Co. F. L. Green Co. D. D. Adams 
Portland Fnm. 62 Pike Street 882 South Spring 
Exen. Bldg. 
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FORTY-ONE YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1921 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Otdy 


693 Mission Street, San Francisco, Gal. 

Samples and Prices on Request 



STOVE & FURNACE REPAIRS 

Welding for All Makei Bepalrs and Wicks for New Perfection and Pnritaii Oil Stores and Hent^s 

JOBBERS MYER S. RUBENS WHOLESALERS 

D I A TT 17 D C Nlckd, Sroue. Copper. Of A T 17 D C 

T 1-1 /\ 1 JZi lx O Brus, Blue and Onn Metal Orldfalng T l-i 1 SL Ix O 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

_ Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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FOE OVER FIFTY YEAES THE NAME E. A. BERG HAS STOOD FOR 

l^\ Highest Quality on Tools and Razors 

Western States Representatives for this HIGH 
GRADE LINE. We can now make prompt shipment of Pliers, Plane 
Irons, Chisels and Razors. 

We are also sole American Representatives for the famous 
Bl m (KRON SAGER) SWEDISH HACK SAW BLADES, the HIGHEST 
/mS ■ QUALITY BLADES MADE, AT PRICES NO HIGHER THAN 

^ 1/ Y ORDINARY BLADES. Write for Prlcea 

BENSON IMPORTING CO., 620 South Hill Street, Los Angeles, Califomia 


0. UNDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 



rt oi MPANNED. BRASS i 
TINNED WIRE 


BM Cages and Ci^e Sundries 

A, L. Oonser, 703 Muket Street, San Prendeco, Oil. 

B^reeenutlTe for Califomis 
T. D. McLean, L. 0. Smith Building, Seattle, Wash., 
BepreeentaUTe for Washington, Oregon. Idaho, 
Utah, Montana and British Columbia 


Handle is jointed in the middle for 
storing away. 


PLACED 

OPERATED 

REV^ERSED 

WITHDRAWN 


by one hand from 
end of handle 


No. 14, FOB 3000 LB. CAB 
No. 16, FOB 5500 LB. CAB 


LANE BROS. CO., Manufacturers 

River St., Poughkeepsie, N. Y., U. 8. A. 



BOLLER’S crank mop wringers 

Can Ba Uaad Evarywhara 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
wb^re one sale means repeat orders, stock our line. 

PETER ROLLER MACHINE WORKS, 122-124 N. Curtit St, Chicago, lit 

Pacific Ccaat and Inter-Monntain BepresentaUvaa 
THAYEB a BOWBE 

846 Monadnock Bldg., San Frandaco, 320 Story Bldg., Loa Angelos 

Seattle and Denver _ 



E25STOaC^ 


year stock—best and cheapest means of 
I identification for Boss, Sheep and Cattle. 

I Name, address and number stamped on taaa. 
ICatalog mailed free on request. 
|p.S.Burch&CQ. 278W.HuronSt.ChicagqJ 


PHILADELPHIA 

HAND—HORSE—MOTOR 

Largest Makers of High-Grade Lawn Mowers 
in the World 

THE PHTLADEInPHIA LAWN MOWER CO. 
31st and Chestnut St. Philadelphia, Pa. 


9f 
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Arms and the Man— 

Machines and the Woman 

^BRAHO^ The two big things to watch in the world today are: 
Q Mailing the Home a Paying Ihdiuitry and Making Xodiiatry 
a Fileiadly Home. 

If you look back, you will remember that the first * * ma- 
^ B i chine” to enter American homes was the Clothes Wringer 
and the most Clothes Wringers have been Anchor Brand. 
Anchor Brand sells first. It will also stay the longest. 

ANOHOB BBAND OI.OTHES WBINOEBS 

LOVELL MANUFACTUBINO 00., . . Erie, Pa. 

Largott Mannfaetanrs d Clothes Wxlngers in the World 


American Portable Scales 


Hardened m p ^ Made of very best ma- 

Tool Steel Hf* terial and workmanship 

Pivots. H X throughout, neatly fin- 

^carately Hj ished, strong and per- 

sealed. n fectly accurate. 

Owanteed. I better scale on the 

market, and the low 
interest you. 

We make the complete 
line of sizes; also weight- 
less scales. 

Write for Catalog and Johhort Prices 

AMERICAN SCALE CO. • Statkm B, Kauas City, Me. 




Folding /'r^Tn^T^TiOTT^ Beddlc k 

Mole 

Doll Traps 

Scoopa 

Wire Champion 

Fleeh mJiAvolnk Aah 

Forka Sifters 

Specify Beddick National^ Adyertised 
Wire ^>edaltieB 

From your jobber or direct from us. 

MICHIOAN WIRE GOODS COMPANY 

002 Second Street, mies, Mich. 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the ChiU in It” 

The name ‘‘WHITE MOUNTAIN'^ for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN “ the best refrigerator in the 
World. 

Our “STONE WHITE“ Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To leam the excellent qualities 
found in all “WHITE MOUN- 
TAIN“ Refrigerators yon should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H., U. S. A 



mame manuiacninng \jiompany - nasnua, ti., u. o. 

BKA2VOH OFFZOBS: 

Now Tovk Olty Booton, Maaa. AtlaaU, Oa. DalU«, Tezaa San Fraadico, Oal. Denver, Oolo. llalboaxiM, Ana. 

PACIFIO COAST DISTBIBUTOBS: 

San Frandfco.Donham, Oarxlgan A Hayden Oo. Portland.Bonoymaa Hardware Oe. 

Sacramento.Millor-Enwxlcht Oo. Seattle .Schwabaeher Hardware Oo. 
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NEW YORK STAMPING COMPANY 


EstabUshed 1873 


MANUFACTUEERS OF 


Incorporated 1876 


SHEET METAL SPECIALTIES 

IT WILL PAY YOU TO STOCK OUE 


Fast Moving Line 


Acme Gold Handle Steel Fry Pans 
Acme One Piece Steel Spiders 
Empire Cold Handle Steel Griddles 
Acme Steel Skillets 
Polished or Unpolished 
Steel Stove Shovels 
Eclipse Curry Combs 
Reform Curry Combs 


EMPRESS WARE 
Coffee Percolators 
Chafing Dishes and their accessories 
Casserole Dishes 

Liquor Mixers Tea Kettle 

Baking Dishes Trays Fancy Baskets 

Housefumishing Utensils 
Hotel, Restaurant and Cafe Supplies 
Etc., Etc. 

Made in Solid Brass and Copper 
Nickel and Silver Plated 
Filtrola Percolators 
Gem Egg Slicer 


IF YOUR JOBBER CANNOT SUPPLY YOU WRITE 
Offices and Factory 

NORTH ELEVENTH AND BERRY STREETS, BROOKLYN, N. Y. 


Portland 


Pacific Coast Representatives 
WM. P. HORN CO., Rialto Bldg., San Francisco 
Los Angeles 



ROCK-A-BYE 

NURSERY ACCESSORIES 



ROADSTER NO.IO 


' 9 

ROCKER NO.24 


WALKER NO.ie 


Perfection Manufacturing Co, st.louis.missouri. 

Leffingwell ave and Montgomery Street. 


Digitized by 


Google 















82 


HARDWARE WORLD 


Hardy’s 

“Campers 

Friend’’ 



A **DoMm to the Minute** 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
gasoline cook stove and a metal service 
Dox, in which to carry a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26V^x3S 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—^With the **0amper8 Friend** you stand 
up and cook with ease and sit down and eat 
in comfort. 

—^It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

—There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this up-to-date” outfit. 

Write for PrlceB and Dliistrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OBEOON 



MADE IN OHIO. U. 8. A. 


ALUMINUM 

“Real Solid” 

The BOXiZB" LINES has been for 20 

years, the Strong, well known, dependable 
Aluminum line of EUtchen Utensils. 

Our Policy is and has been to alve the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage. 

"REAL SOLID" WARE 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 



TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The beet on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and bum off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac- 
ticaL This makes the‘'BEAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 


The Buckeye Aluminum Cempany 

WOOSTER, OHIO 
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AKTI-BVST BOPES 

Saturated with oil they exclude all mois¬ 
ture and prevent rustina or pitting. List 
price—for shotguns ana rifles, 60c; for 
revolvers, 30c. State cal. or gauge. 

NITBO SOLVENT OIL 

Wonderful preserver of outing equipment 
—dissolves residue of all powder, includ¬ 
ing Cordite. Prevents rust, stops corrosion. 
List price, 2 oz. bottle, S5c; 6 oz. can, 
65c; 1 qt. can, $1.75. 

WATEBPBOOF MATCHBOX 

Keeps matches bone-dry, even under water. 
Seamless brass, nickel plated, size 10 ga. 
shell. List price 60c. 


^ Implements 

Sell equipment that's known to outdoor men and 
increase your profits with less sales effort. Marble ^s 
safety pocket and camp axes, knives, gun sights and 
cleaners, compasses, etc., sold by leading jobbers— 
write us if your dealer can't supply you. Liberal 
discounts from these list prices. 

EXFEBT KNIFE 

^ “ Designed especially for hunters, trap- 

[ pers, guides. 5 in. blade, leather 
nandle, aluminum tip. List price, 
12.60. Leather sheath included— 
add 10 per cent war tax. 

A IMPBO'^D 8TOHT 

Enables shooter to make 
KClude all mois- W 'K accurate shots, any range, 

>r pitting. List A A. without adjusting rear 

rifles, 60c, for sight. Ivory or gold bead. 

Li*t price, $1.10. 



V-M SIGHT 

Shooter aims directly at point of impact— 
object aimed at is not covered up by “"ont 
sight. Face and lining Pope’s Island Gold. 
List price, $1.66. Complete line Marble’s 
Gun Sights described in catalog. 

MARBLE ARMS & MFC. CO. 

6380 Delta Ave., Gladstone, Mich. 




Lalance & Gr os jean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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Dealers Bulletin 


ISSUED ONC 




DEALEBS EVEBYWHEB: 


Appealing Selling Points 

Besides what the Duplex saves, the ap- 
pearance and construction of the Duplex 
provides many sales points. 

One impressive feature of the Duplex 
is its substantial but attractive construc¬ 
tion. The Duplex, with its steel and 
alnipinum design, lasts and is easy to keep 
clean—two big talking points in selling 
to women. It harmonises with the decora¬ 
tive scheme of modern kitchens. 



Here's a Feature 
for Your Store 

Haven you often wished for some 
real drawing card for your store— 
something that would bring in more 
customers the year aroundf Such a 
feature must be some unusual mer¬ 
chandise; for other plans^ while at¬ 
tracting attention for the minute, 
soon lose their novelty. 

A Universal Appeal 

The Duplex Fireless Stoves have 
added just the necessary interest to 
lift many a store out of the rut. They 
attract wide attention because they 
combine today’s two greatest selling 
appeals—economy in time and money. 
Your field is not limited in any way 


DURHAM MFC. CO. 

Muncie, Indiana 

Kaw York.108 Obunbars Street 

Chicago.1816 Manhattan Bldg. 

Los Angeles.3718H W. Pico Street 


Real Sales Helps 

A feature that contributes so much 
to the success of Duplex Fireless Stove 
Dealers, is the practical sales aid that 
they receive. 

National advertising, easy-to-set-ap 
window trims, attractive bookleta, 
monthly bulletins full of sales sugges* 
tions, and assistance in planning news¬ 
paper advertising ana window trims 
are just a few of the ways we help 
you. 


for the Duplex range of models ap¬ 
peals to all classes of trade. 

The demand is not seasonal. The 
Duplex sells all the year round and is 
not affected by any whim of the 
weather. 

Prices That Attract 

Through our merchandising plan, 
you are enabled to offer some real 
price inducements on leaders. 

Merchants everywhere are adding 
each month, a substantial amount to 
the profit side of the ledger through 
their Duplex Fireless Stove Sales. Get 
the details of our liberal sales plan. 


Announcing 

THE NEWEST 

Faultless Caster 

(Roller Bearing) 

Of the same high standard that characterizes the 
entire FAULTLESS line. A beautiful caster, neat 
appearing—built with lines that conform to the 
custom of furniture made today—manufactured to 
a precision, no rough corners or unsightly scratchee, 
symmetrical. These are a few of the extraordinary 
features that are standard in this new 

FAULTLESS ROLLER 
BEARING CASTER 

Made in all sisea and finishes, with maple, lignum-vitae, 
steel, cast-iron, fibre or felt wheel. Send for sample best 


**Mooes the 
FAULTLESS 
Way'* 



Steel, cast-iron, fibre or felt wheel, 
adapted for your purpose. 


Faultless Caster Company 

Executive Offices 

Evansville, Indiana 

Eastern Sales Office: 200 Fifth Avenue, New York 
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D 

B 

A New Lamp for Your “Great White Way'* 

1 

H 

Hv^rade white-liijht Si<hi Lamp ^ 

•^6 BLUE GLASS O O * JilA 

□ 

H 

POINTS OF EXCELLENCE 

H 

I 

1. Brilliant White Light. / -" \ 

2. Greatest End-on Candle Power at Tip. (: ' . ] 

3. Does Not Heat Up Like Gas-Filled \ ‘ ' V 

Lamps. 

4. Very Strong and Rugged, 

5. Longlife. 

I 

□ 

There U a hrUk demand for §ign lamp§ 
throaghout the entire year 

□ 

1 

liSST Htgrade Lamp Co 

‘ 

1 

■■■ 

■■■■■■■■■■■■J| 



OPENS CANS OF ANY SIZE OR SHAPE. 



Ladd 

Mixer-Ohnrns 


2 Make Your Egg-Beater ^ 
^ Business Pay 

Into EVERY STORE, EVERT- ' 

WHERE, EVERY DAY, come 
calls for Egg-beaters. LADD ALL- 

L STEEL BEATERS are doing their 'Tj|r 

part to turn this constant business jV 

into PROFITS FOR YOU: SAT- fll] 

ISFACTION FOR YOUR CUS- Mt 

TOMERS. First, they are BUILT 
.hape: on HONOR: Then SOLD ON 
HONOR—must therefore be sold 
higher than knick-knacks and of ^ 

course PROVIDE PROFITS. We have no intention of re¬ 
ducing prices to enter the knick-knack class and thus de¬ 
crease your profits. 

LADD ALL-STEEL BEATERS—3 sizes for all requirements. 
LADD MIXER CHURNS— 1 qt., 2 qt. Removable Beaters. 

SATURN CAN OPENER—Safety, Stationary. 

SATURN REELS,—2 finishes, 40 ft. cord. 

Jobbers the world over and US. 

UNITED ROYALTIES CORPORATION 

1133 Broadway, New York 





8 A turn Clothes- 
Lina Reels 


lUmreiMiitaMwM* Omer Cox Atlas Buildine. 604 Mission St., San Francisco, Calif.; Sands ft Cox, San Fernando Bnildinj, 
* (d“. L. O. linUh Building, Se.ttle, W..h.; IUnkln A Co* Newhou.o Building Suit Luke 
Wty, Utah.; Taylor, Youn^ ft Cox, temple Court Building, Denver, Colo.; Strimple ft Cox, Corbett Building, Portland, Ore. 
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Show Your Customers 

WITT 

Corrugated Ash Cans 
and Garbage Pails 


CriAtlLLON 

Union Counter Scale 

—a really handy scale—you can 
weigh large packages on the 
platform and smaller quantities 
or loose commodities in the 
scoop. 


These union scales are made 
in capacities to weigh up to 240 
pounds, and with single or 
double beam. Various kinds and 
shapes of scoops may be sup¬ 
plied to best suit the needs of 
the purchaser. 


You can find a market for 
scales of this kind among the 
larger mercantile concerns of 
your community. There is a 
goodly share of profit for you 
in each sale. 


Ask your jobber 


85-99 CUff St., New York City, N. Y. 


The Witt Cornice Company 

Cincinnati, Ohio 


Through the national publicity given these 
containers, through the actual proofs furnished 
by thousands now in use, your patrons know 
that they will wear better and longer than 
any other. 

Display Witt Corrugated Ash Cans. The 
yellow label and the shining finish will attract. 
The known quality will sell. 

Your Jobber can supply you. 


FOR SALE ON THE PACIFIC COAST BY 


Baker, Hamilton A Pacific Co.San Frandsco 

Dohnnann Commercial Co.San Francisco 

Dunham, Carrigan A Hayden Co.San Frandsco 

Heyman-Weil Co.San Frandsco 

Holbrook, Merrill A Stetson, Inc.San Francisco 

Mangrum A Otter, Inc.San Frandsco 

Seller Bros. A Co.San Frandsco 

Whiton Hardware Co.Seattle, Wash. 

J. Bomstein A Sons. Inc.Seattle, Wash. 

Schwabacher Hardware Company.Seattle, Wash. 

Seattle Hardware Company.Seattle, Wash. 

Thomson-Diggs Co.Sacramento 

M. Seller A Co.Portland, Seattle, Spokane 

Honeyman Hardware Co.Portland 
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Pure Ice Cream 
Cheap 

At These Prices 

The highest prices 
now being asked 
anywhere for 

ACME 

FREEZERS 


2 Quart Size $1.50—Costs $12.00 per dozen 

4 Quart Size $2.50—Costs $20.00 per dozen 

Your customers can make ice cream in 

5 minutes in an ACME, and just as pure 
and rich as they like. 

No freezer is easier to operate or saves 
more ice—or gives better satisfaction than 
the “AC]\tE 

Order a few dozen ACME Freezers, 
with the large blue label, from your jobber 
right away. Put them in your window and 
display them. 

MADE BY 

RITTER CAN & SPECIALTY CO., Philadelphia, Pa. 

Factory Selling Agents: BEH & CO. 

1140 Broadway, New York 


Milbradt Ladders 


Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv- 


MILBRADT MFC. CO. 



2415 Vo. Tenth St. 


St. Lonh4 Mo. 


ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD RELIABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 Plants at BeUaire, Ohio, and M€issillon, Ohio 
covering IS acres of floor space 


Digitized by 


Googl( 




















88 


HARDWARE WORLD 


THE “MOST ACCURATE” AND “BEST FINISHED” 

Taps, Dies and Reamers 

Produced in the United States 



Are manufactured in this modern factory 

BY 

The Butterfield & Co. Division 

Union Twist Drill G>. 

Chicago Stars f^CODV I TMC l/CDEJr\Krr Padhc Coast Roprssontatico 

11 South Clinton Street UCiMdY LsINEs, ViliKMdiN 1 John F. Kegley, Lankershimp CaL 


The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you sre s wholesale dealer and have not onr catalog and prices, you should write for them at onee. 



BUTOHEB 

SKINNINa 

8TIOKINO 

BONIKa 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


EITOHEK 

CANNING 

FISH 

VEGETA BLE 
PUTTY 
BEET 
CLAM 
TABLE • 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVEBS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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AJ *iur A la 
^W} the Hoathi'ik Bottom 






Glasbak—plus the 

latest improvement! 

Glasbak (pronounced Glass Bake) 










Beetional view of Heatkwik bottom 
Djoign patented No. 58,200 




H ere is an added reason for selling the already 
popular Glasbak dishes—the new “Heatkwik** 
bottom. 

Show this feature (found only on Glasbak Ware) 
to your customers; only a few words are needed to 
explain that it allows the oven heat to circulate 
freely underneath each dish, that it means quicker 
and more even baking, and that it helps to save fuel. 
The beauty of Glasbak dishes doesn’t need to be 

McKEE GLASS 


pointed out, and the variety of styles makes it pos¬ 
sible for a woman to own attractive dishes for every 
baking purpose. Be sure you have a complete line 
of pie, bread and cake pans, custard cups, bean pots, 
casseroles, utility dishes, etc. Each piece is packed 
in individual cartons for your convenience in 
handling. 

We guarantee that Glasbak Ware will stand the 
heat of any oven without cracking or chipping in 
any way. Send for booklet V. 

CO.y Jeannette, Pa. 



Now—NOW Is the Time 

Frosty mornings, chilly fall days— they’ll soon be 
upon us, and then your customers will call for 

OIL HEATERS 

The Better Heaters 

Smokeless, odorless, simple, economical. Every auto¬ 
matic device making it safe even for a child to 
handle. Trouble-proof. Beal beauties. One half 
dozen Heaters make a fine display in a small space. 
There’s Big Profit for you. Feel safe in recommend¬ 
ing an Elgin, for it*s built the Elgin way—''Quality 
First.” Write for our revised prices and liberal 
terms. Order from nearest distributor, or direct. 

Aak for attractive wiridow ditplay and advertiting helpB 


ELGIN STOVE & OVEN CO. 


Elgin, Illinois 


Eastern IHstributors: Beh & Co., 1140 Broadway, New York 
City. Warehouses: New York, Philadelphia, Pittsburg, 
Bochester, Boston. 

Detroit Bepresentative: Federal Sales & Supply Co., 1924 
Farmer Street. 
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“I Tell You 
It’s a Great Saw” 

I HAT’S what Si says, and being a car¬ 
penter he knows. For keen, edge-hold¬ 
ing saws that cut true and do not bind, 
Simonds Blue Ribbon line leads the world. 
Hardware dealers appreciate the value of 
such a consistent line of trade increasers, 
and as a result many are handling the Si¬ 
monds line exclusively. It means satisfied 
customers and reasonable dealer’s profit. 

Write for our prices and discounts. 


Simonds Manufacturing Co. 

“The Saw Maker*” 

Portland, Oregon Seattle, Waidu San Franciaco, Oalif. Vancouver, B. 0. 



HONES 


AMERICAN HONE GO. 

CLEAN. N.Y. 
LARGESTUNE OFRAZORUONES 
INTHEWORU) 



IM PO RTA N T 

SUPPLY HOUSES: 


COTS -TABLES-CHAIRS- ETC. 

]F@il®dki@ IFaJBisinnyiisg 

Light—Strong—Comfortable—Compact. 

Gold Medal Camp Furniture Mfg. Co., Racine, Wis. 


Writ« for onr Exclaiive Agency Propoiltion (HW) for 
yoar locality. 

ALERT TOOL COMPANY 

237-39-41 North Sixth St.. Philadelphia, Pa. 
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THE 

MARSHALLTOWN 

LINE 

INCLUDES 

TROWELS 

Bricklayers 
(8 Patterns) 

Gau^in^ 

Tilesetters* 

Pointing 

Coke 

Plasterers* 

(Finishing and Browning) 

Cement 

' Margin 

Corner 

HAWKS 

Aluminum and Wood 
DARBIES 

Aluminum and Wood 
FLOATS 

BEADING TOOLS 

JOINTERS 

TILEMARKERS 

Your Jobber Will Supply You 

Marshalltown Trowel Co. 

MARSHALLTOWN, IOWA 
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Western Made for Quality Trade and Sold All Over the United States 



Electric Toasters 
Electric Table Stoves 
Electric Heaters 


Low Price and Large Profits for You 

Simplicity of construction, beauty of design, economy of operation, make 
BESTOV one of the fastest selling lines on the market. Rigid adherence 
to the highest standards of manufacture make possible the maximum 
service performance of BESTOV appliances. 



No. 101—Size, 5^ inches 
square, 5 inches high—All nic¬ 
kel-plated, 400 watts. List 
Price .$4.00 



Heater 

Size: 12 inches wide, 8 inckes deep, 13 inches high. 

No. 601—Oxidized copper, 660 watts. List Price.$12,00 

No. 602—Oxidized copper, 1200 watts. List Price.$16.00 



Twin Stove 

Size: 9 inches wide, 18 inches long, 
6 inches high. 

No. 401—Blue steel, nickel-plated, 
cast iron legs. 1st hole 550 watts, 
2nd hole 650 watts—total 1200 watts. 

List Price.116.60 

No. 402—Cast iron, all nickel- 
plated. 1st hole 550 watts, 2nd hole 
700 watts—total 1250 watts. List 
Price.122.00 


Three Heat Stove 

Size: 9 inches square, 
inches high. 

No. 403—Cast steel. All nick¬ 
el plated, 660 watts. List 
Price .116.00 


Toaster 

No. 301—Size: 5 inches wide, 
9 inches long, 5 inches high. 
All nickel-plated, 400 watts. 
List Price. .$6.60 


If you are not stocking this profitable line 
write for further particnlan. 


BESTOV MEG. GO., Seattle, Wash., U. S. A. 
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averag'e hardware dealer carries from 6,000 to 
10,000 items. 

Not a customer who enters your store but needs more 
merchandise than he remembers at the moment. 

Oon^t let a customer use a battered and worn-out lantern for months 
after he should have a new one. Stir his memory with a permanent 
indoor display or occasional window display of Dietz Lanterns and 
you ^11 bo surprised at your increased turnover. 

R. E. DIETZ COMPANY 

NEW YORK 

Larg 0 »t Maker* of Lantern* In the World. Founded 1840 
Yonr Jobber Stocks DIETZ Lanterns 
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A RISSELL SWEEPER FREE 


Write US or ask your 
jobber about Bissell*s 
Fall-Xmas Otter 

—The carpet sweeper is the 
sweeping device that is 
used everyday. 




BISSELL TOY SWEEPERS 

To Retail at 25c and 50c 


Solid Blue and Mahogany ^rain finishes on sturdy tops of specially pre¬ 
pared fibre board, the material that carries much of the country’s freight. 

Big production and advertising benefits make the prices low. 

Colored illustrations on reauest. Prepare now for the indoor season and 
the holiday trade. 

Signs multiply, pointing to a resumption of purchasing by the people 





Bissell’s “Twin” Display 

Free, if requested, with factory shipments of a dozen or more sweepers. 
Stock limited. It is a lithographed “cut-out” in nine colors on heavy 
cardboard, size about 4/4 by 6 ft. Fine for Fall, convertible for Xmas. 
The show windows are the eyes of the store. Make them wink the 
attention of the passersby. Make them smile. Make them invite. A 
nicely dressed window does this. 

(If Ordered from a Jobber Specify *^Factory Shipmetit with 'TiDiii* Display**) 

BISSELL CARPET SWEEPER CO. 

GRAND RAPIDS. MICH. 

New York Office—46 West Broadway 
OLDEST AND LARGEST SHEERER MAKERS 
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If you want to succeed in the world 
you must make you own opportunties as 
you go on. The man who waits for some 
seventh wave to toss him on dry land 
wull find that the seventh wave is a long 
time coming. You can commit no great¬ 
er folly than to sit by the roadside until 
someone comes along and invites you to 
ride with him to wealth and influence. 


YOUR DAY’S WORK 

Take your day’s work seriously, but 
not sorrowfully. Do it with your might. 
Put your heart into it. This is the best 
attitude for one to assume—best in 
many ways. The listless, indifferent 
worker does not rise high in his employ¬ 
ment. Besides, listlessness and indiffer¬ 
ence and shirking mood react upon one’s 
character. Be honest and straightfor¬ 
ward with yourself and with your day’s 
work. _ 

YOUR MENTAL HEALTH 


The big, bold things in the world’s 
progress are planned by big, bold men. 

A few years ago, those who thought 
the time would come when we would be 
safely sailing through the air and send¬ 
ing messages round the world merely by 
way of space, were termed dreamers and 
fools. They had big, bold visions—the 
kind that always come true! 

I pity no man because he has to 
work. If he is worth his salt, he will 
work. I envy the man who has a work 
worth doing, and does it well. There 
never has been devised, and there never 
will be devised, any law which will en¬ 
able a man to succeed save by the exer¬ 
cise of those qualities which have al¬ 
ways been the prerequisites of success 
—^the qualities of hard work, of keen 
intelligence, of miflinching will. 

—Theodore Roosevelt. 


WORK BACK 


How many persons really and truly 
think—^think for themselves and think 
habitually? It may seem a frivolous 
question. But if any community were 
canvassed and if all its people were put 
to test, the number who do not think 
would be found to be startlingly large 
Multitudes put in day after day, week 
after week, months after month, getting 
by with the minimum of real thinking— 
taking their thoughts ready prepared 
and predigested. It is a mind withering 
process. Vigorous self-thinking stimu¬ 
lates the mind and promotes mental 
health. 


The advice of Secretary of Labor 
James J. Davis to the National Hard¬ 
wood Lumber Association ought to sink 
in. Said he: 

“The president and his cabinet may 
be doctors, but they are not magicians. 
They can help industry get well, but 
they cannot perform miracles. We do 
not want a sudden rush back to boom 
time. We know what got us into trouble. 
Now let’s profit by the experience and 
get back in the right way. The road 
lies through thrift, modest spending, 
and hard work. The way to get back to 
prosperity is to work back.” 
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IF 


X 


F YOU can keep your head when all about you 
Are losing theirs and blaming it on you; 

If you can trust yourself when all men doubt you, 
But make allowance for their doubting, too; 

If you can wait and not be tired by waiting. 

Or being lied about, don’t deal in lies, 

Or being hated don’t give way to hating. 

And yet don’t look too good, nor talk too wise: 

If you can dream, and not make dreams your master; 
If you can think, and not make thoughts your aim; 

If you can meet with Triumph and Disaster 
And treat those two imposters just the same; 

If you can bear to hear the truth you’ve spoken 
Twisted by knaves to make a trap for fools. 

Or watch the things you give your life to, broken. 
And stoop and build ’em up with worn-out tools: 

If you can make one heap of all your winnings 
And risk it on one turn of pitch-and-toss. 

And lose, and start again at your beginnings. 

And never breathe a word about your loss; 

If you can force your heart and nerve and sinew 
To serve your turn long after they are gone. 

And so hold on when there is nothing in you 

Except the Will which says to them: “Hold on!” 

If you can talk with crowds and keep your virtue. 
Or walk with Kings—nor lose the common touch; 

If neither foes nor loving friends can hurt you. 

If all men count with you, but none too much; 

If you can fill the unforgiving minute 

With sixty seconds’ worth of distance run. 

Yours is the Earth and everything that’s in it. 

And—which is more—^you’ll be a Man, my son! 


RUDYARD KIPLING 
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YOUNG MAN, OLD ENOUGH TO 
VOTE 



So you are 21 ? 

And you stand up clear-eyed, 
clean-minded to look all the world 
squarely in the eyes. You are a 
man! 


Did you ever think, son, how much 
it has cost to make a man out of you? 

You have cost your father many 
hard knocks and short dinners and 
worry and gray streaks in his hair. And 
your mother—ah, boy, you will never 
know. You have cost her days and 
nights of anxiety and wrinkles in her 
dear face and heartaches and sacrifices. 

It has been expensive to grow you. 

But— 

If you are what we think you are, 
you are worth all you cost—and much 
more, much more. 

Be sure of this: While your father 
doesn’t say much but “Hello, son!” 
way down deep in his tough, staunch 
heart he thinks you are the finest ever. 
And as for little mother, she simply 
cannot keep her love and pride for you 
out of her eyes. 

You are a man now. 

And sometime you must step into 
your father’s shoes. He would not like 
for you to call him old, but just the same 
he has been working pretty hard for 
more than twenty-one years to help you 
up! And already your mother is begin¬ 
ning to lean on you. Doesn’t that sober 
you. Twenty-one I 

Your father has done fairly well, 
but you can do better. You may not 
think so, but—^he does. He has given 
you a better chance than he had. In 
many ways you can begin where he left 
off. He expects a good deal from you, 
and that is why he has tried to make a 
man out of you. 

Don’t flinch, boy. 

The world will try you out. It will 
put to the test every fiber in you. But 
you are made of good stuff. Once the 
load is fairly strapped on your young 
shoulders you will carry and scarcely 


feel it—if only there be the willing and 
cheerful mind. 

All hail to you on the threshold! 

It’s high time you were beginning to 
pay the freight and your back debts to 
father and mother. You will pay them, 
won’t you, boy? 

How shall you pay them? 

By being always and everywhere a 
MAN. 


Don’t forget until too late that the 
business of life is not business, but liv¬ 
ing. 


ABE YOU DRIFTING OR ROWING ? 

You are either drifting down stream 
with the tide and the dead ones, or you 
are pulling for all you are worth against 
the current of events. You cannot an¬ 
chor, for life is one continuous voyage. 
You are either reading, studying, work¬ 
ing, or you are fooling away your most 
valuable asset—time. If you are trying 
to improve yourself you are going 
ahead. If vour brain is full of nonsense 
you are drifting down the stream, bet 
your boots. 


LEARN A LESSON FROM YOUR 
ERRORS 

Never regret a mistake or waste 
time thinking about how sorry you are 
you made one. Make a decision. Then 
act. If you are wrong, admit your mis¬ 
take or error, then go ahead and do the 
right thing as you see it. Never bluff 
or try to cover up your mistakes. Mis¬ 
takes are good for you, if you profit by 
them you wiU never make the same mis¬ 
take twice. — Charles M. Schwab. 


If you will take the trouble to study 
and think, you will unquestionably 
stand out among your fellows. If you 
will throw yourself into your job, what¬ 
ever it is, study all you see and hear, 
really crave a chance to use all your 
powers, you need not generally hunt 
success, for success will seek you out. 

—A. Barton Hepburn. 
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BUSINESS THERE IF YOU DIG FOR IT 

A few evenings ago four salesmen were sit¬ 
ting in the lounge of a hotel in Jackson, Mich¬ 
igan. They were swapping hard luck stories. 

One of the group was a shoe salesman—an 
old timer. He had had only one order in six 
days. Hadn’t even made expenses. The only 
reason he was out at all was to please the ‘‘old 
man.” He told the boss he couldn’t sell any¬ 
thing before he started, but the boss thought 
he knew more about this territory. “The poor 
boob,” said the salesman, “I guess he’ll know 
better next time.” 

The second man was a tire salesman. He 
could hardly wait for the others to finish to 
tell how much worse was his case. 

The third man, a building materials sales¬ 
man, dittoed everything the tire man said. A 
Hindu funeral was a joyous occasion alongside 
of this consolation party. You could cut the 
gloom with a knife. 

But there was one chap in the crowd who 
hadn’t been on the road long. He sold a line 
of collars, and although the collar business is 
no better than any other textile line these days, 
he sort of felt that the United States would still 
be here at the end of the next two or three 
years, just as it has been since the start. Per¬ 
haps it was true that the calamity howlers were 
saying, but so far as he was concerned he 
noticed that the fellows who went after the busi¬ 
ness usually got more than those who stayed in 
the hotel and squealed. 

After listening for a time to the others fix 
the date of the “panic” and predict how far 
prices would fall, the young fellow who sold 
collars grew weary of the chatter and decided 
to finish his cigar outside. He walked along, 
smoking and thinking, for about an hour with¬ 
out giving much thought to where he was going. 
Then he found himself before the window of a 
busy barber shop, well in the outskirts of the 

He stood there watching the activity in the 
place. “Ye gods,” he thought, “what a chance 
to sell collars.” Entering the barber shop he 
suggested to the owner that he put in a window 
of his collars and shirts. He painted a sales 
picture of customers coming in to get shaved 
and buying their collars on the way out. It 
was an easy matter to make some extra money. 
The barber saw the picture as the salesman 
painted it—heard the jingling of the quarters 
in the cash register and signed up. 

Meanwhile, back in the lounge room of the 
hotel the three old timers sat and smoked and 
talked. When the young collar salesman came 
back later they had fully decided, to the entire 
satisfaction of all present, except the collar 
man, that it was an absolute impossibilitv for 
a salesman to get business these days—it simply 
couldn’t be done! 

The principle is just same in your line— 
no harder, no wor^e. These are the days to test 
you—are you a real salesman or an order taker? 


NO HARD TIMES FOR THE MAN WHO 
HUSTLES 

The man who digs in right now and works 
as hard as he can need have but little fear about 
the future. 

If you will investigate carefully you will find 
that most of the whiners are folks who do not 
put their very best effort into their work. 

During the past four years we all have had 
things so easy it is now hard for us to settle 
down and dig business out of a dull gray sky. 

But it can be done. A few months ago the 
president of a large manufacturing concern call¬ 
ed together his salesmen and addressed them as 
follows: 

“There is no need for us to be pessimistic. 
We are making and selling a good product, that 
should sell right now, and there is need of it 
in every section. 

“Therefore I want every man in this room 
to be optimistic in all that he says and does. 
I don’t want to hear a single pessimistic word 
from any of our salesmen. 

“And furthermore, should I hear of any of 
you saying such things I shall discharge you 
instantly!” 

The men went out on the road and did more 
business than they ever had done — in fact, 
more than ever before in the history of the con¬ 
cern. There is bad business for the whiner— 
for the loafer—but for the hard worker, the fel¬ 
low who puts brains and sweat into his busi¬ 
ness there is profit. Not as much as in the years 
just past, but a good profit! 


ALWAYS TROUBLEMAKERS 

There are persons who constantly clamor. 
They complain of oppression, speculation and 
pernicious influence of accumulated wealth. 
They cry out loudly against all banks and cor¬ 
porations and all means by which small capital¬ 
ists become united in order to produce impor¬ 
tant and beneficial results. They carry on mad 
hostility against all established institutions. 
They would choke the fountain of industry and 
dry all streams. In a country of unbounded 
liberty they clamor against oppression. In a 
country of perfect equality they would move 
heaven and earth against privilege and monop¬ 
oly. In a country where property is more evenly 
divided than anywhere else they rend the air 
shouting agrarian doctrines. In a country where 
the wages of labor are high beyond parallel, they 
would teach the laborer that he is but an op¬ 
pressed slave. What can such men want? What 
do they mean? They can want nothing but to 
enjoy the fruits of other men’s labor. They c^n 
mean nothing but disturbance and disorder, the 
diffusion of corrupt principles and the destruc¬ 
tion of the moral sentiments and moral habits 
of society. 

—Daniel Webster. 
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What Results Can You Show 


T he difference between the man who suc¬ 
ceeds and the man who fails is that one gets, 
things done and the other does not. 

The measure of success is the actual results 
which a man can produce. It matters not 
whether he does the work himself, or gets 
someone else to do it. It is what is done—well 
done—permanently done—and profitably done, 
which counts. 

Planty of Peq^o to Explain 
There are plenty of people in the world who 
will explain elaborately just how much they 
have had to contend with, and how especially 
well they have done under the circumstances. 
In fact, these individuals usually persuade 
themselves that they deserve great credit for 
making as good a showing as they have. Their 
eloquence is self-persuasive at least! 

But those who really do things, or who are 
able to get others to do them, are too busy 
accomplishing what they have in mind to do 
much boasting—and they do not need to make 
apologies or explanations. Such people are 
likely to be better listeners than they are 
talkers. 

Willowby was one of those men who some¬ 
how did not have the faculty of getting things 
done. Perhaps he wasn’t to blame. Maybe he 
was organized by nature to be a mate instead of 
a captain. And yet Willowby was the sort of 
a fellow you would naturally expect to make 
good. He was prepossessing in appearance and 
a good talker. He dressed well and was con¬ 
nected with some of the best families in town. 
He had excellent ideas on almost any subject 
and was well-informed. He was strong and 
healthy, and no one could find fault with the 
background of his home or business training. 
His education was practical, and no one ever 
dreamed of charging him with being an idler, 
or with lack of stick-to-it-iveness. 

Woxld Full of Average Ability 
He worked for years with the same firm, and 
was loyal to their interests. In fact, the firm 
regarded him as a good man—reliable, but of 
average ability. In discussing him the president 
of the concern declared that Willowby was one 
of the sinews of the place, but he doubted that 
he could every qualify for an executive office of 
any great responsibility, and certainly he lacked 
vision plus active business courage to enable 
him to put anything big across. 

Willowby is earning $2500 a year. He has 
reached his limit in all probability. He is 


fairly well satisfied, although there are times 
when he declares that a man who is drawing 
ten, twenty, fifty, or a hundred thousand dollars 
simply cannot earn it. He is merely favored by 
fortune. 

Willowby is wrong. A man can earn as 
much as the worth of the service which he ren¬ 
ders to society. Maybe he collects it, and maybe 
he does not—but we are talking about what is 
really earned. Who can estimate what the man 
earned who gave us ether to make us insensible 
to pain; or the one who harnessed electricity; 
or the wizard who set it to work; or the in¬ 
ventor of the telegraph, telephone, gasoline or 
steam engine, or the wireless! Who can say 
what the man earned who invented the printing 
press; or who first crossed the continent with 
iron rails; or the one who gave us pure cer¬ 
tified milk; or the first principles upon which 
our present sewerage system is based! 

Willowby forgets all this because he is grub¬ 
by and earthy and inclined to excuse himself. 

Contrast With a Neighbor 

But Willowby has a neighbor of whom he is 
jealous, although he doesn’t realize it. They 
were boys together. Willowby used to think 
himself a much smarter fellow than Sam Arm¬ 
strong. 

Sam was not particularly good-looking. His 
complexion was rather poor and his features 
commonplace. Sam never put himself out par¬ 
ticularly to make a good impression on people, 
and Be never was one of the gang whose sole 
aim in life was to have a good time. Sam was 
inclined to read and do some thinking, and 
often he would be seen even as a young fellow 
on the edge of a group of men of affairs. 

Sam didn’t have the chance to go to college 
which Ned Willowby had, but he picked up a 
good deal of practical information just the 
same. He was only a lad when he won a sub¬ 
stantial cash bonus for selling the most weekly 
magazines of popular title of any lad in town. 

He said he got the bonus in the easiest way 
possible. He just ordered the magazines in 
time so that he had his stock in hand on Wednes¬ 
day. People were practically all supplied when 
the other newsboys received their supply on 
Friday. 

Sam was only fourteen when he took first 
prize at the State Pair on grapes and squash— 
nothing very brilliant about this, only he fol¬ 
lowed his ideas through until he got results. 
Later he went into business, and he proved to 
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himself at least that he could handle men. He 
knew how to get results himself, and he knew 
how to get them to get results for him. 

When asked for his secret as to how he did 
it, Sam smiled, shrugged his shoulders, and said; 

Keep the Giving Up Point Far Away 
‘‘That’s easy. Know the big thing you want 
to do yourself. Give the responsibilty for a part 
of the work to somebody else. Make him under¬ 
stand the exact results you expect him to pro¬ 
duce. Keep an eye on him, but don’t nag at 
him. Get enough of these people all working at 
different parts of your big plan. Keep the 
main interests abreast. Don’t plunge. Keep 
your credit good. Look out for the giving up 
point. Keep it always well ahead of you. If 
the giving up point is near enough that you 
can touch it, you’re always all but beaten. If 
it’s a good ways down the line, you are going 
to have active business courage. That’s all 
there is to getting things done. And getting 
them done, of course, means producing satis¬ 
factory results. ’ ’ 

Armstrong sometimes looks at Willowby 
and thinks, “If Ned hadn’t had things so com¬ 
fortable at home, that he didn’t need to exert 
himself, he could have skinned me a hundred 
times over in a business way, and tacked my 
hide on a bam door.” 

And Willowby sometimes looks at Arm¬ 
strong and thinks, “That chap has been plain 
lucky. No one would have thought when he 
was a kid that he would be the moneyed man 
of this town. Queer how things turn out. If 
the chances which have come his way had come 
mine, I might have been living in that palatial 
home of his instead of in this rented place. ’ ’ 
Willowby is wrong. What looks like “luck” 
and “chance” to him have been simply pre¬ 
paredness and quiet business courage. 

After all, it isn’t so hard to get things done 
as most men think! 


THE FEUD OF DAME FASHION 

It’s too bad that Dame Fashion decrees 

That the skirts should just cover the knees, 

For now the dear kiddoes 

And some of the widows 

Can’t wear them as high as they please. 

The skirt that the Scotch laddies wear 
Ts the envy of each lady fair, 

For he wears a short kilt 
That shows how he’s built. 

And it leaves about half of him bare. 

The waists are at best but a screen 
Through which most of the wearer is seen; 

If mere man takes a chance 
And steals a sly glance, 

They think he is awfully mean. 

If they keep cutting down on the style 
It will get so that after awhile 
They will dress, I believe, 

T^ike Old Mother Eve 

With a cute litle leaf and a smile. 

-i—C. E. Wyant. 


LEARN FROM THE “CAFETERIA” 

Leam from the Cafeteria Advantages of Displaying 
Your Goods 

From a selling point of view, there’s a deal 
of sound logic and horse wisdom in the cafeteria 
idea. 

From a corrective-eafing, soda-mint-and-pep- 
sin standpoint there may not be so much to 
recommend it. But as an example of effective 
display, the cafeteria is conclusive proof that 
it’s a paying proposition. 

For when a jaded appetite fails to conjure 
up palatable visions of the viands whose unpho- 
netic nomenclature adorns the hotel and restaur¬ 
ant menu, then hasten to the cafeteria. 

There, tray in hand, one strolls through a 
veritable gallery of gastronomic art whose lav¬ 
ish display and tempting juxtaposition contrives 
to destroy all sense of proportion, perspective 
prudence and pocketbook. 

It used to be contended that the hand was 
quicker than the eye. But no more. The human 
optic has come into its own. A single demon¬ 
stration will prove that the eye can locate seven 
different dishes while the hand is conveying one 
to a tray. Moreover, the cafeteria has estab¬ 
lished the astounding fact that the eye is con¬ 
siderably more elastic than the capacity. Which 
is, to say the least, revolutionary, and confirms 
the theory of optical illusions. 

Thus the most languid pretense of an appe¬ 
tite is artificially stimulated through, sight to the 
point when one staggers up to the cashier the 
only place left for the check is on the butter 
dish. 

Therefore, if necessity can be the mother of 
invention, we might well say of sight that it is 
the paternal forbear of desire. To see is to want, 
and since desire is the most ultimately-why-not- 
now argument in the world, let your goods 
speak for themselves. 

Moral: Display your goods. 


The nerve that never relaxes, the eye that 
never blenches, the thought that never wanders 
—these are the masters of victory. 

—Burkp. 


YOU BETCHA! 


Th’ world has been ailin’—as sick as a pup. 

But it’s gonna git better, then folks’ll cheer 


up; 

So. meanwhile, dag-gone it, let’s pull a fool 
trick, 

By cheerin’ up now, whilst th’ world is still 
sick! 

As long as th’ glooms are barred out, you kin 
tell 

Th’ old world ain’t failin’—It’s a-goin t’ git 
well. ; 
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LAYING THE FACTS BEFORE THE 
WORKMAN 

The leading executive of a large manufac¬ 
turing concern received the following letter 
from one of his workmen: 

Mr. -^-: 

Only a few words to ask you as a good man 
—is it charity to lay off men a week at a time, 
taking bread from the families at home? In 
the name of the holy God, why do you allow it? 
We look to you for mercy for you are the head 
of the company and have a charitable heart. 

I have worked in your plant for 15 years. 
Why keep my week^s earnings? 

To which this ex-executive replied: 

There is never a lay off of men, never a 
shortening of hours below the normal except 
in cases of absolute necessity. If we were all¬ 
wise, if we could tell a year or two years ahead 
just what business conditions are to be, and, if 
business always ran along at about the same 
gait, it would be possible to adjust the number 
of employes and the plant output to such a 
nicety that there would be a full day^s work 
lor everybody every day. 

But general business conditions have always 
had their ups and downs, and probably always 
will have. At one time, everybody has a job- 
full time, good pay. There’s a boom on. All 
looks rosy. People spend freely, too freely, to 
tell the truth. We are crowded to the limit to 
turn out the goods fast enough. 

Then—smash! There’s a crop failure, or a 
threat of war or people suddenly get it into their 
heads that they must stop buying because prices 
are going down; and they do stop bu3dng, and 
stop so hard that manufacturers have to stop 
making. And, if the manufacturer does not 
stop making, the goods pile up on his hands, and 
presently he has warehouses full of goods, and 
no money to pay his help, and he has to stop 
making. 

It would be great fun doing business if it 
were always possible to give every employe big 
wages, and a steady job and then add enough 
to the cost of the goods in making the selling 
price, so that the stockholders, the people who 
put up the money to capitalize the business, 
could always have nice dividends. But it just 
can’t be done. If the goods cost too much, you 
can’t sell them, because somebody else can sell 
similar goods for less money, or because they 
are so high-priced that people will get along 
without them, in which case there can neither 
le wages nor dividends. The whole works stop. 

Our anonymous correspondent asks if it is 
charity to lay off men. Distinctly it is not. and 
we are sure that our employes do not want 
charity. What they want is pay for the work 
they produce. The}^ want steady work, but 
they do not want it any more than we want to 
give it to them. But, w’hen general business 
conditions are upset, when other factories are 
shut down because of lack of orders, when 


people are out of work because of strikes, when 
farmers are getting only small prices for their 
products, there are fewer people with money to 
buy, and we must therefore go slowly. 

We have every desire to keep every wheel 
turning, and to keep every employe working 
full time. Full capacity production means that 
the goods cost less and we have at heart the 
welfare of every employe. We want to see 
them busy and happy and with full pay enve¬ 
lopes. But it would be business suicide for us 
to go on producing to full capacity at times 
w hen we cannot sell the goods. We would have 
to pay for the raw materials; we would have to 
meet the weekly pay roll, but we could not pay 
in goods. We would have to pay in money. And 
w hen the public, for one reason or another, is 
not buying, where would the money come from? 

Right now, the economical production of 
goods is most important, for not only are people 
spending less freely, but competition is keen. 
Other manufacturers, including foreign manu¬ 
facturers with low labor costs, are after our 
market. 

To offset this, we are increasing our sales 
force and increasing our advertising, but the 
real test is this: We must manufacture our 
goods at a cost that will enable us to sell them 
in competition. To do this, we must work on a 
purely business basis. There would be no real 
charity in pursuing a policy that would make 
our goods cost so much that we could not sell 
them at a profit. Such a policy in the long 
run could mean but one thing—business suicide. 

We are going through the period of readjust¬ 
ment that follows every war. Yet there already 
are signs which indicate that general business 
will soon be better. 

Every employee can do his part by avoiding 
waste, by producing to the best of his ability, 
that we may be able to continue to market good 
goods at a price that will meet the prices of our 
competitors, and at prices that the public can 
afford to pay. It is by just such whole-hearted 
cooperation that every producer can. by helping 
others, help himself. 

WORK FROM YOUR NECK UP 

From your neck down is a distance of about 
five feet. That part of you is bone and muscle. 

From the neck up, the limit of your worth is 
the sky. For you are paid not for your work, 
but for what you think while you work. 

A lively dance, a swell meal, a tummy full 
of utter satisfaction, and fine clothes are all 
pleasures—of a certain sort. 

But the man who gets his thrills from the 
neck up—he’s living. 

The man who works from the neok up—he’s 
working and can draw real money for it! 

Work with your brains, brother! You’ve 
got ’em. Trot ’em out and train ’em to work 
for you like your hands and feetj^ Then vour 
limit is tlie sky! GOOglc 
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Sales Value of Information 


Each of the Home Owners of Your Community 
la a Potential Customer for Many Tools and 
Appliances. The Right Kind of Information 
Will Increase Your Sales 


T he sales value to the hardware dealer of 
giving reliable information to the custom¬ 
ers can hardly be overestimated. One rea¬ 
son why people do not buy more from the 
hardware store’s stock is because they do not 
know any more about it. 

Just at this time the giv¬ 
ing of information is of 
double value. Millions of 
people have been forced to 
buy homes in order to find 
a place in which to live. Re¬ 
cently the newspapers re¬ 
ported that there were six 
million families now living 
in their own homes and that 
the number was constantly 
increasing. 

These new home owners 
need tools. There are a lot 
of things one does around 
his own home that he would 
not think of doing in a 
rented house. There is a 
shelf to be put here, there 
is something to be done 
there. 

Owners Always Need Tools 

A good portion of these 
new home owners are going 
to spend years fixing up 
their homes. They will 
want paint and varnish. 

They will want small hard¬ 
ware, window and door fit¬ 
tings. A good many of them 
are going to do much of this 
fixing up themselves. Some 
of them will put off fixing 
things up because they do 
not know just what they 
need. For example they do not like the window 
catches now on their windows. If the hardware 
man would tell them about the better kind and 
how cheaply these can be purchased they would 
buy these kinds. As it is they get along with 
the old ones. 

When a man goes into the store to buy a 
few dollars worth of tools, a little talk on tools 
would often double the purchase. It is merely 
information that the customer needs to make 
him spend more money. Take saws for example. 
Every new home owner simply must have % 
saw. To him, however, a saw is a saw. He 


doesn’t know the difference between one saw 
and another. 

He is going to build a preserve cupboard 
for the wife. There are other odd jobs around 
the house that he intends to do. Some of these 
jobs require one kind of saw 
and some another. Every 
home owner really needs 
three different saws. He 
needs a coarse toothed cross 
cut saw for rough work and 
a rip saw. He also should 
have a small fine tooth saw 
to use doing small and fine 
work, and of course with 
the saw he needs a square. 
He ought to have a regular 
steel carpenter’s square and 
a small try square. No one 
can do good work without 
good tools, but a lot of peo¬ 
ple know nothing about 
tools. 

Bales Increase With Infonnation 
Yon Give 

Everyone who comes in¬ 
to the store is not going to 
buy a whole set of tools no 
matter how hard the sales¬ 
man tries to sell it to him. 
He will, however, usually 
buy more than he does if he 
is just given some really 
worth while information. 
There need be no attempt 
to sell. In fact, the custom¬ 
er may be more inclined to 
increase his purchases if 
there is no apparent attempt 
to increase his purchases 
but simply an educational 
talk about the goods he has come to buy. 

Then there are bits and drills. If a man i® 
going to drill into a floor or other woodwork 
where he may strike nails, the kind of drill 
that will give him best results for small holes 
is a hard steel drill that will drill through 
metals as well as wood. In fact it is a mighty 
handy thing to have a few of these drills around 
the house. For larger holes he will need auger 
bits, but how many of the new home owners 
know this ? 

They go to the store to buy a bit. They 
intend to cut a hole in the floor so the plumber 
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A customer who has en¬ 
deavored to obtain infor¬ 
mation from several hard¬ 
ware merchants speaks 
from experience. He does¬ 
n’t pretend to know much 
about hardware or the real 
names of the tools he 
wants, but he is typical of 
the great majority of home 
owners in each community. 

This class of trade 
should be cultivated and 
educated, for they are po¬ 
tential customers to a con¬ 
siderable degree. Are you 
sure your clerks and sales¬ 
men are giving informa¬ 
tion that will not only 
make sales, but wUl make 
a friend of these men who 
often come in to ^‘look 
around” and who do not 
want to betray their igno¬ 
rance of knowing so little 
about what they need? 
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can install a new hot air register. They buy an 
auger bit and the first hole they start to bore 
brings them to a nail. By the time that hole is 
finished the bit is ruined. They finally get that 
hole cut, but by that time have lost interest in 
the use of tools. 

Now suppose that when the man comes to 
the store the clerk shows him three kinds of bits 
or drills that will fit his bit stock. He shows 
him the hard steel twist drills that will cut 
nails as well as wood. He shows him twist 
drills made especially for drilling wood. He 
shows him the auger bit. He points out the 
special advantages of each. 

The clerk has not asked any questions. He 
has simply shown his goods and given really 
worth while information about them. It doesn H 
require any great amount of intelligence on the 
part of the customer to realize that for the 
particular job he has in mind the kind of tool 
he needs is the twist drill that will go through 
those nails he may strike without breaking. 

But there are other jobs he has in mind for 
which he will need that auger bit, so instead 
of bu^ng one he buys two. He has no trouble 
in doing the first job satisfactorily simply be¬ 
cause he has been told which is the best tool to 
use for it. In fact he succeeds so well that he 
decides to buy some more tools and do some 
more work. He just naturally goes right back 
to the store where he got his information to buy 
these tools. It is not long before he has con¬ 
siderable capital invested in tools and he takes 
pride in them. 

Giving the information that the customer 
needs has made the difference between a great 
many dollars a year in sales to him and a sale 
of less than a dollar, for the things that he now 
decides to make require purchases at the hard¬ 
ware store. 

In addition to tools, lie needs paints, nails, 
screws and any number of other things. None 
of this business would have existed if the right 
information had not been given at the very 
start. 

WUl Their Friends 

This is not all. This man tells his friends 
about that store and how much they can learn 
when they spend their money there. 

‘‘Those clerks at the Blank Hardware Store 
certainly know their business,’’ a man said 
only the other day. “I went in to buy some 
tools there today and I learned more about 
these tools than I had ever known before and 
I thought I knew something about tools. That 
certainly is the place to trade when you want 
to get the right tools. 

“You’ll never see me buying any more at the 
department stores where some young kid or 
some girl that don’t know the difference be¬ 
tween a hack saw and a nail file, waits on you. 
They may have just as good tools at some of 
the department stores and they may sell them 


at lower prices, but in the end it’ll cost yon 
more than it will to trade at the Blank Hard¬ 
ware Company because you can never be quite 
certain that you’ve got just what you need 
when you buy it at the department store and 
there don’t seem to be anyone there who can 
give you the right information.” 

It is needless to say that the particular store 
he mentioned has made a great success. It has 
constantly grown and added floor space until 
it now occupies the floor space formerly occu¬ 
pied by three stores; has had to fit up a store 
in the basement and use the upper floors of the 
building for offices, storage and the like. Only 
a few purchases at that store are necessary to 
make one a regular customer. Purchases at 
the other stores in town do not have the same 
effect and these other stores are not growing at 
the same rate. 

There is a home owner who, when he wants 
to buy any paint always goes to the same store. 
He not only does this but he advises all his 
friends to do the same. 

People Bny Where They Have Confidence 

This man doesn’t consider the paint he buys 
at that store any better than paint that he can 
buy much nearer home, but he does value the 
information he gets there. The first time he 
made a purchase there the clerk who served him 
gave him a little talk on paint. He told him 
just what paint to use for different purposes 
and how to use it. When that man went away 
with his purchase, he knew exactly how to use 
it to get the most for his money. 

Now when he goes there to buy paint, he 
tells the clerk what he wants to use the paint 
for and accepts without question what is offered 
to him. Incidentally the information he has 
received about paint has caused him to buy 
about three times as much as he would have 
bought if he had not been given this informa¬ 
tion. He has now learned so much about paint 
that he takes a real pride in using it, and one 
never sees anything about his house that is in 
need of a coat of paint or varnish. He calls in 
at that store too often for that. 

There is probably no line of business in 
which giving information to customers pays 
greater dividends than it does in the hardware 
business. There are thousands of people who 
buy goods at the hardware store who really 
know very little about what they are buying 
and there is a constantly growing army of good 
potential customers who are going to spend 
thousands, perhaps even millions, of dollars 
at hardware stores if they can find stores where 
the clerks know enough about the business and 
are interested enough in the business so that 
they will take real pleasure in giving informa¬ 
tion to the customers who come to buy. 

This information can be given in such a 
manner as not to give offense to anyone. It 
can be given by showing the goods and telling 
about them. 
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High Water Mark in Hardw2ure Display 


Artistic Excellence Combined With Practical 
Ideas Give a Wonderful Trade Bringing Value 
to Sales Windows 


(By T. M. SHEARMAN) 


I T is not the least exaggeration to say it has 
remained for a far western hardware mer¬ 
chant to set a high water mark in the excell¬ 
ence of their sales windows. For artistic ex¬ 
cellence, as well as trade bringing power (which 
is the real test of all windows), we doubt if 
they have ever been equaled, certainly they have 
never been surpassed. 

We say this with a full 
knowledge, after hav- 
i n g examined sales 
windows from the At¬ 
lantic to the Pacific, 
and from Canada to 
Mexico. 

A broad statement, 
do you sayT If you 
have seen the windows 
of the Ernst Hardware 
Co. you would not 
question it. If you 
have not seen them, 
there is yet something 
for you to learn. 

Photographs c a n- 
not do justice to the 
harmonious setting 
and artistic arrange¬ 
ment of articles of ev¬ 
ery day use and need, 
but it is to tell some¬ 
thing of the creator of 
such windows, to sug¬ 
gest to other m e r- 
chants not to overlook 
giving to their “tem- 
pei amental ’ ’ friends 
a n opportunity o f 
showing what they can 
do, if by chance (and 
perhaps not unlikely) 
they are to be found 
in your community; 
one who can arrange sales windows that are dif¬ 
ferent from the ordinary kind, and will easily 
make for such a merchant a reputation that 
brings friends and customers to see what you 
are ‘‘showing this week.” 

David Stapp w^as, and is, a landscape artist 
—he loves it with all the ardor of the true poet 
and artist who can see the harmony and beauty 
in the wonderful settings provided by nature, 
but some “coin of the realm” has always been 


necessary to provide for every artist, no matter 
how gifted, with canvas and brushes and paints: 
to transfer his genius that it may be envisioned, 
admired, and perhaps purchased, by those mor¬ 
tals made of another mold. And hence it be¬ 
came necessary for him to undertake some other 
work to furnish the necessary wherewithal. 

A local department 
store, featuring ladies 
wearing apparel, wa.^ 
an opportunity, anti 
soon it was noticed 
passersby lingered 
longer in front of this 
store. ‘ ‘ Something ’' 
in those windows 
caused them to be no¬ 
ticed the more, drew 
larger crowds, even 
among the men folks 
whose only interest 
heretofore had been to 
sign the checks for the 
monthly bills. 

Someone was dress¬ 
ing these windows who 
combined artistic tem¬ 
perament with an in¬ 
tuitive knowledge of 
business, usually lack¬ 
ing in artists. 

The Ernst Hard¬ 
ware Co. would soon 
be ready to occupy 
their splendidly 
equipped and mod¬ 
em establishment. Mr. 
Ernst had traveled far 
and near to obtain 
ideas and suggestions 
that he could incorpor¬ 
ate into a store that 
would not only main¬ 
tain, but add to the 
prestige of the Seattle spirit. 

Was there any reason why the sales window 
of a hardware store—an establishment that car¬ 
ried such a large and varied assortment of 
merchandise so essential to every day need and 
comfort, that appealed equally to women as 
well as to men—should not have windows that 
would attract as large crowds as any depart¬ 
ment store? He could think of no logical rea¬ 
son. But to find the ma^ Surely at least one 
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DAVID STAFF 

An artistic sales window trimmer, who has nroven that true 
art. linked with merchandise, has a splendid trade bringing 
power. 

His sales windows for the Ernst Hardware Co. have 
attracted marked attention, but he is continually learning and 
striving to improve them. He is not content to rest upon his 
achievements or likely to be spoiled bv the praise bestowed 
upon them. 
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Kv**n ^'uu, a hardware merchant, accustomed to hardware displays, making use of a razor every day, would 
stop to give more than a passing glance at this razor window. Don’t you think it would appeal even much 
more to your customers, to find arranged in such an artistic manner your shaving equipment! 

There is nothing like showing the ease and convenience with which razors can be used, and such a window 
would not only serve to increase your sales on razors, bui it would undoubtedly cause the women folks of the 
household to want to have such an attractive lavatory and arrangement in their own household. 

.4s a large percentage of our subscribers handle plumbing goods, bathroom fixtures, etc., such a window 
would be sure to increase the sales on all these lines. You will admit there is ^'something” in such windows 
that compels sales, and yet when you come to think of it. it is simple in detail, artistic in appearance, and is 
such a window as any merchant might have with but little trouble. 


such artistic soul must be found in a city whose 
artistic setting and splendor is nowhere sur¬ 
passed. 

David Stapp, a young man of about 25 years 
of age, was interviewed. He was an artist, a 
decorator and musician from choice, a window 
trimmer by desire. He was unmarried. He had 
served with the Rainbow Division in France, 
with the signal corps. Company C, taking part 
in eight battles. When not engaged in actual 
fighting, he was doing map and other art work 
for the allies. 

After the armistice he visited some of the 
large cities, studied French art and their meth¬ 
ods of display. He served an apprenticeship in 
window trimming. He could see the utilitarian 
point of view and contact, as well as the artistic. 

But had he '‘ever dressed any hardware 
windows?” asked Mr. Ernst. He frankly said 
he had not. ‘‘Did he know anything about 
hardware?” Again he confessed his entire ig¬ 
norance. ‘‘Then,” said Mr. Ernst, ‘‘you are the 
man I want.” 

rnusual? True, it is different from the usual 
way in which men are taken into an institution, 
hut with that perception and intuition charac¬ 
teristic of the Ernst Hardware Co., they di<l not 


feel they were making a mistake for he im¬ 
pressed them as clean minded, straightforward, 
honest and industrious. 

Their good judgment and confidence have 
been amply demonstrated, for their windows 
are now more talked about than those of any 
other in Seattle, and there are some wonder¬ 
fully fine sales windows in other institutions 
too. 

**I Wonder What Is in the Ernst Windows?” 

Window shoppers who are looking for some¬ 
thing beautiful and ornamental as well as useful 
always include the Ernst Hardware Co. in their 
rounds, for even though ladies start out with 
the sole intention of only going to the depart¬ 
ment stores, the ‘‘Ernst windows are always so 
attractive” they want to glance in them to see 
what is being shown today; and the easy stages 
from glance to desire, and thence to possession, 
are well known to those who have studied the 
psychology of salesmanship and the ‘‘makeup’’ 
of the mind, both masculine and feminine. 

If but more merchants had a little of this 
knowledge of ‘‘human nature” and put it in 
their windows and advertising, there would be 
TV) hard times. Every business man will admit 
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Here is another display that is *‘different” and yet when 
you come to think of it, is there anythin? more practical in a 
paint display than to show the colors and the harmony that 
results from using the paint sold by the Ernst Hardware Co.f 
Will not this make a much more lasting impression than 
simply to pile in cans of paint and brushes indiscriminately f 
These strips of beaver board, or some such similar material, 
seven or eight inches wide and seven feet long, each painted 
with a different color or tint, would give ideas not only to 
men, but to women and remind them of things they know need 
to be done. 

No wonder the Ernst Hardware Co. are also known at 
Seattle’s finest and most complete paint store, just at they 
have attained a similar reputation in other lines. 


sales are largely influenced by the way in which 
goods are shown. 

Your sales windows are the front page of 
your store. They welcome or repel your pros¬ 
pects. You pay a much higher rent for store 
locations with large windows, and where crowds 
usually pass. Your windows should be an index 
to the character of your store. Don’t, don’t 
neglect them. 

Caused New Lines to Be Added 

Mr. Stapp’s displays attracted people of ar¬ 
tistic temperament, and artists and would-be 
artists visited them. They wanted to buy some¬ 
thing, even though they could not find it in the 
window. Surely “a store with artistic windows 
should sell artists’ material.” They wanted to 
purchase in such surroundings, and so a full 
line of artists’ material was at once stocked, and 
has proven a big success. 

Think of that, you merchants, who often tell 
your customers “We do not carry that,” when 
you are asked for some article that belongs 
in your stock, and then dismiss it from your 
thought, and send your customer some place 
where if they don’t have it, “We can get it for 
you.” 


Receptivity to new ideas, new methods, new 
lines of merchandise, should be one of the ten 
cardinal principles of every retail merchant. 

Cooperation of All 

A splendid feature of the Ernst Hardware 
family is the splendid cooperation given to the 
display department, each employe taking as 
much pride in the windows as if they were all 
their own, and always eager to have the goods 
of their department displayed. 

If Mr. Heinmiller, the store manager, has an 
idea he wants carried out, he knows he can 
depend upon Mr. Stapp to do it. And Mr. Hein¬ 
miller is most resourceful in his ideas, too. The 
harmony and cooperation that exists makes 
more effective their windows. 

When small stock must move, Mr. Stapp can 
put in a “merchandise” window, letting the 
price-tag tell its story, and for the time being, 
the artistic standard is allowed to rest in that 
particular window, although other windows will 
maintain the standard. 

They study the effect upon passersby, they 
overhear the comments, they note the sales of 
goods displayed—a suggestion other merchants 
might well consider. 

Human Nature Always tbe Same 

While Mr. Stapp has been afforded unusual 
opportunity by reason of the number of win¬ 
dows, the large and varied stock carried, yet it 
must be remembered that “human nature” is 
the same in a small town as in a large city. Sales 
are everywhere influenced by methods of dis¬ 
play and advertising in rural communities just 
as much as in large cities. In fact, competition 
in cities compels merchants to go to much great¬ 
er expense to induce sales than the small town 
merchant has. 

Ninety-nine windows of a hundred endeavor 
to show too much. A window shopper is in a 
maze attempting to see what is shown. Nothing 
makes a distinct impression. 

Don’t attempt to make your windows show 
the amount of stock carried, or all you carry. 
Par better, fewer items, changed frequently. 

You can easily get people in the habit of 
stopping before your windows if you will give 
their charge over to some one person, making 
him or her responsible, watching the effect of 
certain methods you can try, and giving just a 
little cooperation. Increased sales are sure to 
result from a little more intelligent interest 
shown by the average merchant and salesman. 

Pat a puppy’s head or a man’s personal 
opinion, and you have ’em both going. 

There’s no such animal as a good, sound in¬ 
vestment which pays fabulous returns. 


It?s far better to be kicked out of one place 
and into success than to be advanced without 
fitness for the job or raised without deserving 
the increase. _ ^ 

Digitized by C^OOQIC 








September, jgzi 


HARDWARE WORLD 


107 


Retail Merchant the Shock Absorber 


daily and sensational press has been accustomed to hold up the retail 
4 ^ J merchant as the real reason why prices have not been reduced to the 
consumer, and it has been pointed out that in most instances the manu¬ 
facturers have reduced their prices, and these reductions have not been passed 
on. 


While imdoubtedly there are instances of this kind, yet we believe it to be a 
fact that would be fully borne out by investigation, that merchants in hardware, 
sporting goods, housefurnishings and auto accessory lines have followed closely 
the downward trend in prices just as fast as it was possible to do so. 

By reason of not being organized to coimteract such misrepresentations, which 
are constantly reiterated in the daily newspapers, the public has come to be- 
heve it, and the retail merchant has been feeling the effect of it because he is 
the last man to hand the package to the consumer. 

The consumer thinks because the retail merchant is taking his money that he 
is to blame, and politicians and socialistic speakers with an ax to grind are re¬ 
iterating such untrue statements without taking the slightest trouble to investi¬ 
gate them. 

It is well known that prices in the lines sold by the hardware merchant did 
not advance in anything like the same proportion as food products, drygoods, 
clothing, boots and shoes, and simply because such stores are putting out sensa¬ 
tional reduction sales in these lines and the hardware merchant isn’t, the public 
is led to believe that the hardware merchant is a profiteer and a highway robber. 

The retail merchant has been and is cooperating in every possible way to 
offer to the consumer his products at as low a price as he can possibly do so and 
still keep his business open. 

Undoubtedly there is no way to stop such irresponsible talk, but each mer¬ 
chant should make it his business to see that his local papers are not misrepre¬ 
senting him. 


AS IN 1869 TRUE IN 1921 

Here is what Charles Francis Adams 
of Massachusetts, himself a veteran of 
the Civil War, said in an address deliv¬ 
ered in 1869: 

“This lesson let us try to remember: 
We cannot give to party aU that we 
once offered to country, but our duty is 
not yet done. We are no longer, what 
we have been, the young guard of the 
republic; we have earned an exemption 
from the dangers of the field and camp, 
and the old musket or the crossed sabres 
hang harmless over our winter fires, 
nevermore to be grasped in these hands 
henceforth devoted to more peaceful la¬ 
bors; but the duties of the citizen, and 


of the citizen who has received his bap¬ 
tism of fire, are still incumbent upon us. 
Though young in years, we should re¬ 
member, that henceforth, and as long as 
we live in the land, we are the ancients, 
the veterans of the republic. As such, 
it is for us to protect in peace what we 
preserved in war; it is for us to look at 
all things with a view to the common 
country and not to the exigencies of par¬ 
ty politics; it is for us to bear in mind 
the higher allegiance we have sworn, 
and to remember that he who has once 
been a soldier of the motherland de¬ 
grades himself forever when he becomes 
the slave of faction.” 

The words can still be taken to heart 
—^fifty-two years after. 
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American Valuation 
of Foreign Goods Necessary 

American BSanufactnrers Are Aroused by the 
Urgent Necessity of a Change in the Base for 
Estimating Tariff Duties_ 


E xisting business depression is charged by 
many to the present tariff more than to 
any other cause and particularly to the 
foreign value basis upon which duties are now 
computed and collected. It is maintained that 
tariff schedules, no matter how adjusted, will 
prove ineffective for the proper protection of 
American industries unless American valuation 
is substituted for foreign valuation in estimat¬ 
ing ad valorem duties. 

Experts both in government service and in 
commercial houses have figured that the change 
to American valuation will increase revenue 
adequately and comprehensively provide for the 
assessment of duties on all kinds of merchan¬ 
dise on a basis which can be verified in this 
country; eliminate foreign exchange difficulties 
due to depreciation, end duty discriminations; 
prevent under-valuation on imports; protect 
the American manufacturer and nullify the 
trade combinations formed in foreign countries 
for the pui^ose of fixing low export invoice 
values to minimize American duties. 

“American Valuation“ as used in the dis¬ 
cussion of tariff rates means the fixing of the 
value of imported goods, for the purpose of 
estimating duties, upon the selling price in the 
United States of comparable and competitive 
American products and may be either manu¬ 
facturers’ price or wholesale price. 

It is not a plan to exact higher duties on 
imported goods. Its object is to collect the 
amount due the United States from all importa¬ 
tions on a basis which can be accurately checked 
up in this country. 

America the Dnmplng Ground 

Under the present tariff system this country 
is at the mercy of foreign manufacturers and 
exporters. The present customs administrative 
laws presume the importer knows the forei^ 
market value of his goods and that the apprais¬ 
ing officers can ascertain it. As a matter of 
fact in many cases neither the importer nor the 
appraiser has the requisite knowledge and often 
cannot obtain it. Rates of duty mean little 
unless the basis for computation is accurately 
determined and can be verified. 

The importer can say he does not know the 
foreign value and no one can dispute the state¬ 
ment so the value cannot be obtained from the 
importer. Correct foreign valuation can be ob¬ 
tained only with great difficulty when obtain¬ 
able at all. In some cases there is no market 
value (in the country of exportation) as where 
goods are manufactured solely for export. 


The foreign manufacturer and exporter does 
not wish to give accurate information in regani 
to foreign manufacturing costs and sellini: 
values because it is distinctly to his advantage 
and to the interest of his country to keep th^ 
United States in ignorance. Both the foreign 
manufacturer and the foreign exporter would 
prefer to sell in this country without any duty 
It is to their interest to make the foreign val 
nation as low as possible. 

The United States government has no juris 
diction over the foreign producer or exporter 
It cannot compel them nor anyone else in a 
foreign country to tell the truth about foreign 
valuation nor to give any information which 
they do not care to give. Recourse to appraise¬ 
ment on the basis of cost of production abroad 
has not proved effective, as such costs are dif¬ 
ficult or impossible to obtain. 

Germany, after much tariff legislation, 
found it so difficult to get reliable information 
on foreign valuations that the German ad valor¬ 
em duties have virtually given way to specific 
duties which are duties charged per pound or 
other unit of production instead of a percentage 
of the value. Specific duties are therefore, not 
affected by the foreign valuation. 

The majority of American manufacturers be¬ 
lieve that nothing short of complete abandon¬ 
ment of foreign sources of valuation will ob¬ 
viate the difficulties incident to obtaining for¬ 
eign values and at the same time all inequalities 
due to instability of exchange and differences 
in costs of production in foreign countries will 
be eliminated. Quoted exchange does not rep¬ 
resent equivalent purchasing values in services, 
food, transportation and the like. There is a 
great difficulty in meeting the economic effect 
of the tremendous currency depreciation and 
fiscal unstable currency and exchange situation 
in Europe at present. 

Tariff legislation is founded on the idea that 
the United States will not only secure a just 
revenue, but will also protect domestic indus¬ 
tries. There never was a time when it was 
more desirable to get more revenue (by getting 
all that is actually due) without additional cost 
to the consumer. 

This can be accomplished under American 
valuation because with duties based upon for¬ 
eign valuation the lower the valuation the lower 
the amount collected. Now the foreign countries 
which through low priced labor produce the 
lowest priced goods naturally pay the lowest 
duties. 

If these low price countries paid more duty 
because of Amei^lp§|]tj valuation,gt|@ould not 
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raise the price to the consumer in this country 
because prices are always marked up to the 
level of goods from the countries of highest 
production costs* 

The high cost countries, if they sell in the 
United States at all, establish the re-sale price 
here and the low cost countries can sell at the 
same price or slightly less because the general 
price is established. So when the amount of duty 
in dollars and cents upon goods from a low cost 
country is increased to the amount rightfully 
due to the United States government upon a 
fair basis of the American value of the goods, 
the price to the consumer will not be raised but 
the United States will get more revenue and 
the producer here will be better and more 
fairly protected. 

Two Sets of Prices 

Investigators who went to Germany in the 
interests of American manufacturers reported 
that the German manufacturers had two sets 
of prices—one for export and one for German 
customers in Germany. This is a further indi¬ 
cation of the impossibility of depending upon 
stated foreign valuations. 

The American toy industry which grew from 
a production of approximately $14,000,000 in 
1914 to close to $80,000,000 in 1920, is very seri¬ 
ously threatened by the influx of dolls, toys and 
other playthings from Germany and Japan, 
which sell in this country at prices, duty paid, 
that are actually below the cost of American 
production. 

As production in neither foreign country is 
in any way hampered by sanitary regulations, 
factory and child labor laws and as the wage 
scales there are so exceedingly low the Ameri¬ 
can toy manufacturers are placed in the position 
of facing a foreign toy invasion that cannot be 
met competitively under existing tariff regula¬ 
tions. Foreign toys of all kinds of German and 
Japanese design and copied American design 
are offered in our own domestic market at prices 
with which American producers cannot compete 
at all. 

According to an agreement between German 
employers and workmen—as published recently 
in a German, trade- publication—a German 
w'orker receives three marks an hour or four 
and a half cents. Experienced mechanics re¬ 
ceive only $9.00 a week. German wages in their 
toy industry while similarly low in the factories 
have an even greater significance as a majority 
of the toy making is done in the homes of the 
workers and the whole families receive less for 
their services than does one of the least import¬ 
ant of American toy factory employes. 

German Biaaofactnxers Subsidized 

German manufacturers, according to the 
United States Department of Commerce, are 
being relieved of a large percentage of their 
normal production costs through indirect gov¬ 
ernment subsidies which aggregate approxi¬ 


mately 60,000,000 marks out of the govern¬ 
ment’s total budget of 80,000,000 marks or 75 
per cent of it. This adds to the difficulties of 
the present almost impossible task of determin¬ 
ing correct foreign production costs and values 
as a base for the levy of import duty by the 
United States under our existing tariff law. 

The German government buys immense 
quantities of food stuffs which it sells to the 
German people at a loss of about 50 per cent. 
This enables the German workman to live on a 
wage which would otherwise be too low to cover 
even absolute necessities. This is only one of 
the many helps given to industry by the German 
government. The lower wage scale which it 
makes possible, reduces the manufacturer’s cost 
of production and permits him to manufacture 
a very wide variety of commodities cheaply and 
sell them in the United States at prices that 
absolutely preclude the possibility of American 
competition in the American market. 

The subsidizing of German industries results 
naturally in increased production at a mini¬ 
mum expense in Germany and very seriously 
threatens the American manufacturers so that 
proper protection to American industries is very 
highly essential at this period in order to enable 
our people to weather this strain and hold 
their own afterwards. The adoption of the pro¬ 
posed American valuation plan as the basis for 
the proper computation of duties due the United 
States government on importations seems best 
to those both in government and general busi¬ 
ness circles who have carefully studied the sub¬ 
ject for many months. 


QUIT YOUR KICKING. 

Quit your kicking. Old Man, it’s not any use 
To fight Mr. Trouble with jaw-bone abuse. 

If you want to succeed, it’s not any way 
To go around kicking and wasting your day. 

If you can’t make the hill running on high. 

Just throw her in low and never say die. 

The first in the start may finish the last. 

So keep on plugging; don’t hurry too fast. 
Keep smiling, don’t worry, you’ll make it all 
right 

If you just keep trying with all of your might. 
Don’t waste time kicking, but throw off your 
coat, 

And dig in and root like an Arkansas shoat 

If you think with old fortune, you have a rare 

pull 

You’re kidding .yourself with a poor line of 
“bull.” 

If you want to make good you have got to go 
through 

A stiff course of training before you will do 
So cut out the kickin’ and turn off the bile. 

If you want to be selling a line that’s worlh 
while. 
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Selling Elnameled Ware Successfully 

(By Mabel Shlnnen, Houflefninisliljig Dept., Scblafer Hardware Co., Appleton, Wia.) 


I THINK to successfully sell enameled ware, 
one should carry two grades — the single 
coated and one better grade. Keep them 
separate and have the different colors on dif¬ 
ferent tables. Don’t mix odd colors or odds 
and ends, as it distracts from the display and 
makes your customer undecided. 

The show windows should be used to show 
this line of merchandise very extensively, and 
a good assortment of pieces should be displayed, 
as the customer is more apt to buy when she 
sees the article which strikes her as useful. 
Satisfaction in Being Able to Tell Season Why 
To successfully sell enameled ware, one 
should know about the manufacturing process 
in order to know why it is superior to other 
wares. The buying public may not be so much 
interested in knowing how the goods are made 
of steel plates, stamped and spun, etc., but cus¬ 
tomers should be told about the different grades 
and why one grade is more valuable than 
another. 

Enameled ware should be prominently dis¬ 
played on tables where it shows to best advan¬ 
tage and is easy to get at by the buying public. 
For this reason it should be placed as near the 
front of the store as possible. 

Stocks should be kept complete and well ar¬ 
ranged, not piled or crowded so that it is incon¬ 
venient to find any particular size. All goods 
should be marked in plain figures so that the 
price is always in sight. All surplus stock 
should be kept in the stock room if possible, so 
as not to crowd the table. 

Tell How to Use Wbat Yon Sell 
I think people should be cautioned when pur¬ 
chasing enameled ware, and any ware, for that 
matter, as how to use it. I always tell cus¬ 
tomers to treat enameled ware decently and it 
will serve them faithfully. 

The man who does the buying of enameled 
ware for our store tells me that the manufac¬ 
turers make a very severe test of their goods, 


mis Mabel 
Bbixmen 

Winner of one of 
the prizes offered 
by the enamel 
ware manufactur¬ 
ers, gives in a 
few words prac¬ 
tical suggestions 
borne out by ex¬ 
perience as to how 
merchants can in¬ 
crease the sale of 
enamelware. 


especially the bett^ grades. A kettle is pui 
over a very hot fire and cold water thrown 
into it and if it stands this test, the piece is 
considered good enough to ship. 

In regard to selling, there is no limit to the 
sales. I consider every customer a prospect. I 
mean one can sell more if one will take the time 
to show the goods. Help your customers to 
make a selection and suggest different articles 
which if not needed at the time, will be remem¬ 
bered when needed. 

One should only mention the superior points 
about enameled ware and avoid any argument 
as far as possible with customers. 

You will find in a line of enameled ware 
lines of seasonable goods. For instance, during 
canning time, preserving kettles, fruit funnels, 
colanders, spoons and ladles, should be featured. 
There is also a line of sick room and hospital 
goods, also trays and pans used in meat markets 
which can be displayed very effectively. 
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ARE GOODS THAT MERELY BRING CUS¬ 
TOMERS WITHOUT PROFIT 
SUFFICIENT? 

Retailers are ready to co-operate fully with 
national advertisers when the advertiser will 
make a sincere effort to understand their prob¬ 
lems as they relate to the product of the adver¬ 
tiser, and co-operate with them toward more 
rapid turnover and better service and profits, 
says Paul Findlay, a retailer and student of the 
methods of national advertisers in dealer co¬ 
operation. 

How Many National Advertisers Reason 

Let me take you behind my own counter so 
you may watch the approach of the salesman 
who sells an advertised specialty. You can 
have in mind any item you choose and you will 
note that the burden of his talk runs about 
this way: 

‘‘This article, as you know, Mr. Johnson (or 
don’t know, as the case may be), is, or will be, 
advertised so widely that it is, or will be, known 
to every housewife, and therefore is, or will be, 
so standardized, so institutionalized—you know 
the patter—that it is, or will be, sold for you. 
All you have to do is stock it—‘we do the rest.’ 
Thus the price we advertise, which pays you 
20 per cent profit, is equitable because of the 
light selling expense to you—practically no sales 
expense being involved—and our work brings 
people into your store who buy other profitable 
goods, etc., etc., etc.” 

If you stay with me for a week and watch 
every salesman, you will note that, with rare 
exceptions, such is the line of talk. Then you 
will find that if I interrupt the smooth flow of 
a carefully committed speech to ask how the 
so-called profit is figured—the boy is thrown 
clear off his track, flounders about a while 
trying to get onto what, to him, is the main 
line, is plainly nonplussed and cannot give an 
intelligent answer; or else he stoutly insists that 
his method of figuring, which is always on the 
cost of the merchandise, is correct. 

National AdvertiBen Mach to Loam 

After a week of that sort of experience, you 
may be ready to conclude, with me, that I cannot 
be much interested in any of those goods, be¬ 
cause I have been asked to handle merchandise 
all of which is designed not to pay its own way 
but to bring people into my store. You may see 
my point: That with the entire circle closed 
against direct earnings on any item, I don’t care 
to have people come in to buy stuff all of which 
is unprofitable. 

Standing, as you have, behind my counter, 
you may have reached the conclusion before the 
week has ended, that I am a thinking merchant. 
As such, I can take fairly good care of myself. 
But do you know conditions which prevail in 
the hardware business? And do you realize its 
immense importance? 


Do you see, now, that this system of putting 
things over on the retailer in his innocence and 
ignorance, has had an effect similar to that re¬ 
lated by Charles Dickens of the famous huck¬ 
ster’s horse? You recall how that huckster 
planned to get the horse out of the bad habit of 
eating hay. He worked on the plan of graduated 
diminishment, and got down to two blades a 
day. He was all ready to congratulate him¬ 
self, when the horse died! 

In like manner have manufacturers con¬ 
tributed to the mortality of the retailer, all the 
while patting themselves on the back. He does 
not know more than to work for nothing, so let 
the blank fool work his head off! 

Thinking merchants know that there are 
some lines of staple goods where volume is 
large, stock small, turnover rapid that may be 
handled on a small margin. But beware of too 
many of such small-discount lines. You may 
find yourself with a store full of customers, 
books full of sales, but the safe empty of profits. 


Never tell evil of a man, if you do not know 
it for certainty, and if you do know it for a 
certainty, then ask yourself, ‘‘Why should I 
tell it?” 


PRAYER OF A SPORTSMAN 

Dear Lord, in the battle that goes on through 
life 

I ask but a field that is fair; 

A chance that is equal with all in the strife 
A courage to strive and to dare; 

And if I should win, let it be by the code 
With my faith and by honor held high: 

And if I should lose, let me stand by the road 
And cheer as the winners go by! 

And Lord, may my shouts be ungrudging and 
clear, 

A tribute that comes from the heart, 

And let me not cherish a snarl or a sneer 
Or play any sniveling part; 

Let me say, ‘‘There they ride on whom laurel’s 
bestowed 

Since they played the game better than I,” 
Let me stand with a smile by the side of the 
road 

And cheer as the winners go by 1 


So grant me to conquer, if conquer I can 
By proving my worth in the fray; 

But teach me to lose like a Regular Man 
And not like a craven, I pray. 

Let me take off my hat to the warriors wlu 
strode 

To victory splendid and high, 

Yea, teach me to stand by the side of the road 
And cheer as the winners go by! 

—Berton Braley. 
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A Love Nest SeUs Phonographs 

This New Mexico Hardware Store Finds 
**Atmoq[>here” Boosts Phonograph Sales 


T he Ideal Hardware Co., Las Vegas, N. M., 
has built up a remarkable phonograph busi¬ 
ness by using intensive sales methods, with 
particular care in regard to small and important 
details. 

The “music” department of this hardware 
store is now one of the most successful as well 
as profitable sections; and it has proved helpful 
in increasing sales in other lines of merchandise 
as well. 

Many methods are employed to increase 
business and it has been found that each well 
developed plan brings its own measure of suc¬ 
cess. But the “Love Nest” has outstripped 
every plan so far and it promises to maintain 
the lead indefinitely. 


A small room has been partitioned off in 
this department, with care to make it appear 
as a part of the whole general arrangement. The 
exterior walls are made of beaver board, painted 
and hung with pictures like the walls of a room. 
So in passing into the Nest one seems to be 
entering another room in a house. 

Making the Proper Environment 
Inside special effort has been made to create 
a restful feeling of comfort and luxury. The 
room is fully equipped with furniture de luxe— 
several chairs, a library table, etc. Pictures, 
antique candelabra and other bric-a-brac add to 
the surroundings and make this room an entic¬ 
ing spot. In one corner a full cabinet phono¬ 
graph is placed for demonstrating and for play- 



OAK yiOTEOEAS BE SOI<D IN A HABDWABE STORE? 

The Ideal Hardware Company answers ‘‘yes.They find that talking machines are literally and continually 
talking for other lines of merchandise. 

Customers’ eyes unconsciously wander to the lines of aluminum ware and other products about the store. 

Then, too, when one is in such a harmonious state of mind, listening to music amid such pleasant surround¬ 
ings, they are more favorably inclined to consider other lines of needed merchandise that literally talk to them 
on their way back and forth from the Love Nest. 


The Love Nest has increased machine and 
record sales wonderfully, and while consider¬ 
able expense was entailed for its construction, 
the firm has never regretted the cost. 

The phonograph department of this store 
consists of two integral parts the whole of which 
has the appearance of some home interior. Fibre- 
craft furniture is tastefully placed in a home¬ 
like manner, with a telephone on the table, 
flowers in vases, etc., everything is arranged 
to convey the idea of home. But this is merely 
atmospheric setting for the Love Nest. The 
homey atmosphere prepares the visitor for what 
he finds within the cozy little room or Nest. 


ing records when prospective buyers wish to 
hear their selections. 

But the entrancing atmosphere and realistic 
setting carry a powerful psychological punch 
when the potential buyer sinks into a comfort¬ 
able chair to hear his favorite record. Under 
these conditions the interested customer is 
transported into a pleasant state of anticipa¬ 
tion; his entire attention is turned upon the 
instrument, with luxury and comfort as power¬ 
ful allies to insure a peaceful state of mind. In 
this way the buying spirit is tempted, and re¬ 
sults show that this plan has been very effective. 
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AN “IDEAL** CUPID 

In the absence of knowing the name of the attractive young 
lady who won the first prise at a fancy dress ball, in which the 
Ideal Hardware 9c Furniture Co. were featuring their phono¬ 
graph department, we know tuat our readers will agree that 
this name is particularly appropriate, especially as she presides 
over the Love Nest, otherwise known as the phonograph depart¬ 
ment of the same institution. 

The head dress of peacock featners bedecked with a large 
band of black and gold with a small record at each end, 
combined with a gown made of olive green window plush, with 
the necessary ornaments, made the costume one of the lichest 
at the ball. 

The Ideal Hardware 9c Fumitory Co. tell, us that people 
who had never before noticed that they sold phonographs came 
in and purchased Yictrola records during the following days. 

Taking Adyaatage of Local Ckinditiona 
At a recent costume ball the Ideal Store was 
represented on the floor by a beautiful young 
lady. She was costumed like a prima donna, 
with all the attendant finery. A unique crown 
adorned with gaudy peacock feathers and 
trimmed on the sides with tiny phonograph 
records made up the headgear on which was 
gilded the firm’s name. 

For some time before the event the store ad¬ 
vertised that it would enter a contestant for 
the costume prize. The public wondered why 
a hardware store should take to ballroom dresses 
and have a representative on the ballroom floor. 
But a glimpse of the Victor Girl explained the 
mystery and also put the idea across in a big 
way. The advertising value of this stunt was 
beyond estimation; public interest had been 
aroused, and the newspaper gave the store more 
valuable publicity later on. 

Inexpensive But Valuable Publicity 
A successful “rubber stamp campaign” is 
conducted by this store. All statements, ad- 


ll:l 

vertising matter, literature, etc., are stamped 
with a series of rubber stamps, each containing 
a brief and piquant announcement. “Plan to 
visit our Victrola department,” “Come in and 
hear the latest records”—these and other no¬ 
tices serve to make a series that keep up interest 
and bring splendid results. 

An extensive mailing list plays an important 
part both in creating prospects and in closing 
a sale. Each visitor is placed upon the list and 
prospects are “followed up” until a sale is 
made or until it is known definitely that none 
can be made. 

Any plan that will bring results is readily 
adopted by this enterprising firm. And such 
tactics have increased the phonograph and rec¬ 
ord sales from twenty to thirty per cent. A 
young lady is employed to manage the Love 
Nest, thus adding to its attractiveness. She 
plays the records for customers and makes selec¬ 
tions for those who desire the service. So, with 
an enchanted Love Nest and a charming sales¬ 
girl in charge, it is plain why customers prefer 
to visit this store. And it is also quite evident 
why the Ideal Co. finds phonographs a highly 
desirable line to carry in stock* 


PRACTICING THE GOLDEN RULE 

The Erb Hardware Company, in Lewiston, 
are doing excellent work in their community 
in obtaining the confidence of its citizens. . 

They tell us they start with their clerks at 
the store meetings and get the confidence of 
their associates and co-workers. They endeavor 
to inform them with reference to business and 
trade conditions, realizing that each one of 
them has a certain amount of influence with 
some customer, and should make it his duty to 
talk while serving that customer along opti¬ 
mistic lines and ^ve plain, straightforward 
facts, having in mind to banish from the cus¬ 
tomer any feeling of suspicion about uncertain 
conditions, and try to show him the reason for 
the present situation and the unbalanced mar¬ 
ket. 

They are simply using plain common sense, 
realizing that when anyone does business to any 
extent they must have the confidence of their 
customer and not betray that confidence in any 
way. 

The Erb Hardware Company say that they 
do not claim to be good judges of big business, 
but they do claim to be good enough judges of 
human nature to know that people like to be 
treated as human beings. When a merchant or 
salesman can meet his customers with an open 
and clear conscience and discuss matters of 
common interest with them, to inspire and gain 
confidence and not betray it, they believe the 
merchant will prosper in proportion to the com¬ 
munity. 
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WHAT TO DO WHEN YOUR COMPETITOR 
DEFAMES YOU 


(Copyright, May, 1921, by Elton J. Buckley) 


I have received two letters during the week 
on the same subject: 

No. 1 

Milwaukee, Wis. 

Please let us have your opinion on this, either direct 
or through the paper. We have a very bitter competitor 
up here who has some personal feeling against one of 
the members of our firm, and he loses no opportunity 
to say ugly things about us and about our goods. We 
also believe that he has instructed his clerks and sales¬ 
men to do the same thing with customers of his house. 
The latest story came up as follows: We recently pur¬ 
chased a large lot of - from a jobber who was 

going out of business, and got them at a very low price. 
It was a big deal for us and we have been pushing 
the goods hard throughout the territory. The competitor 
mentioned sells the same brand and other similar brands, 
and we have several instances in which he had his sales¬ 
men tell the trade that our good^ were seconds and a 
fraud. We have lost several sales that way, and are 
likely to lose more, as he is doing this everywhere. He 
has also told the same story to customers personally 
when they have gone in his place. We have reached a 
l>oint where we think we ought to do something and 
would like your advice. 

Y. & B. 

NO. 2 


Troy, N. Y. 

For about 10 months we have done a thing which 
has proven profitable, viz., we have advertised Friday 
bargains, using one article on that day at a very low 
price. It has resulted in big business and has hurt 
another competitor about three doors away. Our place 
is busy most of the day on Friday, while he seems to be 
doing but little. He has now begun to attack in print 
and by word of mouth. In his last advertisement it 
read, ‘‘Do not be deceived by fake one-day-only bar¬ 
gains, which are only baits to get you to buy something 
else on which you will be cheated by inflated prices.^' 
We are the only concern here using one-day bargains, 
so he must have meant us. Customers have also come 
to us and told us that he told them the same thing by 
word of mouth. Have we got to stand such innuendos? 
It sems too bad that an honest merchant has to stand 
such treatment. 

E. B. & Bro. 


These letters may not be so important in 
themselves, but they are important as reveal¬ 
ing one phase of the peculiar conditions through 
which business is now passing. When there 
was enough business for everybody, competitors 
didn’t have time to blackguard each other. They 
could get business without it. But now that 
there isn’t enough to go around, the meanness 
which is inherent in a certain type of traders— 
the tendency to strike below the belt—is com¬ 
ing to the surface and will probably be some¬ 
what noticeable for a while. 

The offense which has been committed 
against both these correspondents is trade libel, 
which means words directly tending to the 
prejudice or injury of any one in his profession, 
trade or business. The actionable character is 
the fact that it injures the subject of it in his 
business, more, perhaps, than personally. This 
from a well-known authority on the subject: 

Language which imputes to one fraud or want of 
integrity in his business is actionable per se (that is, 
you can sue even if the victim has not sustained any 


actual damages.—E. J. B.), or, as the rule has otherwise 
expressed, any charge of dishonesty against an indi¬ 
vidual, in connection with his business, whereby his 
character in such business may be injuriously affected, 
is actionable. So a charge of adulteration of goods, 
or selling a substituted damaged shoes as shoes of first 
quality, or selling counterfeit Harlem oil, or using false 
weights or measures, or to say that one is a rogue, 
swindler, cheat, villain, rascal or scoundrel is actionable. 

As a matter of fact, there are cases which 
hold that words imputing to a business man a 
lack of knowledge or skill in connection with 
his business is libelous, and damages can be 
obtained for their use, showing how tenderly 
the law protects a man’s business reputation. 
Much more tenderly, in fact, than some business 
men in question seem to want it protected. 

I have long been convinced that business 
men were in the habit of speaking much too 
loosely of each other and their goods and meth¬ 
ods. Only in my office the other day a con¬ 
tracting painter said to a real estate man, speak¬ 
ing of a competitive painter: ‘‘Take it from me, 
his work is no good. He’ll skin every job he 
takes.” When the real estate man had gone, I 
said to the painter: “That was a pretty raw 
thing you said about your competitor. Do you 
really know that to be a factt” “Everybodv 
says so,” he replied. “But could you prove it 
if you had to?” I asked. “Why, his prices toll 
what kind of work he does,’^ was the answer. 
“And is that all the evidence you have?” I per¬ 
sisted. He admitted it was. Of course, it was 
no evidence at all. 

Now, suppose that real estate man had gone 
straight to that slandered painter and told him 
what had been said. A suit might have resulted 
—if the slandered painter was honest—to which 
the defendant would have had no defense what¬ 
ever. But would the slandered painter have 
brought the suit, even if he had been honest ? I 
am not sure. Business men don’t seem to be so 
anxious to protect their reputations against 
these loose assaults as it would seem to me they 
ought to be. 


PERSONALITY IS BIG ASSET 

Personality is the most important of all 
human assets. Our success, our popularity, our 
power for good or evil, everything depends 
upon it. Money is not the only riches. There 
is a possible wealth of personality, which would 
make money look ridiculous in comparison. No 
matter how poor a person may be he can culti¬ 
vate a personality that will make him welcome 
where the mere money millionaire cannot enter. 

The qualities which go to make up a charm¬ 
ing personality are kindness, magnanimity, cor¬ 
diality, tolerance, sympathy, unselfishness, self- 
confidence and cheerfulness. These are the 
qualities that attract, that win our admiration 
and love. Anyone who wills may develop them. 


Memory is a fine possession, but the softest 
lead-penciled note is usually more lasting. 
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Your Attitude Determines Actions of Others 



OW is the time when every merchant, manufacturer and jobber should 
take stock of himself and see how his own activity, or lack of it, influ¬ 
ences his community and the purchasing public. 


Merchants are unconsciously looked to as a guide of the trend of the times. 


If they are aggressive, enterprising in their methods, if their advertising re¬ 
flects the confidence which they should have in their community and in condi¬ 
tions generally, it doesn’t take long for such a feeling to permeate the com¬ 
munity, and the merchant is benefited by such a condition. 

On the other hand, merchants look to jobbers and manufacturers to set them 
an example as to what their policy should be. 

If a manufacturer hesitates to express his confidence through his methods or 
his advertising, such a condition is qmckly communicated to the buyer, both 
wholesale and retail. 


As some of our correspondents in the letters published in this issue have in¬ 
dicated, we must remember that this is the United States, that there is nothing 
wrong fundamentally with our government, its people, or its methods of meeting 
conditions. 


There is every reason why the most optimistic feeling should prevail. 

There is no reason why normal buying in order to supply the usual require¬ 
ments of your trade should not be continued. 

Manufacturers naturally gauge their activities by the orders on their books. 
It is well known that the overhead expense or the cost of production is either 
increased or lowered by the volume of business which passes through the factory, 
and where a manufacturer is able to keep his plant running full time, without any 
undue loss, prices can be reduced. 

These various points are emphasized in letters that we know will be read by 
the HARDWARE WORLD readers the country over. They are printed just as 
received. Nothing has been omitted. No “editing” of them has been necessary. 
They are a frank, honest expression of business and trade conditions. 


MANY LIKE STEAMBOAT’S 
WHISTLE 

Do you remember Lincoln’s story 
about the little steamer with the big 
whistle? Every time they tooted, the 
whistle blew off so much steam that the 
boat stopped running. That’s the way 
with lots of people today. If they would 
only use their energy to drive the paddle 
wheel of opportunity instead of eternal¬ 
ly blowing the whistle of discontent 


they would find themselves going up 
the stream of success so danged fast 
that the barnacles of failure wouldn’t 
have a chance in the world to hook onto 
their little craft. 


To work, to help, and to be helped, 
to learn sympathy through suffering, to 
learn faith by perplexity, to reach truth 
through wonder; behold! this is what it 
is to prosper; this is what it is to live. 

—Phillips Brooks. 
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What Policy Should Merchants Pursue 



HERE is no question that concerns the buyer, whether jobber or retail 
merchant, than what should be his policy for at least the balance of the 
year. 


In line with our custom of publishing the views of manufacturers and jobbers 
who make a close study of trade and business conditions, our fall issues have 
come to be looked upon by some ten thousand or more buyers as offering infor¬ 
mation that enables them to more definitely determine their own policies. 

There is no denying the fact that stocks of most jobbers and retailei*s are very 
low, probably the lowest that has been reached in this country in years. 

There is no denying that manufacturers’ stocks on hand are low. Naturally 
a manufacturer gauges his operations by the orders on his books. Now that the 
crops are sufficiently advanced to enable the retail merchant to figure with a 
degree of certainty, in his respective locality, he should be able to anticipate his 
requirements sufficiently in advance to place his orders. 

Farmers have withheld their buying so long they will be compelled to pur¬ 
chase new tools and equipment, and to make needed improvements. There is 
bound to be increased activity in purchasing the necessities. 


READY TO DO BUSINESS RATHER THAN 
EXPECTING TO RETIRE 
Editor Hardware World: 

What would we do if we were a jobber or a 
retail merchant, in the way of a buying policy 
for the next six months? “Being neither a 
prophet nor the son of a prophet/’ we do not 
know. It would depend on how we were fixed 
financially, on the size of our stock on hand. 

With a full belief in the fact that times were 
going to be easier before very long, we would 
keep a fair amount of stock on hand, and place 
some orders for spring delivery with merchants 
and factories who would guarantee their prices 
against their own decline. In other words, we 
would be ready to do business if it comes in a 
moderate volume, and advertise the fact that 
we were looking for business and not expecting 
to retire. 

This country has been through a number of 
seasons of depression, and it always came back, 
so we can't help feeling that we are on the way 
now’ to a long stretch of fairly properous times. 

Yours very truly. 

PENNSYLVANIA LAWN MOWER W^KS., 
Philadf'lpliia. ,T. S. Bonbrijjht, Sales Mgr 


ALL MUST GET DOWN TO RIGHT BASIS 
Editor Hardware World: 

It is our opinion that a jobber or a retail 
merchant should pursue a cautious buying pol¬ 
icy for the next six months. Liquidation of iron 
and steel products has proceeded to great 
lengths, and cannot carry on very much further 
without reductions in freight rates. Transpor¬ 
tation is now one of the greatest cost factors. 

The jobber and the retail merchant have 
handled the difficult situation prevalent since 
last fall in a very intelligent, broad-minded man¬ 
ner, but we venture to suggest that they shouM 
continue to keep a careful watch on their retail 
prices so that the consumer may just as rapidly 
as possible receive the benefit of the lower 
values which the manufacturers are taking for 
their goods. Manufacturers have liquidates! 
their old materials and are now selling on the 
basis of new costs. The jobber and the retail 
merchant must do the same if it is desired that 
business shall resume with as little delay 
possible. 

Yours very truly. 

PITTSBURGH STEEL Cf)., 
Pittsburgh. ,T. G. Deericks, Gen. Mgr. of 
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It is generally considered that manufacturers have reduced their prices, in 
many instances, much lower than the same goods can now be replaced for, but 
they have realized that it was necessary that they accept their losses ou goods 
on hand that had been manufactured at a higher cost. 

Is has been a wise policy for buyers to keep their stocks down to minimum 
when the tendency was wholly downward, but it will undoubtedly be true that 
when buyers begin placing their orders prices will be increased in many lines. 

Prices are regulated by the law of supply and demand, and there is no way by 
which this can be avoided. The wise merchant is giving thought and considera¬ 
tion to his business, getting rid of his old stock, taking his losses, but he is not 
overlooking the fact that in order to do business he must keep his assortment 
complete and furnish goods when they are needed. 

A merchant is neglectful of his duty to his community if he cannot be a 
source of supply for every reasonable requirement. 

There is no undue or unjustified optimism in the letters which we are pub¬ 
lishing. They reflect good, sound American common sense. Profits are made only 
from sales, and sales only from stock. In many lines prices are guaranteed, so 
that the merchant is assuming no risk in placing his orders for his normal re- 
uirements. 

These letters are worthy a careful study. 


EXPECT NORMAL FALL AND WINTER 
BUSINESS 

Editor Hardware World: 

Our business has been better thus far this 
year than ever before. This, in the face of 
practically no foreign trade and the disposition 
fif both jobbers and dealers to order only small 
quantities, then chase the orders. We have made 
prompt shipments, nevertheless, many order- 
i hasers reach us a few days after the order is 
written, indicating of course a very unstable 
rendition of mind of the buyers. It is our pre¬ 
diction and expectation that from this on the 
practice will be changed to a more normal 
procedure and which is warranted by the pres- 
rnt stabilization of costs, both material and 
labor. So we can see no reason why, with 
abundant harvests, plenty of money, notwith¬ 
standing some stated unemployment, and the 
disposition of the public to buy when prices are 
fair, there should not be a normal fall and early 
winter business of large proportions. Ware¬ 
houses and shelves are said to be more free of 
stuck than in a great many years. 

Yours truly, 

UNITED ROYALTIES CORP., 
New York. L. Bordwell, l*res. 


LITTLE PROSPECT OF CHANGE IN PRICE 
Editor Hardware World: 

Were we either jobber or retail merchant 
our purchases would be very discreet, unless 
we had assurance that there was small prospect 
of any material change in prices of such com¬ 
modities as we would be asked to carry. 

We w^ould, however, continue to buy as gen¬ 
erously as our capital and vision dictated, of 
such products as we were certain we could sell. 

So far as our own products are concerned, 
w^e know there will be little, if any, change in 
their cost to produce during the next six 
months, and we believe this is true of a great 
many other hardware products which the jobber 
and retail merchant carry. 

Very truly yours, 

WILL B. LANE UNIQUE TOOL CO., 
Chicago. P. V. King. 


ENOUGH TO KEEP ASSORTMENT 
Editor Hardware World: 

Buy little but often—enough to keep up an 
assortment and to supply demand. 

Very truly yours, 

TRLMONT MFG. COMPANY, 
Roxbury, Mass. Charles C. Ely. Troas. 
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MANY LINES CAN NOW BE BOUGHT BE¬ 
LOW COST OF MANUFACTURE 
Editor Hardware World: 

What would be our buying policy for the 
next six months, if we were a jobber or retail 
merchant? We are very glad to answer this 
question in our own way, based on business and 
trade conditions as we see them at present. 

If we were jobbers or retailers we would 
buy good round quantities of the standard sell¬ 
ing hardware and tool items which are being 
offered to both the jobber and retailer by man¬ 
ufacturers at prices which are way below their 
cost of manufacture. 

Every manufacturer in the country has in a 
varying degree heavy overstocks of various 
kinds of material which cost high prices. In a 
majority of instances the average amount of 
business coming to the manufacturer is from 
30 to 50 per cent of normal. He has his regular 
overhead to take care of and it costs him just 
as much as if he were running 100 per cent, 
therefore, a large number of manufacturers are 
making up their excess high priced materials 
into goods which may or may not be stamped 
with their name or trade mark and are offering 
these goods to jobbers or dealers at prices which 
represent the mere cost of raw material and the 
direct labor and possibly a small part of the 
overhead. 

Every jobber in the country can by careful 
buying take advantage of these bargains from 
the various manufacturers and put himself into 
a position to continue doing business in a fairly 
good volume. Meanwhile let him keep up a 
reasonable stock of all goods which he regularly 
has a sale for. Then, last but not least, in fact» 
the mighty important part of it is for every 
jobber and dealer to spread optimism. There 
is lots of money available to buy goods. Once 
the buying public is started on the right track 
and the readjustments necessary are made, there 
is no doubt but what business will get back to 
normal very quickly. 

Prices are coming down and they are begin¬ 
ning to feel the result of this and the public are 
beginning to buy. We believe that the comer 
has been turned and that things are going to be 
better for the balance of the year, but the recov¬ 
ery will undoubtedly be slow, but if it is per¬ 
sistently in the right direction we should all be 
satisfied and every man of us can help a lot by 
spreading optimism rather than to go to the 
other extreme. 

We believe that the outlook for business 
with us for the fall and winter is much better 
than it was two months ago and we expect to 
keep our plant reasonably busy during the win¬ 
ter and we really expect to see normal condi¬ 
tions return about April or May of next year. 

Yours very truly, 

THE BRIDGEPORT HDWE. MFG. CORP., 
Bridgeport. Harry B. Curtis, Treas. 


EXPECT PRONOUNCED REVIVAL OP 
BUSINESS 

Editor Hardware World: 

If we were a jobber or retail merchant and 
engaged in merchandising, we would make it a 
point to carry a necessary stock to take care of 
the prevailing trade according to the conditions 
in the territory in which we happened to be 
located. 

This year we suppose a great deal will de¬ 
pend upon the outcome of the crops in each 
section, and how much of it the farmers tuni 
into money, and then how much of the money 
they decide to spend for improvements, etc. Our 
survey of the entire country causes us to believe 
that there will be a very pronounced revival of 
business in all lines in most, if not all, sections 
of the country. 

E. C. ATKINS & COMPANY, INC.. 
New York. N. A. Gladding, Vice Pres, 


KEEP STOCK ON HAND SUFFICIENT TO 
PILL ORDERS 
Editor Hardware World: 

If we were a jobber or retail merchant our 
policy would not be any different than is our 
maniifacturing policy at the present time, which 
is to keep a stock of materials such as we sell 
sufficient to promptly take care of the require¬ 
ments of our trade. It is needless to say that 
these requirements are comparatively light at 
the present time. We, however, look to see a 
slight improvment in this condition when har¬ 
vest is completed and do not look for any great 
improvement before next spring. 

We are accordingly reducing our production 
and our stores or inventory as far as possible to 
accord with a lessened demand, but we are at 
all times keeping our stock sufficiently well in 
hand to take care of orders from our customers 
promptly. 

It is our observation that hardware and im¬ 
plement dealers are making a mistake by not 
keeping their merchandise stocks up to the point 
where they can take care of reasonable require¬ 
ments of their trade and through this mistaken 
policy are losing business which otherwise they 
would have. The jobber, we believe, is keeping 
his stocks up better than the retail dealer. The 
latter should keep his stocks in shape and make 
every effort possible to get business. The dealer 
who simply sits in the store and waits for trade 
to come in is going to get very little business 
for some time to come, in our opinion. 

We heartily endorse Judge Garry’s recent 
statement in which he said that ‘Hhere is busi¬ 
ness to be had for those who seek after it.” 

Trusting the above satisfactorily answers 
your question, we are, 

Yours very truly, 

HUNT-HELM-FERRIS & CO., 
Harvard, Ill. B. B. Bell, Sec.-Treas. 
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CONSERVATIVE BUYING LIKELY TO 
PRODUCE SHORTAGE OP TOOLS 
Editor Hardware World: 

We do not want to make any prophecy, but 
we are glad to give you our opinion based upon 
conditions as we see them. 

We would also like to speak from the stand¬ 
point of a tool manufacturer rather than in any 
general way. 

Buying has been at low ebb in tools for fully 
a year, during that period both jobber and 
dealer has been able to liquidate all surplus 
stocks so that today the average tool stock is in 
fairly good shape and we believe that the aver¬ 
age dealer’s tool stock is from 25 per cent to 50 
per cent below normal. This would indicate that 
the manufacturer will receive from now on 
replacement business based on actual sales over 
the counter in the retail store. 

During the past year the manufacturer has 
been securing only a small percentage of this 
replacement business. This point alone should 
be enough to give the average manufacturer a 
fairly good volume of business. If in the opin¬ 
ion of jobbers and dealers it is desirable to build 
up stocks the manufacturer is very apt to secure 
all the business that he can take care of. 

If there is conservative buying during the 
fall months we would not be surprised if there 
would be an actual shortage of tools during the 
spring months when building opens up. It is 
not as easy to build up an organization to make 
a hammer or a saw as it is to make tooth paste 
or toilet water, which is practically all manu¬ 
factured by machinery. Manufacturers can’t 
afford to tie up their money in finished goods 
for which there is no demand and it would not 
take very much of a buying movement to as¬ 
similate all of the surplus stocks of tools on a 
manufacturer’s shelves. 

Our opinion is based on conditions as we see 
them, taking the whole country into considera¬ 
tion. Of course, local conditions have a direct 
bearing as far as the individual dealer is con¬ 
cerned. 

Yours very truly, 

VAUGHAN & BUSHNELL MFG. CO., 
Chicago. Irving S. Kemp. 

BUY HEAVILY DURING DEPRESSIONS 
Editor Hardware World: 

We shall buy very heavily of all we need 
and pick up all the bargains of raw material 
that are in sight for the next six months. 

It is our policy to buy heavily during de¬ 
pressions, as our experience has been that all 
raw materials go higher after a depression. 

We look for business to come back in a 
gradual state and be permanent. 

Yours truly, 

THE W. W. BABCOCK CO., 
Bath, N. Y. W. W. Babcock, Pres. 


STOCK OF CUTLERY SMALLEST EVER 
KNOWN 

Editor Hardware World: 

The stock of cutlery in the hands of retailers 
and wholesalers is the smallest it has been for 
years. The trade has been determined to reduce 
stocks and for some months orders have been 
made only to meet immediate requirements, and 
often not to the full extent of requirements. 
Both retailers and wholesalers will be demand¬ 
ing rush shipments during the fall months, and 
will have difficulty in obtaining cutlery in time 
to meet the season’s requirements. They will 
expect the manufacturer to make and ship goods 
over-night. 

It is quite impossible to forecast, with any 
reasonable degrees of accuracy, the conditions 
of the cutlery trade during 1922. The most 
prominent thing that stands in the way of con¬ 
tinued improvement is the retarding influence 
of union labor. As soon as labor accepts com¬ 
pensation in proportion to the decreased cost 
of living expenses, steady improvement may be 
expected, providing also that the tariff bill now 
under discussion is passed in a form that will 
fully protect American manufacturers against 
the influx of foreign goods made by cheaper 
labor. These two problems overshadow all 
others and will be the determining factors in 
next year’s business. We believe they will be 
met in a way that will insure better business 
conditions for possibly two or three years. 

Yours truly, 

ONTARIO KNIFE COMPANY, 
Franklinville, N. Y. J. L. Burritt, Sec. 


PRESENT PRICES AND CONDITIONS WAR¬ 
RANT BUYING WITHOUT HESITATION 
Editor Hardware World: 

Your question is: ‘‘If you were a jobber or 
a retail merchant, what would be your buying 
policy for the next six months—knowing busi¬ 
ness and trade conditions as you do.” 

My answer is I would buy reasonably and 
with confidence all necessary merchandise to 
meet my usual requirements based on past ex¬ 
perience—the experience gained in ordinary, 
natural times and not those few hectic war 
years and post-war years when we all lost our 
heads to some extent. 

Prices have been adjusted all along the line, 
crops are good in most sections of the country, 
the general financial and industrial situation is 
on a sounder basis than it was a year ago or 
even at the beginning of 1921. 

Retailers and jobbers must have merchan¬ 
dise in order to carry on business and present 
prices and conditions warrant them in buying 
for their ordinary needs without doubt or hesi¬ 
tation. In some instances goods bought at cur¬ 
rent prices will advance before they are sold. 

Yours very truly, 

MONTAUK PAINT MFG. CO., 
Brooklyn. F. E. Cornell, Sec. & Treas. 
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PROFITS ARE MADE FROM SALES 


SCREEN WIRE CLOTH BUSINESS BETTER 
THAN EXPECTED 
Editor Hardware World: 

We first state that our business for 

the past fiscal year is now coming to a close, 
and on August 1 we will begin operations on 
next season^s business. The past year’s business 
on screen wire cloth turned out to be better 
than anyone anticipated, and it ended by leav¬ 
ing no overstock with the manufacturer or dis¬ 
tributor. From all indications, the coming 
season will be equally as good, if not better. We 
account for this as follows; 

First: Because there is so much remodeling 
of homes and building of cottages, all of which 
takes fire cloth for windows, doors and porches. 
It is an exceedingly poor shack nowadays that 
does not have wire cloth on it. 

Second: We are able to reduce the price on 
wire cloth, which is the first reduction in four 
years. 

In consolidating our Niles, Mich., and Clin¬ 
ton, Iowa, plants in our new Chicago plant, this 
interferred somewhat with our production the 
last season. We are now well equipped and or¬ 
ganized, and are building a Galvanoid depart¬ 
ment and warehouse at our western plant. This 
will give us ample facilities for taking care of 
business for the coming year. 

We believe prices will be sufficiently low on 
screen wire cloth when the season opens to 
warrant dealers putting in a stock for the next 
six months or even more. 

Yours very truly, 

AMERICAN WIRE FABRICS CO., 
Chicago. C. K. Anderson, Pres. 


KEEP SUFFICIENT STOCK TO FILL ALL 
ORDERS 

Editor Hardware World : 

We would advise both the jobber and the 
retail merchant to buy only for present needs, 
as we believe that there will be further declines 
in prices during the latter part of this year. We 
would suggest, however, that all jobbers and 
retailers be sure that they have a sufficient 
amount of stock on hand and not to allow their 
stock to run way down as they have in the past, 
as they should be in a position to take care of 
any trade that comes to them and not lose trade 
as many dealers have in the past few months, 
for not having a sufficient amount of stock on 
hand. This is even worse than having too much 
stock on hand, in our estimation. 

Hoping that this will give you the informa¬ 
tion desired, we remain. 

Very truly yours, 

VOSS BROS. MFC. CO.. 

Davenport, Iowa. E. Voss, SaleH Mgr. 


MAN WHO HAS THE STOCK ALSO HAS 
BEST CHANCE TO MAKE SALES 
Editor Hardware World; 

We would recommend a policy of carrying 
stock for one to three months ahead, as we be¬ 
lieve the large declines in price have now been 
made and that there will be very few additional 
declines of any consequenc to affect the hard¬ 
ware and tool business for months to come. 
The buyer who waits until his stock is entirely 
depleted loses money because his customer is 
dissatisfied when he is unable to obtain the 
service that he pays for and expects. 

No one wants to wait long for delivery now 
and the man who has the stock is the man who 
has the best chance to make the sale. 

Very truly yours, 

THE CINCINNATI TOOL CO., 
Cincinnati. J. W. Hargrave, Pres. 


KEEP UP STOCK, PUT NEW LIFE IN SALES 
PLANS 

Editor Hardw^\re World: 

Disregarding that we are manufacturers, 
and most naturally look to the jobber and re¬ 
tailer to push our line, in placing ourselves in 
their position we would feel that conditions 
would not warrant stocking up heavily on any 
item; at least until such a time that conditions 
and prices become more stabilized. 

There is one thing in our judgment that 
should be guarded against, and that is in being 
too cautious about ordering until the last min¬ 
ute; jobbers and retailers have been liquidating 
stocks for some time, and this has reacted very 
materially on the manufacturer, forcing him to 
operate at minimum capacity, keeping his man¬ 
ufactured stocks down to low ebb. The result 
wnll be that when business does open up, it is 
going to find these manufacturers short on a 
number of items, meaning delay in deliveries, 
and this is not a healthy condition, either. 

It would be our recommendation to keep up 
stocks in fairly good shape, more especially on 
the seasonable lines, get real life and new ideas 
in the sales promotion, and this will produce 
results. 

Yours truly, 

AMERICAN SCALE COMPANY, 
Kansas City. J. E. Bieth. 

SAID IN LESS THAN A DOZEN WORDS 
Editor Hardware World: 

Buy only for present, not for future, unless 
factory guarantees prices. 

MICHIGAN WIRE uOODS CO. 


Back up your plans with execution, then 
you’re bound to win. 
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SALES ARE MADE FROM GOODS IN STOCK 


WITH FULL KNOWLEDGE OF CONDI¬ 
TIONS, “BUY NOW“ 

Editor Hardware World: 

If we w’ere a jobber or a retailer, and knew 
the underlying conditions in our industry, as 
we as manufacturers know them, we certainly 
w ould not hesitate to buy. 

Enameled ware today is being sold by the 
manufacturer 25 per cent below cost, even at 
replacement values of materials, and have 
reached rock bottom, and are selling as low now 
as in 1916. There, no doubt, will be some little 
cutting by different factories, but the variation 
would hardly exceed 5 or 10 per cent, and as a 
jobber or merchant would feel that it would be 
very much safer for us, and more profitable to 
keep our stock filled up in order not to miss 
sales, rather than allow our stock to be depleted 
on the theory that by waiting we can buy 5 to 
10 per cent cheaper. 

Also we would take the stock we had on 
hand and would turn it over at a low profit. 

We find from a check-up of retail stores that 
one reason why enameled ware is not moving 
faster in the store is that many retailers or mer¬ 
chants are still adding 50 to 100 per cent profit 
to their cost. We definitely know this, for the 
reason that we go through the retail stores and 
inquire the retail price on enameled ware. 

This information is given with the under¬ 
standing that our name will not be used in your 
publication, but can be used as typical of the 
industry’. 

Yours very truly, 

ENAMEL WARE MANUFACTURER. 


NOW IS THE TIME TO REPLENISH STOCK 
Editor Hardware World: 

If we were jobbers or a retail dealer we 
would immediately replenish our stock and from 
this time forward would gradually increase it 
and have in possession at least a normal stock 
at all times. 

In many lines tliere has been little if any 
buying in a general way and it will undoubtedly 
come to pass that retail and jobbing stocks will 
be exhausted at about the same time and the 
manuafeturers who have been running far be¬ 
low normal will find it impossible to manufac¬ 
ture and ship promptly to meet all the demands 
and this will mean another shortage and ad¬ 
vancing prices. 

If all dealers could show the public that they 
are meeting market conditions and selling their 
wares on a basis of replacement cost the public 
would soon regain confidence and business 
would soon be back to normal. 

Dealers and jobbers in sporting goods have 
evidently gained the confidence of the buying 
public, for in spite of the present business de¬ 
pression the sale of Marble goods for the first 
six months of this year shows a considerable 
increase over the same period of last year. We 
see little reason why all lines should not in¬ 
crease in sales from this period on and believe 
the dealer and jobbers could anticipate this by 
making reasonable purchases immediately and 
continually. 

Yours very truly, 

MARBLE ARMS & MFG. CO.. 
Gladstone, Mich. Jas. T. Jones, Mgr. 


PRESENT MARKET ON TIN AND LEAD 
VERY LOW 

Editor Hardware World: 

In our particular line of manufacture, the 
prime costs—metals—tin and lead—are subject 
to daily market fluctuations. While the price 
of both these metals are unusually low at this 
time, that of tin being the lowest in the past 
twenty years, we would consider it good busi¬ 
ness for a jobber or retail merchant to stock 
this line in good proportions at this time. How¬ 
ever, it has never been our policy to load up 
the jobbing distributors, as we believe that a 
stock that would turn itself at least every thirty 
days w as far more attractive and naturally more 
profitable to the jobber than goods possibly 
carried at a somewhat lower cost through a 
period of months. 

Thanking you for considering us in this 
matter, we beg to remain. 

Yours very truly, 

CHIC.AGO SOLDER COMPANY, 
Chicago. .Tames C. Shaw. 


A VITAL CONDITION TO BE CONSIDERED 
Editor Hardware World: 


Generally speaking, retail stocks are nearer 
a minimum than most jobbing stocks, but the 
vital condition to be considered, answering your 
question of the 25th, is factory stocks and the 
ability of the factory to deliver on short notice 
from either jobber or retailer. 

Orders for fall delivery from jobbers indi¬ 
cate that, as factories have little stocks on hand, 
the jobber who anticipates will reap real profits. 

FVom a jobbing standpoint, therefore, orders 
for fall delivery should be placed at the earliest 
possible moment and on a basis of nearly nor¬ 
mal distribution. Retail records of trading will 
justify this. 

Yours very truly, 

GENEVA CUTLERY CORPORATION, 
Geneva, N. Y. H. L. Henry, Mgr. 

Never apologize for calling by saying, “I was 
just passing and thought I would drop in.’* 
Better, you tell the prospect you have come 
just a bit out of your way to see him. 
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READY TO PILL ORDERS PROMPLTY 
Editor Hardware World: 

If we were a jobber or a retail merchant 
we would buy goods in such quantities as would 
keep our stock in condition to execute promptly 
whatever orders we might receive, and if possi¬ 
ble, we would carry no surplus stock. This, we 
believe, is the manner in which all good mer¬ 
chants are buying goods at the present time. 

Yours very truly, 

THE AMERICAN FORK & HOE CO., 
Cleveland. Cyrus Reimer, Mgr. of Sales. 


BUY NOW FOR BALANCE OF YEAR 
Editor Hardware World: 

As a manufacturer of stoves we know the 
present wage-scale will remain in effect until 
December 31. We also know we have bought 
practically all of our supplies with the excep¬ 
tions of iron and coke and we look for no very 
material reduction on these two items until 
freight rates are reduced very materially, but 
we do not think the railroads are in position 
to make reduced rates in time to make any 
material difference during the remaining por¬ 
tion of the present year. 

We do, however, look for reduced rates that 
will affect prices by next spring. We also ex¬ 
pect a reduction in the wage scale for next 
year that will have a material effect in de¬ 
flating present prices. Holding these views, 
yet realizing we must carry a sufficient stock 
of goods to secure our full share of the business 
to be had, we would carefully canvass our stock 
and see just what goods would be needed on 
a conservative basis to run us until December 
31. 

Would then for two reasons place our order 
and specify an early date for shipment. The 
first reason is we would then be sure of the 
goods being on hand when needed. The second 
reason is we would be doing our part toward 
giving business a start and our action might 
influence someone else to buy and when we all 
get to buying our present business depression 
will gradually disappear. 

We think it wise to place orders early be¬ 
cause manufacturers look for reduced freight 
rates, a lower wage scale and cheaper materials 
next year. For that reason they will can^ 
much smaller stock and the late buyers may in 
seme cases fail to secure goods in time to meet 
the demand always caused by the approach of 
cold weather. 

In conclusion we repeat we would at once 
buy what we estimate we could dispose of by 
January 1, and then get busy on the selling end 
and invoice as small a stock as possible so we 
would be in position to avail ourselves of the 
lower prices we confidently expect early next 
year. 

Yours very truly, 

Ironton, Ohio. THE FOSTER STOVE CO. 


INCREASED VOLUME LOWERS PRICES 
Editor Hardware World: 

We would advise the jobber and retailer to 
carry a reasonable amount of goods on hand, 
sufficient to supply their trade. 

At present, our goods cost us two to three 
times as much to manufacture as they did before 
the war and do not show us the same percentage 
of profit as they formerly did. 

We believe that manufacturing costs will 
slowly decline over a period of years, but that 
they will never reach pre-war prices again, as 
the workman will never take as low wages or 
work as many hours a day as before. 

The dealer may rest assured that in our case, 
and we believe that it is true of every manufac¬ 
turer, our prices will be based on manufactur¬ 
ing costs plus a reasonable profit, and that 
prices will be reduced whenever the manufac¬ 
turing costs warrant. 

In this connection, it must be remembered 
that overhead or cost of doing business if twice 
as many units are sold is cut in half, so that a 
necessary aid to lower prices is increased vol¬ 
ume of business. This not only applies to the 
manufacturer but to the wholesaler and retailer 
also. 

So let’s all get together and do business. 

Yours very truly, 

CHAS. MORRELL. 

New York. Per William Morrill. 


RAW MATERIALS ARE LOW, LABOR CAN¬ 
NOT BE REDUCED 
Editor Hardware World : 

We feel that the jobbers and dealers should 
lay in an adequate stock to supply normal de¬ 
mand at all times. Our reasons for buying now 
are that we firmly believe that most commodi¬ 
ties sold in this field did not raise prices when 
costs went up like in other lines, therefore they 
cannot be expected to take the drop that other 
lines have. Our prices are now very nearly 
back to pre-war conditions, we being able to 
do this due to the prices of most of our raw 
materials dropping. We are unable to bring the 
price down further as labor enters into our 
goods and it is impossible to bring it down 
further while rents remain as they are. 

Summing the whole matter up we find that 
raw materials are down as far as they can go, 
labor cannot be reduced any more for some 
time to come, therefore prices are at a standstill. 
Many jobbers are laying in good stocks and are 
conducting large sales campaigns and with ad¬ 
ditional energy are getting very favorable re¬ 
sults. The jobbers and dealers who keep well 
stocked shelves and sustain their selling energy 
day in and day out are the ones who will find 
themselves ahead this year. 

Yours very truly, 

PETER ROLLER MACHINE WORKS, 
Chicago. A. P. Boiler, Sec, 
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AMPLE REASONS FOR OPTIMISM 
Editor Hardware World : 

We do not expect any very large increase in 
business for the next few months, but we do 
feel very optimistic that conditions are going to 
right themselves in fine shape. 

We have today, in our President Harding 
and in his able cabinet, a set of men that are 
alive to the present deplorable conditions of our 
great railroad industry and with the remedial 
measures that are being advocated, should go a 
long way to brighten things up. Then, again, 
we have been going down hill since September, 
1919, and that is about as long as you can rub 
the noses of our extremely virile nation of ener¬ 
getic business men, in the ground and get away 
with it (so to speak). Have always noticed that 
when things got so darned bad that you could 
see no bottom to the hole, pretty soon you could 
see a head sticking up here and there. They 
wouldn’t stay down. 

Today our Federal Reserve Banks of the U. 
S. are reporting the enormous reserves of over 
62 per cent. The newspapers of this city report 
between three and four hundred millions of gold 
have been imported into this country from 
abroad, since January 1,1921, and as our under¬ 
standing is that every dollar of gold held in 
the Treasury means an average of $18.00 of 
credit, in commercial life, we still have all we 
got during the war, and the U. S. Treasury re¬ 
ports having on hand more gold than has ever 
been held by any country on the face of the 
globe at one time. With steel being deflated 
rapidly and with cotton deflated and copper 
likewise, we need just three things and that is 
a deflation of the freight rates, coal and a little 
increase in courage and we will go ahead again 
in wonderful shape. We have got to. Every 
man in the country wants a “twinsicpierce- 
arror” or ‘‘supersix” motor car and all the lux¬ 
uries that go with it, and they are all going to 
try to get ’em. This country is too big—too 
w^onderful—too virile to stay down. 

This year play careful and work hard—1922 
should be very good, as things are being used 
mp so rapidly that the shelves of the stores are 
going to be cleaned bare and the absolute ur¬ 
gent needs of our country are so enormous. We 
used to talk as if a million was something tre¬ 
mendous. Today we talk in billions as if they 
were cents, consequently you are going to find 
our business men fighting hard to get more 
business. What was a good business (in figures) 
a few years ago, when compared with a billion 
today, that our men are going to fight hard to 
increase theirs, and when you get us all fightin’ 
the business figures are so big you don’t know 
what they mean. 

1922 should see us very much on the road to 
very much better conditions. 

Yours very truly, 

HYiT:EIiD MFG. CO., 

C. E. Strong, Pres. 


MANUFACTURER, JOBBER AND DEALERS 
SHOULD EACH PERFORM THEIR 
PROPER FUNCTIONS TO 
SUPPLY THE PUBLIC 


Editor Hardware World: 

The origin of commerce can be traced back 
to when man first found that he could be served 
by others better than he could serve himself. 
Manufacturers sprung into existence because 
they were able to produce the needed com¬ 
modity to better advantage than the individual 
could produce it himself. The merchant came 
into existence because it was not always con¬ 
venient for the individual to procure his re¬ 
quirements from the maker direct and the mer¬ 
chant was able to offer a service to the con¬ 
suming public which justified his existence, and 
the measure of his success generally depended 
upon the character of service that he rendered. 

As commercialism became more complex, 
and as the want of the public increased and 
multiplied, wholesale houses sprung into exist¬ 
ence, because they were able ^o offer the retail 
merchant a service which it was sometimes dif¬ 
ficult and expensive for him to procure for 
himself. It is, therefore, incumbent upon all 
manufacturers, wholesalers and retail mer¬ 
chants to study carefully the needs of their cus¬ 
tomers and how best they can serve them; and 
the manufacturer’s making policy, and the 
wholesaler’s and retailer’s buying policy must 
be formulated with this end in view. 

Both the wholesaler and the retailer should 
have on hand a sufficient quantity of needed 
commodities to care for the reasonable require¬ 
ments of his trade. With information at his 
command, he should be able to differentiate 
between those lines that were unreasonably ad¬ 
vanced during the war period and upon which 
fair reductions have not been made, and those 
lines that were not advanced in an unreason¬ 
able manner, bearing in mind that a large num¬ 
ber of factories that operated before the war 
on a 10 hour a day basis are now operating— 
and must expect to continue to operate—with 
8 hours a day as the standard working time, 
and that it is not so much the question of the 
price itself, but rather one of the value that the 
price represents. 

We believe in a just and reasonable wage 
for our employes and our costs are based on 
such a wage. During the war period we only 
made advances where increased cost forced us 
to do so. During the period of readjustment 
we shall only make reductions as reduced costs 
permit of our doing so, and as we see little 
prospect of any chance of reductions during the 
coming fall, we have decided to guarantee all 
our prices until January 1, 1922. This cer¬ 
tainly protects the merchant and enables him 
to procure his fall requirements without danger 
of loss. Yours very truly, 

GOODELL-PEATT COMPANY, 

W. M. Pratt, Pres. 
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MOST MANUFACTURERS PROTECT AGAINST PRICE DECLINE 


CONDITIONS JUSTIFY MORE LIBERAL 
BUYING POLICY 
Editor Hardware World : 

We believe that conditions are slowly but 
surely becoming stabilized and it is our opinion 
that most products are now being marketed 
very close to the cost of production; in some 
cases, in fact, for less than they can be pro¬ 
duced at the present prices of material and 
labor. 

If these conditions are true, we believe it 
should be the policy of the jobbers and dealers 
of this country to purchase in a somewhat more 
liberal manner for the next six months than 
they have in the past. We do not believe that 
there should be any speculation, but we do 
think that the jobbers should replenish their 
stocks and carry a full assortment of goods, in 
order to be able to fill retailers’ orders promptly 
and completely. 

The distributors of manufactured goods in 
this country should realize that they ought to 
carry as large and complete stocks as possible 
and replenish their stocks at frequent intervals, 
in order to allow the manufacturer to run his 
plant on a fairly economical basis and to thus 
furnish our industrial classes with the buying 
capacity which is necessary to the success of the 
distributor, whether jobber or retailer. 

In other words, it should be continually 
borne in mind by the distributor that his in¬ 
terest is a mutual interest together with the 
manufacturer and the consumer. We are all 
tied up together and a general policy of buying 
which curtails the ability of the manufacturer 
to produce goods at a reasonable price and in 
s^ifficient volume for the consumers^ needs, re¬ 
acts upon the entire community. 

We have had to date this year a very severe 
liquidation and it seems to us reasonable to 
assume that a fairly liberal buying policy on 
the part of the distributor is essential to the 
needs of our business life. 

Yours very truly, 

THE STANLEY WORKS, 

C. F. Bennett, Vice Pres. 

DON’T SPECULATE, BUT KEEP UP STOCK 
Editor Hardware World: 

We think the policy for retail merchants in 
placing their orders and specifications for the 
coming season should be on conservative basis. 
Nearly everything is on the decline, but we 
should not lose business on account of not hav¬ 
ing goods to sell. Buy what we think we will 
require and not speculate. This should be a 
year of frequent turnovers. 

Yours truly, 

WOLGAST HARDWARE OO., 

By L. A. W(/Jgast. 


ADVISABLE TO KEEP STOCK STAPLE 
ARTICLES COMPLETE 
Editor Hardware World: 

Inasmuch as we are manufacturers, it is dif¬ 
ficult for us to get either the jobber’s or retail¬ 
er’s point of view, so please bear in mind that 
any opinion that we may have to offer is more 
or less biased, due to our point of view. 

From the writer’s conversations with hard¬ 
ware merchants and jobbers, he has come to the 
conclusion that the jobber or dealer who has a 
reasonable amount of working capital will do 
well to keep his stock of staple articles as com¬ 
plete as possible, and well balanced. To do this, 
it will not be necessary to order ahead in large 
quantities, for the reason that many manufac¬ 
turers are now in position to make prompt ship¬ 
ment of staple goods, and by ordering more fre¬ 
quently in small quantities, it will be possible 
to keep your stocks in good shape. 

It is quite certain, in our opinion, that the 
dealer or jobber who has a fairly well balanced 
stock during these times is going to have con¬ 
siderable advantages over any of his compet¬ 
itors who are short in many of their lines. Then 
again when business picks up, the man with the 
good stock is immediately able to take advan¬ 
tage of the conditions and get his full share of 
business. 

Very truly yours, 

SIMONI>S MFG. CO., 

R. E. Greenwood, Asst. Gen. Sales Mgr. 

NORMAL DEMAND BECOMING APPARENT 
Editor Hardware World: 

In our judgment the jobber or retailer is 
now justified in placing specifications for his 
normal needs. 

Practically all manufacturers have made 
heavy reductions in their selling prices based on 
latest data relative to raw material and labor 
costs, and there is beginning to be evidenced a 
renewed demand by the consumer public which 
has observed the publicity given to price re¬ 
ductions made from time to time. 

We should, therefore, counsel the jobber or 
retailer to purchase normal requirements, so as 
to be prepared to take care of the consumer 
demand, which, as above stated, is becoming 
more apparent daily. 

With kind regards, we are, 

Yours truly, 

.T. E. PORTER CORPORATIOX. 

W. L. Weintz, Pres. 

SUGGESTION FOR A WINDOW SIGN 
Stop; look; and read ere you go 
To other stores that make a show. 

Mark well the goods before you pass 
Displayed behind this pane of glass. 

—Reegtherhymer. 
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KEEP STOCK COMPLETE, EVEN THOUGH LOW IN QUANTITY 


UNUSUAL OPPORTUNITY FOR FAIR RUN 
OF BUSINESS 
Editx)r Hardware World: 

It seems to us that there will be an unusual 
opportunity for a fair run of business this fall, 
especially in seasonable lines, and the jobbers 
and retailers would do well to see that they are 
reasonably supplied to meet the demand. 

Prices appear to have been reduced to the 
purchasing limit without special regard to cost 
of production, and this condition should pro¬ 
voke purchases by the consumer. 

Retailers, we believe, should and will pur¬ 
chase in reasonable quantities in advance of the 
consumer demand, in order to be assured of the 
quick turnovers which appear to be so desirable. 

If purchasing is deferred too long, there is a 
likelihood of some shortage, which will mean 
delay and inability to render service to the 
public, which is one of the first essentials. 

We do not mean to convey the idea that a 
speculative market will prevail, and we certain- 
I3 hope that there will be no movement toward 
advances In prices. 

We figure that the distributors can make no 
mistake in purchasing a little more than their 
business actually requires, because profits on 
sales will, we think, more than offset the possi¬ 
bility of any further reductions in prices. 

Yours very truly, 

THE ENTERPRISE MFG. CO. OF PA., 
C. W. Asbuiy, Vice. Pres. 


SHOULD ANTICIPATE NORMAL BUSINESS 
AND BUY ACCORDINGLY 
Editor Hardware World; 

If we were a jobber or retail merchant, we 
believe we would anticipate practically a normal 
business and buy accordingly. 

Judging from the number and the quantity 
of the orders placed by the buyers at the recent 
furniture exhibition at Grand Rapids, it would 
seem as if this was a general viewpoint. 

We believe the prices are now on such a basis 
as to permit buying without the risk of loss, 
and if there is any reaction at all it looks to us 
as if it might be in the nature of an advance 
rather than a decline. 

There is always a certain amount of business 
to be had and it is our experience that the 
amount obtained by any firm depends largely 
upon the enterprise and hustle which they put 
back of their effort. 

Undoubtedly the dealer who lays his plans 
on a sane, progressive and aggressive policy will 
find bu.siness satisfactory. 

Yours very truly, 

GRAND RAPIDS REFRIGERATOR m 


NO REDUCTION IN REISIINGTON PRICES 
THIS YEAR 

Editor Hardware World : 

We wish to make it clear that there is no 
possibility of a decline in prices of our product 
during the remainder of this year. Retailers 
may, therefore, safely buy for their conserva¬ 
tive requirements for this season without fear. 
This applies to Remington arms, shells, ammu¬ 
nition and cutlery. 

During the period of intense conservatism 
prevailing among retailers it is our opinion that 
many of them, if not the majority, have under¬ 
bought on shells and ammunition; that the usual 
demand for these goods will exist during the 
coming fall and winter; that the jobbers per¬ 
haps have been influenced by the attitude of 
retailers and will be found at that time with 
short stocks and difficulty may be experienced 
on “fill-in-orders.’’ 

There has never been a period during times 
of prosperity or depression when the shooter 
has not indulged himself in his favorite recre¬ 
ation. No individual shooter buys large quan¬ 
tities of shells or ammunition, but the total 
consumed by the millions of sportsmen through¬ 
out the country is enormous. 

The retailer will do well to watch his stock 
carefully and to have an assortment of saleable 
loads and calibers of shells and cartridges on 
hand at the opening of the hunting season in 
the various sections of the country and to place 
his “fill-in-orders” far enough ahead in ad¬ 
vance of actual requirements to enable him to 
take care of his trade when the demand comes. 

Trusting that this information will be of 
assistance to you, we are. 

Very truly yours, 

REMINGTON ARMS CO.. INC., 

John S. Barlow, Adv. Mgr. 


DON’T EXPECT LOWER PRICES ON 
REFRIGERATORS 
Editor Hardware World: 

We believe that prices on furniture and re¬ 
frigerators have reached their low level for 
several months to come. 

We find that in the main stocks are ver>' low 
in the hands of jobbers and retailers and con¬ 
sumers frequently complain that they find no 
selection when they go to buy. We would ac¬ 
cordingly recommend that both jobbers and re¬ 
tailers stock up in these lines to a reasonable 
degree, as we do not believe there will be a 
further recession in prices for many months to 
come. 

Yours very truly, 

GURNEY REFRIGERATOR CO., 
Fond du Lac. E. G. Vail, Pres. 
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CROPS NOW SUFFICIENTLY ADVANCED TO KNOW NORMAL 

REQUIREMENTS 


PLANNING FOR HEAVIER DEMAND THAN 
MANY OVER-CAUTIOUS EXPECT 
Editor Hardware World : 

Prom all we can understand, it seems to be 
the policy of both the jobber and retailer to 
buy from hand to mouth at present, which is a 
very wise thing for them to do under present 
conditions; but being optimistic as to the future, 
we are laying foundation, and trying to put our 
stock in such a position that we can meet a much 
heavier demand during the fall months than 
many people anticipate we will have, and we 
are inclined to believe that merchants who are 
over-cautious will be agreeably disappointed at 
the business they will have during the coming 
season. 

Very truly yours, 
INTERNATIONAL SILVER CO., 

Goo. H. Wilcox, Pres. 


ANTICIPATE SHORTAGE IN STOVES 
Editor Hardware World : 

If we were a jobber or a retail merchant pur¬ 
chasing goods necessary for the conduct of our 
business, from our point of view we would deem 
it wise to anticipate our wants to some extent. 

We are of the opinion that this fall is going 
to develop considerable business and owing to 
the slowness under which many producers of 
merchandise are operating, we in our opinion, 
think there is going to be a shortage and that 
some wants will not be promptly taken care of. 

This may not be true in all lines, but believe 
it is true in the furnace and stove business. It 
is evident that many buyers are holding off 
placing their orders until the last minute and 
then they will be wanting goods promptly, and 
the manufacturer will not have them in stock 
to fill orders promptly. 

We would not advocate anyone purchasing 
any more than he would have reason to believe 
he could likely use in his business. We feel that 
prices on some commodities should come down 
lower, and will do so. We would therefore not 
deem it wise for any merchant to be loaded 
with high priced goods on his shelves. 

If you feel disposed to make use of our views 
on this subject we would prefer that you omit 
attaching our name to the same. 

Yours very truly, 

Ohio. STOVE MANUFACTURER. 


Whether it is an individual or a business, 
there must be definite savings. Without savings 
or increased financial assets of some kind, prog¬ 
ress and expansion are impossible. A hand-to- 
mouth policy never gets anyone anywhere. 


INCREASING PRODUCTION AND EXPECT 
NORMAL BUSINESS 
Editor Hardware World : 

During the last two months, June and July, 
which are the slowest months in the year in the 
commercial and industrial lighting industry, we 
have not curtailed the production, for the reason 
that we believe that the fall and winter season 
is going to be very near to a normal demand 
for incandescent lamps as used for commercial 
and industrial purchases. 

With an extra effort in our sales depart¬ 
ment, we are almost assured from our regular 
distributors all over the country that we will 
dispose of the surplus stock that we have ac¬ 
cumulated during this last two months of the 
slow lighting season. 

If we were jobbers or retail merchants today, 
we would line up for the fall our sales and 
advertising departments with the spirit of the 
pre-war times and are sure that we could re¬ 
ceive normal volume of business. We are doing 
it now as manufacturers, with all our regular 
distributors. 

Due to our concentrating on sales and ad¬ 
vertising we have been able for the last year to 
increase our production and have put on addi¬ 
tional help instead of decreasing and laying off 
help, which has been the general rule in busi¬ 
ness. We simply forgot the wartime easy busi¬ 
ness getting and have gotten back to the 19H 
conditions of the market, have faced that mar¬ 
ket, and been amply rewarded. 

In conclusion, we firmly believe that the 
next six months will give us a steady, good, 
normal volume of business. 

Yours very truly, 

BRITE-LITE LAMP MFG. CO., 

By A. Ullman, Sales Mgr. 


GIVE SERVICE AND KEEP COMPLETE 
STOCK 

Editor Hardware World: 

There is no question in our mind that if we 
were a jobber or a retail merchant we would 
first see that we had a complete stock of ware 
at all times. We would, of course, keep this 
stock at a minimum, but we would make service 
the big thing in our business and we would let 
it be known to our trade, whether a dealer or 
an individual, that items which we advertised 
to handle were in our stock and could be shipped 
or delivered instantly. 

Yours very truly, 

CORNING GLASS WORKS, 

Pyrex Sales Division. 

W. T. Hedges, Mgr. 
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SALES NECESSARY FOR PROFITS 

Editor Hardware World : 

We believe that where a merchant, whether 
wholesale or retail, can safely do so without 
fear of loss, because prices have become stabal- 
ized and because of guarantee against decline 
in prices, that he should support the manu¬ 
facturer by keeping a complete stock of goods 
on his shelves and order sufficiently in ad¬ 
vance to enable a manufacturer to give service 
with as little abnormal expense as possible. 

Merchants should not forget that profits 
are not made on goods which are out of stock. 
We also believe that the present business situ¬ 
ation will be helped tremendously if merchants 
throughout the country will reflect in their 
own prices the reduced prices which have been 
so generally put into effect by the manufac¬ 
turing interest and which they have adopted 
in many cases regardless of present costs and 
anticipating reduced costs which they hope to 
accomplish in the near future. 

If the other factors in the chain of distribu¬ 
tion would take their loss in a similar manner 
and immediately put into effect new prices as 
soon as they are published they will assist ma¬ 
terially in improving the business situation. 
The consuming public will not buy at peak 
prices nor until they are satisfied that sub¬ 
stantial reductions have been made therefrom, 
and until the consuming public is satisfied on 
this point there will not be much business for 
the dealer, for the jobber or for the manufac¬ 
turer but instead increasing unemployment 
and privation. Very truly yours, 

LANDERS, FRARY & CLARK, 

A. G. Kimball, Pres. 


EXPECT SLOW DELIVERIES IN A FEW 
MONTHS 

Editor Hardware World: 

As near as we can find, neither the jobber or 
the retail merchant have a large stock of goods 
on hand. 

If business picks up as we think it will do 
within a few months we are afraid they will be 
hindered with slow deliveries. 

Very truly yours, 

THE JAMES SWAN COMPANY, 
Seymour, Conn. Wm. B. Swan. 


BUT CONSERVATIVELY ENOUGH TO SE¬ 
CURE GOODS WHEN WANTED 
Editor Hardware World: 

If we were in the hardware business our 
buying policy for the next six months would be 
a conservative one. We would order enough 
goods and as far enough ahead to insure de¬ 
liveries when wanted, but would not stock any 
items heavily, as there is sure to be a plentiful 
supply. Yours very truly, 

THE WITT CORNICE CO., 

Cincinnati. J. W. Witt. 


NO RISK IN BUYING ON GUARANTEED 
PRICES 

Editor Hardware World : 

It is our opinion that many articles have 
reached rock bottom for a period of six months 
at least. It so happens that we, and other man¬ 
ufacturers of electric heating and cooking de¬ 
vices are guaranteeing our prices until January 
1. With this condition present, it is our advice 
to buyers to make up their minimum require¬ 
ments for the next six months, and order them 
at once, because if the manufacturer cannot 
obtain any future orders to build on, he will 
not stock any enormous amount of finished 
products. 

With this true, when the small fall buying 
flurry comes, and the pre-Xmas trade, everyone 
will be wanting merchandise. The manufac¬ 
turer with a small stock will not be able to make 
prompt shipments, and the jobber and dealer 
will thereby lose the sales. 

We do not encourage enormous buying, but 
we believe conservative buying for the near 
future is absolutely necessary to insure any 
kind of delivery. We do not wish our customers 
to have to carry any merchandise over their 
yearly inventory, but we are encouraging them 
to buy their minimum estimates at this time. 

Our opinion condensed is that a buyer should 
place orders immediately for his next few 
months^ requirements on goods which have 
guaranteed prices. 

Hoping this information will be of service 
to you, we are, 

Yours very truly, 

RUTENBER ELECTRIC 00., 

Fred L. Mahaffey. 

BUSINESS LOST THROUGH NOT HAVING 
STOCK 

Editor Hardware World : 

We believe that the stock of both the retail 
merchant and the jobber is down to about the 
lowest possible point and we are satisfied that 
a lot of our own jobbers are losing business 
because they are not carrying a stock and the 
retailer is not prepared to wait for materials to 
come from the factory. 

We believe this has reference not only to our 
line, but practically all manufacturing lines. 

Very truly yours, 

WALDEN-WORCESTER, INC., 

W. S. Bellows, Gen. Mgr. 


GOOD JUDGES OF REAL VALUE 


In enclosing renewal of our subscription to 
the Hardware World, we want to tell you that 
it is certainly worth all you ask for it and a 
good deal more. We need it in our business 
and go through it from cover to cover. 

I enjoy reading it, as do all the boys in our 
store. 

BEATTIE HARDWARE CO., 


Newport, Ark. 


S. M. Beattie, Pres. 
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IN A MULTITUDE OF COUNSEL THERE IS WISDOM 


KEEP STOCK ON HAND FOR NORMAL 
REQUIREMENTS 
Editor Hardware World: 

The writer has traveled around the country 
to a considerable extent in the last six months, 
and has ascertained that jobbers’ stocks on well 
known and fast moving articles, are necessarily 
very much depleted. 

It would seem to be to the advantage of the 
average jobber that he have at least sufficient 
stock on hand to supply normal requirements 
as they are today. 

In view of the indisputable fact that nation¬ 
ally advertised and well known articles are 
being sold today in large quantities, it behooves 
the jobber to assure himself of a sufficient 
quantity of this material to supply the trade for 
at least three months to four months in advance. 
At the same time it should be up to the manu¬ 
facturer to guarantee his price against decline 
covering all goods in stock on the jobbers’ 
shelves for a period of 90 days. 

We believe that the above suggestion applies 
only to such items as are actually moving, and 
we do not believe that the jobber or retailer 
should stock up at this time on items which are 
not inclined to move, at least to some extent. 

Yours very truly, 
BURGESS-NOBTON MFG. CO., 
Geneva, Ill. C. M. Burgess, Sales Mgr. 

CONDITIONS STEADILY IMPROVING 
Editor Hardware World: 

Frankly speaking, we believe that conditions 
will stay pretty much the same as they are now 
for the balance of the year. We believe that 
quality will have to do very much with placing 
of orders, almost as much as price. Furniture 
industries have become more active since Grand 
Rapids and Chicago markets have picked up to 
a marked degree and we believe that the hard¬ 
ware field will pick up as did the furniture line. 

From all that we can glean in our business, 
the man who was hit the first will be the first 
to recover. About a month or so ago, it ap¬ 
peared to us that conditions in the East were 
improved more so than any other section in 
the country. This, however, has proven to us 
that this was only a spurt, just as other sections 
are having. 

We believe that “1921 will reward the fight¬ 
er” and also 1922. We think that next year 
there will be much better business than at the 
present time. Conditions now are materially 
better than they were six months ago and we 
think six months hence will show a like increase 
if not a greater increase. 

Yours very truly, 

FAULTLE8 CASTER CO., 

Evansville. C. B. Noelting. 


WESTERN JOBBER’S ADVICE 
Editor Hardware World: 

If we were in the retail hardware business 
we would buy our requirements in small lots— 
buy often for the balance of this year. 

Some commodities, however, have touched 
bottom. It would be absolutely safe to buy for 
future, rubber hose and many lines of bras> 
and copper goods into which the cost of labor 
does not enter to any considerable extent. Out 
side of these, there is a chance of further de 
dine, so that it would be advisable for the re 
tailer to go slowly and carefully. The height 
of wisdom is to buy from his local jobber, placf^ 
his order one day arid receive same on his 
shelves within a day or two. 

Jobbers ever3rwhere have reduced their sell 
ing prices with market declines and are operat 
ing on a somewhat different basis than hereto 
fore, insomuch that they are selling at a much 
smaller pyercentage of profit. They find it nec 
essary to do this and retailers will be surprised 
to find that their local jobbers’ prices are a< 
low or lower than prices from other competitive 
points. No local jobber in whatever community 
he is can afford to be undersold, and from now 
on he won’t be, so that were we in the retail 
business, we would take advantage of the condi¬ 
tions as we understand them, believing that 
one turnover would be just as large or larger 
with the same profits were we to buy locally 
often and receive immediate delivery. 

We are. 

Respectfully, 

UNION HDWE. & METAL CO.. 
Los Angeles. L. C. Scheiler, Vice Pres. 


KEEP COMPLETE STOCK 


Taking into consideration the fact that in 
practically all lines of this industry, new and 
lower prices became effective July 1, it is our 
opinion that the present prices effective on the 
main portion of the lines manufactured and 
distributed by us, will remain as they are at 
present, during the rest of the months of this 
year. 

If there should be any further decline, would 
not deem that it would be of a sufficient amount 
to work any hardship on dealers who might have 
on hand any goods purchased between now and 
the remainder of this year. 

Our advice to the trade is purchase your 
requirements, keep up your complete stock of 
cutlery, but in smaller quantity than you have 
in the past, buy for your present and near im¬ 
mediate needs, rather than for your future re¬ 
quirements. 

Very truly yours. 

W^ESTERN STATES CUTLERY & MFG. CO.. 
Boulder, Colo. H. P. Platt;^ 
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LOST SALES MEAN LOST PROFITS 
Editor Hardware World: 

During our recent sales convention, which 
was one of the most enthusiastic and profitable 
ones ever held by the Drake Hardware Company 
(program inclosed), the question was brought 
out, ‘‘How should dealers buy and sell during 
a period of declining prices 

It was the opinion of the convention that 
stocks should be watched closely and kept well 
assorted, and not allowing over-stocks to ac¬ 
cumulate. It was also the opinion that far too 
many dealers were losing sales due to the fact 
that they were holding off placing orders, wait¬ 
ing for declines in price. (Lost sales mean lost 
profits.) 

It was brought out that dealers who had 
complete stocks were drawing business from 
towms and dealers who were allowing their 
stocks to run low. There is no excuse at this 
time for dealers being out of merchandise. 

Jobbers are situated so that any dealer can 
order merchandise and have it within forty- 
eight hours. It is the jobber’s service that 
counts during times of declining prices. It 
was our opinion that dealers should follow a 
declining market as rapidly as an advancing 
market and that business in general would im¬ 
prove if merchandise was sold at the prevailing 
market price. 

Yours very truly, 

DRAKE HARDWARE COMPANY, 
Burlington, Iowa. N. G. Ballantyne, Sales Mgr. 


A TEXAS JOBBER’S SUGGESTIONS 
Editor Hardware World: 

Buying—We would buy from our nearest 
jobbers at the best prices possible, and only a 
month’s supply. We would watch the stock 
closely, order often, but only in limited quan¬ 
tities. 

Selling—We would sell practically for cash 
only, and if any credit were extended it would 
be only to the absolutely A-No.-l pay cus¬ 
tomers; we would take no risks whatever, pre¬ 
ferring to have our goods on hand in place of 
questionable accounts. 

It’s a mistaken idea to buy goods, if offered 
a little cheaper for quantities that are excessive 
for your requirements. The interest, tied up 
capital, etc., is always a great deal more than 
the little exra higher price that you would pay 
your near jobber; in fact, it’s poor policy to 
buy anything, or a quantity, no matter how 
cheap, if you cannot make the turnover within 
a short time. 

If the retail trade will study this matter and 
keep their stocks moving on the above selling 
plan, they will not only make their expenses 
this year, but also a nice neat profit besides. 

Thanking you for your consideration, we 
remain, A. DEUTZ & BROTHER, 

Laredo, Tex. 0. Deiitz, Mgr. 


FAITH IN THE FUTURE, OUR COUNTRY, 
AND OUR FELLOW MEN 
Editor Hardware World: 

By all means we would confine our pur¬ 
chases to the local jobber and buy in small 
quantities and often. It is the only system by 
which the retail dealer can reduce his stock 
on a number of lines on which he is now heavily 
stocked and supply the demands that are made 
on him by his trade. 

The quick turnover and the small invest¬ 
ment the retail dealer can accomplish by buy¬ 
ing from his local jobber, more than offsets any 
small gain that he may be under the impression 
that he can secure by buying in large quantities 
and farther away from home. 

Conditions from a crop standpoint in Texas 
were never brighter. We also appreciate, how¬ 
ever, that we are going through a period of re¬ 
adjustment, but we have faith in the future, in 
our country, and our fellow man. 

NASH HARDWARE COMPANY. 
Fort Worth. W. R. Duffey, Vice Pros. 

JOBBER’S POLICY IS FREQl’EN'T 
PURCHASES 
Editor Hardware World: 

Under present conditions, we believe that the 
safest and best policy for merchants to pursue 
in their buying is to make frequent purchases 
and of small quantities, with a view of keeping 
as well assorted stock as possible and tr>' to get 
a quick turnover, for any extra discount which 
might be made by a quantity purchase, we be¬ 
lieve will be more than lost by reason of declin¬ 
ing markets, which will be more or less preva¬ 
lent in our line of business for the next year at 
least. 

Yours truly, 

THE FRANK COLLADAY HDWE. CO., 
HutchinsoD, Kan. Cbas. S. Colladay. 

KENTUCKY JOBBER BELIEVES MORE LIB¬ 
ERAL BUYING POLICY ADVISABLE 
Editor Hardware World: 

At the present time we think it would be 
well for retail merchants to buy a little more 
liberally than they have for the past several 
months. We do not advocate increasing stocks 
materially, but we do think that now is a good 
time for a merchant to fill his stock out. and 
not be out of any item. We might see some¬ 
what lower prices, but we are firmly of the 
opinion that further declines will be very slight. 

We believe that if the retail merchant is ag¬ 
gressive, will keep his store attractive and 
makes his window display work for liim. he 
should have very nice sales. 

Yours truly, 

Louisville. STRATTON Sz TERSTEGGE GO. 


Happiness is a wayside flower that grows 
along the highway of usefulness. 
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BAKE SHELVES SEND CUSTOMERS TO 
MAIL ORDER HOUSES 
Editor Hardware World: 

We believe that retail hardware dealers will 
make a mistake if they enter the fall selling 
season without a reasonable quantity of goods 
on their shelves. We confidently believe there 
will be considerable buying this fall, and it 
will be done at those stores who have the goods 
on hand and ready to offer. It will be a mis¬ 
take for a dealer to start the selling season with 
bare shelves. 

We do not advocate large stocks, but a deal¬ 
er should attempt to have a representative small 
stock and buy frequently. To our own knowl¬ 
edge many dealers are out of goods and will not 
re-purchase until the customer calls for them. 
This is a mistake and is going to give business 
to the mail order houses. 

Dealers can secure guaranteed prices on fu¬ 
ture orders for fall, and consequently future 
orders on such lines as the price is guaranteed 
on should be placed at once. 

We are of the opinion that the fall business 
will surprise us rather by its strength than its 
weakness. 

Yours very truly, 

HARPER & McIntyre co., 

Ottumwa, Iowa. C. S. Harper. 

SENSIBLE ADVICE IN A FEW WORDS 
Editor Hardware World : 

Retail merchants’ fall buying policy can be 
summed up in a few words. Be conservative, 
but do not cut buying to a point where you dam 
up the sources of supply. 

In selling use up-to-date methods, window 
displays, etc. Work in special lines that can 
be sold in your territory. Create a spirit of 
optimism all through your store, and above all, 
follow the market down, so that your customers 
will feel that they are getting a square deal. 

Tours very truly, 

THOMSON DTGGS CO., 

Sacramento. C. S. Prentiss, Vice. Pres. 


DON’T SPECULATE, BUT KEEP UP STOCK 
Editor Hardware World: 

It seems to us that some lines of goods have 
reached rock bottom and look like a good buy 
at this time. We do not believe, however, that 
it is a time for speculation, but the retail mer¬ 
chant should keep a good stock at all times. 
We believe the merchant who pursues this poli¬ 
cy will show a profit at the end of the year. 

Business is gradually improving in this sec¬ 
tion, and we believe that before the end of the 
year it will look much better than it does at 
this time. 

Yours very truly, 

JELLICO HARDWARE CO., 
Jellico, Tenn. P. L. Smith. 


ALABAMA JOBBER’S POLICY 
Editor Hardware World: 

We wish you would ask us something easy. 
We would like to be able to solve this problem 
for ourselves and while we would not like for 
any of our retail friends to follow our sugges¬ 
tions, yet we will tell you what we are doing 
as far as our own business is concerned. 

We are trying to keep up our stock on 
staple goods and by staple goods we mean the 
goods that have a quick turnover, but are care¬ 
fully avoiding novelties and specialties of all 
kinds, particularly the ones for which the de¬ 
mand would have to be created. 

Any merchant, big or little, cannot do busi¬ 
ness without having merchandise that the people 
want, but for the next six or twelve months the 
majority of people are only going to want the 
necessities and hence the above policy on our 
part. 

Very truly, 

TULLIS-GAMBLE HARDWARE CO., 
Montgomery, Ala. Clayton T. Tullis, Pres. 


A PROGRESSIVE WESTERN RETAILER’S 
POLICY 


Editor Hardware World : 

We are running along very nicely by buying 
today what we expect to sell tomorrow. True, 
our buyer is doing the work of three men, as 
his buying is in one quarter or less dozens in 
place of two or three dozen of an article. We 
have purchased a few indispensables, wire cloth 
and such commodities, but with a guarantee 
against decline. 

On the other hand should business reach 
normal in the East, there is going to be a great 
shortage of goods, as you know manufacturers 
are not stacking up large stocks of goods, ex¬ 
pecting the demand to improve. For example, 
U. S. Steel is today producing but one-fifth of 
usual output, so if business should take a jump 
there is going to be a shortage. This will have 
a tendency to keep the price of goods up until 
all manufactures get caught up. So what we 
have been hammering at is to keep our stock 
intact with the least possible quantities of each 
article. 

Hardware business is better with us than at 
this time last year, as there arc a great many 
medium to small houses in all the rural towns in 
the South and keeps us busy, as we find that 
twenty small houses at a price of 5000 to $12,000 
each has twenty crews of men and has twenty 
demands, where one large building costing as 
much as the twenty smaller ones has only one 
crew, only one order for hardware. 

Under such conditions we are busy and plac¬ 
ing practically no future orders. 

Very truly yours, 

PASADENA HARDWARE CO., 

Joe Welsh, Pres. 
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LESS CAPITAL REQUIRED WHEN BUYING OF JOBBERS 


OUT OF AN ABUNDANT EXPERIENCE 
AND KNOWLEDGE OP BUSINESS AND 
TRADE CONDITIONS, A PIONEER 
WESTERN JOBBER GIVES 
EXCELLENT ADVICE 
Editor Hardware World; 

In your letter of July 25 you put the follow¬ 
ing question: ‘ ‘ E^nowing the business and trade 
conditions as you do, if you were a retail mer¬ 
chant what would be your buying and sales 
policy U’ 

This query might have been a difficult one 
to answer a few years ago without hesitation, 
but now with the experience of the past six 
years before us we reply without any doubt 
on the subject, viz.: 

In my buying policy I would rely upon 
and purchase from nearby wholesalers—unless 
for good and sufficient reasons it would be 
better to purchase elsewhere. 

Why? 

Because— 

Depending upon the retailer for their busi¬ 
ness, the wholesaler must carry abundant stocks, 
sufficient to meet all demands, and 

Assume the risk of declining prices, fol¬ 
lowing promptly manufacturers’ changes. 

The retailer can get supplies within a few 
hours, ordering in small quantities as frequently 
as he pleases, even by telephone when necessary. 

Thereby needing a comparatively small 
stock, always fresh and clean. 

Requiring but limited capital, turning fre¬ 
quently with small risk of declining prices, and 
the least possible loss in interest on capital. 

My sales policy would be, viz.: 

To sell for cash, or short credit, when nec¬ 
essary to give any. 

Long credits being speculative, subject to 
losses, tie up capital (frozen credits) thereby 
possibly preventing the discounting of pur¬ 
chases, a serious disadvantage, especially where 
my competitor discounts and I do not, for 2 
per cent by anticipating payment 30 days is a 
profit in itself. It should not be the function of 
a retailer to finance farming or manufacturing 
enterprises, finance is a banking function, not 
one of merchandising. 

Do not be induced by seemingly low prices 
into purchasing beyond near or 60 days require¬ 
ments without considering the length of time it 
will take to get goods, and the loss in interest on 
an over-supply, nor lose sight of the fact that 
an excess stock becomes an eyesore, a tempta¬ 
tion to cut prices to get rid of it, which may 
lead to retaliation and start a competitive fight 
difficult and expensive to settle. 

The present market is a declining one and 
probably will be for a long time to come; the 
risk of decline in prices must be assumed by 


the wholesaler, but the retailer need take very 
little of such risk. 

In purchasing from nearby wholesalers our 
capital circulates at home, thus aiding in the 
support of our schools, churches, hospitals, as¬ 
sociations, roads and public improvements, 
which every loyal citizen must aid and take a 
pride in and which must be largely maintained 
by taxes, but distant houses from whom pur¬ 
chases are made do not help to pay these taxes. 

The main dangers to avoid are big stocks 
and long credits; it has been our experience 
that these two pitfalls have been the graveyard 
of many a retail business and such tragic end¬ 
ing does not increase one’s reputation for busi¬ 
ness sagacity, neither does it add to material 
success. 

The present financial condition of the re¬ 
tailers of our state, speaking generally, has 
never been surpassed, if equaled, and the num¬ 
ber that are discounting their purchases was 
never so large. We attribute it mainly to their 
necessity during the war period and subsequent¬ 
ly of buying from nearby wholesiders to get 
prompt delivery, and this led to the policy of 
keeping smaller stocks, buying frequently, tak¬ 
ing less risk, turning capital oftener, and as this 
method has proven so advantageous it stands to 
reason that it will be equally profitable to 
continue it. 

DUNHAM, CAEEIGAN & HAYDEN (X)., 
Brace Hayden, Pres. 


RETAILERS SHOULD USE THE JOBBER 
Editor Hardware World: 


As to what our buying and sales policy 
would be were we a retail merchant, we would 
say that our policy in the purchasing would be 
most conservative and our sales policy would 
be as aggressive as the conditions would war¬ 
rant. 

It is undoubtedly a fact that the public is 
conserving their buying strength to the utmost, 
and it is also a fact that the trend of prices is 
strongly downward, and, in the writer’s judg¬ 
ment, the bottom is not yet in sight. Therefore, 
we would caution any of our buyers to use the 
jobber wherever it is possible, and, while keep¬ 
ing their stock well assorted, carry a minimum 
of quantity. 

We think you will find this policy being 
practiced at the present time by practically all 
wholesalers and by most retailers, and, while 
business is not apt to get worse, undoubtedly 
the recovery from the depression through which 
we are going is bound to be somewhat slow and 
gradual, and we must adapt ourselves to a list¬ 
less condition for some little time in the future. 

Yours truly, 

CALIFORNIA HARDWARE CO.. 

Shannon Crandall, Pres. 
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IT PAYS TO KEEP ASSORTMENT AND STOCK COMPLETE 


HIGH PRICES AND ADVANCE OFTEN RE¬ 
SULT BY ORDERS SENT LATE 
IN SEASON 

Editor Hardware World : 

We still believe that because of the unsettled 
conditions of adjustments due to the change 
from a sellerto a buyer’s market, purchases 
should be made most conservatively and that 
hand to mouth buying is the one and only policy 
for the retail trade to pursue, except in such 
items as require future buying on the p^rt of 
both the retail dealer and the jobber in order 
that the manufacturer may have sufficient time 
to make up stock against the quick demands of 
the season. 

There are classes of merchandise that must 
always be bought for future delivery because 
of the inability of manufacturers to make up, 
other than in times between seasons, the amount 
necessary to supply the trade when the demand 
is on. 

It is short-sightedness on the part of many 
retail dealers, even in these times, not to place 
future orders for such goods as they must know 
have to be prepared by the manufacturer long 
before the season opens, and it is insuring high 
prices and advances for a concerted action on 
the part of retail dealers in not buying these 
particular classes. 

Safeguards, of course, must be given the 
retail dealer against decline to date of shipment, 
but this date of shipment is usually specified 
by the dealers; hence, no risk seems to be in¬ 
volved and good business judgment is not exer¬ 
cised if orders are not placed under the favor¬ 
able conditions necessarily made by both the 
jobber and the manufacturer. 

We believe that in most lines of merchandise 
near bottom has been reached and that the next 
swing of the pendulum will bring advance in 
many lines, as the buyers’ strike which has been 
in effect for several months is reducing stocks 
to such an extent that when depleted merchan¬ 
dise conditions are relieved by entrance of buy¬ 
ers into the market, it will be in such volume as 
will tend to advance prices again. The axiom 
that “whatever goes up must come down” is 
equally true in the reverse way as the down¬ 
ward swing of the pendulum is the power that 
makes the upper swing possible. 

Our opinion is that this fall will see a revival 
in buying and that more nearly normal condi¬ 
tions will prevail than has been the case in the 
past year. 

A lot of our present troubles are caused by 
the wages being paid now for the misdeeds of 
the past, and the habits of extravagance and 
luxuries indulged in by the nation for several 
years are being paid for now and many a reck¬ 


oning is now being made and payment for un¬ 
wise actions is being demanded. 

This section is in very good condition, a good 
wheat crop having been harvested, and the com 
promises a fair crop. In some spots a bumper 
crop will be raised, while in others the drouth 
has destroyed all prospects for anything but 
silage. 

This community is unusually prosperous, as 
indicated by the great number of public build¬ 
ings, schools, etc., being erected; by the im¬ 
provement and paving of roads, and more es¬ 
pecially the individual and family expenditure 
for automobiles, movies and other luxuries. We 
believe the average family today spends more 
for the purchase and maintenance of the auto¬ 
mobile and for movie and soda fountain enter¬ 
tainment than it does for all other expenses com¬ 
bined. Whether this is a good sign or a bad 
one, it is hard to tell. Probably the greatest 
danger in these conditions lies in the possibility 
of a decline of home life. However, we are not 
pretending to be experts on such conditions and 
he would be unwise who would attempt to set 
up a theory regarding anything nowadays, as 
the march of progress in only one or two years 
will make a monkey out of most any self-styled 
prophet. Yours truly, 

THE LEE HARDWARE CO.. 
Salina, Kansas. C. L. Schwartz, Vice Pres. 


“WE HAVE THE GOODS” MAKES SALES 


Editor Hardware World: 

I honestly believe that the time is here for 
the retailer to buy in a liberal way. In fact, 
there has been no special reason during the past 
year for the retailer in southern California to 
reduce his stocks, or to cut down on his pur¬ 
chases. Regardless of this fact, some dealers 
have reduced their stocks to such an extent that 
they are now unable to handle business that 
comes to them. 

At no time during the past year has the 
retailer been forced to take any losses of im¬ 
portance on his merchandise. It has been up 
to the jobber and manufacturer to stand these 
losses in most cases. When the retailer is 
forced to say to his customer, “We are all out,” 
it creates a bad impression all along the line. 

I do not advise buying a six to nine months’ 
stock, but to recommend at least a 60 to 90 day 
stock. With this amount of stock on hand you 
will be in a position to turn it from four to six 
times, and at the same time will not be forced 
to take any losses. 

Let us all be in a position to say, “We have 
the goods,” and at the same time impress upon 
the public this fact. Business is good. 

Yours very truly, 

HARPER & REYNOLDS. 

H. S. Chamberlin, Sales Mgr. 
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LOSING SALES BY NOT KEEPING STOCK 
Editor Hardware World: 

We are not exactly familiar with the condi¬ 
tions over the entire South, but in this imme¬ 
diate vicinity, where we work a trade regularly, 
our men report the retail merchant is buying 
absolutely nothing that he is not compelled to 
have. In other words, he is losing sales on 
account of not keeping his stock well assorted. 

One of our traveling men brought this mat¬ 
ter out in the following way: He called on a 
merchant who told him he would not buy a 
number of small items at which time he was 
entirely out and at the same time complained 
that business was all to pieces. Our representa¬ 
tive told him to refer to his 1916-1917 sales and 
get an average for the day, then take a list of 
every item which he told his customers he would 
not furnish, and add them to the present sales 
of today, and he would see that business would 
be normal, providing he would keep up his stock 
and we believe that if every merchant kept 
up his stock in a small and profitable manner, 
they would not have as much room to complain 
as they now have under their present policy. 

We hope this covers the matter, as we have 
tried to give you information straight from the 
shoulder. 

Tours very truly, 

Nashville, Tenn. KEITH, SIMMONS CO. 


A GEORGIA JOBBER’S ANALYSIS 
Editor Hardware World: 

We do not wish to be discourteous, ever, but 
we have always been more or less adverse to 
anything over our signature appearing in print. 

We have no objections to giving you the in¬ 
formation. but we would prefer that our com¬ 
ments not be published over our name. 

Answering your first question. Knowing the 
real conditions as we know them, in the five 
southeastern states that we cover thoroughly, 
we cannot advise any retail merchant to buy 
anything that he does not really need and only 
buy that in the smallest possible quantities, buy¬ 
ing same from hand to mouth, buying close to 
home, where he can get prompt shipment and 
the benefit of all declines, which, in our judg¬ 
ment, will continue to come daily for months 
yet ahead of us. 

We do not mean by this that he should allow 
his stock to run out of any article that is staple, 
or that he is likely to have a call for, but should 
never buy a dozen of an article when one-sixth 
of a dozen will answer every purpose. 

The buying power of our people is about 
exhausted, and we can advise no other policy 
than the above. 


Tell success stories, not incidents of failure 
and hard luck. Radiate prosperity, feel pros¬ 
perous. it’s catching. Keep your chin up. 


BOUND TO BE A SHORTAGE IP MUCH 
PALL BUSINESS 
Editor Hardware World: 

We are reluctant to try to advise the mer¬ 
chants how to purchase, owing to the fact that 
fluctuations have been so varied and some of 
them unexpected. This same question was asked 
by the writer of one of the sales managers of the 
big steel companies, whose replies in substance 
were about as follows: 

“We have missed our guess, and conditions 
and prices have not acted in the manner in 
which we predicted, that we are through giving 
any more advice on this line. While we have 
our views, yet if you will keep posted you will 
know as much about the price situation as we 
do. It is a wise man whose predictions come 
true, and yet you know what is said about the 
other fellow whose predictions do not come out 
the way they were prophesied.” Hence we do 
not wish to assume the position of advising 
under present conditions. 

There has been little or no future buying for 
fall business, and we are told that manufac¬ 
turers are not building up much stock, hence 
if we have any fall business to speak of there is 
bound to be a shortage of some material. 

Yours truly, 

HAW HARDWARE CO., 

Ottumwa, Iowa. Carl T. Haw, Pros. 


GOOD WASHING MACHINES CONTINUE IN 
DEMAND 

Editor Hardware World: 

Your question as to ‘‘buying policy*' for the next 
six months is a difficult one to solve. The answer de¬ 
pends much upon which side of the fence one stands. 
It is never well to stock up during a falling market, 
but a wise merchant will always buy what he has 
reason to believe will move quickly. 

The financial depression which many manufacturers 
feel has not reached us—our production has not jumped 
beyond our expectations and we have not stocked up 
our product on the assumption that this will be a re¬ 
markable year. At the beginning of 1921 we started 
a plan of manufacturing from month to month what we 
had reason to expect would move. This plan has worked 
out better than expected, we have always had enough 
stock on hand to take immediate action on any orders 
received and still we have been able to keep down the 
expense of manufacturing as well as the hours of labor 
and at the same time increase the efficiency of our 
employes. 

Our sales at this time are paralleling those of 1919 
and 1920 and consequently we are better able to fore¬ 
cast favorable conditions during the fall—we look for 
an increased business during the next five months. 

Due to several causes there has been quite a lull 
in the washing machine sales, especially of those ma¬ 
chines which are higher in price than the Johnson. We 
have not, however, experienced any reduction in sales. 
Locally we are selling as many washers as all others 
combined. The popularity of the Johnson is increasing 
among dealers—they are beginning to realize that “all 
is not gold that glitters**—the so-called $50.00 profit on 
the other washer dwindles down to the point where the 
service charge soon shows a loss. The Johnson needs 
no service work—it lasts entirely too long. 

Yours very truly, 

JOHNSON ELECTRIC WASHER CO., 


Digitized by 


Google 



134 


HARDWARE WORLD 


ADOPT AGGRESSIVE Si^JLLING POLICY 
AND BUY PRUDENTLY, SAYS THIS 
WESTERN JOBBER 

Editor Hardware World: 

There are many conditions which affect the present 
situation as concerning the country merchant. The most 
important thing for him to take into consideration at 
this time is that the farmer should be selling his crops 
within the next forty-five days, and if the farmer does 
not sell his crops he should be influenced to sell in order 
to liauidate the indebtedness he has with the dealer. 

The dealer could in this manner make arrangements 
to licjuidate some of the indebtedness he has been asking 
the jobber to carry. To our way of thinking, this is 
is the most important problem now before the retail 
hardware merchant. 

A secondary problem is freight rates, which form 
uite a large percentage of the total cost of merchan- 
ise on the shelves of the retail hardware merchant, 
and he must take into consideration that there will be 
a decline in freight rates as well as price. Also that 
any merchandise sold between now and January 1 will 
net him a profit, while the same merchandise sold after 
January 1 will in all probability net him a loss; there¬ 
fore the merchant should buy prudently, but on the 
other hand be must realize that the only excuse for a 
merchant being in business is to sell merchandise, there¬ 
fore bis stock must be kept at a minimum, but complete. 
To do this will necessitate about two or three times the 
labor ordinarily employed in making purchases. 

Attention should be given by the merchant of plac¬ 
ing in the front of his store, merchandise he desires 
to^ dispose of quickly, and putting a price on it which 
will seU it—if necessary taking his loss before he makes 
the price. In any event he should turn all the slow 
selling merchandise into cash as quickly as possible, 
discharge his indebtedness, and from that time forward 
he will be in a position to develop a constructive policy, 
which he will not be able to do until liquidation is 
well under way. 

Very truly yours, 

WHITON HARDWARE CO., 

J. P. Welbom, P^es. 


SMALL QUANTITY PURCHASES INCREASE 
DELIVERY COSTS 

Editor Hardware World: 

We see no reason why jobbers and retail merchants 
could not safely buy in reasonable quantities. We 
would not, however, advise stocking up to the limit, but 
at the same time, we would strongly advise the mer¬ 
chant to cease purchasing in small quantities and get 
away from the nigh delivery prices on small purchases. 

There is plenty of money in the country and there 
is no chance for a panicky feeling, and if the general 
trade will stop talking rotten business, it will only be 
a matter of time before the buying public at large will 
begin to purchase on a normal basis, and when the 
jobbers and retailers begin to buy in fair quantities 
the manufacturers will immediately begin stocking up 
on his raw material supplies and this in turn will give 
positions to the small percentage of individuals who 
are now out of work and from which the retailers will 
receive the benefits. 

The general conditions of the country at large is 
right at this time, and if the pessimists would only 
hide their scarecrow and accept conditions as they are 
and truthfully speaking the only criticism that we could 
make on the business at this time is that it is somewhat 
eratic but even at this our business when averaged up 
by the year will almost be normal. 

Yours truly, 

SUPERIOR LABORATORIES, 
Grand Rapids, Mich. T. H. Tapley, Gen. Mgr. 


The man of “go” is seldom let go. 


SALES NECESSARY. FOR PROFITS; MER- 
CHANDISE NECESSARY FOR SALES 

Editor Hardware World: 

We are buying all that is necessary to keep our 
stocks complete and feel that the dealers should do 
likewise. Profits cannot be made without sales and 
sales cannot be made without merchandise to sell. It 
is, of course, no time for speculation in buying but 
neither is it a time to allow stocks to dwindle to such 
an extent that a real service cannot be rendered to the 
buying public. 

Without meaning to be selfish, we believe that thi? 
is an excellent time for retail merchants to increase 
their buying with local jobbers and to buy direct from 
manufacturers in very limited quantities. A jobbing 
stock near at hand is an asset to any dealer and 
should be taken full advantage of. Dealers who are 
worrying about declining markets should certainly buy 
from hand to mouth. 

In establishing our selling priees we disregard cost^ 
of merchandise and follow the markets as closely as 
possible. We are obliged to sell a great many times at 
a loss in order to keep up with markets, but we are 
doing so. Wo feel dealers should do likewise. It U 
comparatively easy for a dealer to sell an article at 
an old price which shows him a margin of profit on 
his cost rather than to sell it at a new level with a 
loss, but once the customer discovers that he has paid 
more than he could have bought for elsewhere, a very 
disastrous condition is created with at least that cus¬ 
tomer. 

We believe that with the wheat and wool territorief 
in much better condition than they were a year ago, 
that we will see very satisfactory business conditions 
over the entire Northwest by early fall. Someone haa 
aptly said. ^^Hard times are not coming, soft timee are 
going.” Preaching this gospel will be of considerable 
value to everyone. 

Very truly yours. 

MARSHALL-WELrLS CO., 

G. H. Toung, Sales Mgr. 


AN ENTERPRISING RETAILER ADVICE 

Editor Hardware World: 

The general outlook is about as promising aa could 
be possible so soon after passing through such a time 
as the present. In our section, crops of all kinds are 
yielding heavily. Our big crop is the wheat which is 
now estimated to run one-third above the average. 
Fruit, also, especially prunes and apples, promise the 
heaviest yields in our history. 

Growers seem satisfied with the prices that are in 
prospect, with the exception of hay, on which the yield, 
however, will make up in a large measure for the lack 
in price. If the growers will sell early, as now seems 
likely, there should be a volume of business this fall 
that will compare favorably with any except the two 
previous years. Dealers have most of the 1920 collec¬ 
tions still to make, and until crops move, money will 
continue to be very tight, as it has been for several 
months. 

We believe merchants should buy from hand to 
mouth and so far as possible exclude lines on which 
prices have not been reduced materially. 

Yours trulv, 

THE DAVIS-KA8ER CO., 

Walla Walla. F. W. Kaser. Sec. 


QUALIFIED TO JUDGE 
Editor Hardware World : 

I have been a constant reader of the Hard¬ 
ware World for some years, and I am frank to 
tell you that it is the best hardware publication 
that I have ever read, and I have read them all. 
Arkansas. T. E. ALFORD 
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You have no way of telling whether 
they need new spark plugs, piston rings, 
brake lining or perhaps a new carburetor 
— ’til they ask. For a glance at the car 
tells you nothing. 

But you don’t have to wait for them to 
ask for Peerless Products. One look at 
their Ford tells the story. A steaming or 
leaking radiator shows a prospect for a 
Peerless Radiator, Jammed, mashed or 
rusted fenders mean a possible buyer of 
Peerless Fenders. If there’s no tool box 
in sight, you know they ought to have one. 
And so on down the list of Peerless Prod¬ 
ucts—Wheel Discs, Hoods, Combinations, 
Running Board Shields^—every one is an 





“outside” replacement—absolutely neces¬ 
sary. 

It’s easy to see what an advantage this 
gives you — how it can help boost your 
sales. Before they ask, you know what 
they need—you have a flying start toward 
a sale. 

That little fact—that it’s so easy to pick 
out Peerless prospects—is one of the big 
reasons why Peerless Products sell so rap¬ 
idly, why they have won such wide popu¬ 
larity among dealers. If you are not 
handling this profit-making line, you are 
overlooking a big bet in the Ford replace¬ 
ment field. Ask your jobber or write us 
direct. 

The CORCORAN Mfg. Co.—Dq[>t. 14 

Section Ave. Norwood Olndnnati, O. 
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ANTICIPATE INCREASEB DEMAND AND 
PRICES FOR COTTON PRODUCTS 

Editor Hardware World: 

The greatest decline of any commodity used in 
volume has occured in canvas goods, due of course to 
the depleted cotton situation and present indications 
would warrant a cotton crop of about eight million 
bales and with this year’s carryover and no excessive 
stocks in the spinners ’ hands we believe will materially 
advance prices on cotton if a normal demand should 
occur, which in turn causes cotton goods to advance 
and believe when the fall demand begins we will see 
higher prices. 

The trade in general has been buying for the last 
eight or nine months their immediate requirements and 
stocks are very low, therefore, when the fall demand 
is created, in our opinion, the factories will have more 
than they can accommodate, which will advance the 
prices of the raw as well as finished products. 

Present conditions indicate a settlement of the finan¬ 
cial situation with several foreign countries, and as 
soon as this is consummated the demand for cotton 
will be very pronounced and as indicated in the initial 
part of this letter when this demand sets in you will 
see much higher prices. 

A great many factories similar to ours are accepting 
future orders, guaranteeing prices against decline to 
date of shipment, which fully protects the trade in their 
purchases, and we think by all means it is best that 
the trade protect themselves on fall orders to a reason¬ 
able extent, but we cannot advise too much speculation 
alo^ any lines. 

present market price of cotton duck is below 
the cost of production, and no staple article can remain 
in this condition, and at every little ray of sunshine 
the mills naturally will take advantage by advancing 
prices and in turn the converters and manufacturers 
will be compelled to advance their prices on their 
products. 

The financial situation throughout the country is 
becoming much easier and interest rates have been 
materially lowered within the last few months and 
this, of course, will have a great tendency to stimulate 
buying. However, within the last six months it was 
an ea^ matter to buy but a hard matter to sell, but 
with more favorable circumstances now confronting 
us we believe there will be a much healthier condition 
in all markets within the next few months. 

CLIFTON MANUFACTURING CO., 
Waco, Texas. Albert T. Clifton, Pres. 


MUST HAVE GOODS TO SELL 

Editor Hardware World: 

It is rather a difficult undertaking for anyone to 
tell what they would do if they were someone else. So 
many circumstances surround each merchant, whether 
he is a jobber or has a retail store, that each man 
must be independent in his judgment for what is best 
to do in his position. 

The jobber who habitually substitutes an article 
which is not desired by the retail dealer, and does not 
supply as a general practice the article ordered, will 
find it more difficult to hold his trade when conditions 
improve. 

It seems to us that if we were selling at wholesale 
or retail, we would order in small quantities, but order 
frequently. 

in our opinion, when the policy of the house demands 
that each department should keep up the sales, they 
are unwise, unless they supply the goods that are 
needed. 

It is unreasonable to ask a clerk to sell a coffee pot 
to a customer who wants a pair of carvers. It is more 
than ever good business, we believe, now when cus¬ 
tomers are more particular, for the merchant to supply, 
if possible, what is desired by their customers. 

GOODELL COMPANY, 

R. C. Goodell, Pres. 


DEPRESSING PERIOD ABOUT AT 
JOURNEY’S END 

Editor Hardware World: 

This is not for publication. 

There is little we can say at this time that wouH 
prove newsy to readers of the Hardware World. Cii 
tainly we would not presume to make predictions as I 
how soon and to what extent prosperity will return ti 
the merchant. There is one self-evident conditio: 
however. That is the business world has passed throug; 
many depressing periods in the past and will pu 
through many in the future, and to a very large extei 
the factors of the business world today will H 
through the present one; in fact, the actual passing 
process is about at its journey’s end. 

We believe the formula we have applied to our oi: 
business could with reasonable safety be adopted t< 
anyone who has not tried it in their own case. Brief.’ 
it is this: 

Maying a rule that any one month’s purchases wii 
fall short of its sales at cost price at least 25 per cest 
Let no month pass without a reasonable reduction n 
expense account, increasing the frequency of this aetui 
happening daily if possible. By all means parebs5 
small quantities of those items for which there is a: 
immediate demand; liquidating whatever liabilities or 
may have at as rapid a rate as is consistent to finance 
welfare. 

This is about all there is to it, for it seems these a: 
the major points we have watched closely in our ot. 
business, and we consider ourselves in the most healtr 
financial condition today that we have been in f 
five years. 

In closing, and upon reflection of the first se: 
tence of this letter, we would modify our position t 
the extent that if there is anything in this letter tba 
you think would interest any reader, you have our per 
mission to publish it, only withholding the identitfo: 
its author. Yours very truly, 

SOUTHERN HARDWARE JOBBBB 


•— MARCY — 

nnger Grip Tool KH No. 475 



TWELVE REPAIR MAN’S CHUMS OF 
PATENTED DESIGN 

Mr. Dealer—who’s your best tool customer today? 
The BEPAIB MAN of coorBe 

Show him this kit and ring up a sale. 

Ask your Jobber 

MJUtCY TOOL WORKS, hw., - PimUM, COWL 

Pacific Coast Agants, SFBAXE SALES CO.. Inc. 
Los Angeles, 8an Frandseo, Portland, Denver 
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3 REASONS RUSCO PRODUCTS 
MEAN PROFIT 


I Car owners demand economy. Econ¬ 
omy in accessories lies in quality. 
An accessory that woirt last wonH 
sell—twice. Because Rusco Acces¬ 
sories are quality products, they sell and 
keep selling:. 


2 The Rusco line is complete. Hand¬ 
ling the entire line means less book¬ 
keeping; better service; quicker and 
more satisfactory adjustments; and 
uniformly high quality. Each Rusco Product 
is a salesman for every other Rusco Product. 


3 Rusco Products have a national rep¬ 
utation. They are standard equip¬ 
ment on many of the best cars. They 
not only have the quality but have 
the reputation for having the quality. 

These are the three reasons 
Rusco Dealers are finding the 
Rusco Line increasingly profitable. 

These are the reasons you will 
find it equally profitable. 

k li'rite today for complete selling 
and advertising plans 

The Russell Manufacturing Co. 

MIDDLETOWN. CONN. 


These famous 
RUSCO PRODUCTS 
for 

safety, durability 
comfort 


Busco Brake Lining 
Bubco Clutch Facings 
Rusco Hood Lacing 
Busco Tow Strap 
Busco Fan Belts 
Busco Tire Straps 
Busco TABbuckliER 
Straps 

Busco Emergency Brake 
for Fords 

Busco Transmission Lin¬ 
ing for Fords 
Busco Non-Chatter Band 
for Fords 










130 


HARDWARE WORLD 


BAKE SHELVES SEND CUSTOMERS TO 
MAHi ORDER HOUSES 
Editor Hardware World: 

We believe that retail hardware dealers will 
make a mistake if they enter the fall selling 
season without a reasonable quantity of goods 
on their shelves. We confidently believe there 
will be considerable buying this fall, and it 
will be done at those stores who have the goods 
on hand and ready to offer. It will be a mis¬ 
take for a dealer to start the selling season with 
bare shelves. 

We do not advocate large stocks, but a deal¬ 
er should attempt to have a representative small 
stock and buy frequently. To our own knowl¬ 
edge many dealers are out of goods and will not 
re-purchase until the customer calls for them. 
This is a mistake and is going to give business 
to the mail order houses. 

Dealers can secure guaranteed prices on fu¬ 
ture orders for fall, and consequently future 
orders on such lines as the price is guaranteed 
on should be placed at once. 

We are of the opinion that the fall business 
will surprise us rather by its strength than its 
weakness. 

Yours very truly, 

HARPER & McIntyre co., 
Ottumwa, Iowa. C. S. Harper. 

SENSIBLE ADVICE IN A FEW WORDS 
Editor Hardware World: 

Retail merchants’ fall buying policy can be 
summed up in a few words. Be conserv^ative, 
but do not cut buying to a point where you dam 
up the sources of supply. 

In selling use up-to-date methods, window 
displays, etc. Work in special lines that can 
be sold in your territory. Create a spirit of 
optimism all through your store, and above all, 
follow the market down, so that your customers 
will feel that they are getting a square deal. 

Yours very truly, 

THOMSON DTGGS CO., 

Sacramento. C. S. Prentiss, Vice. Pres. 


DON’T SPECULATE, BUT KEEP UP STOCK 
Editor Hardware World: 

It seems to us that some lines of goods have 
reached rock bottom and look like a good buy 
at this time. We do not believe, however, that 
it is a time for speculation, but the retail mer¬ 
chant should keep a good stock at all times. 
We believe the merchant who pursues this poli¬ 
cy will show a profit at the end of the year. 

Business is gradually improving in this sec¬ 
tion, and we believe that before the end of the 
year it will look much better than it does at 
this time. 

Yours very truly, 

JELLICO HARDWARE CO., 
Jellico, Tenn. P. L. Smith. 


ALABAMA JOBBER’S POLICY 
Editor Hardware World: 

Wo wish you would ask us something easy. 
We would like to be able to solve this problem 
for ourselves and while we would not like for 
any of our retail friends to follow our sugges¬ 
tions, yet we will tell you what we are doing 
as far as our own business is concerned. 

We are trying to keep up our stock on 
staple goods and by staple goods we mean the 
goods that have a quick turnover, but are care¬ 
fully avoiding novelties and specialties of all 
kinds, particularly the ones for which the de¬ 
mand would have to be created. 

Any merchant, big or little, cannot do busi¬ 
ness without having merchandise that the people 
want, but for the next six or twelve months the 
majority of people are only going to want the 
necessities and hence the above policy on our 
part. 

Very truly, 

TUDLIS-GAMBLE HARDWARE CO., 
Montgomery, Ala. Clayton T. Tull is. Pres. 


A PROGRESSIVE WESTERN RETAILER’S 
POLICY 

Editor Hardware World: 

We are running along very nicely by buying 
today what we expect to sell tomorrow. True, 
our buyer is doing the work of three men, as 
his buying is in one quarter or less dozens in 
place of two or three dozen of an article. We 
have purchased a few indispensables, wire cloth 
and such commodities, but with a guarantee 
against decline. 

On the other hand should business reach 
normal in the East, there is going to be a great 
shortage of goods, as you know manufacturers 
are not stacking up large stocks of goods, ex¬ 
pecting the demand to improve. For example, 
U. S. Steel is today producing but one-fifth of 
usual output, so if business should take a jump 
there is going to be a shortage. This will have 
a tendency to keep the price of goods up until 
all manufactures get caught up. So what we 
have been hammering at is to keep our stock 
intact with the least possible quantities of each 
article. 

Hardware business is better with us than at 
this time last year, as there arc a great many 
medium to small houses in all the rural towns in 
the South and keeps us busy, as we find that 
twenty small houses at a price of 5000 to $12,000 
each has twenty crews of men and has twenty 
demands, where one large building costing as 
much as the twenty smaller ones has only one 
crew, only one order for hardware. 

Under such conditions we are busy and plac¬ 
ing practically no future orders. 

Very truly yours, 

PASADENA HARDWARE CO., 

Joe Welsh, Pres. 
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LESS CAPITAL REQUIRED WHEN BUYING OF JOBBERS 


OUT OF AN ABUNDANT EXPERIENCE 
AND KNOWLEDGE OP BUSINESS AND 
TRADE CONDITIONS, A PIONEER 
WESTERN JOBBER GIVES 
EXCELLENT ADVICE 
Editor Hardware World: 

In your letter of July 25 you put the follow¬ 
ing question: '' E^nowing the business and trade 
conditions as you do, if you were a retail mer¬ 
chant what would be your buying and sales 
policy?’’ 

This query might have been a difficult one 
to answer a few years ago without hesitation, 
but now with the experience of the past six 
years before us we reply without any doubt 
on the subject, viz.: 

In my buying policy I would rely upon 
and purchase from nearby wholesalers—unless 
for good and sufficient reasons it would be 
better to purchase elsewhere. 

Why? 

Because— 

Depending upon the retailer for their busi¬ 
ness, the wholesaler must carry abundant stocks, 
sufficient to meet all demands, and 

Assume the risk of declining prices, fol¬ 
lowing promptly manufacturers’ changes. 

The retailer can get supplies within a few 
hours, ordering in small quantities as frequently 
as he pleases, even by telephone when necessary. 

Thereby needing a comparatively small 
stock, always fresh and clean. 

Requiring but limited capital, turning fre¬ 
quently with small risk of declining prices, and 
the least possible loss in interest on capital. 

My sales policy would be, viz.: 

To sell for cash, or short credit, when nec¬ 
essary to give any. 

Long credits being speculative, subject to 
losses, tie up capital (frozen credits) thereby 
possibly preventing the discounting of pur¬ 
chases, a serious disadvantage, especially where 
my competitor discounts and I do not, for 2 
per cent by anticipating payment 30 days is a 
profit in itself. It should not be the function of 
a retailer to finance farming or manufacturing 
enterprises, finance is a banking function, not 
one of merchandising. 

Do not be induced by seemingly low prices 
into purchasing beyond near or 60 days require¬ 
ments without considering the length of time it 
will take to get goods, and the loss in interest on 
an over-supply, nor lose sight of the fact that 
an excess stock becomes an eyesore, a tempta¬ 
tion to cut prices to get rid of it, which may 
lead to retaliation and start a competitive fight 
difficult and expensive to settle. 

The present market is a declining one and 
probably will be for a long time to come; the 
nsk of decline in prices must be assumed by 


the wholesaler, but the retailer need take very 
little of such risk. 

In purchasing from nearby wholesalers our 
capital circulates at home, thus aiding in the 
support of our schools, churches, hospitals, as¬ 
sociations, roads and public improvements, 
which every loyal citizen must aid and take a 
pride in and which must be largely maintained 
by taxes, but distant houses from whom pur¬ 
chases are made do not help to pay these taxes. 

The main dangers to avoid are big stocks 
and long credits; it has been our experience 
that these two pitfalls have been the graveyard 
of many a retail business and such tragic end¬ 
ing does not increase one’s reputation for busi¬ 
ness sagacity, neither does it add to material 
success. 

The present financial condition of the re¬ 
tailers of our state, speaking generally, has 
never been surpassed, if equaled, and the num¬ 
ber that are discounting their purchases was 
never so large. We attribute it mainly to their 
necessity during the war period and subsequent¬ 
ly of buying from nearby wholesalers to get 
prompt delivery, and this led to the policy of 
keeping smaller stocks, buying frequently, tak¬ 
ing less risk, turning capital oftener, and as this 
method has proven so advantageous it stands to 
reason that it will be equally profitable to 
continue it. 

DUNHAM, CABEIGAN & HAYDEN (X)., 
Brace Hayden, Phres. 


RETAILERS SHOULD USE THE JOBBER 
Editor Hardware World: 


As to what our buying and sales policy 
would be were we a retail merchant, we would 
say that our policy in the purchasing would be 
most conservative and our sales policy would 
be as aggressive as the conditions would war¬ 
rant. 


It is undoubtedly a fact that the public is 
conserving their buying strength to the utmost, 
and it is also a fact that the trend of prices is 
strongly downward, and, in the writer’s judg¬ 
ment, the bottom is not yet in sight. Therefore, 
we would caution any of our buyers to use the 
jobber wherever it is possible, and, while keep¬ 
ing their stock well assorted, carry a minimum 
of quantity. 

We think you will find this policy being 
practiced at the present time by practically all 
wholesalers and by most retailers, and, while 
business is not apt to get worse, undoubtedly 
the recovery from the depression through which 
we are going is bound to be somewhat slow and 
gradual, and we must adapt ourselves to a list¬ 
less condition for some little time in the future. 

Yours truly, 

CALIFORNIA HARDWARE CO.. 

Shannon Crandall, PreJ*. 


Digitized by 


Google 





132 


HARDWARE WORLD 


IT PAYS TO KEEP ASSORTMENT AND STOCK COMPLETE 


HIGH PRICES AND ADVANCE OFTEN RE¬ 
SULT BY ORDERS SENT LATE 
IN SEASON 

Editor Hardware World : 

We still believe that because of the unsettled 
conditions of adjustments due to the change 
from a seller’s to a buyer’s market, purchases 
should be made most conservatively and that 
hand to mouth buying is the one and only policy 
for the retail trade to pursue, except in such 
items as require future buying on the p^rt of 
both the retail dealer and the jobber in order 
that the manufacturer may have sufficient time 
to make up stock against the quick demands of 
the season. 

There are classes of merchandise that must 
always be bought for future delivery because 
of the inability of manufacturers to make up, 
other than in times between seasons, the amount 
necessary to supply the trade when the demand 
is on. 

It is short-sightedness on the part of many 
retail dealers, even in these times, not to place 
future orders for such goods as they must know 
have to be prepared by the manufacturer long 
before the season opens, and it is insuring high 
prices and advances for a concerted action on 
the part of retail dealers in not buying these 
particular classes. 

Safeguards, of course, must be given the 
retail dealer against decline to date of shipment, 
but this date of shipment is usually specified 
by the dealers; hence, no risk seems to be in¬ 
volved and good business judgment is not exer¬ 
cised if orders are not placed under the favor¬ 
able conditions necessarily made by both the 
jobber and the manufacturer. 

We believe that in most lines of merchandise 
near bottom has been reached and that the next 
swing of the pendulum will bring advance in 
many lines, as the buyers’ strike which has been 
in effect for several months is reducing stocks 
to such an extent that when depleted merchan¬ 
dise conditions are relieved by entrance of buy¬ 
ers into the market, it will be in such volume as 
will tend to advance prices again. The axiom 
that “whatever goes up must come down” is 
equally true in the reverse way as the down¬ 
ward swing of the pendulum is the power that 
makes the upper swing possible. 

Our opinion is that this fall will see a revival 
in buying and that more nearly normal condi¬ 
tions will prevail than has been the case in toe 
past year. 

A lot of our present troubles are caused by 
the wages being paid now for the misdeeds of 
the past, and the habits of extravagance and 
luxuries indulged in by the nation for several 
years are being paid for now and many a reck¬ 


oning is now being made and payment for un¬ 
wise actions is being demanded. 

This section is in very good condition, a good 
wheat crop having been harvested, and the com 
promises a fair crop. In some spots a bumper 
crop will be raised, while in others the drouth 
has destroyed all prospects for anything but 
silage. 

This community is unusually prosperous, as 
indicated by the great number of public build¬ 
ings, schools, etc., being erected; by the im¬ 
provement and paving of roads, and more es¬ 
pecially the individual and family expenditure 
for automobiles, movies and other luxuries. We 
believe the average family today spends more 
for the purchase and maintenance of the auto¬ 
mobile and for movie and soda fountain enter- 
tainment than it does for all other expenses com¬ 
bined. Whether this is a good sign or a bad 
one, it is hard to tell. Probably the greatest 
danger in these conditions lies in the possibility 
of a decline of home life. However, we are not 
pretending to be experts on such conditions and 
he would be unwise who would attempt to set 
up a theory regarding anything nowadays, as 
the march of progress in only one or two years 
will make a monkey out of most any self-styled 
prophet. Yours truly, 

THE LEE HARDWARE CO.. 
Salina, Kansas. C. L. Schwartz, Vice Pres. 


“WE HAVE THE GOODS” MAKES SALES 


Editor Hardware World: 

I honestly believe that the time is here for 
the retailer to buy in a liberal way. In fact, 
there has been no special reason during the past 
year for the retailer in southern California to 
reduce his stocks, or to cut down on his pur¬ 
chases. Regardless of this fact, some dealers 
have reduced their stocks to such an extent that 
they are now unable to handle business that 
comes to them. 

At no time during the past year has the 
retailer been forced to take any losses of im¬ 
portance on his merchandise. It has been up 
to the jobber and manufacturer to stand these 
losses in most cases. When the retailer is 
forced to say to his customer, “We are all out,” 
it creates a bad impression all along the line. 

I do not advise buying a six to nine months’ 
stock, but to recommend at least a 60 to 90 day 
stock. With this amount of stock on hand you 
will be in a position to turn it from four to six 
times, and at the same time will not be forced 
to take any losses. 

Let us all be in a position to say, “We have 
the goods,” and at the same time impress upon 
the public this fact. Business is good. 

Yours very truly, 

HARPER & REYNOLDS, 
n. S. Chamberlin, Sales Mgr. 
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LOSING SALES BY NOT KEEPING STOCK 
Editor Hardware World: 

We are not exactly familiar with the condi¬ 
tions over the entire South, but in this imme¬ 
diate vicinity, where we work a trade regularly, 
our men report the retail merchant is buying 
absolutely nothing that he is not compelled to 
have. In other words, he is losing sales on 
account of not keeping his stock well assorted. 

One of our traveling men brought this mat¬ 
ter out in the following way: He called on a 
merchant who told him he would not buy a 
number of small items at which time he was 
entirely out and at the same time complained 
that business was all to pieces. Our representa¬ 
tive told him to refer to his 1916-1917 sales and 
get an average for the day, then take a list of 
every item which he told his customers he would 
not furnish, and add them to the present sales 
of today, and he would see that business would 
be norm^, providing he would keep up his stock 
and we believe that if every merchant kept 
up his stock in a small and profitable manner, 
they would not have as much room to complain 
as they now have under their present policy. 

We hope this covers the matter, as we have 
tried to give you information straight from the 
shoulder. 

Yours very truly, 

Nashville, Tenn. KEITH, SIMMONS CO. 


A GEORGIA JOBBER’S ANALYSIS 
Editor Hardware World: 

We do not wish to be discourteous, ever, but 
we have always been more or less adverse to 
anything over our signature appearing in print. 

We have no objections to giving you the in¬ 
formation, but we would prefer that our com¬ 
ments not be published over our name. 

Answering your first question. Knowing the 
real conditions as we know them, in the five 
southeastern states that we cover thoroughly, 
we cannot advise any retail merchant to buy 
anything that he does not really need and only 
buy that in the smallest possible quantities, buy¬ 
ing same from hand to mouth, buying close to 
home, where he can get prompt shipment and 
the benefit of all declines, which, in our judg¬ 
ment, will continue to come daily for months 
yet ahead of us. 

We do not mean by this that he should allow 
his stock to run out of any article that is staple, 
or that he is likely to have a call for, but should 
never buy a dozen of an article when one-sixth 
of a dozen will answer every purpose. 

The buying power of our people is about 
exhausted, and we can advise no other policy 
than the above. 


Tell success stories, not incidents of failure 
and hard luck. Radiate prosperity, feel pros¬ 
perous. it’s catching. Keep your chin up. 


BOUND TO BE A SHORTAGE IP MUCH 
PALL BUSINESS 
Editor Hardware World: 

We are reluctant to try to advise the mer¬ 
chants how to purchase, owing to the fact that 
fluctuations have been so varied and some of 
them unexpected. This same question was asked 
by the writer of one of the sales managers of the 
big steel companies, whose replies in substance 
were about as follows: 

“We have missed our guess, and conditions 
and prices have not acted in the manner in 
which we predicted, that we are through giving 
any more advice on this line. While we have 
our views, yet if you will keep posted you will 
know as much about the price situation as we 
do. It is a wise man whose predictions come 
true, and yet you know what is said about the 
other fellow whose predictions do not come out 
the way they were prophesied.” Hence we do 
not wish to assume the position of advising 
under present conditions. 

There has been little or no future buying for 
fall business, and we are told that manufac¬ 
turers are not building up much stock, hence 
if we have any fall business to speak of there is 
bound to be a shortage of some material. 

Yours truly, 

HAW HARDWARE CO., 

Ottumwa, Iowa. Carl T. Haw, Pres. 


GOOD WASHING MACHINES CONTINUE IN 
DEMAND 

Editor Hardware World: 

Your question as to ''buying policy*' for the next 
six months is a difficult one to solve. The answer de- 

f ends much upon which side of the fence one stands, 
t is never well to stock up during a falling market, 
but a wise merchant will always buy what he has 
reason to believe will move quickly. 

The financial depression which many manufacturers 
feel has not reached us—our production has not jumped 
beyond our expectations and we have not stocked up 
our product on the assumption that this will be a re¬ 
markable year. At the beginning of 1921 we started 
a plan of manufacturing from month to month what we 
had reason to expect would move. This plan has worked 
out better than expected, we have always had enough 
stock on hand to take immediate action on any orders 
received and still we have been able to keep down the 
expense of manufacturing as well as the hours of labor 
and at the same time increase the efficiency of our 
employes. 

Our sales at this time are paralleling those of 1919 
and 1920 and consequently we are better able to fore¬ 
cast favorable conditions during the fall—we look for 
an increased business during the next five months. 

Due to several causes there has been quite a lull 
in the washing machine sales, especially of those ma¬ 
chines which are higher in price than the .Johnson. We 
have not, however, experienced any reduction in sales. 
Locally we are selling as many washers as all others 
combined. The popularity of the Johnson is increasing 
among dealers—they are beginning to realize that "all 
is not gold that glitters"—the so-called $50.00 profit on 
the other washer dwindles down to the point where the 
service charge soon shows a loss. The Johnson needs 
no service work—it lasts entirely too long. 

Yours very truly, 

.JOHNSON ELECTRIC WASHER CO., 
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ADOPT AGGRESSIVE SELLING POLICY 
AND BUY PRUDENTLY, SAYS THIS 
WESTERN JOBBER 

Editor Hardware World: 

There are many conditions which affect the present 
situation as concerning the country merchant. The most 
important thing for him to take into consideration at 
this time is that the farmer should be selling his crops 
within the next forty-five days, and if the farmer does 
not sell his crops he should be influenced to sell in order 
to liquidate the indebtedness he has with the dealer. 

The dealer could in this manner make arrangements 
to li(]uidate some of the indebtedness he has been asking 
the jobber to carry. To our way of thinking, this is 
is the most important problem now before the retail 
hardware merchant. 

A secondary problem is freight rates, which form 
uite a large percentage of the total cost of merchan- 
ise on the shelves of the retail hardware merchant, 
and he must take into consideration that there wiU be 
a decline in freight rates as well as price. Also that 
any merchandise sold between now and January 1 will 
net him a profit, while the same merchandise sold after 
January 1 will in all probability net him a loss; there¬ 
fore the merchant should buy prudently, but on the 
other hand he must realize that the only excuse for a 
merchant being in business is to sell merchandise, there¬ 
fore his stock must be kept at a minimum, but complete. 
To do this will necessitate about two or three times the 
labor ordinarily employed in making purchases. 

Attention should be given by the merchant of plac¬ 
ing in the front of his store, merchandise he desires 
to dispose of quickly, and putting a price on it which 
will seU it—if necessary taking his loss before he makes 
the price. In any event he should turn all the slow 
selling merchandise into cash as quickly as possible, 
discharge his indebtedness, and from that time forward 
he will be in a position to develop a constructive policy, 
which he will not be able to do until liquidation is 
well under way. 

Very truly yours, 

WHITON HARDWARE CO., 

J. F. Welbom, PS-es, 


SMALL QUANTITY PURCHASES INCREASE 
DELIVERY COSTS 

Editor Hardware World: 

We see no reason why jobbers and retail merchants 
could not safely buy in reasonable quantities. We 
would not, however, advise stocking up to the limit, but 
at the same time, we would strongly advise the mer¬ 
chant to cease purchasing in small quantities and get 
away from the high delivery prices on small purchases. 

There is plenty of money in the country and there 
is no chance for a panicky feeling, and if the general 
trade will stop talking rotten business, it will only be 
a matter of time before the buying public at large will 
begin to purchase on a normal basis, and when the 
jobbers and retailers begin to buy in fair quantities 
the manufacturers will immediately begin stocking up 
on his raw material supplies and this in turn will give 
positions to the small percentage of individuals who 
are now out of work and from which the retailers will 
receive the benefits. 

The general conditions of the country at large is 
right at this time, and if the pessimists would only 
hide their scarecrow and accept conditions as they are 
and truthfully speaking the only criticism that we could 
make on the business at this time is that it is somewhat 
eratic but even at this our business when averaged up 
by the year will almost be normal. 

Yours truly, 

SUPERIOR LABORATORIES, 
Grand Rapids, Mich. T. H. Tapley, Gen. Mgr. 


The man of ‘‘go** is seldom let go. 


SALES NECESSARY FOR PROFITS; MER- 
CHANDISE NECESSARY FOR SALES 

Editor Hardware World: 

We are buying all that is necessary to keep our 
stocks complete and feel that the dealers should do 
likewise. Profits cannot be made without sales and 
sales cannot be made without merchandise to sell. It 
is, of course, no time for speculation in buying but 
neither is it a time to allow stocks to dwindle to such 
an extent that a real service cannot be rendered to the 
buying public. 

Without meaning to be selfish, we believe that thi? 
is an excellent time for retail merchants to increase 
their buying with local jobbers and to buy direct from 
manufacturers in very limited quantities. A jobbing 
stock near at hand is an asset to any dealer and 
should be taken full advantage of. Dealers who are 
worrying about declining markets should certainly buy 
from hand to mouth. 

In establishing our selling prices we disregard costs 
of merchandise and follow the markets as closely as 
possible. We are obliged to sell a great many times at 
a loss in order to keep up with markets, but we are 
doing so. Wo feel dealers should do likewise. It is 
comparatively easy for a dealer to sell an article at 
an old price which shows him a margin of profit od 
his cost rather than to seU it at a new level with a 
loss, but once the customer discovers that he has paid 
more than he could have bought for elsewhere, a very 
disastrous condition is created with at least that cus¬ 
tomer. 

We believe that with the wheat and wool territories 
in much better condition than they were a year ago, 
that we will see very satisfactory business conditions 
over the entire Northwest by early fall. Someone has 
aptly said, ^^Hard times are not coming, soft times are 
going." Preaching this gospel will be of considerable 
value to everyone. 

Very truly yours, 

MARSHALL-WELLS 00., 

G. H. Young, Sales Mgr. 

AN ENTERPRISING RETAILER *S ADVICE 

Editor Hardware World: 

The general outlook is about as promising as could 
be possible so soon after passing through such a time 
as the present. In our section, crops of all kinds are 
yielding heavily. Our big crop is the wheat which is 
now estimated to run one-third above the average. 
Fruit, also, especially prunes and apples, promise the 
heaviest yields in our history. 

Growers seem satisfied with the prices that are in 
prospect, with the exception of hay, on which the yield, 
however, will make up in a large measure for the lack 
in price. If the growers will sell early, as now seems 
likely, there should be a volume of business this fall 
that will compare favorably with any except the two 
previous years. Dealers have most of the 1920 collec¬ 
tions still to make, and until crops move, money will 
continue to be very tight, as it has been for several 
months. 

We believe merchants should buy from hand to 
mouth and so far as possible exclude lines on which 
prices have not been reduced materially. 

Yours truly, 

THE DAVIS-KASER CO., 

Walla Walla. F. W. Kaser. Sec. 


QUALIFIED TO JUDGE 

Editor Hardware World : 

I have been a constant reader of the Hard¬ 
ware World for some years, and I am frank to 
tell you that it is the best hardware publication 
that I have ever read, and I have read them all 
Arkansas. T. E. ALFORD 
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You have no way of telling whether 
they need new spark plugs, piston rings, 
brake lining or perhaps a new carburetor 
— ’til they ask. For a glance at the car 
tells you nothing. 

But you don’t have to wait for them to 
ask for Peerless Products. One look at 
their Ford tells the story. A steaming or 
leaking radiator shows a prospect for a 
Peerless Radiator. Jammed, mashed or 
rusted fenders mean a possible buyer of 
Peerless Fenders. If there’s no tool box 
in sight, you know they ought to have one. 
And so on down the list of Peerless Prod¬ 
ucts—Wheel Discs, Hoods, Combinations, 
Running Board Shields—every one is an 


“outside” replacement—absolutely neces¬ 
sary. 

It’s easy to see what an advantage this 
gives you — how it can help boost your 
sales. Before they ask, you know what 
they need—you have a flying start toward 
a sale. 

That little fact—that it’s so easy to pick 
out Peerless prospects—is one of the big 
reasons why Peerless Products sell so rap¬ 
idly, why they have won such wide popu¬ 
larity among dealers. If you are not 
handling this profit-making line, you are 
overlooking a big bet in the Ford replace¬ 
ment field. Ask your jobber or write us 
direct. 



PRODUCTS 


FOR FORD CARS 
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ANTICIPATE INCREASEB DEMAND AND 
PRICES FOR COTTON PRODUCTS 

Editor Hardware World: 

The greatest decline of any commodity used in 
volume has occured in canvas goods^ due of course to 
the depleted cotton situation and present indications 
would warrant a cotton crop of aoont eight million 
bales and with this year’s carryover and no excessive 
stocks in the spinners’ hands we believe will materially 
advance prices on cotton if a normal demand should 
occur, which in turn causes cotton goods to advance 
and believe when the fall demand begins we will see 
higher prices. 

The trade in general has been buying for the last 
eight or nine months their immediate requirements and 
stocks are very low, therefore, when the fall demand 
is created, in our opinion, the factories will have more 
than they can accommodate, which will advance the 
prices of the raw as well as finished products. 

Present conditions indicate a settlement of the finan* 
cial situation with several foreign countries, and as 
soon as this is consummated the demand for cotton 
will be very pronounced and as indicated in the initial 
part of this letter when this demand sets in you will 
see much higher prices. 

A gpreat many factories similar to ours are accepting 
future orders, guaranteeing prices against decline to 
date of shipment, which fully protects the trade in their 
purchases, and we think by all means it is best that 
the trade protect themselves on fall orders to a reason¬ 
able extent, but we cannot advise too much speculation 
alo^ any lines. 

'l^e present market price of cotton duck is below 
the cost of production, and no staple article can remain 
in this condition, and at every little ray of sunshine 
the mills naturally will take advantage by advancing 
prices and in turn the converters and manufacturers 
will be compelled to advance their prices on their 
products. 

The financial situation throughout the country is 
becoming much easier and interest rates have been 
materially lowered within the last few months and 
this, of course, will have a great tendency to stimulate 
buying. However, within the last six months it was 
an ea^ matter to buy but a hard matter to sell, but 
with more favorable circumstances now confronting 
us we believe there will be a much healthier condition 
in all markets within the next few months. 

CLIFTON MANUFACTXJBING CO., 
Waco, Texas. Albert T. Clifton, Pres. 


MUST HAVE GOODS TO SELL 

Editor Hardware World: 

It is rather a difficult undertaking for anyone to 
tell what they would do if they were someone else. So 
many circumstances surround each merchant, whether 
he is a jobber or has a retail store, that each man 
must be independent in his judgment for what is best 
to do in his position. 

The jobber who habitually substitutes an article 
which is not desired by the retail dealer, and does not 
supply as a general practice the article ordered, wUl 
find it more difficult to hold his trade when conditions 
improve. 

It seems to us that if we were selling at wholesale 
or retail, we would order in small quantities, but order 
frequently. 

In our opinion, when the policy of the house demands 
that each department should keep up the sales, they 
are unwise, unless they supply the goods that are 
needed. 

It is unreasonable to ask a clerk to sell a coffee pot 
to a customer who wants a pair of carvers. It is more 
than ever good business, we believe, now when cus¬ 
tomers are more particular, for the merchant to supply, 
if possible, what is desired by their customers. 

GOODELL COMPANY, 

R. C. Goodell. Pres. 


DEPRESSING PERIOD ABOUT AT 
JOURNEY ^S END 

Editor Hardware World: 

This is not for publication. 

There is little we can say at this time that would 
prove newsy to readers of the Hardware World. Ger 
tainly we would not presume to make predictions as tc 
how soon and to what extent prosperity will return tc 
the merchant. There is one self-evident condition 
however. That is the business world has passed through 
many depressing periods in the past and will pas! 
through many in the future, and to a very large extent 
the factors of the business world today will pas? 
through the present one; in fact, the actual passing 
process is about at its journey’s end. 

We believe the formula we have applied to our ow: 
business could with reasonable safety be adopted bj 
anyone who has not tried it in their own case. Briefly 
it is this: 

Maying a rule that any one month’s purchases will 
fall short of its sales at cost price at least 25 per cent 
Let no month pass without a reasonable reduction in 
expense account, increasing the frequency of this actual 
happening daily if possible. By all means purchase 
small quantities of those items for which there is ao 
iitimediate demand; liquidating whatever liabilities one 
may have at as rapid a rate as is consistent to financial 
welfare. 

This is about all there is to it, for it seems these are 
the major points we have watched closely in our own 
business, and we consider ourselves in the most healthy 
financial condition today that we have been in ,for 
five years. 

In closing, and upon reflection of the first scd 
tence of this letter, wo would modify our position to 
the extent that if there is anything in this letter that 
you think would interest any reader, you have our per 
mission to publish it, only withholding the identity of 
its author. Yours very truly, 

SOUTHERN HARDWARE JOBBEB. 


•*“ MARCV •*** 

Finger Grip Tool Kit No. 475 



TWELVE REPAIR MAN’S CHUMS OF 
PATENTED DESIGN 

Mr. Dealer—who’s your best tool customer today? 
The REPAIR MAN of coarse 

Show him this kit and ring up a sale. 

Ask your Jobber 

MARCY TOOL WORKS, IM., • PimMM,COIRL 

Padfle Oout ^nti, SPBAKE SAI.ES CO.. Inc. 

Loo Angeloa, San Frandaeo, Portland, Danvar 
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3 REASONS RUSCO PRODUCTS 
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I Car owners demand economy. Econ¬ 
omy in accessories lies in quality. 
All accessory that won’t last won’t 
sell—twice. Because Kusco Acces¬ 
sories are quality products, they sell and 
keep selling. 


2 The Rusco line is complete. Hand¬ 
ling the entire line means less book¬ 
keeping ; better service ; quicker and 
more satisfactory adjustments; and 
uniformly high quality. Each Rusco Product 
is a salesman for every other Rusco Product. 


3 Rusco Products have a national rep¬ 
utation. They are standard equip¬ 
ment on many of the best cars. They 
not only have the quality but have 
the reputation for having the quality. 

These are the three reasons 
Rusco Dealers are finding the 
Rusco Line increasingly profitable. 

These are the reasons you will 
find it equally profitable. 


These famous 
RUSCO PRODUCTS 
for 

safety, durability 
comfort 


MEAN PROFIT 
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ILOMOlf^ © 


Write today for complete selling 
and advertising plans 

The Russell Manufacturing Co. 

MIDDLETOWN. CONN. 


Bubco Brake Lining 
Bneco Clutch Facings 
Busco Hood Lacing 
Busco Tow Strap 
Busco Fan Belts 
Busco Tire Straps 
Busco TABbuckLEB 
Stra^ 

Busco Emergency Brake 
for Fords 

Busco Transmiasion Lin¬ 
ing for Fords 
Busco Non-Chatter Band 
for Fords 
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BUSINESS TO BE HAD IF YOU GO 
AFTER IT 

Editor Hardware World : 

As a manufacturer making purchases we 
have found so many of the very largest whole¬ 
sale houses bare of really staple stock that we 
have quit sending them orders. 

I know of one Chicago house that has been 
told that they were not entitled to jobbers dis¬ 
counts because of handling the stock from the 
shipping rooms of the manufacturer rather than 
having stock. 

There is good business to be had for the 
next six months to the man who goes after it 
so the jobber with the stock on hand will get 
the business, consequently he should buy. 

The retail merchant as a class is the side of 
business that has not realized that the old high 
prices are retarding his business prosperity. If 
he had cleaned house six months ago and taken 
his loss he would be in the market for the next 
six months on present buying basis and soon 
retrieved his loss. Until he takes this view he 
is bound not to buy as he should, but will lose 
good business to his neighbor who has figured 
this out. The manufacturer and jobber have 
reached present market and the dealer must. 
Very truly, 

PRENTISS-WABERS STOVE (X)., 
Wisconsin Rapids, Wis. F. A. Taylor, Pres. 

t URGES MORE ATTENTION TO 
SPECIALTIES 
Editor Hardware World : 

Our advice to every merchant would be to 
buy in small quantities and keep the inventory 
at a low point, as re-orders of any material 
can be promptly filled. The dealer should pay 
particular attention to the specialties that are 
nationally advertised and whose sale is stim¬ 
ulated by special cooperation on the part of the 
manufacturer. 

Tours very truly, 

NORTHWESTERN STEEL k IRON WKS., 
Eau Claire, Wis. E. R. Hamilton, Pres. 

NOW SAFE TO BUY CONSERVATIVELY 
Editor Hardware World : 

It seems to us that we have reached the time 
when all merchants can safely buy for their 
needs in a conservative way. There has been 
a tremendous decline in prices, but from now 
on the adjustment of prices should be more 
gradual, and it would appear the part of wisdom 
to prepare for a steadily increasing demand for 
goods in all lines, as shelves are empty, and 
merchants have not bought in any large quan¬ 
tity for a year or more past. Moreover, each 
person should do his part to bring business back 
to normalcy. 

Yours very truly. 

WOOLWTNE METAL PRODUCTS CO., 
W. R. Woolwine. 


ORDERS PLACED FOR NEEDED GOODS 
WOULD REVIVE BUSINESS 
Editor Hardw’are World : 

Were we a jobber or dealer, we would adopt 
a policy to buy conservatively for the next six 
months, but we would specify in as large quan 
tities as our needs demanded. 

We are of the opinion that if every merchant 
or jobber would place orders for their imme 
diate requirements only, that within a ven 
short time there would be a business revival. We 
feel that the attitude being taken by the major 
ity of buyers today is detrimental not only to 
their own interest but to the interest of the 
business community at large. 

Yours truly, 

BERGMAN TOOL MFG. CO. 


CRITICISM OF RETAIL MERCHANTS BY 
DAILY PAPERS NOT JUSTIFIED 
Editor Hardware World: 

It is our opinion that we have reached the 
lowest point in business depression, although 
prices have not yet reached the bottom. 

The newspapers have said much about the 
retail merchants not following the market, but 
it is the writer’s opinion that the average retail 
hardware merchant has followed the market 
down faster than he did when the prices were 
advancing. The larger merchants throughout 
the country are almost compelled to follow the 
markets both up and down. 

We resent the unfavorable criticism given 
the retail merchant by the press in which h6 is 
accused of holding the prices up until he un¬ 
loads. If the newspapers publishing these ar¬ 
ticles will make an investigation we are sure 
they will find that the source of trouble is not 
with the retail merchant any more than the 
matter of profiteering of which he wa.s accused. 

Very truly yours, 

THE EDWARDS k CHAMBERLIN HDWE. CO.. 
Kalamazoo. X Chas. Ross, Secy, k Gen. Mjfr 

NEW MEXICO MERCHANT’S POLICY 
Editor Hardware World : 

We believe in being conservative. Markets 
are so unsettled and prices so uncertain that we 
think it would be very impractical to endeavor 
to expand or carry heavy stocks. Our policy 
has and will be to go as slow as possible, con¬ 
sistent with keeping stock enough to handle 
what business comes in at the present time. 

We are ver.v hopeful for the future and trust 
that matters will begin to improve before long, 
but it is patent to all that business in all line^^ 
in all parts of the country is extremely dull, 
with prices having a downward tendency', this 
should be sufficient warning to any prudent 
business man. 

Ver.v truly yours. 

ROBERTS DE.XRBORNE HDWE. CO., 

^ By S. I. Roberts. 
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Four Party Suit Oaae Outfit 

This outfit includet a complete 
equipment of dishes, eutlery 
iind cookins: utensils for four 

{ tersons. tojfether with a two 
mrner Auto - Kamp • Kook*Kit 
(illustrated below). There is 
also u compartment for ther 
iiios bottle, or other extras. 

Price complete. .. |46.00 
Six Party Outfit. .$47.50 
Two Party Outfit.$27.60 


Will Put Your Camping Goods Department 

On a Paying Basis 

, !_ 

growing demand for this effi- 
C^cient camp stove has made it one 
of the most important items in the 
y camping goods line. And the handsome 
. j A. profit wfuch you will realize, quickly 

demonstrates the value of the Auto- 
— Kamp-Kook-Kit to the progressive 

Two Burner Kit—In Cse dealer. 

Auto-Kamp-Kook-Kit has proved its 
worth as a compact, efficient camp 
stove. It burns motor gasoline—^is 
windproof—folds up like a suit case 
with all equipment inside. 

Two Borner Kit-cioBed. All Equipmoot Auto-Kamp-Kook-^ts are made in sev- 
Packed Inside eral sizes froin the One Burner at $10.00, 

Prica. with Equiirment .»i 7 . 5 o to the Six Party Suit Case Outfit at 

Price, without Equipment.$16.00 $47.50. 

Auto-Kamp-Kook-Oven, which fits any Auto- Viriim or wire today for our iUuMtratod ioldmr 

Ramp-Eook*Kit, makes it possible to bake and 

i2"xi2"xn", folds flat Pfentiss"Wabofs Stove Co. 

Pile* .$ 6.00 18 Spring Street, Wisconsin Rapids, Wis. 


Two Burner Kit—Closed. All Equipment 
Packed Inside 
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STEADY IMPROVEMENT IN ALL LINES IN 
EARLY FALL 
Editor Hardware World: 

I am giving you my candid and confident 
opinion on the present situation and outlining 
the policy I would follow were I the owner of a 
supply house. 

If I were a jobber or a retail merchant I 
would, on the first day of September, take a 
very careful inventory of my stock and begin 
to place small orders immediately for such 
items as under normal conditions move regular¬ 
ly and keep very close watch thereafter, in¬ 
creasing the size of my orders as conditions 
required. 

I would be influenced in following out the 
plan outlined above by my belief, based on fun¬ 
damental conditions and the law of supply and 
demand, that the present depression and so- 
called “buyers* strike** is now at its lowest 
point and without question the pendulum must 
begin its upward swing by early fall. 

Personal investigations and authentic re¬ 
ports place the stoc^ now in the hands of job¬ 
bers and dealers at the lowest point in a great 
many years, and many orders must be placed 
and filled before a large percentage will be in 
a position to handle even a moderate amount 
of trade if placed on a hurry basis. 

Furthermore, I can see very little possibility 
of prices being reduced any further on anything 
made from iron or steel, and this is particularly 
true of small tools. As a matter of fact, there 
is now a much greater likelihood of an increase 
on many items than of further reduction. 

Summing up the situation in the light of past 
and present events I can draw but one cpnclu- 
sion, early fall will see the beginning of a 
gradual but nevertheless steady improvement in 
all industries, and the first to feel the welcome 
effect of restored confidence will be that one 
who is best prepared to meet the demand for 
goods as the upward swing of the pendulum 
gains momentum. 

Yours very truly, 

BUTTERFIELD & CO. DIV., 
Union Twist Drill Co.. 

Derby Line, Vt. L. H. Lay the, Sales Mgr. 


CONDITIONS STEADILY IMPROVING 
Editor Hardware World: 

The conditions of trade are looking up some¬ 
what within the past sixty days. There is a 
noticeable improvement upwards judging from 
the mail orders, which I consider is a good ba¬ 
rometer and we are hoping, like everyone else, 
that things are going to improve right along 
and by fall that we will have a good healthy 
volume of business; not that we look for any 
rush at all, hut a good ordinary volume. 

Yours very truly, 

E. C. STEARNS & OO., 

T. M. Gallavan, V. P. & Sales Mgr. 


ANTICIPATE AT LEAST 90 DAYS’ 
REQUIREMENTS 
Editor Hardware World : 

Frankly, we believe that in view of present 
market conditions and as we are confident that 
the bottom has been reached on practically all 
commodities and upon manufactured articles, 
and as it is a known fact that many manufac¬ 
turers are manufacturing at a loss, it will be 
necessary that they increase the selling price to 
offset same. We cannot help but believe that 
there will be a gradual adjustment of prices, 
therefore an advance in many items during the 
fall and we suggest therefore that jobbers and 
dealers anticipate their requirements for at least 
90 days. 

Yours very truly, 

BUFFUM TOOL COMPANY, 
Frank O. Buffum, Sales Mgi. 


TRADE CONDITIONS IMPROVING IN UTAH 
Editor Hardware World : 

Trade conditions, both sales and collections 
for the seven months ending July 31, in Utah 
and Idaho, were as good as could be expected 
based on the financi^ condition of farmers and < 
stockgrowers. 

The last fifteen days of July showed a very 
satisfactory improvement and with crops equal 
to some of the best years in the past and a nor¬ 
mal price, trade should improve throughout the 
balance of the year. 

Our policy in placing specifications for 1922 
will be most conservative, believing the pur 
chasing public will continue their economic pol 
icy for at least another twelve months. 

Yours very truly, 

CONSOLIDATED WAGON & MACH. CO. 
Salt Lake City. G. G. Wright, V. P. k Gen. Mgr. 


ARIZONA JOBBERS PRACTICE WHAT 
THEY ADVOCATE 
Editor Hardware World : 

At the present time stocks of merchandise 
throughout the entire country have been al 
lowed to run very low and one of the reasons 
why retail merchants are reporting lower sales 
is that their stocks of goods are so low that they 
are out of many items called for by their ciis 
tomers. This is a loss, not only to these partii 
iilar merchants, but it holds back a genera 
movement to just that extent. 

We believe that retail dealers should keep 
their stocks complete, making their purchase> 
frequently and buying in small quantities, so 
that they will not be overstocked with merchan¬ 
dise, yet keeping their stock in good condition 
so that they will get all the trade which coine> 
to them. 

Very truly, 

PRATT-GILBERT COMPANY. 

P. R. Helm. Managt^r. 
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THE BUFFUM TOOL CO. 


LOUISIANA, MO. 





No. 1705—Gurred Beftring Scrapar Set. List $1.50 


^*High Grade Tools for High Grade Workmen” 

‘‘Swastika*' Trade Idaxk Seglstered U. 8. Patent Office 


'DieQMlity'of 

Samiinlools 

Stands out in every line and 
stands out more during 
every month of hard service 

PROPER DESIGN 
GOOD MATERIAL BEST FINISH 
RIGHT PRICE 

WHAT MORE? 

Every Tool Fully 


Guaranteed 


Appreciated by the workman for per¬ 
formance—by the man who pays for 
the length of good service they give— 
by the dealer for the sm*e sales oppor¬ 
tunity they offer. 



No. 1750—Straight. List $4.00 
No. 1761—Hollow. 

List $6.00 



No. 1771—Carbon Scraper Set. List 60c Set 


Knurled Siekel or Pin Pnnch, Bloed JJq Qne EVOT GalnOd E RopUtatiOn 

Selling Poor Tools 


Machinist's Blued Auto Punch 


WE CAN’T 




C. W. CAUSE COMPANY 

WESTERN BA1.es AGENTS 
Boom No. 605 Williams Bnildlng 


693 Mission Street 


San Francisco, California 


YOU CAN’T 
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FAIRBANKS MORSE’S PACIFIC COAST 
MANAGER’S REASONS FOR 
OPTIMISTIC REPORT 

Editor Hardware World: 

While California has kept out of the dark area on 
the business map for the past months, and Los Angeles 
has been particularly noticeable as the one time only 
white spot on the whole horizon, at the same time 
certain portions of the Pacific Coast have gone down 
into the waters pretty deeply and the liquidation in 
the way of values has been most rapid and most 
drastic. 

I have before me a comparison of prices tabulated 
by a very responsible bank, and which therefore to 
that extent vouches for their accuracy: 


Peak June 
since 30, 

Cattle—Steers-* 1914 1914 1921 

Chicago, cents per pound. 9.10 16.80 7.9t 

Copper—Electrolytic— 

New York, cents per pound.14.13 35.74 12.62 

Cotton—Middling— 

New York, cents per pound.13.45 43.75 11.60 

Hides and Skins—Chicago— 

Native steers, cents per pound_18.25 53.50 14.00 

Heavy calf skins, cents per pound.20.00 100.00 18.00 

Iron—^Bessemer Pig Iron— 

Pittsburgh, dollars per ton.14.90 57.45 24.46 

Petroleum— 

Pennsylvania, dollars per barrel.. 1.93 6.10 2.25 

Mid-continent, dollars per barrel. . .75 3.50 1.00 

Lumber—2x4-16 No. 1 Common Douglas Fir— 

Western mills, dollars per M.. 8.00 41.50 11.50 


Rubber—Plantation Ist Latex Crepe— 

New York, cents per pound.62 .90 .15 

^Ik—Ji^n No. 1, dollars per pound 4.10 17.40 5.60 

Sugar—Raw Centrifugal 96 per cent— 

New York, cents per pound... 3.26 23.57 4.00 

Wheat—No. 1 Nortnern Spring— 

. Minneapolis, dollars per pound... .94 3.23 1.34 

Wool—Boston— 

Ohio, ^ Blood, cents per pound.. .25.25 80.00 38.00 

Territory, fine staple, ote. per lb.. .59.50 210.00 . 

The foregoing indicates a very thorough liquidation 
of prices and the indications now on every hand are 
that not only the wholesale prices have been liquidated 
but the retail stores are now engaged in a very drastic 
liquidation of the retail prices. 

The whole Pacific Coast has reason to look forward 
with the utmost optimism to the future—not only has 
California stood the strain of this intense and drastic 
liquidation of values, but it has come through with its 
business practically unimpaired and with if anything 
increased financial strength. 

The Northwest, which I ara considering as the states 
of Oregon, Washington and Idaho, looked forward last 
fall to most glittering returns on their rather bountiful 
crop in 1920 and there was a good deal of delay in the 
sale of the farm products on that account and very 
much disappointment when prices continued to decline 
and their hopes were not realized. And yet in the 
liquidation of the crops in the Northwest it is perhaps 
not very much wide of the mark to say that they came 
through without any serious or material loss other than 
a speculative one. 

The year 1921, taken as a whole, has come forward 
with probably the most bountiful crops the Pacific 
Coast has ever seen and values which will make a fair 
return on the capital invested. The moving of this 
crop is going to be a considerable problem to the rail¬ 
roads, and at existing prices and under conditions as 
they are today there is every prospect that these crops 
will move promptly and very thoroughly. 

The railroads have had adjustments in labor which 
while perhaps not entirely satisfactory to them, will 
eventuate into a quite considerable liquidation of labor 
costs and with the existing rates and the tonnage 
which is now in the country ready to be moved they 


should look forward to a heavy and lucrative fall 
business. 

The effect of this is bound to reflect itself every 
whore. There are indications that there are already 
under consideration quite extensive budgets of expendi 
tures for equipment by the railroads, awaiting onh 
the question oi financing, and this financing may b« 
forecasted partly out of the Federal loans under cod 
templation and to a substantial degree out of tb^ 
immense tonnage which must move. 

It is a fact that in the past no return to prosperitv 
has been without an initi^ movement of buying bv 
the railroads. 

After a period of nearly five years of reduced 
expenditures for equipment and upkeep the railroad.' 
are facing a day of large crop movement with very 
inadequate facilities and unless the whole busines.' 
fabric goes to pieces there will have to be big ex 
penditures and these expenditures made quickly ti 
meet the situation. 

Betail purchases, in most lines with which I am 
familiar have been on a restricted basis for a Iod^ 
time. Stocks are much depleted and jobbers have been 
using up available stock by local buy-outs, rather than 
place new orders and so far as the Pacific Coast b 
concerned in a good many instances this is rapidly 
approaching the point where stocks will have to hr 
replenished in order to keep up the quite fair average 
business which is being placed. 

Liquidation in prices has run its length pretty rapid 
ly, and I believe much more rapidly than was the 
under similar crises in the nation’s history before. 

This fall will see a large percentage of the frozen 
credits liquidated, with the farmers either with some 
money in hand or with renewed credit at the banks. 

While the earlier months of 1920 show liberal 
investments by the farmers, the fall of 1920 and the 
entire year of 1921 has been one of repression. 

Tl^e prices which prevail in farm products today- 
while very much lower than in 1920 and the preceding 
years, will probably net the farmer more real money 
than in previous years, because he has worked harder 
himself, had labor at a very much lower initial cost, 
the laborer has worked harder and the farmer has 
indulged himself in no luxuries. 

And with existing conditions as they are today 
there will probably be a reasonable return in the 
way of profit from farm operations. 

While the fishing and fish canning industry is 
picking up in California, there will be little returo 
to anything like normal conditions in that industry in 
the Northwest in 1921. The stock of fish now on hand 
and carried over, part of it since 1917, will run into 
1922 before that is eventually liquidated and outside 
of fresh fish there will probably oe little in the way 
of activity in the Northwest and in Alaska before the 
fishing season of 1922, in that industry’. 

The building industry has been at a standstill for 
a good many years. The building permits, except in 
certain favored spots, have been almost nothing for a 
long time. When that industry does begin it will bo 
most marked and make a most instant demand for 
building materials. 

Out of the Northwest there was a steady stream of 
grain going into the export trade all last fall and so 
far this year. The demand which created that export 
business is fully as insistent today as then and perhap> 
more so, because the resources in foreign lands for 
foodstuffs are if anything more restricted than they 
were last year. 


Outside of the soviet area a good many of the 
ccuintries are in better shape today and their exchange 
conditions are better than they were a year ago. They 
haven’t the bewildered and hopeless outlook that they 
had a year ago and in fact are beginning to look 
forward with some courage and entertain some hopes 
for the future outside of the depressed attitude which 
came upon them after the war, and considerable 
efforts have been made in many places toward indus¬ 


trial rebuilding. 
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THE PETRY PUMP 

America** BEST Tire Pump 



HANDLELOCKV 
facilitates carr:^ 
Ing or handling.'^ 

BARREL■ 

17» or 20*xlV4* 
diameter, highest 
grade seamless 
steel tubing 
threaded ands<»< 
dared into base. 

PISTON 

convex shape to 
divert oil and to 
give greater air 
pressure on 
leather cup 
washer. 


HANDLE 

shaped to fit 
your hand. 

CAP 

heavy cast brass 
with long piston 
rod bearing. 

BRASS VALVE 
guaranteed 
absolutely 
air-tight. 

HOSE 

5-ply, highest 
grade,27' long 



BASE. 

spreads and 
allows natural 
pumping post 
tion without losing 
balance—pump op¬ 
erated in front of. 
not under you. 
Freedom for full 
stroke of piston 
with minimum ef¬ 
fort and maximum 
results. Base, high- 

f ^rade malleable 
ron. closes into 
space of ordinary 
size pump base, 
fastened by a Wing 
Nut which cannot 
come off. 



LOX-ON 
CONNECTION 
with tire valve 
deflating pin, 
consid era b ly 
lessening pump¬ 
ing effort. Its use 
impractical on : 
any pump not 
having an ab¬ 
solutely tight 
check valve. 

Price, $S,00 

17 '* Of 20 '' Barrel 


Copyright, 1921 
N. A. Petry 
Company. Inc, 
Pnds by Itself " 

THESE SPECIAL FEATURES not found in any other 
pump. Finish, baked black enamel, with all brass 
parts polished and lacquered. PETRY design, quality 
and workmanship throughout Guaranteed to make 
good. Patents applied for. 

N. A. PETRY COMPANY, Inc. 

Makan of the Petry Cut-Out, Pedal, and Ventilator 
■^45 N. Randolph St.. Philadelphia 

.NonauCtivnU. 445451 lUiltoBUa. SuFrttdsco.Ct^ 


AUTO TOPS and 
Seat Covers 



Top Becoven, Seat Covers 
Radiator and Hood Covers 

Side Ctutains, Bain Chuurds 

Tire Covers, Ona-maa Ford Tops 
Trimmers' Material and Supplies 
Tents, Panlins, Wagon Covers 
Cotton Pioking Bags 

Clifton Manufacturing Company 

Main omoe and Factory 
Waco, Texas 

Baa Fraaelaeo. OaUforala 
Offloo: 889-41 LarklB Bt. 

Lot Aagelte, Oallfonila 
Offloo: 619 Hoitli Broadway 



No. 46 BoUablo 
Welglit 10 lbs. 
Will Lift 8000 lbs. 
Height Lowered 

iiy» in. 

Height Baited 
Try, la. 




Reliable! 


A jack, to live up to a name like 
that, must be dependable, eervice- 
able, and efficient. “Reliable” 
Jacks live up to their name. 

Simplicity of design and accurate 
workmanship insure greater ease of 
operation than in any other jack of 
equal size. 

Customers sold on Reliable Jack^< 
become profitable patrons for other 
Hardware. 

Your Jobber can supply y *«i. 
Write us direct for catalog. 

ELITE 

MANUFACTURING 

COMPANY 

ASUaad, Obio 
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Another year and possibly another two years will 
perhaps have to be gone through before we may look 
forward to a return to normal business conditions so 
far as foreign business is concerned, but every day 
now will see that condition improve and out of the 
chaotice mess which followed the war there will be 
daily improvement. 

The Pacific Coast have particularly to look forward 
to the Oriental trade for their big share of foreign 
business and it is reported that there is, particulany 
in China a very mucn better outlook than there was 
several months ago and notwithstandii^ their very 
unfavorable exchange conditions the Chinese business 
seems to be getting on a better and more substantial 
basis and the unabsorbed consignments of goods which 
have been glutting their warehouses are gradually 
being pulled down. 

Perhaps all the foregoing is a rather round about 
way of getting at an answer to your question, and 
out of the foregoing I can only say that to me the 
business conditions look brighter than they have at 
any time since the depression began. 

I believe there will be a considerable buying move¬ 
ment this fall bjr the farmers whose credit will have 
been largely liquidated, by leaders whose stocks have 
been largely depleted and perhaps of greater import¬ 
ance than these by the railroads in order to make the 
big freight movement which the country has before 
ns, they will not only be forced to buy new equipment 
but for the maintenance of their repair departments 
will be cidled upon for some pretty big investments in 
material and supplies. 

I am tempted to the foregoing statements by the fact 
that this country is in a condition of greater than ever 
financial prosperity, outside of some little scattering ex¬ 
amples the banks nave weathered the storm in first 
class shape. The record of business failures has not 
been phenomenally high, considering the depressed con¬ 
dition of business idl over the country. Individual 
savings in the savings banks have not, up to date, been 
unduly drawn upon. 

Credits have been to a certain extent frozen, but 
there are as a whole assets to provide for their liquida¬ 
tion and as this liquidation takes place return to more 
normal conditions will be inevitable. 

We cannot expect to get back into the 1920 stride 
for several years, but there will be, 1 believe, very 
much more business this fall than there has been 
during the year so far and the merchant who has the 
goods on hand in his stock will be the one who will 
secure the business and therefore for that reason the 
placing of orders for the coming season’s business, not 
extravagantly, but carefully and in a diversified and 
selected stock, will give the jobber and dealer who 
does this intelligently considerable advantage over 
someone else who has run almost down to the bare 
boards to provide against extreme reductions in prices 
where liquidation has already been extreme and where 
great liquidation in prices cannot be looked for in the 
future. 

The foregoing applies to the manufacturers prices 
and not to the retailers prices, who are just now in the 
throes of a considerable price reduction to meet the 
reductions which the manufacturers have already rap¬ 
idly made. 

I trust the foregoing will be of some service to 
you. 

FAIBBANK8 MORSE k CO., 

S. P. Forbes, Pac. Coast Mgr. 


SHOULD BE BOYCOTTED 

Two very pretty girls met on the street and kissed 
each other rapturously. Two young men watched the 
meeting. “There’s another of those things that are so 
unfair,” said one. 

“What is that?” said his friend. 

He pointed to the scene. “Women doing men’s 
work. ” 


SOL FRIEDENTHAL B. D. 

When our good friend in the Northwest. Scl Fried- 
enthal, retired from an active connection oi over forty 
years in merchandising, he doubtless had in mind that 
he was going to take a good long vacation and a well 
earned rest, which all of his friends knew he so fully 
merited. 

But the call of business, or of at least keeping iii 
touch with it in some phase or other, was too stronglj 
ingrained in his blooa. He found he would be xar 
happier and be contributing likewise to the welfare of 
many of his business friends if he was where he could 
at least be consulted. Hence his venture into a some¬ 
what unusual line, that of a general commercial and 
financial adviser. 

His forty years’ business experience naturally gave 
him an intimate knowledge of many phases of business, 
which only comes from an active participation in it, 
and those who know Mr. Friedenthal felt that if he 
was in a position where he could be consulted could 
be remunerated for his services th^ would be glad 
of the opportunity to ask his advice, whereas they 
would naturallv hesitate to trouble a man or take up 
his time and thought with their problems unless there 
was some remuneration for him. 

People naturally hesitate to go to their friends 
unless they feel they can recompense them to at least 
a certain de^ee. 

His expenence in handling matters between creditors 
and debtors, serving each, would be invaluable. Acting 
as efficiency expert in business management and ad¬ 
vising as to financial methods and requirements, is 
something upon which he is well informed. In fur¬ 
nishing confidential information regarding commercial 
conditions, investigating the responsibility of individ¬ 
uals and organizations when required. He is a man who 
knows. 

He opened his office, 506 Coleman Bldg., Seattle, so 
that his friends in both the manufacturing, wholesale 
or retail wa^, would feel free to consult him. Mr. 
Friedenthal is keeping fully as busy, if not more so 
than when he was actively engaged in helping to 
direct a large hardware jobbing institution. 

His friends will be glad to know that he has recov- 
eied his health, is feeling full of vigor and pep m of 
yore, and is always glad to see his friends, either 
socially or in a business way. 


The early bird catches the worm; the late 
employe geta the squirm. 
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SAFETY DEMANDS 

That YOU and Every Other Driver Have a 


/VI 


A Dealer writes: ‘‘I have received year Sees- 
All Mirror and have installed it on my ear with 
greatest satisfaction. I find that it is all that 
you claim for it.” 


SEES-ALL Mirror on His Car 

—^Ed. Kennard, Preddant Sees-All Btfg. Co. 


Beveled Plate. Non- 
r u 8 11 n g_E n a m e 1 
Frame. Welglis 166 
lbs. per gross, packed. 
Comes Ln indlvldnal 
cartons. In ordering 
be sure to specify 
open or closed types, 
as clamps differ. 



A Jobber says: “Never have I appreciated 
anything on my car so much' as the Sees-All 
Mirror. The duplex feature enables me, either 
as driver or passenger, to fully command the 
view behind. No car is complete without the 
Sees-All Mirror, and I am telling this to all my 
friends. ’ * 


It’s the best thing in the world for avoiding automobile accidents and goodness 
knows there are enough accidents these days. 

My little Sees-AU Mirror is really two mirrors in one—^heavy beveled plate glass 
mirrors—in a neat and substantial metal frame, and are at the exact angle which per¬ 
mits the driver and his companion to see the road, both sides and behind, while loolang 
ahead. 

It is quickly and firmly attached to the top center windshield, right before your eyes. 

-Try This Sees-All Mirror on Your Oar 

10 Days Free 

So positive am I that when you once 
use this mirror on your car that you will 
recommend it to every car owner and 
sell it readily, that I am willing to send 
you one right now to try for yourself. 

JUST SEND THIS COUPON and 
the Sees-All Mirror will come to you 
postpaid. If you don’t like it, just send 
it back. If you keep it, remit $2.50. 
Please enclose your card or letterhead. 

Dealen and Johhan Writa for Our ProffOBition 

ADDRESS OFFICE NEAREST TO YOU 
1220 Boatmen’! Bank Bldg. 866 Phelan Building 
St. Lonii, Mo. San Frandaco 

1810 Westlake Ave. 388 Taylor St. 

Seattle Portland. Ore. 



Miifii 


LIST PRICE, $4.00 




Ed. Kennard. SEES-AU. Mfg. Co. 

Alright, Ed; I’ll try your old Sees-All 
Mirror on my wagon for ten days that you 
offer to readers of the Hardware World. If 
I don’t like it, I’ll return it to you. Other¬ 
wise I’ll remit you trade price, $2.50. 


My Car is Open Model ( ) Closed Model ( ) 


Digitized by 


Google 





















































































































146 


HARDWARE WORLD 


SALTY SEAS UNABLE TO SINK SALT 
SATURATED GEORGE GLENN OF THE 
HERCULES PRODUCTS COMPANY 

When this gentleman picked out the state 
of Virginia for his birthplace, he undoubtedly 
had in mind the presidential chair as the pros¬ 
pective culmination of a useful career. 

Later, however, perceiving his forethought 
gave him too much of a handicap over the rest 
of us, he generously decided the medical pro¬ 
fession possessed better opportunities for an 
ambitious, good looking young fellow. 



Nothincr fresh about this seasoned Knirht of the Road, 
whose experiences in Salt, ‘*8peedee" and Solder have made 
him a veteran of the selling game. 

But after two years' study in Illinois, Mr. 
Glenn concluded the calling of a physician was 
entirely too sedentary for an active man, and 
the appeal of the great selling game irrestibly 
won him over. 

Then, as ever, live wires and hustlers were 
in great demand, and Mr. Glenn took the road 
for the International Salt Company. 

Prom the very start he was eminently suc¬ 
cessful; for selling ‘‘salt of the earth" was no 
trick at all for a young chap who was a first 
class sample of his own goods. The savor of 
this early association still permeates with humor 
the kindliness of his smile, the twinkle of ex¬ 
pressive eyes, and his engaging manner. 

It is characteristic of Mr. Glenu that he ab¬ 
sorbs the outstanding qualities of whatever line 
h^ happens to be selling. Thus in handling 
“Speedee," that efficient wall cleaner of the 
Atlas Auto Supply Company, he adopted 
“Speed" as a middle name—and earned it. 

At the beginning of the war, Mr. Glenn con¬ 
ceived the not unnatural desire of calling on 
the Teuton trade with an extensive line of high 
explosives, which he hoped to deliver in person 


as “damaged goods." But a heartless military 
intelligence deemed his services of greater value 
on the home sector and traveled him all over 
this country in the interest of securing better 
ammunition materials for the United States 
government. 

In 1920 he joined the organization of the 
Hercules Products Company, of Council Bluffs, 
and has since devoted his time to the acquisition 
of jobbing distribution for their goods. As a 
testimony to his unflagging efforts, Hercules 
cold solder is now handled by over^400 jobbers. 

During a recent trip through the Pacific 
Northwest, Mr. Glenn took passage on the ill- 
fated steamer “Alaska," which recently, in a 
blinding fog, struck Blunt's Reef, off Cape Men¬ 
docino in Northern California, and sank with 
the loss of many lives. 

One of the fortunate survivors of that tragic 
disaster, Mr. Glenn, but little the worse physi¬ 
cally from his thrilling experience, expects to 
continue his journey on through the South and 
return to Council Bluffs about October 1. 


RAY W. SHERMAN WITH A. E. A. 

Ray W. Sherman, former managing editor 
of Motor World, has been selected to head the 
new sales promotion department of the Auto¬ 
motive Equipment Association, created at the 
recent Mackinac Island convention. The com¬ 
mittee is to be complimented on their selection 
and the association should be congratulated in 
securing a man as Ray Sherman. He assumed 
his new duties August first. 

The sales promotion department will work 
through members and with the trade direct in 
stimulating sales by educating, helping, en¬ 
thusing, cooperating with the accessory dealer. 
The new department will offer an educational 
service, organizing and directing the trade and 
suggesting sales possibilities and opportunities. 


TEN THOUSAND MERCHANTS PEEL SAME 
WAY 

Editor Hardware World ; 

A short time ago we mailed you our check 
for subscription to your publication. 

Since we haven't received back our can¬ 
celled check, we are writing to tell you that we 
don't want to lose out on any of the issues of 
your valuable publication, and are afraid our 
check went astray or did not reach you. We 
can't afford to miss a single copy. 

Trenton, Mo. TRENTON HARDWARE CO. 


F. CoUine of Pasadena has engaged in the hardware 
business at Burbank, Cal. 


C. S. Cox, formerly of the firm of Watson A Cox, 
Pomona, Cal., has opened a hardware store at Brea. 


The Bissell Hardware Co., Wilhelmina, Ore., reports 
a very satisfactory season’s trade and an excellent out¬ 
look. 
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<<OIL RUINS TIRES” 

Motorists resliie wh»t a great meaaee oil 
is to inner taboa and, therefore, look for 
the place where they ean fill tiree with 

CURTIS AIR-FRII 
FROM OIL 

Fire different tiset of com* 
reeeor. 125 different oom* 


stock at most iobbora. 
Price if right. A reenlt of 
25 years' experience in 
compressor manufacturing. 
Bend for Bulletin 0-5. 

Csrtis Pses. Mchy. Cs. 

1612 Slenlen At., St. Louis 
680-L Hudson Tomu, N. T. 


Dsalsrs, AttsstiM! 

JOB WELSH 
Osmiino Loaders 
Knotless, strong, in* 
▼isible. can be had 
from your jobbers in 
Fishing Tackle. 

Good in Fresh or 
Salt water—a siso for 
OTery fish. Send for 
sample cards of the 
6 sises free on appli* 
cation. 



[ LEADER 

JOE WELSH 

PAaASBHA - OAUFOBHIA 

EzelnslTS Agent U. 8. and 

Canada 


“Critchley-Six” 

Expanding Adjustable Reamer. Genuine original 
six or five blades are made only by 

CHADWICK & TREFETHEN 

Portsmontb, N. H. 

R€PT€»mtid by CALDWELL SALES CO. 

Sun FfondMCOt Cal, 


There is a *<HEXALL" for 
Every Need 

No matter how far oat of ordinary reach may be the 
repair, "Thors is a *HEZALL' for orery neod." 
Hundreds of thousands of everyday users place imiilioit 
eoinfidence in the steel xrip, brute strength and unfailing 
dependability of ‘‘HEXALL" Socket Wrenches. They 
know that they can place absolute reliance upon the 
Sedgley Guarantee. 

Twelve Sots—"A 'HEXALL' for every need" 
••Brmak any •HEXALL^ Wrench and We 
Repair It^No Charge*^ 

R. F. SEDGLEY, Inc. &Lii22 

2311-1S-16 HotUi 1601 St. PUUttlpllla, F*. 

Aleo ManafaetarmrB of **BABY** HammcHess Reooloers 
Pacific Coast Representatives 
McDonald a LINFORTH, San.Francisco, Oal. 




Sioux Tools are the standard tools in garages everywhere 
for 

BBMOVINQ EUSEHVOS 
BB-FACnra, BB-SEATINa, OBXNDnrO 
ANT AND ALL SIZE VALVES 
ALBERTSON A CO.. Manufacturers. SIOUX CITY. lA. 











1 ^ » 





Dealers handling automobile goods of any kind place 
New Era Visors near the head of their list of profitable 
sellers. These outstanding features sell them: Gutter 
that catches the rain. Metal awnings at ends. Adjust¬ 
able. Prices $10 for steel; $15.00 for aluminum. We 
also make New Era Springs and New Era “Better" 
Bumpers. Write for catalog. 

NEW ERA SPRING & SPECIALTY CO. 

65 Cottage Grove Ave., Grand Rapids. Mich. 

NEW E^A: 

DeLuxe (All Metal) VISORS 


M otor MEi^ cANntE Hompany 


Wholesale 


Exclusivel 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

BZOLOSIVE DISTBOUTOBS FOB THE 
rOIXOWIHO LIMBS 


Motnl Oil BComdOO To<d Kiti 

GoaroM Ptmko lotion Parts 

Motils Tubes Loekwood Best Ooven 

Btromberg Osrburstori Badistor Covers, 

Wsinwxl^t IKstons Fsirbsaks Chtfsge Boni^ 

Btsn-ParFsrfeetlonBprlngi menl 

Osasdy-Otio Osrage Bgilp- 

H A D Shock Absorbtrt 
for Fords Arrow Orto Chains 

Osbrisl Bnubbors Du Pont Mstorisl 

OUmore Fan Belts Laldlaw Boat Cover 

Kay Bee Spot Ughta Material 

Momeoo Bronss DrlKnre Betresdsri 

And a Complete Une of Moehanles* Tools end Osrage 
Equipment 

New 1920 Catalog Ftimiahed on ktaqiieet 

M otoi^ Mei^ cantii^ Company 

115-117 South West Temple Street. Balt Lake City 
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TAKE PRIDE IN THEIR WORK 
The staff of the Western Retail Implement, 
Vehicle and Hardware Association, of which 
H. J. Hodge, the youngest veteran association 
secretary that we known anything about, is 
shown in this picture. Secretary Hodge says 
everyone of them is a real worker, and can do 
more real work, taken together, than any other 
nine people in the world. 

Shown in this photograph is: J. E. Crane, 
traffic manager; Miss Emma Murray, chief 
clerk; J. P. Brilhart, field man; H. L. Covert, 
assistant to the secretary. Front row: Miss 
Millie Tudor, Miss Mary Wells, stenographers; 
H. J. Hodge, and Miss IJstella VanSickle, cash¬ 
ier, and Miss Vera Adee, stenographer. 

While there are, of course, secretary’s offices 
that have larger staffs and make a bigger show, 
for real, downright work, and lots of it, we 
agree with Secretary Hodge that they would be 
hard to beat. 


KEEP STOCKS COMPLETE 
Editor Hardware World : 

It is our opinion that jobbers and retail 
merchants sho^d continue to buy in small 
assortments in order to keep their stock com¬ 
plete and intact, as we believe it is a short¬ 
sighted fault to allow their assortment to 
become depleted so that orders cannot be 
tilled. 

We believe that with the receipt of returns 
for this season’s produce the farmers and 
c rchardists will purchase for their needs which 
they have deferred for the la^t season and that 
business will feel a stimulus from this. 

Hoping that our opinion will be of use to 
somebody, we remain. Yours truly, 

MADEWELL PIPE & CULVERT WKS.. 

H. E. Robinson. 


LOWER QUEEN INCUBATOR PRICES 
Among the manufacturers who have an¬ 
nounced reductions in the last month or two to 
favor the consumer and encourage increased 
production, is the Queen Incubator Co., of Lin¬ 
coln, Nebraska. Not only Queen incubator, but 
Qm en brooder prices were also reduced. 


WOULD REDUCE PRICES FAST AS 
DECLINES OCCUR 
Editor Hardware World : 

In giving our opinion we are confining our¬ 
selves to the hardware trade, and have largely 
based our judgment on the steel market, as we 
believe it to be the barometer of the hardware 
business. 

Our first step in forming a buying policy 
would be to keep in touch with the latest prices 
and see that all goods are reduced as they de¬ 
cline. We would study the markets as never 
before and try to foresee price reductions. As 
soon as we anticipated a decline we would put 
on a sale of the article in question. Thus the 
customer would get the benefit of a good buy 
and we would lose nothing, for otherwise we 
would charge off the reduction later on. 

In ordering we would keep stock up, but 
order in reasonably small quantities until 
freight rates are reduced, at which time there 
will be a lowering of steel prices, since freight 
is a very large factor in the cost of producing 
steel. Shortly after this takes place manufac¬ 
turers should reduce prices and we believe that 
at that time prices will be at their lowest, and 
normal buying policies should be resumed. It 
is our idea that this low mark will be reached 
shortly after January. 

Yours very truly, 

Davenport, Iowa. BEINHOLD-SHARP & CO. 


PUNCHES 



THE SMITH & EGGE MFG. CO. 

*‘Originator! of Saih Chain'* 

Bridgeport, Oonn., U. 8. A. 



SASH CHAIN 
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Safety and confidence are yours by Putting on 
WEED TIRE CHAINS at the first drop ofrain 


American Chain Company, Inc. 


BRIDGEPORT 


CONNECTICUT 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
Geneial Sales Office: Grand Central Terminal, New York 
district Sales Offices: 

Boston Chicago Philadelphia Pittsburgh Portland, Ore. San Francisco 

LARGEST MANUFA CTURERS OF CHAIN IN THE WORLD 


The nerve-racking skid leaves its mark 
upon those who realize its menace. 

The insistent memory of the help¬ 
less slithering towards a danger point 
often spoils all future enjoyment of 
a motor car. 

The treachery of chainless tires de¬ 
feats the best efforts of the most expert 
and careful driver to prevent skidding, 
or to bring a car to a sudden stop, 
on wet pavements or muddy roads. 


kid Shocked! 


The above It one of a geries of Weed Tire Chain adverHsements appearing in magaiines with a combined 
wculatioo of over 5,000,000. Send a postcard to the American Chain Company for advertising material for your counter 
and windows; also for the names and addresses of the nearest jobbers in your vicinity who stock Weed Tire Chains. 
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AGGRESSIVE SALES AND COLLECTION 
POLICY IMPORTANT 
Editor Hakdwarb World : 

We believe the retail dealer who makes 
money this year will be the man who maintains 
his stock as nearly complete as possible. Buying 
in small amounts at short intervals as the goods 
may be needed and thus always being in position 
to supply the requirements of his trade without 
a heavy investment in stock on which to suffer 
in a declining market.. 

Equally important, we believe, is the very 
aggressive sales and collection policy. This fall 
should be a time for liquidation on the part of 
the farmer and the dealer. Everyone who is in 
debt should make it their prime l)usine8s to re¬ 
duce their obligations to the lowest possible 
amount. This calls for vigorous work all 
through the line and we believe the merchant 
who follows this policy this fall will ceme 
through in much better condition than seemed 
possible earlier in the year. 

We believe the fundamental conditions are 
absolutely sound. The country is in good 8hai)e. 
In some of our former times of depression we 
have had poor crops, or none, with other basic 
conditions far different from those prevailing 
at the present time. Today the situation is far 
better, the individual farmers have prospered, 
many of them are practically in the capitalist 
class and while all are hurt, still all will come 
through in good shape. 


We look for a decided turn for the better 
this fall. Yours truly. 

Council Bluffs. EMPKIE-SHUGABT-HILL Co. 

EXPECT BUSINESS REVIVAL THIS MONTH 

Editor Hardware World: 

Perhaps the best way for us to answer your letter 
is to simply state what we are and have been doing. 
This may not apply however to all localities, but fit^ 
in very nicely here. 

We have some very large manufacturers who ar^ 
very much overstocked with a great deal of material. 
We have been drawing on these overstocks to supply 
the needs of our customers. 

In this way we have helped to take out of the 
market materi^ which we were able to buy at a very 
low figure and place it with other consumers to use up. 
We have been able to supply material in this way at a 
' very low figure. 

regarding general buying, where we have had to 
go to the manufacturers, we have not bought for stock 
except in very meagre quantities. 

We are anticipating a bennning of a business re 
vival not later than September. Indeed, some sign;* 
of increased activity are now showing. 

Yours very truly, 

HOEENEL HABDWABE 00., 
BaciAe, Wis. _ C. E. Holt. 

“■ THE PACKHAM 



IIADBBY 

PAcnuM cniPER eo. 

H Your Jobbor Dooo Not 
Carry It, Write Ue 




1 


ALLEABLE. 


TKo*^iay SBtisFactoiyRajvgo 

Is the latest development in Malleable 
Range construction. 

Many new and practical improvements 
which the new 4000 series MONARCH 
possesses distinguish this range from all 
others. 

At a price which assures you a substantial 
margin of profit the MONARCH line will 
appeal to your trade. Investigate now and 
prepare for fall business. 

Prices and full information regardlna 
all aiaes and styles will be famlshM 
npon reqnest. Ask for Booklet No. 12 

Malleable Iron Range Co. 

BEAVEB DAM. WISOOKSIN 


I iz y 
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The Most Effective Portable \ 
f Fire Arm in Existence ^ 

The Thompson Submachine Gun is the light¬ 
est automatic gun in the world, weight 
pounds. It can be taken apart and assembled in 
less than a minute without tools. It can be carried 
under the coat ready for instant use. It enables the 
amateur to fire with the precision of an expert ma* 
chine gunner. There is nothing to break, wear or 
jam. It fires at the rate of looo shots per minute 
full automatically from the shoulder or semi- 
automatically a shot for each pull of the trigger, 
k Ideal for the protection of property, mines, . 

\ banks, ranches; adopted by the police M 

force of New York, Toronto, Havana, etc. ^, 


Made by Coirt Patent Fire Arms Mfg. Co. for 

AUTO-ORDNANCE CORPORATION, 302 Broadway, New York City 

Cable Addrets: Autordeo. N. Y. 


Hardware Jobbers and Dealers can stock this 
remarkable new gun to advantage. It has a 
thousand and one uses. Write for details. 


Hardware dealers everywhere 
leport a rapidly increasing de« 
mand for our SLIDETITE garage 
door hardware. The public 
knows what it wants — that*s 
why .it demands SLIDETITE, 
the sliding-folding door arrange¬ 
ment with no joints to obstruct 
the hangers. SLIDETITE doors 
always operate promptly and 
with minimum effort There is 
a goodly profit in every sale of 
SLIDETITE hardware. Surely 
you are not overlooking this big 
seller. If so—get in line now. 


Write todag for our 
Catalog HA 22 



■ f M ' 

i- 

1 
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DISTINCT IMPROVEMENT — GETTING 
BETTER ALL THE TIME 
Editor Hardware World ; 

Unquestionably, stocks are low. Unquestion¬ 
ably, fundamental conditions are very percepti¬ 
bly improving; yet I believe that the lessons 
learned during the last year will induce jobber 
and retailer to order more frequently and in 
less quantity if the railroad situation will allow 
them to do this economically. 

There will be a distinct improvement during 
the fall, a fair Christmas business, and a better 


spring business than we have had during the 
last year. 

It is our opinion that if jobbers of hardware 
and automotive equipment, where it is not nec¬ 
essary to buy for seasonable demands, especially 
on the lighter materials, that they order for 
three months’ requirements. 

Thank you for the privilege of expressing 
our opinion. 

Yours sincerely, 

FRANK* M08SBERG CO., 

F. T. Chase, Treasurer. 




New York ^8 finest on parade, showing Police Company equipped with the new Thompson Submachine Gun. 
This remarkable arm weighs but eight and a half pounds and fires at the rate of over one thousand shots a 
minute. It is being adopted by the leading police forces throughout the country, as well as by large industrial 
concerns, mines, banks, ranches, estates, etc. 


THE 


BRIDGEWATER LINE 


^ f N » efficiency and satisfaction of Superior Garden Plows are due to 

^ ^ W correct design and the high stand- 

^ ^ excellence in manufacture. 

Superior 6 Tooth Their construction is such the draft can 
an u vator easily be changed to suit different kinds 
of .soil. This is a new feature and makes these plows easy 
to operate. They are popular in all localities. 

Be the Superior Dealer in your 
town. We carry a stock of 

these plows and Hand Culti- I Xo. 2 SUPERIOR Garden 

vators on the Pacific Coast. \l I t>i i i 

Write at once to the \ I Plows can be readily raised 

SPEAKE SALES CO. ll «>• /O Suit the 

Higgina Building. Lob Angeles ^ ^ 11 Operator and the draft 


Prentiss N. Rice 
506 Charles Bdg. 
Denver 
C. E. Wood 


F. H. Chown 
1121 Gasco Bdg. 

Portland 

G. T. Sprake I 


No. 2 SUPERIOR Garden 
Plows can be readily raised 
or low^ered to suit the 
operator and the draft 
altered to get the best 
results. 


202 Postal Tel. 216 Higgins Bde 


San Francisco 


Los .Angeles 


or our Middle West Representative 
CHAS. O. JANSSEN 
816 Chemical Bldg., St. Louis 

Bridgewater Plow 
Corporation 

BRIDOEWATEK. VIBOIKIA 
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E. W. EVENSON’S NEW ACCOUNTS 

The friends of E. W". Eveusou throughout 
the West and particularly the Northwest will 
be glad to know that very shortly he expects 
to be back in his old haunts as manufacturers’ 
sales representative for such nationally known 
lines as the Rochester Can Co. and the toys of 
the Toytown Mfg. Co. of Minneapolis. 

The full Rochester line of cans, pails and 
galvanized ware is well known to the trade, and 
fortified with the elegant new catalog, Mr. Ev- 
enson should be warmly greeted at all points. 

Mr. Evenson has been for several months 
visiting his factories, making his headquarters 
at St, Paul, whence he has traveled throughout 
the manufacturing section of the country. He 
plans to bring his lines to the attention of the 
buyers in a general swing around the western 
circuit in the summer and early fall. 


TEST OP A HEALTHY BUSINESS 

“When I ask a customer about something 
he purchased of me and he says, ‘All right,’ T 
know I’m just marking time. 

“But when he says, ‘Pine!’—then I know 
I have made a friend for my store and a lasting 
customer!” 

Mr. Merchant, what do your customers say? 


“QUICK. SAPE” CAN OPENER 



Quick, safe, saili¬ 
ng ta^ — expresses in 
brief the chief char- 
Jl acteristics of the 
“Quick, Safe Can 
Opener “ which is be¬ 
ing placed on the 
market by John E. 
Chumbley & Co., 
Nashville, Tenn., TJ. 8. 
A. Nickel finished. 
It weighs about two 
pounds. Further ex¬ 
planation is unneces¬ 
sary for the item’s strong selling potentialities are 
clearly shown. Sells for $5.00 each in United States. 


u 


UNIVERSAL” 

Box Strapping 



Cary’s “Divergent” 

Saw Edge Joint Fasteners 


Our new Saw Edge DIVERGENT Past- 
ener with the flat web, is far superior 
to any fastener manufactured. It has 
a CONTINUOUS CUTTING EDGE as 
found on our other fasteners; the flat 
web is an added feature, which enables 
the user to center the fastener without 
loss of time or other annoyances experi¬ 
enced with other fasteners. All of our 
fasteners are being packed in tin con¬ 
tainers of uniform height, which shows 
up well on stock shelves. 

CARY MFG. CO. 

BROOKLYN NEW YORK 
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GRIT AND SAND AS A STOCK IN TRADE 

The rougher, the better for Wausau. Rough 
finish on their best product. No censor bans 
this ‘ ‘ ruff stuff. ’ ’ Their ‘ ‘ ruff stuff ’' admitted 
into the best regulated families. Worthy war¬ 
riors of Wausau, Wisconsin, smooth off the 
world’s rough edges. 

If ever a manufacturer was open to oppor¬ 
tunities for the services of a poet laureate, that 
one is the Wausau Abrasives Co. of Wisconsin, 
even in spite of the fact that their product— 
abrasive.s—are hard and un^piritual, seemingly 
nnpoetic. 



a. P. KX7HLMANN 

Salesmanager of the Wausaa Abrasives On., and in a manner 
thoroughly typical and representative of • the energetic, fouv- 
square, enterprising spirit of the company. Mr. i^hlmann fs 
a veteran salesman, though comparatively new in the hardware 
and machine supply trade. Tet on his recent trip throno^hout 
the West he made firm friends for himself and his company at 
every point where abrasives are in deman44 

Yet consider the possibilities: Here’s a busi¬ 
ness consecrated to smooth down the world’s 
rough edges, here’s an industry with sand and 
grit at its very heart. In this age of the risque 
and unrefined, here’s a perfection and ennob¬ 
ling of ‘‘ruff stuff.” Here are men who go 
into the quarries of stone and into the pits iu 
the rough places of earth to tame and subdue 
these sternest products of nature to be men’s 
most delicate, finest, finished handmaidens. 

Moreover, the Wausau Abrasives Co. has 
gone a long way in popularizing, refining, per¬ 
fecting their full line of abrasives. They have 
suggested to the merchant methods for their 
sale and use, which makes “ruff stuff” more 
attractive to sell. They have given attention 
to the attractiveness of the pack, the finish 
of the product, the refinements and specializa¬ 
tion in uses to which abrasives may be put. As 
a result, the trade is offered a full abrasive 


line, coupled with an adequate sales “line” to 
go with it. 

The company is on the point of celebrating 
its twenty-fifth anniversary, for it was founded 
in 1898 by P. W. Sawyer, its president today, 
and the man responsible for the i)oliey and con¬ 
duct of the company. It has been Mr. Sawyer’s 
energy, his leadership, his vision, and his ideas 
that have carried on and built up an indiutrial 
good-will more than sufficient to push aside all 
obstacles and threatened influences of restraint. 

Mr. Sawyer was originally a New England 
man and the thoroughness, fairness, and thrifty 
enterprise that he gained from his early train¬ 
ing and environment, he applied on his entry 
into the business world with the Union Sand¬ 
paper Co. For making sandpaper and abrasives 
is a specialized business, and Mr. Sawyer has 
been in the midst of it from the start. Before 
organizing his own company, he was also with 
Armour & Co. for a time. 

Making good sand-paper and emery cloth is 
far more complicated and difficult than using 
them. From Rib Mountain, the highest point 
in the state of Wisconsin, and famed for its pure 
silica quartz deposit, the quartz boulders are 
split by d 3 Uiamite and then hauled on sleds to 
the Wausau factory. There the quartz is suc¬ 
cessively cleaned, crushed under the ponderous 
rollers, accurately sized through silk bolting 
cloth, carefully and scientifically glued to the 
proper paper or cloth backing with the adhesive 
appropriate to the grit, then dried in hanging 
festoons, cut into sheets or rolled, counted, 
sorted and tied. 

Sounds simple enough, but the skill, the ex¬ 
perience, the care, and the quality of materials, 
equipment and workmanship are always a gauge 
of the resultant product. 

The company has issued a booklet for the 
use of the trade and the abrasive consumer, 
which goes thoroughly into the varied and 
proper uses of sandpaper, and in justice to the 
article we cannot attempt to abstract it or re¬ 
produce it. No merchant or salesman who han¬ 
dles sand-paper can consider himself thorough¬ 
ly equipped until he has this article in his 
possession. 

The Wausau Abrasives Co. is represented in 
the West by the Sprake Sales Co., with offices 
in Los Angeles, San Francisco. Portland and 
Denver. 


A New Yorker recently startled the stock 
market. First he gave a big blow-out on his 
earnings, then he blew in all his money, and 
finally blew up. His name was Breeze. 


A village girl eloped in her father’s clothes. 
The next day the local paper came out with an 
account of the elopement, headed. “Flees in 
Father’s Pants.” 
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PASSING OP A. M. HOLTBR 

A. M. Holier; one of the pioneers of the Northwest, 
and one of the most prominent merchants in Montana, 
passed away at his nome at Helena recently, at the 
age of ninety years. 

Mr. Holier was born in Norway, but came to 
America at the age of twenty-three, working for a 
time in Iowa, and later in St. Louis. 

In 1860 he went to Colorado, and three years later 
be journeyed on to Montana, opening a mill near Vir¬ 
ginia City, later one near Helena. 


He has had much to do with the development 
throughout Montana, and his influence was always felt 
for good in everything that tended to develop and 
enrich his adopted state. 

He was married in 1867 to Miss Mary Pluberg. On 
his return to Helena with his brother Martin, he opened 
a store. From this he branched out from time to time, 
until at the time of his death he was recognized as one 
of the leading merchants of the Northwest. 

He was largely interested in mining, lumbering and 
banking, and was a member of the state legislature for 
several terms. 

He is survived by Norman B. Holter and Aubrey M. 
Holter of Helena, Montana, J. Edward Holter of New 
York and Mrs. James Gray of Los Angeles. 

His passing will be learned of with sincere regret 
by everyone who has been brought into business rela¬ 
tions with the many interests with which he was con¬ 
nected. 

The headouarters of the Holter Hardware Co. are 
at Helena, Montana, with a branch wholesale estab¬ 
lishment at Spokane. 

NEW GRAFF SALES CONNECTIONS 

The Graff Sales Co. have recently contracted with 
two additional manufacturers in the machine tool and 
automobile accessory and supply line to handle their 
sales in the West. The new lines are those of the 
Stanley Skid Chain Co. of Boone, Iowa, adjustable 
luggage carriers and folding cai^ fire irons, and the 
reamer line of the Gale-Sawyer Co., Boston, Mass. 

The Burlington Hardware Company at Burlington. 
Kansas, have increased their capital stock from $50,000 
to $80,000. 

The Weller Hardware Company is a new enterprise 
at Stevens Point, Wis. 


LIBERTY LAMPS 


Mill Type Spotlites 
Tungsten 
Nitrogen 
Carbon 


All Types 
All Sizes 

Guaranteed Quality 
Prompt Delivery 


A Profitable Source of Income 


Clean, neatly labeled, 
and attractively boxed, 
LIBERTY LAMPS 
make a splendid show¬ 
ing on your shelves. 





Christmas Tree Lamps 
Automobile Lamps 
Candelabra Lamps 
Colorings 
Frost-On 


LIBERTY APPLIANCE CORPORATION, 249 E. 43d St., New York City 


Providence 
Union HiU 


Danvers 


Newark 

Malden 
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CENTERPIECE FOR YOUR NEXT WINDOW 



One of the finest reproduc¬ 
tions of an oil painting ever 
made, and one of the most cred¬ 
itable pieces of advertising mat¬ 
ter yet issued is the new Am¬ 
bassador picture put out by the 
International Silver Company, 
in the opinion of advertising 
specialists and of the company’s 
trade customers who have re¬ 
ceived the picture. 

So faithfully has artistic at¬ 
mosphere and effect been pre¬ 
served that it is hard to believe 
it other than an original. Print¬ 
ed on a rough heavy paper, 
whose resemblance to a woven 
fabric defies detection, the im¬ 
pression created of a genuine 
canvas in oil is so natural as to 
deceive all but closest scrutiny. 

Aside from being an adver¬ 
tising novelty and a wonderful 
specimen of the engraver’s art, 
there is unusual charm in its 
pictorial qualities. The impress¬ 
ive dignity of the scene, the stateliness of the 
lofty banquet hall, the appropriate background, 
the soft lights and quiet tones contrasted by 
vivid splashes of ceremonial color, and the no¬ 
ble, distinguished air of the ambassador him¬ 
self—all combine and harmonize with rare 
effect. 

These same characteristics of dignity, dis¬ 
tinction, and good taste the International Silver 


Company have endeavored to express in the 
new Ambassador pattern. 

This splendid picture makes a handsome cen¬ 
terpiece for a show window and will be sent to 
all dealers who request it, together with suitable 
advertising material connected directly with 
the beautiful oil painting. All requests for the 
picture and display matter should be made to 
the Sales Promotion Department, International 
Silver Company, Meriden, Connecticut. 


INCREASING SALE FOR BISSELL CARPET 
SWEEPERS 

Attention is directed to the announcement of the 
Bissell Caroet Sweeper. Their Christmas offer, which 
has never failed to interest their customers. 

With an order for one dozen or more of their Oyco 
Ball Bearing Carpet Sweepers or Vacuum Sweepers, 
they furnish a Grand Bapids japan sweeper as payment 
for displaying and advertising their goods during the 
fall and holiday season. This sweeper has a retail 
value of from ^.50 to $6.00. 

Their methods of cooperating with the trade in fur¬ 
nishing display cut-outs, illustrated in colors, will re¬ 
sult in increased sales for every merchant who gives 
the least attention to the sale of sweepets. 

Their extensive advertising campaign in the leading 
magazines is sure to direct customers to dealers han¬ 
dling their lines. 

Since they began business over forty-five years 
ago, their prices have not been advanced as much as 
100 per cent. 

They were one of the few manufacturers who did 
not advance their prices from 100 per cent to 500 per 
cent during the war, and naturally since their prices 
did not advance it would be unreasonable to expect 
them to be lower. They have made an unusual record 
in this respect, endeavoring to put into effect certain 
economies which will give their customers the greatest 
value for the money possible. 


Toy Sweepers for the Christmas Trade 

In millions of homes where the carpet sweeper is 
used, even those homes having power cleaners, carpet 
sweepers are indispensable conveniences for everyday 
sweeping. 

There are innumerable homes where electricity is not 
in use, and where vacuum sweepers with real suction 
power are necessary. 

Toy sweepers have greatly increased in demand dur¬ 
ing the last few years and Bissell’s new toy sweepers 
have given this demand extra stimulus because they 
are so attractive and sell at popular prices and yield 
good profits. Besides they add g^reatly to the interest 
in the sweeper and cleaner department, by their dis¬ 
play value and by attracting the mother through her 
children’s eyes. 

The new toy BisseHs are made with sturdy fibre 
board tops that permit unusually attractive decorative 
treatment or finish, insure uniformity of product and 
make possible the low prices put on them. 

They will be glad to supply full display matter in 
colors of a very attractive nature and likewise to 
supply electrotypes necessary for illustrating their 
advertising. 


B. S. MacQueen and B. H. George have formed a 
co-partnership to be known as the Bishop Hardwar. Co., 
at Bishop, Cal. 
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WHO WOULDN’T BUY HOT WATER? 

It’s in supplying the simple, universal 
wants and needs of the world that fortunes 
have been made and great institutions built up. 
So for the retail merchant, volume, steady 
business and profit lie in selling the goods and 
ccmmodities with universal appeal. If every¬ 
one might buy an article, the number of sales 
you make is only limited by your own efforts 
and enterprise. 

If all the thinking people of the United 
States were asked “what modem household 
convenience brings the greatest comfort to the 
human race?” the vast majority of thinking 
people would say “hot water.” 

And it is a fact. Hot water is absolutely 
essential in our daily well being. If you were 
to ask how many uses there are for hot water 
in a household^ most people would think it a 
simple question and would say off-hand that 
there are about 10 or 12 uses. As a matter of 
fact, it is impossible to enumerate the number 
of human ne^s there are for hot water. 

It was to fill this need that the Majestic 
Electric Development Co., successful producers 
of the Majestic electric heater, have brought on 
the market the Majestic electric instantaneous 
water heater. A small and compact contrivance, 
it can be fastened to any water faucet without 
the use of tools. The electric connection is made 
by inserting the plug into any 110-120 volt 
electric outlet. Thus the heater operates on 
any electric light current from any socket. 

For Bverything But the Tab 

The Majestic water heater is not intended 
to take the place of the large water heating 
plants of buildings, but it is intended to supply 
hot water in limited quantities, sufficient for 
every human need except the family washing 
or bath. 

Instantly, at any hour of the day or night. 
The water is heated as it comes from the faucet. 


As to expense, if this latest of all electric con¬ 
veniences is allowed to run steadily for one 
liour, it only consumes 660 watts, 2-3 of a kilo¬ 
watt, the basis upon which charge for electric 
current is made. 

The temperature of the water heated is con¬ 
trolled by the force of the flow of the water 
from the faucet. The greater the flow, the 
cooler the water; the lighter the flow, the hot¬ 
ter the water. 

The heater may be easily moved from faucet 
to faucet. An automatic safety switch breaks 
the current when the water is turned off, so 
tl-.ere is no possibility of wasted current, bumed- 
eut coils or fire. 

Bfade by a Solid Organisation 

Parentage and home environment are just 
as sure a test for industrial youngsters and the 
offspring of the inventive brain as for any other 
children. On this basis, the Majestic water 
heater should grow to be a super-man. 

The Majestic Electric Development Co. is 
a western institution that has grown to national 
size and scope, straddling the continent with 
plants and offices at Philadelphia, St. Louis 
and San Francisco. The Company perfected 
the Majestic electric room heater several years 
ago and they now hold patent rights and royal¬ 
ties from every other manufacturer of this type 

heaters. 

,It has been the Company’s consistent policy 
to experiment fully and perfect a device before 
putting it on the market, and the new water 
heater is thus announced with a reputation, a 
sound organization and a critical period of 
development behind it. 

With practically no limits to the popular 
demand that may be developed for a sound, 
economical, fool-proof electric water heater, 
this new commodity offers a most tempting op¬ 
portunity for the merchant who will feature it 
and introduce it in his community. 



ANNUAL SALESMEN’S CONFERENCE 


During the month of July, Russell & Erwin 
Manufacturing Company had an ann,ual sales¬ 
men’s conference at New Britain, when the 
reports were received from their various offices 
and representatives in all sections of the 
country. 


An optimistic feeling prevailed and the vari¬ 
ous representatives returned to their respective 
fields much enthused and rerfeshed. We are 
glad to be able to show a snapshot of the Russell 
& Erwin rustlers who are planning for a busy 
season. 
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CONDITIONS NEVER WARRANT AN 
UNDER SUPPLY 

Editor Hardware and Plumbing World: 

From a jobber’s or retailer’s standpoint we 
must first realize that it is utterly impossible for 
them to make a profit unless they are able to 
deliver the articles sold. This forces the jobber 
and the dealer to carry a reasonable stock of 
standard goods or articles always on hand. 
Conditions never warrant an under-supply. 

One of the surest ways for a jobber or dealer 
to lose his business connections or his trade is 
inability to promptly take care of orders or. 
demands made upon them, and a reasonable 
stock on a declining market will never lose any 
concern much in value, whether in prestige or 
dollars, as inability to take care of the demands 
of their trade. 

No one dislikes to have part of their order 
back-ordered. The consumer does not like nor 
will he stand for or continue trading with a 
concern that is out of a part of the articles that 
he wishes to purchase. With this well under¬ 
stood, the merchant realizes that it is up to him 
at all times to have a reasonable stock of season¬ 
able and standard articles regardless of market 
conditions. 

The next question is how can this be done. 
Is it possible to buy from hand to mouth and 
satisfy the consumer or the dealer? The writer 
does not believe that it is possible to do this. He 
also believes that ability to deliver will fre¬ 
quently enable the. dealer to get a premium or 
get a profit even if the replacement of the stocK 
can be made at a much lower price. All of us 
realize that we have been going through hard 
times and that the business depression has af- 
fected every industry and that a percentage of 
the trade are very pessimistic. 

Don't Forget We Live in the Uhited States 

0n the other hand, there are a large number 
of wide-awake up-to-the-minute merchants both 
in wholesale and retail business who realize that 
this is the United States of America; that there 
is no country or people like them. They are 
people who make demands, make the materials 
to fill the demands, make the money to pay for 
their food, clothing and their pleasures and that 
even manufacturers of chewing gum have been 
known to amass great fortunes. 


The writer fully believes that we have seen 
the worst of the depression. That business can¬ 
not help but improve and that demands will be 
a little harder to take care of and that the 
jobber and the dealer will both save in buying 
anything in seasonable and standard articles 
that have taken the decline in price that brings 
them somewhere approaching 1914 level. 

It is true that there are some items that are 
not as low as they should be, but a large part 
of the supplies required by families are being 
marketed at reasonable prices now. If this is 
true there is nothing but trouble to follow hand 
to mouth buying and that a more liberal policy 
should be pursued. The clerical work necessary 
to buy a thousand dollars worth of supplies is 
just as great as to buy ten thousand dollars 
worth of the same supplies. 

In our own line which we perhaps are as 
well qualified to speak of as any manufacturer, 
we find that our brass is approaching as low a 
level as in 1914, 1915 or 1916—that while steel 
is a trifle higher, it is not enough to make much 
difference. Our labor is a little higher, but 
more efficient, and our facilities are greatly 
improved. This has enabled us to practically 
put 1914 prices in effect on our line. This we 
did last December, which then resulted greatly 
to the advantage of our jobbers and dealers and 
of course resulted in a heavy loss for us, but 
we preferred to take the loss at that time than 
have it spread along through 1921. 

The writer thinks that the above gives you 
the opinion of our company covering the ques¬ 
tion contained in yours of the 25th. and as we 
are in close touch with over 3000 jobbers we feel 
sure that we have expressed the opinion of the 
jobbers. 

Thanking you for calling our attention to 
the matter, we are. 

Very respectfully yours. 

CLAYTON & LAMBERT MFG. CO., 
Detroit. John E. Lambert. Sec. 


Did you ever hear of the crosseyed wife who 
told her bowlegged husband to go straight 
home? 

Oh Flight, where is thy sting? 

The fellow who works by the clock never 
earns the price of a watch. 
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Accurate Basis for Turnover 

(By W. W. Oooley) 

In a receat issue we published an article on the general subject of turnover, in which figures were given to 
show that, with the same capital, double the turnover and half the mark-up would produce nearly twice the net 
profit at the end of the year. Western Educational Director W^. W. Cooley, of the Burroughs Adding Machine 
Co., shows his general interest in and knowledge of the subject by setting us right and pointing out an 
inaccuracy in the previous figures.—Ed. 


Y our article in the June issue, “More 
Profit Earned by Increased Turnovers,*’ 
has many good points, but there is one 
feature that is apt to prove misleading. In 
the figures used, you show the investment as 
$10,000, and after a 40 per cent mark-up you 
show the value at $14,000. 

The merchant who bases his mark-up on cost 
of goods is apt to find himself a loser. 

I would quote from ‘^Figuring Profits”: 
“If a merchant sells goods for $50,000 that 
have cost him $30,000, his mark-up is $20,000. 
If his expenses are $10,000, he has left a profit 
of $10,000. 

“Now, just a word about these figures as 
expressed in percentage. They can be stated 
in either of two ways, both of which are correct. 
If we use the cost of goods, $30,000, as the basis, 
our mark-up of $20,000 is 66 2-3 per cent, our 
expense of $10,000 is 33 1-3 per cent, and our 
profit of $10,000 is also 33 1-3 per cent. If we 
use total sale of goods, $50,000, as the basis, our 
mark-up of $20,000 is 40 per cent, our expense of 
$10,000 is 20 per cent and our profit of $10,000 
is 20 per cent. 

“Wliile either of these sets of percentage 
is correct, it would be wrong to mix the two. 
For, if a merchant should figure on a basis of 
his past year’s sales that his cost of 
doing business was 20 per cent and his profit 
was 20 per cent, making 40 per cent mark-up 
and should then invest $30,000 in new goods and 
mark them only 40 i^r cent of $30,000, which is 
$12,000, he would find at the end of the year 
that after paying expenses of $10,000 he would 
only have $2,000 profits instead of the expected 
$10,000. Forty per cent mark-up based on the 
selling price of $50,000 equals 66 2-3 per cent, 
based on the cost of $30,000. 

Don’t Oonfose Bases 

“Undoubtedly some retailers have erred in 
marking up goods because of a confusion of the 
two bases on which percentage may be figured, 
but it is not likely that there are many today 
who would make such a mistake. The problem 
is not how much to mark-up goods, but how to 
squeeze out a respectable profit between the 
cost, which is fixed by the maker or the jobber, 
and the selling price, which is fixed by competi¬ 
tion. And that we must admit is some sizable 
problem in these days of sharp competition.” 

Prom the above you will see the necessity of 
basing the mark-up on the selling price. If we 
wish a 40 per cent mark-up on sales, we must 
figure 66 2-3 per cent on costs. Hence the 
$10,000 investment would realize $16,666.66, a 


gross profit of $6,666.66, which is 40 per cent 
of the sales. 

Whereas, with a $10,000 investineut and a 
20 per cent mark-up, the values of sales would 
be $12,500; gross profit $2,500 or 20 i>er cent of 
the sales. 

Relative Value of Turnover Easily Seen 

Investing $10,000: Mark-up, 40 per cent; 
gioss profit, $6,666.66. 

Two turnovers under these conditions would 
yield $13,333.33 gross profit. 

The same amount invested with a 20 per 
cent mark-up would yield $2,500 gross, but if 
by the reduced advance in cost, good advertis- • 
ing or efficient salesmanship the sales could be 
speeded up to eight turnovers, the gross profit 
would be $20,000, with the lesser investment. 
Six turnovers would 3 deld $15,0(X). 

Therefore, in a proportionate manner profits 
increase with the turnover. 

Turnover saves interest on investment, it 
saves tying up the capital on “sleeping goods” 
that are in reality “leftovers.” It reduces the 
volume of stock carried, which affords an op¬ 
portunity for a closer inventory, physical or 
otherwise. 

NOTE—Any merchant desiring a copy of 
“Figuring Profits,” can secure the same ^th- 
out cost, by sendixig a request to this office. 


HOW TO KILL YOUR BUSINESS 

Make up your mind that it is the meanest 
business on earth and explain this to everybody 
you meet. 

Do just as little as you can day by day, let 
the dust collect, litter accumulate, bills stack 
up, and accounts go uncollected. 

Go around the shop in dirty clothes, smoking 
a pipe or cigar and encourage the help to do 
the same. 

Read a newspaper or stand and talk with a 
friend while customers wait. 

Never try to please a dissatisfied customer. 
Give him to understand that what is done is 
done, and there is no use talking about it. 

Don’t advertise; and if you do, go to it in 
spasmodic gasps. 

Buy everything of everybody who comes in 
to sell to you, especially if their proposition in¬ 
cludes loading you up with more goods than 
you can get rid of in a year. 

Carefully avoid anything in the way of 
original business promotion. Be a follower and 
not a leader. 

Cry hard times, high prices, the lack of 
public spirit on the part of the town’s citizens, 
and the meanness of people in general. 
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ONE WAY OF SOLVING A LIVE LEGAL 
CONTRACT PROBLEM 

(Copyright by Elton J. Buckley) 

A large manufacturer writes me from the 
West to know what he shall do in a situation 
like this. He sells his goods to the trade through 
salesmen. His salesmen are like the general 
run of salesmen, good earnest fellows, usually 
honest, but above all, anxious to make sales. 
The orders which the salesmen obtain are sup¬ 
posed to contain the whole contract, and are 
signed at the bottom by the buyer. A part of 
the printed matter is this sentence: “No verbal 
agreements inconsistent with this contract shall 
be recognized by either party.’’ 

This manufacturer writes that his salesmen, 
in their anxiety to make sales, make representa¬ 
tions or promises, or alterations of the written 
order, sometimes one, sometimes another, some¬ 
times all. Subsequently, when the goods are 
delivered, these things come up, and it does 
r 0 good to point to the wording of the ordei 
blank, “Verbal agreements, etc., will not be 
recognized.” The buyer can’t understand how 
he can be bowled out on any such pretext; those 
thin^ were said to him by the salesman, and 
he simply cannot comprehend why he should 
not bring them up and stand on them now. 

And he does bring them up and stand on 
them very vociferously. The result is a busi¬ 
ness snarl, through which customers may be 
lost. The manufacturer asks me to tell him 
what he can do to prevent those snarls from 
arising. I may say that his story is the story 
of practically everybody who sells goods 
through salesmen. It is a very rare man indeed 
who, in working for an order, refrains from 
making statements which, without the slightest 
conscious fraud, would scarcely square with 
the written order. 

Well, from a practical standpoint here are 
.several suggestions: He can call in his salesmen 
and sell his goods by mail; or he can penalize 
his salesmen every time they get him in a snarl 
like this. Naturally he will do neither of these 
things, though I have known manufacturers 
who have, and that, too, to escape the precise 
difficulty which we are discussing now. 

Legally this manufacturer has probably done 
all that anybody can do. When he puts in his 
printed order blank a clause that verbal agree¬ 
ments and understandings inconsistent with the 
writing Avill not be recognized, he has put the 
buyer where, if the issue arises, it will be im¬ 
possible ff»r him to use the verbal understand¬ 
ing in any way. Any court, after reading the 
clause excluding verbal understandings, would 
confine a buyer to the terms of the printed 
paper. So that any seller who uses such a 
clause is safe, provided the matter gets into 
the court. 

Naturally, nobody wants to go to court with 
his customers, and therefore the fact that he 


may be safe when he gets to court is not enough. 
The remedy must begin before that. It must 
enable him to win the dispute, not the suit. Is 
there anything that will accomplish that result! 
There is nothing that will certainly accomplish 
it in every case, though a suggestion which I 
made about a year ago to a client who was 
plagued in the same way, has worked out very 
well. It lies simply in rubbing in the clause, 
“No verbal agreements, etc., will be recog¬ 
nized.” 

When a salesman sends in an order to the 
client referred to, it is on the usual order blank, 
which excludes verbal understandings. In this 
client’s establishment an order is invariably 
acknowledged. Instead of acknowledging it in 
the usual stereotyped manner, “Your order of 

the-received and will have our very best 

attention,” etc., etc., this client uses the fol¬ 
lowing form: 

Your order of..is received and is accepted 

solely upon the express condition tnat no verbal promise 
or representation was made you concerning it by any 
body representing this house which is not embodied in 
the written order. 

SMITH MANUFACTURING CO.. 

Now this adds nothing to the sellers’ legal 
position if there is a clause excluding verbal 
understandings already in the order; it merely 
ties the buyer up twice instead of once. I will 
defy any buyer who receives this acknowledge¬ 
ment and remains silent, to get anywhere with 
a verbal condition. And with this additional 
check upon him, it is usually easy to convince 
him of that fact and so win the dispute with¬ 
out litigation. 


SUGGEST THREE MONTHS’ SUPPLY 
Editor Hardware and Plumbing World: 

Knowing trade and business conditions as 
we do, if we were in the retail plumbing busi¬ 
ness we would not hesitate to buy for all our 
needs for a period of 90 days. We would not 
speculate on the market, but would not hesi¬ 
tate to buy well in advance of our present needs. 

Trusting this will give you the desired in¬ 
formation, we are 

Yours truly, 

AMERICAN PLUMBING & STEAM SUP. CO., 
Tacoma. J. W. Horejs. 

PLUMBING JOBBER BUTS ONLY FOR 
IMMEDIATE DEMAND 
Editor Hardware and Plumbing World: 

If we were in the retail plumbing business, 
our buying policy would be to buy nothing over 
and above our immediate demands. 

We believe that prices on practically every¬ 
thing in the plumbing and steam lines are too 
high and feel sure that we will see very marked 
reductions within a short time. 

Yours tnil.v, 

PACIFIC PIPE & SUPPLV CO., 
Los Angelos. H. M. Haldeman, Pres. 
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Anj 'enterprising i^umber can always ‘^dig up^* 
remodeling business in the plumbing line... 

In a number of towns and cities, of which we have 
knowledge, many of the Wobld subscribers are telling 
U 3 of the business which they are developing by making 
a house to house canvass, showing the owners, especially 
the women folk, the advantages of having their plumb¬ 
ing equipmeat sanitary and up-to-date. 

There is no town too small, there is no city too 
large, to develop this business. 


True greatness is to have learned directly 
from life its lesson of good and evil, and to 
have come through it all with laughter, a hard 
head, and a so^t heart. 


Dependable Service 
Quality Goods 

We are exclasive agents for 

Homeetead Quarter-Turn Blow-Off Valves 
Witt Pump Governors and Begulating 
Valves 

/ Valve Discs 
\ Bod Packing 
Durabla < Sheet Packing 
I Union Gaskets 
\ Gauge Glasses 

Distributors of < 

Wm. Powell Valves and Spedalties 


The M. L. Kline Co. 

WholSMlen 

PLVKBINO, HEATINO AIVB STEAM 
8UPPI.IB8 

84-86-87-89 Front Stroot, Foxtiaad, Ore. 


Church Seats —— 

Permanently White 

A Closet Seat, to be satisfac¬ 
tory, should not only be WHITE 
when NEW, but should RE¬ 
MAIN WHITE year after year. 

Church Closet Seats have 
earned this reputation for con¬ 
tinuous satisfactory service. 

Leading architects, sanitary 
engineers and plumbing con¬ 
tractors specify and install 
Church Seats with the assurance 
they will always make good. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Room Supplies 

Holyoke, Man. 

New York San Francisco Chicago 

Theie foodi can be obtained from the leading ^bbing hoosea in the Weit. Inaist on them. If you cannot get 
them, addreaa for information W. B. OUchrist, Fadfle Coait Bepreaentattvo, Monadnock Building, San Francisco, 

Cal. These goods are told by all the leading jobbing and supply bouses. 
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COMPLETE ASSORTMENT CONSISTENT 
WITH MINIMUM STOCK 
Editor Hardware and Plumbing World: 

If we were in the retail business we do not 
see why we would wish to change our policy 
from that which we have adopted in the whole¬ 
sale of endeavoring to keep a complete assort¬ 
ment of goods consistent with a minimum stock. 
There is nothing to indicate in this business that 
prices will advance in the near future and we 
deem it advisable to order as conservatively as 
possible, but to use every endeavor to keep our 
assortment intact, so that we will not lose busi¬ 
ness by being short of stock. 

It would seem to us that the retail merchant 
Vho allows his assortment to be broken is liable 
to lose his customers to the man who keeps up 
his assortment. Would it not be a good time 
to help nationalize the slogan— 

* *Biiy SoiiMtliliig from Somebody. Start Today** 

If this were lived up to the buying movement 
^ould be given a wonderful impetus, from 
which all would benefit. 

It is not the public that has quit spending 
so much as it is business that has quit selling.*' 
r Yours very truly, | 

HOLBROOK, MERRILL & STETSON,! 
San Prancisco. H. Morris,. Pres. 

' IDEAS WORTHLESS UNLESS PUSHED 

Ideas are the raw material of progress. Ev¬ 
erything first takes shape in the form of an 
idea. But an idea by itself is worth nothing. 
An idea, like a machine, must have power ap¬ 
plied to it before it can accomplish anything. 
The men who have won fame and fortune 
through having an idea are those who devoted 
every ounce of their strength and every dollar 
they could muster to putting it into operation. 
Ford had a big idea, but he had to sweat and 
suffer and sacrifice in order to make it work. 
So had Edison. So had Rockefeller. So had 
Schwab. So had Woolworth. So had Prick. 
So had Bush. So had Harriman. So had Hill! 
So had Carnegie. So had Sears. So had the 
original Armour and the original Swift. So had 
Pullman. So had Jackling. So had Singer. So 
had McCormick. So had Gkiodyear. 

Hatching an idea is only the beginning of the 
battle. The foundation for nearly every con¬ 
spicuous American achievement, organization or 
institution was laid by the sweat and sacrifice 
and unconquerable perseverance of some man 
possessed by an idea he was willing to give his 
life for, if necessary. Don ^t make the mistake 
of imagining that an idea, no matter how good, 
can win its way in the world unless you have 
grit enough, backbone enough and enthusiasm 
enough to get behind it and push it with all 
your might. Success may seem to have come 
easily to others. As a matter of fact, success 
rarely is easily attained. 


YOU MAY BE RIGHT ALTHOUGH LEFT 

One of our good subscribers has sent us a 
copy of a letter written to one of tlieir cus- 
tonaers, which shows some of the difficulties to 
which plumbers are sometimes put in express¬ 
ing themselves, as well as the difficulties in fill¬ 
ing orders when stock are low: 

R. L. Enwright, 

Left Bank, Mo. 

Dear Sir: 

We regret to advise you that our Right 
Basin-cocks are No. 0, whereas our Left basin- 
cocks are No. 1. We have no more No. 1 Right 
left; neither have we any more No. 0 left left 
right now, but we expect a shipment of No. 0 
Left right soon. 

We should by right have more No. 0 left than 
No. 0 Right left, for the reason that we sell 
more Right than we do Left; hence we cannot 
understand why we have so many Right left. 
Perhaps we delivered all of our Left left on 
an order for Right. 

You are right in wanting Left, and we are 
left for not having Left left. We trust, how¬ 
ever, that we will have Left left the next time 
that you have occasion to write an order for 
Left. In the meantime don't forget that we 
have a right-good stock of No. 1 Left left, also 
a quantity of No. 0 Right left. 

That you may have the right understanding 
of Mr. Wright's quick move to the left while 
you were talking to him, will state that he was 
rushing to answer the right telephone on the 
left and supply the right information before the 
customer left the phone. 

If there is the slightest doubt left in your 
mind as to what stock we have left, kindly 
write to the writer, and we will make a right 
fair effort to set you right. 

Yours for Right as long as we are left, 

A. M. BIGUOUS & CO. 


THAT LITTLE WORD IP 

If you were busy being kind. 

Before you knew it you would find 
You'd soon forget to think 'twas true 
* That someone was unkind to you. 

If you were busy being glad. 

And cheering people who are sad. 
Although your heart might ache a bit. 
You'd soon forget to notice it. 

If you were busy being true 
To what you knew you ought to do. 
You’d be so busy you'd forget 
The blunders of the folks you’ve met. 


If you were busy being right. 
You'd find yourself too busy, quite. 
To criticise your neighbor long 
Because he's busy being wrong. 


Digitized by 


—Rebecca B. Foresman. 

Google 



HARDWARE WORLD—PLUMBING AND HEATING 


163 



This window display bjr the San Bernardino Hardware Co. is typical of thousands of the “Wobld^' 
readers, especially in the interior towns and cities, where the hardware and plumbing business is so closely 
aUied. 

The San Bernardino Hardware Co. give particular attention to their plumbing department, as do many 
other of our readers. They are one of the most progressive institutions in the West, and business with 
them is ^‘always good.” 

N’otbing lends itself better to window displays than plumbing supplies and fixtures. 


The McMahon Plumbing Co., 723 Pine St., Seattle, 
have been awarded the contract for both plumbing and 
heating^ in the fire alarm station at Fremont, the 
amount of the bid being $90,700. 


The Lebanon Heating & Plumbing Co., Lebanon, 
Ore., have been awarded the contract for the plumbing 
in the new school building, which is being erected, the 
amount of the contract being $6,200. 



Bold hy Jobhen of Plumbing Sop- 
pliM Broiywboro 


OVER 1200 PHILADELPHIA PLUMBERS 

ARE USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

TNORUS SAVIU’S SONS, Wallace and WamSts^Phil^^ 

Send postal card for catalogne showing 2S styles. 



Vo. 10 stool V«* to 4** 


Plates that Please 

OBDEB NOW 

and be ready with a stock 
iBcreasiiig Demand for "B O 0" 

Gatolof OB requoot 

THE BEATON O OOBBIN MFG. 00. 

Lorgast and Oldoat Plate Oompaay in tho World 

Paeifio Ooaat Boproaentative 
W. BBWZN OILOHBI8T 

A81 Market St. 

San rranelaoo, Oal. 
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BUYING THREE TO SIX MONTHS IN 
ADVANCE 

Editor Hardware and Plumbing World: 

Jobbers and retail merchants should pur¬ 
chase enough material during the next six 
months to last them for at least one to two 
months. At the present time practically all of 
the trade are buying only from hand to mouth, 
which not only increases the work of all con¬ 
cerned, but also creates unnecessary cartage 
charges. 

If we were in the jobbing or the retailing 
business today, we would not hesitate to place 
our orders for a one month or two month’s 
supply. Even at the present time we, as manu¬ 
facturers, are anticipating our requirements 
from three to six months in advance. 

Yours very truly, 

OTTO BERNZ CO., 

Newark. J. M. Imfeld. 


NORMAL BUYING WILL STIMULATE 
BUSINESS 

Editor Hardware and Plumbing World: 

The three great commodities outside of iron 
and steel—namely, copper, cotton and rubber— 
have no doubt reached the bottom. And iron 
and steel are very near the bottom, if not actual¬ 
ly there, though it seems to the writer that 
anyone buying in a reasonable way cannot pos¬ 
sibly go wrong now. 

If every merchant would follow this policy 
it would soon stimulate business enough to start 
all factories producing, and good business would 
be here again. 

Very truly yours, 

M. W. WUESTHOPP. 


‘‘H-R-H” A WATER SOFTENER 

Although HRH, product of the Absorene Mfg. Co. 
of St. Louis, Mo., has been popular with the trade for 
some time as a paint cleaner, only recently has the 
extent of its possibilities been realized even by its 
friends. 

The formula which through mild chemical action 
dissolves greasy dirt and thus cleans paint and silver, 
also dissolves minerals which make water hard. Thus 
your customers can have for their laundry work, for 
the bath, and for water wherever it is used for a clean¬ 
ing, a soft water exactly like the rain water that was 
formerly collected in cisterns and barrels. 

Two tablespoons of HEH to a half tub of water dis¬ 
solves all scum and enables the soap to lather heavily. 
Just let your Monday morning customers know these 
things and watch the HRH disappear. 

In Absorene the same company has a wall paper 
cleaner which ties up with the national clean-up and 
paint-up campaign. It is the contention of the com¬ 
pany that cleaning up comes before painting-up and 
with HRH and Absorene they are prepared to supply 
the trade with the clean-up end of the campaign. 


Chester A. Kidder has opened a plumbing shop at 
207 Rosella Ave., Watts, Cal. 


C. A. Paxman has opened a branch store at Lomita, 
Cal., which will be operated in conjun.jtion with his 
Torrance store. 


EXPECT INCREASE IN PRICE 
Editor Hardware and Plumbing World: 

I believe that within the next two or three 
weeks we shall all see the lowest prices that are 
likely to prevail for some time to come in all 
articles made of steel or brass. We believe the 
present prices are very near to bottom, but that 
by the 20th of August or thereabouts both of 
these metals, steel and brass, will have reached 
their low point; therefore, all produce made 
from them will necessarily be at its lowest price 
not only due to cheaper raw material and re¬ 
duced labor costs, but on account of the very 
reduced amount of buying. With the increasing 
demand for goods, prices will increase slightly. 

THE BEATON & CADWELL MFG. CO, 
New Britain. Wm. H. Cadwell, Pres. 


NEW LAUN-DRY-ETTE FOLDER 

A new Laun-Dry-Ette folder has been prepared by 
the advertising department of the Laundryette Manu¬ 
facturing Company, Cleveland, and is now being sup¬ 
plied to their dealers. 

The folder is entitled "The Laun-Dry-Ette Way on 
Washday," and is printed very attractively in blue 
and white. The folder was brought out to show the' 
advantages of the Laun-Dry-Ette way of washing over 
the old-fashioned way. As the folder describes, it is 
never necessary to put hands in the water. No buttons 
can be torn off, because there is no wringer on this 
unusual machine. Instead the clothes are whirled 
wringer-dry in one minute. 


Pump Profif-Oil Profif 

MY 



PUMP BUYER 

SAVES TIME. LABOR 
AND MATERIAL^ 


This pump is de¬ 
signed for use with 
the ordinary barrel 
or steel drum. It 
does away with the 
necessity of trans¬ 
ferring liquids from 
the original con¬ 
tainers. Knock out 
the bung, or unscrew 
the cap or plug and 
insert a MYERS 
OIL FORCE PUMP in the 
opening. Screw in taper¬ 
ing connection and start 
pumping. Simple as can 
be, inexpensive and satis¬ 
factory. No drip, no 

waste-—saves time and labor, 
and does away with the neces¬ 
sity of installing tanks- and 
cabinets. The season is here. 
The demand for this pump is 
certain. Pump profits for 
yourself are assured—oil prof¬ 
its for the purchaser are sure. 
Write today for literature and 
prices. 


^itH1F.E.MYERS & BRO.^: 




ViiVi ASHLAND, OH lO. 

1.AND AMO M ant -TOOi- WO»»»<S 
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1‘RICES CANNOT DECLINE UNTIL NEXT 
SPRING 

Editor Hardware and Plumbing World: 

If we were jobbers or retail merchants, our 
buying policy for the next six months would be: 
We would carry a fair stock of goods, as prices 
cannot decline any further until next spring. It 
is impossible for the manufacturer to reduce 
the cost any more, as rents and living conditions 
are such that the employes must have a fair 
salary to get along, and there is nothing that we 
can see which would bring down the cost of 
living during the winter months. 

.Yours truly, 

THE TURNER BRASS WORKS, 

W. F. Pagel, Pres. 


NEED MORE CEMETERIES 

In returning his agricultural statistics to the 
Census Bureau a fanner omitted facts about 
crops altogether. The bureau again asked him 
for some information concerning his crops. He 
replied as follows: 

“The population near and about my farm 
has a tendency to relieve the owner from the 
labor of gathering his own crops. This altru¬ 
istic impulse is so predominant that I have re¬ 
frained from planting an 3 rthing for the last 
twenty years. Am just now turning about 
forty acres into cemetery and hope to fill it 
80 on.^‘ 


Garden Hose Valves 

-- O F- 

Recognized Quality 

Which command repeat orders for you 



Sizes to inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. GO., Erie, Pa, 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 




Single Tub 


Low Priced 
Easy to Sell! 

ABC "Alco** Electric Waihert, 
with peg or disc dollies, l.t<-inch 
tubs, yi h. p. motors, quiet under¬ 
neath drive, are low-priced, fast 
sellers. Exceptionally liberal dis¬ 
counts. 13th year on market. Will 
drive ABC Electric Ironers, sav¬ 
ing consumer ji32 on extra motor. 
Live sales assistance given. Write. 


Altorfbr Bros. Co., Peoria, 111, 
New York San Francisco Brantford, Ont. 

ABC 

Ele{lnc^ndreM 

WASHES WRINGS IRONS 



ABC Super 
Electric 


SCAIFE ‘‘Copper-Brazed" 

TANKS 

For Air, Oas and Liquida 

Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 

SEND FOB OATADOOUES 

WM. B. SCAIFE AND SONS CO. 

FITT8BUBOH, PA. 

38 Sontli Dearborn St. Obleago, DL 
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PROSPECTS UNUSUALLY BRIGHT IN 
PACIFIC NORTHWEST 
Editor Hardware and Plumbing World: 

Speaking for the Peerless Pacific Company, 
I feel that the prospects for business during the 
balance of this year and also for next year are 
unusually bright. 

I can make this statement without reserva¬ 
tion and with a full knowledge that we and our 
neighbors who are living in this prosperous 
country today and are producing where possi¬ 
bly a year ago we were willing to let general 
prosperity take charge of our business. 

The results of the harder work and closer 
application and perhaps slimmer margin of 
profits can be seen from the numerous enter¬ 
prises which are now going ahead with confi¬ 
dence which a few months ago was not to be 
had. 

Yours very truly, 

THE PEERLESS PACIFIC CO., 

W. S. Babson, Pres. 


A LOGICAL TROUBLE 

“I am sorry your husband was taken sick 
just as he was working so hard for our prohibi- 
tion campaign. What seems to be the trouble U' 
‘^The doctor says he has water on the 
brain.’’ 


YOO-BET-EYE-KAN-TRIBE 

In these days, when work is again becoming 
popular and when he who would live must also 
be alive, many organizations are coming into 
being to promote business, booster clubs, busi¬ 
ness development leagues, co-operative cam¬ 
paigns, and now comes E. C. Atkins & Co. with 
the “Yoo-Bet-Eye-Kan-Tribe.” 

The insignia and coat of arms of the new 
race, and all we hear goes to prove it is a good 
fast race. T. A. Carroll, worthy member of 
the E. C. Atkins silver-steel circle at Indian¬ 
apolis, has the distinction of being the “George 
Washington” of the Yoo-Bet-Eye-Kan-Tribe. 

Any salesman who cannot sell and who is 
discouraged and who thinks business is bad 
and that just about the last picture has been 
painted with a resulting overabundance of 
twisted and dried tubes is eligible for member¬ 
ship in the Yoo-Bet-Eye-Kan-Tribe. If you are 
one of those, apply immediately to the Chief 
Eye-Kan at Indianapolis and if, on the other 
hand, you have already made your action in 
the last six months conform to the apparent 
purposes of the club, join anyway to help the 
good work along and convince yourself that 
you are true to such a title. 


F. E. Jordan of the Standard Plumbing Co., Taft, 
Cal., is erecting a new building and improving the 
appearance of his store and shop. 


A CREED WORTH WHILE 

I believe that in spite of the fact that I may 
think myself strong and independent, that 
sooner or later I am sure to need friends. The 
time to make them is NOW—as I go along. 

I believe in Success, but only that Success 
which is founded on character, justice to all, 
and morality. 

I believe that my vocation is a worthy and 
dignified one, and as such, that it is my duty 
to do my best. 

I believe that I have an obligation to myself, 
to my family, and to society to progress rather 
than to stand still. To do this, I must increase 
my efficiency, my sympathy with humanity, 
and my opportunities to serve my fellowman. 

I believe that I have a right to a reasonable 
return and a fair profit on my goods, my ef¬ 
forts, and my service—provided what I sell to 
others is of value and benefit to them. 

I believe in calm and fair judgments, and 
in not jumping at hasty conclusions which 
may work a hardship upon others. 

I believe in giving the fellow below me a 
helping hand in order to pull him up, for his 
faults and needs may be no greater than my 
own, although perhaps of a different kind. 

I believe in a community of interests-—in 
that kind of public-spirited citizenship where 
team work and co-operation make for safe, 
sane and sound conditions. 

I believe in such self-protection as high 
purposes, honest methods, sound finance, and 
adequate insurance will afford. 

I believe in a fair proportion of work and 
of play; in helpful contracts with the people 
about me; and in sufficient social pleasures to 
enable me to know and to appreciate my 
friends and neighbors. 

I believe in honest work; in being a pro¬ 
ducer; and in encouraging others to achieve 
their best. 

I believe in the Golden Rule; in the Broth¬ 
erhood of Man; and in the Fatherhood of an 
All-Wise and beneficient Over-Ruling Provi¬ 
dence. 


Perfect Blow Torches 

Tbo Twrwer Hmt Um BIww Torabis 

operate perfectly on either gmaoline 
or kerosene, and they stay gener¬ 
ated. THE BAFFLE DOES IT. 

The adjusting needle is separate 
from the shut-off. No more trouble 
from enlarged fuel opening or cor¬ 
rosion. 

Air and fuel are correctly pro¬ 
portioned automatically by the 
flared tube. 

These and other improved fes- 
tures give you BLOW TORCH 
SATISFACTION. 

Prices no higher than for or¬ 
dinary torches. 

The Turner Braes Works 

Sycamore, minois, U. 8. A 
Fifty Years of Manufactaring Experience 



D 0 n’t buy 
another torch 
without the 
bame In the 
burner tube. 
TUBNER 
PATENT 
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No. 208 Tordi 

List Price, Each flT.OO. Aak for Discount. 

Your Time Is Money 
You Can Save It 

By using the No. 208 C. &. L. Double Needle 
Torch, which produces from 200® to 300® more 
heat than any other Torch. The burner will 
outlast two ordinary burners and give quicker 
and better service. Burns either gasoline or 
kerosene by changing the jet block. Insist on 
having the BEST—the No. 208 Torch. Jobbers 
supply at factory price. Send for catalog. 

CLATTON St LAMBEBT MFQ. CO. 

10611 KnodeU Ave., Detroit, Mlcb., U. S. A. 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BY 

THE ARMSTRONG MFG. CO. 

276 Knpwlton St. 

BRIDOEPOBT, CONN. 

New York Office: 248 Canal St. 


r 



Nya the Die Man 



Nye Solid Die 


A Razor at a Colored Picnic 


And a pipe die in a plumbing shop have to be good steel— 
or GOOD NIGHT. 

When another fellow is after your girl— 

Or another plumber after your business— 

STEP LIVELY 


Have a tool you can depend upon. 

Lord help the colored gentleman with a cheap razor 
in a fight or a plumber with cheap pipe threading tools. 

THE NYE DIE 

is made of the finest tool steel that money can buy and 
with its other exclusive and patented features, it will 
reduce the cost of pipe threading in any shop where it is 
used. 


Sent on absolute free trial to any dealer. 
For sale by all leading jobbers. 


HABBT G. NYE 

The Hue Tool & Modilne Works 

108-128 No. Jefferson St. 

Chicago, El. 



nye Anuctrong Die 
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COMBINING BUSINESS WITH PLEASURE 


E. T. Clark and S. F. Magill 
of Kansas City, recently planned 
an auto trip to the Pacific Coast 
and return, but before doing so, 
made arrangements with the Cole¬ 
man Lamp Co., Wichita, Kansas, 
to have their car painted up with 
Quick-lite advertising and to sell 
Coleman products along the route. 

They report that the Coleman 
products have been received with 
such favor that they have been 
really doing more business than 
having pleasure, but at the same 
time they have gotten a great deal 
of pleasure out of their business. 

This simply shows what may 
be done by any business man, who 
will place before the buyers prod¬ 
ucts of such meritorious value. 



GREENFIELD TAP AND DIE ISSUES 
SMALL TOOL CATALOG 

The GTD Corporation, Greenfield, Mass., is now 
distributing a new and most comprehensive catalog 
describing the small tools and pipe tools which com¬ 
prise the greater part of their product. 

From the frontispiece depicting the plants of this 
rgest manufacturer of small tools in the world, tq 
^he seventy or more pages of tables and useful infor- 
J_ 

More Heat is Produced 

By the No. 208 0. A L. Double 
Needle Torch and less fuel is con¬ 
sumed than with any other make. 
The burner has wonderful eenerat- 
ing power. Can be used indoors or 
outside in the wind. Both needles 
are BLUNT, which preTents en¬ 
larging the orifice, which is the 
cause of over sixty per cent of 
burner trouble. The upper needle 
cleans — lower needle regulates. 
Tour customers can do more and 
better work. Jobbers supply at 
factory urice. Ask for catalog 
describing this Torch and other 
tools. 

Olayton dt Lambert hlfg. Oo. 

10611 Knodell Ave. 

Detroit, Mich., U. 8. A. 



No. 208 Torch 
List Price 
Each $17.00 
Ask for 
Discount 


mation at the back of the book, this catalog contains 
a great deal that is of interest to the tiser and de¬ 
signer of tools and machinery. Some of the tables are 
new and especially instructive. 

The tools described include screw plates, taps, dies, 
drills, reamers, milling cutters, bits, arbors, counter¬ 
sinks, hobs, tap and drill kits, mandrels, sleeves, sockets, 
stocks, tap wrenches, pipe vises and pipe wrenches. 

A copy of this book will be sent to any address, 
providing the name of this publication is mentioned. 



Covered by several 
patents. 

No. 65 Quart Torch 
No. 66 Pint Torch 


Torches ft Fnmaoee vb. 
Poor ChuM>line 

It IB generally known that the 

{ gasoline sold today is of a very 
ow gravity. As a result, 
many mechanics are experienc¬ 
ing much trouble with torches 
and furnaces. 

It is our pleasure to notify 
the trade that satisfactory re¬ 
sults are obtained from our line 
when used with this low grade 
fuel. This is due to the pat¬ 
ented burners which we use. If 
you are having trouble, order 
some of our tools and obtain 
quick and correct results in your 
work. 

Jobbers supply at factory prices 

OTTO BERNZ (Mk, NmniK N. J. 

The ‘‘Alwikyi BdlabU” Um 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BEITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A C^., Chamber 
of Commerce, Winnipeg, Manitoba. 

Southwestern Representative, J. R. 

Devereux, New Birks Building, Mon¬ 
treal, Quebec. Canada. 
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PLUMBING GOODS—RETAIL SELLING PRICES 

are the present market selling' prices (corrected np to the time of going; to press) of various 
lines of plumbing goods, ruling in some of the larger western cities. At the request of some of our subscribers 
among the plumbing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
up tl^ir prices and costs often, we are giving these prices as some we have obtained that are being charged by 
1®^^®^ cities,^ These prices are usually based on the cost of goods, plus the overhead or cost 
of doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 
be gladly answered. 
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Steel 

Wrought Iron 1 

Standard 

Random 


Blk. 
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5.15 

7.35 
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5.35 

7.75 
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16.30 

.16 

^.. 


5.35 

7.75 

12.75 

16.30 

.16 
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6.90 

8.50 

13.50 

17.00 

.16 



8.60 

10.70 

17.05 

21.07 

.16 
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12.20 

15.40 

24.55 

30.55 

.18 
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16.55 

20.80 

33.20 

41.30 

.22 
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19.75 

24.90 

39.70 

49.35 

.24 
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26.70 

33.35 

56.00 

60.10 

.30 

2%.. 


43.70 

54.95 

90.80 

104.70 

.46 

3 . . 


57.15 

72.00 

118.75 

137.35 

.60 

3V4.. 


74.70 

92.35 

142.80 

196.60 

.76 

4 


88.40 

109.35 

169.20 

232.95 

1.06 

5 


124.70 

154.30 

254.35 

316.20 

1.66 

6 

7 . . 


161.70 

220.00 

200.00 

273.35 

329.95 

410.20 

2.10 

2.56 

3.00 

3.76 

4.50 

7.50 
a quoted 

8, 25 

9 

lb. 

232.00 

320.00 

288.00 



10, 32 
12 

lb. 

346.70 

446.70 




Cutting Charge—H Standard Threading, 
per 100 feet. 

All price 


Pluf^ged and Reamed—2-in., $40.00; 2V^ in.. $65.95; 3-in., 


IF. 

FITTINGS, PIPE—Black— 




% 

% 


% 

1 

1^ 

IH 

2 

Bushings . 


.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

Capa . 

.16 

.10 

.10 

.10 

.10 

.15 

.20 

;20 

.30 

Couplings . 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.45 

Crosses . 



.15 

.20 

.25 

.40 

.40 

..50 

.85 

Elbows, 90 deg. 

.io 

.16 

.10 

.10 

.10 

.15 

.20 

.25 

.40 

Elbows, 45 deg. 


.10 

.10 

.10 

.15 

.20 

,35 

.40 

.55 

Elbows, Reduc.. 


.10 

.10 

.15 

.20 

.20 

.30 

.35 

.65 

Elbows, 8. 0.. . . 



.10 

.15 

.20 

.35 

.50 

.65 

1.00 

Elbows. Street. . 



.10 

.10 

.20 

.20 

.25 

.30 

.55 

Floor Flanges.. . 


.26 

.20 

.25 

.25 

.30 

.35 

.45 

.65 

Lock Nuts. 

.io 

.10 

.10 

.10 

.15 

.30 

.35 

.35 

.50 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

* Reducers . 


.10 

.10 

.10 

.15 

.20 

.20 

.20 

.40 

Ret. Bends, Cl.. 



.15 

.20 

.20 

.40 

.50 

.65 

1.00 

Tees. 

.15 

.io 

.10 

.10 

.10 

.15 

.25 

.35 

.55 

Tees, 4-way . . . 



.10 

.15 

.20 

.35 

.60 

.85 

1.35 

•Tees, Reducing 


.is 

.15 

.15 

.20 

.20 

.35 

.40 

.75 

Unions. 

.26 

.20 

.20 

.20 

.25 

.30 

.40 

.50 

.70 

NIPPLES— 













% 

% 

% 

1 

1 % 

IH 

2 

Close . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long . 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-in. Long. 

..10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-in. Long. 

..10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-in. Lon'». 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

FITTINGS, PIPE—Galvanised— 









% 




1 

IH 

1 % 

2 

Bushings . 


.10 

.10 

.15 

.20 

.20 

.20 

.35 

.40 

Caps. 

.16 

.10 

.10 

.10 

.15 

.20 

.80 

.30 

.50 

Couplings . 

.10 

.10 

.15 

.15 

.20 

.30 

.40 

.50 

.60 

Crosses . 



.20 

.25 

.40 

.60 

.70 

.90 

1.50 

Elbows, 90 deg. 

.is 

.io 

.15 

.10 

.15 

.20 

.35 

.40 

.70 

Elbows, 4 5 deg. 


,10 

.10 

.15 

.20 

.25 

.50 

.55 

.85 

Elbows, Reduc.. 


.15 

.15 

.15 

.25 

.25 

.40 

.50 

.90 

Elbows, S. 0... 



.20 

.15 

.30 

.50 

.70 

.90 

1..50 

Elbows. Street. . 



.10 

.15 

.25 

.25 

.40 

.50 

.90 

Floor Flanges... 


.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

I ock Nuts .... 

. i 2 

.10 

.10 

.15 

.30 

.40 

..50 

.50 

.80 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

•Reducers . . . , 


.10 

.10 

.15 

.20 

.25 

.30 

.35 

.60 

Ret. Bends, C?l.. 



.25 

.30 

.30 

.60 

.90 

1.00 

1.60 

Tees. 

.26 

.io 

.20 

.20 

.20 

.25 

.40 

.60 

1.00 

Tees, 4-way.... 



.15 

.25 

.30 

.50 

.85 

1.20 

2 00 

•Tees. Reduc.. . 


.26 

.20 

.20 

.30 

.35 

.55 

.70 

1.25 

Unions. 

.25 

.25 

.30 

.30 

.40 

.50 

.65 

.90 

1.00 

NIPPLES— 


% 


% 

% 

1 

IVa 

1 % 

2 

Close . 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

I^ng . 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

4 in. I>ong. 

.15 

.15 

.15 

.15 

.10 

.15 

.20 

.25 

.30 

5-in. Long. 

.15 

.15 

.15 

.15 

.15 

.20 

.25 

.30 

.35 

6-in Ix>n". 

.15 

.15 

.15 

.15 

.15 

.25 

.30 

.35 

.40 


FITTINGS, From 2 vi to 4-inch—Black Only—' 



2H 

3 

3H 

4 

Bushings . 

. . . .30 

.40 

.50 

.70 

Caps . 

. . . .45 

.65 

.«o 

1.05 

Uonplings . 

... .60 

.90 

1.20 

1.50 

pf-igspa. 

. . . 1.30 

2.15 

2.35 

4.10 

Elbows, 90 degrees . 

... .85 

1.25 

1.50 

2.50 

Elbows, 45 degrees . 

. . . .75 

1.05 


2.10 

Plugs . 

... .25 

.30 

.50 

.50 

•Reducers . 

... .60 

.85 

1 15 

1.45 

Tees . 

... 1.15 

1.70 

2.30 

3.50 

Unions . 

. . . 1.45 

2.10 

3.10 

3.75 


NIPPLES— 2 % 3 3% 4 

Close .30 .35 .50 .60 

5 Inches Long.40 .50 .80 .95 

6 Inches Long.50 .60 .80 .95 

8 Inches Long.75 .95 1.20 1.35 

10 Inches Long.95 1.20 1.35 1.60 


^Reducers and Reducing Tees 1-inch and larger, reducing to 
1^-inch and smaller, advance 50 per cent over prices shown. 


BATHS AND LAVATORIES 

(Bath Tub Prices Less Fittings) 

BATH TUBS—K64. C370, P1990, Essex, on Feet, 4-ft., $44.00; 
4^-ft., $44.00; 5-ft., $42.00; 5V6*ft., $47.50; 6-ft.. $66.70. 

K57, C360, P1991, Essex, on Base—4 Vi-ft., $55.50; 5-ft.. 
$55.50; 5H-ft., $61.50; 6-ft.. $82.70. 

K80, P1993, Knickerbocker—5-ft., $^5.50; 5H-ft., 53.50. 
KIO to K10%, P2160 to P2173. Conred Enam. Allover. 
Cardinal—4H-ft., $76.00; 5-ft.. $80.00; 5%-ft., $86.70. 

KlO to KlO^, P2160 to P2173—Conred, Enameled Inside. 
Cardinal—4%-ft., $60.00; 5-ft., $64.00; 5%-ft., $70.70. 

KlO^, P2180 to P2186, Recona, Enam. Allover, Cardinal 
—4H-ft., $72.00; 5-ft., $74.70; 5H*ft.. $81.50. 

K10V6. P2180 to P2186, Recona, Cardinal (Enam. Inside) 
—4%-ft., $60.00; 5-ft., $64.00; 5%-ft.. $70.70. 

F12 to F15, C316 to C319, P2305 to P2313, Pembroke, 
Viceroy, Sierra (^mer)—4^-ft., $90.70; 5-ft., 94.70; 5^- 
ft., $102.70; 6-ft., $138.50. 

P16 to F17, 0320 to C321, P2815 to P2818, Pembroke, 
Viceroy, Sierra (Recess)—4H*ft., $81.50; 5-ft., $86.70; 5H* 
ft., $94.70; 6-ft., $128.00. 

PIO to Fll, P2319 to P2322, Pembroke, Viceroy (Pier)— 
5-ft., $199.50; 5V6-ft., $141.50; 6-ft., $157.30. 

F7 to F8, P2380 to P2388. Woodmere. Imperator ^Corner) 
—5-ft., $177.50; 5H-ft., $184.00. 

F9, P2390 to P2393, Woodmere, Imperator (Recess)—5-ft., 
$166.70; 5H*ft., $177.50. 

F5, Imperator (Standing Pattern)—5-ft., $261.50; 5H-ft.^ 
$278.70. 

P6, Imperator (Wall Pattern) 5-ft.. $230.70; 5H-ft.. 
$244.00. 

BATH TUBS, PORCELAIN—H5015, 2028N. Regular selection, 
light weight. Corner—5-ft., $145.35; 5%-ft., $158.35. 

H5015, 2028N, Special selection, light weight, Comer— 
5-ft.. $177.00; 5%-ft., $198.35. 

H5020, 2029N. Regular selection, light weight. Recess— 
5-ft., $133.33; 5V4-ft., $146.70. 

H5020, 2029N. Special selection, light weight. Recess— 
5-ft.. $166.70: 5 4-ft., $183.35. 

SHOWER RECEPTORS—K112. P2510. with Strainer and 
Waste—86x86-in., $84.00; 42x42-in., $112.00. 

K108, P2511, with Strainer and Waste—86x36-in., 

$113.50; 42x42-in., $150.70. 

K107, P2512, with P2530 Drain—38x38-in., $149.50. 
K105, P2525, with P2530 Drain—36x36-In., $120.00; 
42x42-in.. $158.50. 

SHOWER MIXING VALVES—NCl, H15. P2745, $80. NCl, 
H12. P2746, $30.00. NFl, HIO, P2747, $30.00. P2748, 

$30.00. 

SHOWERS— 


H965, P2766, Shower and Rose Sprays.$110.00 

H1014. P2771. Shower and Needle Bath.. 109.00 

NFl 200. H911, P2790, Shower. 54.70 

H909H, P2791, Shower and Shampoo. 64.00 

NClOO, H952H, P2803. Shower. 29.35 

H953H, P2804. Shower. 30.70 

NCllOO, H954H. P2807. Shower. 41.35 

NCllOO (with stons), H954V6, P2809, Shower. 40.70 

H948%, P2ftl5. Shower. 48.70 

H944H. P2816, Shower. 46.70 

H945H, P2819, Shower. 56.70 

H946%. P2820. Shower. 55.3.5 

NCl 100H956. P2821, Shower and Shampoo . 47.70 

P2823, Shower and Shampoo. 54 70 

H1402, P2826, Shower. 16 00 

H1406. P2827, Shower. 15.70 

H1400, P2828, Shower and Shampoo. 31.70 

H1404, P2«29, Shower and Shampoo... 30.70 

H1410, P2836, Shower. 36.70 

H1411, P2837, Shower. 38.00 

H1408, P2841, Shower and Shampoo. 50.70 

H140O P2842, Shower and Shampoo. 52 OO 

NFl050. H900. P2855, Shower. 38.70 

NF1050^. P2856. Shower and Shampoo. 51.00 

NF1055. H895, P2857, Shower.. 46.7n 

H904. P2860, Sho er. 45..35 

P286i, Shower and Shampoo. 58 00 

H1246. P2868, Shower. 34.70 

H1250, P2870. Shower. 27 

H1600, Industrial Mixnmeter Shower. 34.70 

H1625, Industrial Combination Valve Shower. 14.15 

H1202, P2914, Shower. 52.00 


Digitized by 
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HARDWARE WORLD—PLUMBING AND HEATING 


PLUMBINO GOODS—BETAIL SEUUMG FBI0E8—Oomtinned 


SHOWERS—Continued— 

H1200, P2916, Shower. 66.35 

H1206, P2918, Shower. 44.35 

H1204, P2919, Shower. 46.00 

P2920, Shower and Shampoo. 59.00 

P2921, Shower and Shampoo. 60.35 

Portable Showers— 

H1275, P2946, Portable Shower. 22.70 

8124, Portable Shower. 15.00 

Wall and Ceiling’ Showers— 

H1270, P2950, Wall Shower. 13.00 

H1268, P2952, Ceiling Shower . 13.00 

LAVATORIES—(Less Fittings) — 


C105, P3050, P3055, P3057, Copley—18x27-in., |52.00; 
22x33*in., $66.65. 

0114, K205, P3110. P3115, P3117, Laton—20x24-m., 

$37.35; 22x27-in., $42.65; 22x30-in., $51.30. 

0145, K332, P8840, P3845. P3846, P3847, Ophir—17x21- 
in.. $14.50; 18x24-in., $18.20; 20x24 in., $22.30; 22x27-in.. 
$38.70. 

C145, K332, P3847, Ophir—20x24-in., $22.30; 22x27-in.. 
$38.70. 

C145, K832, P3850, P3855, Ophir—20x24-in., $22.30. 
C152. K582, P4045, Ralwon—17xl9-in., $12.30. 

P4125, Arion—19x24-in., $22.65. 

P4205, Othello—18x21-in., $13.80. 

K580, C150, P4206, Othello—18x21-in., $13.80. 

K608, C162, P4335, Beverly—18x21-in., $13.20. 

K614. C164, P4345, Crescent—17xl9-in., $10.00. 

K752, P4365, Alva—16x24 in., $10.00. 

K668, 0180, P4940, P4945. Athena—20-in., $30.00. 

K668, 0180, P4946, Athena—20-in., $30.00. 

K672, 0182, P4950, P4955, P4956, P4957, Anglo—19 in., 

$ 20 . 00 . 

K690, 0184, P4980, P4985, Verdun—16-in., $15.20. 
P5080, P5085, P5086, P5087, Everett—19-in., $18.70. 
K732, C190, P5110, P5115, Yale—16-in., $11.50. 

K762. 0192, P5145, Aida—16-in., $11.50. 

Add for Waste when required—P11285, Imperial, $9.35; 
P11289, Empire, $8.00; P11290, Princess, $6.70. 

SIEKS AND FOUNTAINS 

WASH SINKS—(Less Bibbs and Trap)—P910, P6450—8-ft., 
$64.50; 4-ft., $82.20; 5-ft., $100.00; 6-ft., $135.50. 

P6495, Enameled inside, less Supply Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in.. $60.00; 72x24-in., $73.35. 

P6496, Enameled inside, less Supply Pipe and Bibbs— 
4x24-in., $60.00; 5x20-in., $76.00; 5x24-in., $85.35; 6x20- 
in., $96.70; 6x24-in., $112.70. 

DOUBLE WASH SINK COOKS—H1646, P6500, $7.35; P8501, 
$8.00; H1640, P6502, $8.85; H1635, P6503, $10.00; P6504, 
$ 10 . 00 . 

CHICAGO FAUCET DRINKING FOUNTAINS—A6700, $20.00 ; 
A700, with Trap, $18.00; A7100, Self Closing, $7.00; A7200, 
Self Closing, $5.35; A7400, Self Closing, Swinging, $11.00; 
A7700, Self Closing, $8.70; A7800, Self Closing, $7.00; 
A8000, Self Closing, Swinging, $14.00; A8100, Self Closing, 
Swinging. $12.70; A8600, Nozzle, H-in., I. P., $1.50. 
GLAUBER DRINKING FOUNTAINS—H503A, $12.00; H504E, 
$10.95; H510A, $12.80; H510B, $12.80. 

MUELT.ER DRINKING FOUNTAINS—E3728, $8.95; B3729, 
$10.65. 

RUBBER MATS—P6990, for Interchangeable Drain Board— 
18xl8 in., $3.50; 18x24-in., $4.50; 20xl8-in., $3.70; 20x24- 
In., $4.70; 22xl8-in., $4.00; 22x24-in., $5.35. 

P6991, P6706-7. P6715-16. P6720-21—20x24-in., $3.70; 
20x30-in., $4.35; 22x36-in.. $5.35. 

P6710—20x30-in., $4.35; 22x32in., $4.70; 22x36-in., 

$4.70. 

P6730-31, P6230-31—30x30-in., $4.35; 22x36-in., $5.35. 
P6814—22x26-in., $4.00. 

P6815-16—20x24-in., $3.70; 20x30-in., $4.35; 22x30-in., 
$4.50; 22x36-in., $5.35. 

P6817-18, P6822-23. P6826-27—20x30-in., $3.50. 
P6820-21, P6824-25—20x30-in., $4.35; 22x30-in., $4.50; 
22x36-in., $5.35. 

ADJUSTABLE SINK LEGS—P6992—Type “A”—Painted, 
$2.65 each; enameled, $4.00. 

Type “B”—Painted, $3.50 each; Enameled, $5.85. 

The Adjustable Sink Legs have an adjustment of 6 inches, 
making it possible to set the Sink at any height ranging 
' from 30 to 36 inches from floor to top of rim. 

SINK BACKS—K1176, C730, P7010—20-in., $5.70; 24-in., 
$6.80; 30-in., $7.50; 36-in., $10.90; 40-in., $12.50; 42-in.. 
$16.40; 48-in.. $18.70. 

END PIECES—K1182, P7012—18-in., $5.70; 20-in., $6.20; 22- 
in.. $6.90. 

PLAT RIM SINKS—K1160. C725. P7020. with Nickel Plated 
Duplex Strainer—12xl8-in., $6.80; 14x20 in., $8.80; 16x24- 
in., $9.60; 18x24-in.. $9.70: 18x30-in., $9.80; 18x36-in., 

$14.40; 20x24-in., $9.80; 20x30-in., $10.00; 20x36-in., 
$15.70; 22x36-in., $18.50; 20x40-in., $20.00; 24x48-in., 
$26.70. 

STEEIi SINKS—New Era Galvanized—16x24-in., $5.30; 

18x30-in., $6.90; 18x36-in.. $7.80; 20x30-in., $7.80; 20x36- 
in., $9.30; 20x40-in., $10.70. 

New Era. Painted—16x24-in., $4.40; 18x30-in., $5.60; 
18x36.in., $6.70; 20x30 in., $6.40; 20x36-in., $8.00; 20x40- 
in., $9.35. 

GREASE TRAPS—No. 27 Wade—5-gal., 10xl2-in., $58.40; 10- 
gal., 12 l^xl4-in., $93.40. 

SLOP SINKS—(Less Fittings)—K1200, C750. P7200—16x20- 
in., $38.00; 18x22-in., $44.00; 20x22-in., $46.70; 20x24-in.. 
$49.40. 


K1212, P7235—16x20-in., $84.00; 18z22-in., $40.00; 
20x22-in., $42.00; 20x24-in., $44.70. 

K1218, P7260—16xl6in., $80.70; 16x20-ln., $34.70; 
18x22-in., $38.70; 20x22-in., $40.00; 20x24-in., $43.40. 

K1218, C756, P7263—16xl6 in., $25.40; 16x20-in.. $28.00; 
18x22-in., $32.00 • 20x22-in., $35.00: 20x24-in., $36.00. 

K1230, 0760, P7274—Enameled inside, with 2-in. outlet 
and N. P. Duplex Strainer—16xl6xl0-in., $11.40; 16x16x12- 
in.. $12.40; 20xl4xl2-in., $12.40; 20xl6xl2-in., $14.00; 
22x20xl2-in., $18.00; 24xl8xl2-in., $16.40; 24x20zl2-in.. 
$18.70; 30x20xl2-in., $28.00; 36x20xl2-in., 33.40. 

SLOP SINK TRAPS—P72 80 to P7298—Enameled inside. 
$12.70; Enameled all over, $16.70. 

TEATS AND ENAMELED URINALS 

LAUNDRY TRAYS—Less Fittings—K1248, P7300, $102.70. 

For additional hardwood Wringer Holder between sections, 
add $4.00. 

K1260, P7320—1-Sectlon, $62.70; 2-Sectlon, $118.40; 8- 
Section, $164.00. 

Without Wringer Holders, deduct $4.00 each. 

P7838—l-Sectlon, $56.70; 2-Seetion, $102.70; 8-Section, 
$158.40. 

Without Wringer Holders, deduct $4.00 each. 

K1268, 0830, P7350—l-Section, $29.40; 2-Section. 

$58.70; 3-Section, $88.00. 

For Wood Covers, each section, add $6.70. 

For N. P. Union Strips, add $2.40 each. 

For N. P. Union Strips with hardwood Wringer Holders, 
add $5.00 each. 

K1276, C830, P7880—l-Section, $25.00; 2-Section, $50.00, 
8-Section, $83.40. 

For N. P. Union Strips with hardwood Wringer Holders, 
add $3.70 each. 

K1282, 0850, P7400—^20x24-in., Enameled Iron F. R 
Laundry Tray with Painted Pedestal, $20.70. 

K1286, C852. P7405—On Wall Hanger, $19.00. 

SINK AND TRAY COMBINATIONSt—Lees Fittings— 

P7425 and P7426, $90.00. 

For Combination Drain Board and Tray Cover add $10.70 
each. 

P7460 and 7465—1 Tray, $106.70; 2 Trays. $180.00. 

For Combination Drain Board and Tray (?over add $10.70 
each. 

P7480 and P7485. Sink and One Laundry Tray—20z24-ta., 
$57.40; 20x30-in., $60.00; 20x86-in., $63.40. 

P7480 and P7485, Sink and Two Laundry Trays—^20x24- 
in., $90.00; 20x30-in., $100.00: 20x36-in., $106.90. 

ENAMELED IRON CLOSETS—P9050, Delecto Bowl—Enam 
eled inside, $36.70; Enameled all over, $40.00. 

P9055, Arno Bowl—Enameled inside, $30.00; Enameled 
all over. $33.35. For Local Vent, add $3.35. 

ENAMELED IRON TANKS—^P0262, Enameled all over, with 
Fittings, $26.70. 

P9264, Enameled all oveL.with Fittings, $26.70. 

HI, Haas Frost Proof Closets, $86.90. 

H2, Haas Frost Proof Closets, $20.55. 

700. Haas Pressure Valve Tank, Flush Tank and Seat, 
Less BowL $38.70. 

No. 1, Vogel, with Tank. $36.96. 

No. 2. Vogel. Direct Flush, $23.35. 

URINALS—K1479, C960, P9960—Enameled Inside Urinal 

with Concealed Wall Hangers, Brass Bee Hive Strainer, 
Tank with Automatic Fittings, Plush Pipe, Tee and Brass 
Washdown Pipe, less Trap—2-ft., $66.70; 2H-ft., $78.40: 
3-ft., $78.70; 8H-ft., $83.50; 4-ft., $90.00; 5-ft., $106.70; 
6-ft., $123.50. 

P9965—Add to List Price of P9960 Urinal the List Price 
for Polished Brass Periorated Washdown Pipe fitted along 
back, ends and front. The length given refers to length of 
P9960 Urinal desired—2-ft.. $13.40; 2%-ft.. $14.70; 3-fl. 
$15.40; 8V6-ft., $16.00; 4 ft.. $16.70; 5-ft., $18.00; 6-ft.. 
$19.40. 

K1475, 0950, P9970—Supported with Concealed Wall 
Hanger, Brass Bee Hive Strainer, Washdown Pipe and Stop— 
Enameled inside—2-ft., $36.00; 2H*ft.. 39.60; 8-ft.. $45.60: 
3%-ft.. $51.40; 4-ft., $56.30; 5-ft., $71.00; 6 ft., $87.00. 

K1481, P9995—Flat Back Lipped Urinal with Concealed 
Wall Hanger, with Inlet and Outlet Couplings—Enameled all 
over, $33.40. 

K1483, P9996—Corner Urinal, with Concealed Wall Hang¬ 
er, with Inlet and Outlet Couplings—Enameled all over, 
$33.40. 

BRASS AND RUBBER GOODS 

BATH FITTINGS, BUILT-IN— 

H7025 Special. PllOOO—Compression, V4-in., Valves, 2- 
in. Waste (End Wall), $29.00. 

PllOOl—%-in. Valves, 2 Vi-in.. Waste, $42.70. 

H7025 Special, P11002—Vi-in. Valves, 2-in. Waste (Back 
Wall). $31.70. 

Pi 1003—%-in. Valves, 2V4-in. Waste. $45.35. 

PI 1010—Vi-in. Valves. 2-in. Waste, $37.3.5. 

PllOll—^-in. Valves, 2V4-in. Waste, $44.70. 

P11012—Vi-in. Valves, 2-in. Waste, $42.70. 

P11013—44-in. Valves. 2V4-in. Waste, $47.35. 

P11015. “Quicko”—Vi-in. Valves, 2-in. Waste, Top 
Nozzle. $42.70. 

P11016—%-in. Valves, 2V4-in. Waste. Top Nozzle. $47.35 

PI 1017—Vi-in. Valves, 2-in, Waste, Top Nozzle. $45.35. 

PI 1018—44-in. Valves, 2V4-in, Waste, Top Nozzle, $50.00 
Compression— 

P11025—Vi-in. Valves, 1%-in. C. W. ft O., $23.70. 

P11026—^-in. Valves, IVi-in. C. W. ft O., $28.35. 

PI 1030—Vi-in. Valves, 1%-in. C. W. ft O., $27.35. 
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P11031— %-in. Valves, IH-in. 0. W. A O., $32.00. 
P11040—H-in. ValveB, IH'in. Waste, $46.70. 

P11041— %-in. Valves, 2-iii. Waste, $51.35. 

NC2570—Fittings for Por. Tabs, %-in. Valves, 2^*ixi. 
Waste, $64.00. 

H2466—Speakman Dishler, H-in. Valves, 2-in. Waste, for 
Por. Tubs, $36.00. 

Exposed for Essex Baths—Compression— 

P11065—^-in. Valves, 2-in. Waste, $34.70. 

P11066—%-in. Valves, 2%-in. Waste, $50.70. 

“Quicko”— 

P11090—Mr'in. Valves, 2-in Waste, $46.00. 

P11091—^-in. Valves, 2^-in. Waste, $50.70. 

Exposed for Conred Tubs— 

H6978 Special, 11115—V6*in. Valves, 2-in. Waste, $30.85. 
Exposed for Pembroke and Woodmere Baths— 
Compression— 

H6978 S ecial, P11115—H-in. Valves, 2-in. Waste. $40.00. 
%-in. Valves, 2^-in. Waste, $40.00. 

Pi 1125—%-in. Valves. 2-in. Waste. $48.00. 

Bath Cock Combination Fittings—For Essex Baths— 
P11150—Compression Supply and Waste Fitting, 9-16-in. 
O. D. Annealed Supplies, $8.70. 

P11155—“Quicko” Supply and Waste Fitting, 9-16 in. 
O. D. Annealed Supplies, $8.70. 

P11160—Compression Supply and Waste Fitting, 9-16-in. 
O. D. Annealed Supplies, $21.35. 

P11165—“Quicko” Supply and Waste Fitting, 9-16-in 
O. D. Annealed Supplies, $22.70. 

BATH WASTES—P11175—Imperial 2-in. Waste, $17.25. 
P11176—Imperial 2^-in. Waste, $18.70. 

Pill79—Imperial 2-in. Waste, $18.00. 

Bath C. W. A O.— 

P11185—1%-in. N. P. C. W. A O. for Essex Bath, $3.10. 
P11188—1%-in. N. P. C, W. A O. for Conred Bath, $6.15. 
lV4-in. N. P. C. W. A O. for Conred Bath, $6.70. 

P11189—1%-in, Rough O. W. A O. for Conred Bath, $5.00. 
1%-in. Rough C. W. A O. for Conred Bath, $6.70. 

PI 1190—1%-in. Rough C. W. A O. for Pembroke Bath, 
$6.70. 

COMBINATION LAVATORY FITTINGS— 

PI 1260—Verona, Compression, Enamel Lavatory, $23.35. 
P11263—Verona, Compression, Vitreous Lavatory, $23.35. 


LAVATORY WASTES— 

P11285—Imperial, China Knob. 9.35 

P11288—Imperial, China Knob . 9.35 

PI 1289—Empire, China Knob. 8.00 

• P11290—Princess, China Knob. 6.70 

PI 1291—Princess, China Knob. 6.70 

PI 1293—Princess, China Lever. 6.70 

P11294—Princess, China Lever. 6.70 

PI 1295—Princess, China Lever. 6.70 

P11296—Princess, ”B” China Handle. 6.70 

PI 1297—Princess, 4 Ball Handle. 6.70 

SHAMPOO FIXTURES— 

P11358—Quicko Double Basin Cock.12.00 

P11359—Pedestal China Soap Dish with Drain. 2.70 

PI 1360—Compression, as described.20.00 

PI 1363—Quicko, as described.20.00 


MIXOMETER FIXTURE—H2285—Built-in Mixometer, $53.35. 
LAVATORY SUPPLY PIPES—Strictly I. P. Size—Pipes to 
Wall—Short Pattern, 6-in. x 7-in. 

P11371—With W. H. Stop, %-in., $7.45; %-in., $8.70. 
P11372—With C. I. Stop, %-in., $8.15; %-in., $9.35, 
P11373—With L. K. Stop, %-in., $7.45; %-in., $8.70. 
LAVATORY PLUGS AND CHAIN STAYS— 

PI 1395—P. O. Plug for Porcelain Enameled Lavatory.. 1.00 


P11396—P. O. Plug for Vitreous Lavatory. 1.70 

PI 1397—Chain Stay for Vitreous Lavatory.70 


COMBINATION SINK AND SUPPLY FAUCETS—P11425— 
Quicko. Swing Spout, No. 100, Classic or Faultless, $10.70. 
NICKEL PLATED SINK AND LAVATORY TRAPS— 

Tubing Pattern, less Cleanout— 

P11450—1%-in. Plain “P,” $2.00; 1%-in., $2,00. 

P11451—1%-in. Vented ”P,” $3.00; 1%-in., $3.15. 

P11456—1%-in. Bag, $4.70; 1%-in., $4.60. 

P11462—1%-in. Plain ”S,” $2.70; 1%-in., $2.70. 

P11463—1%-in. Vented ”S,” $3.60; 1%-in., $4.00. 

With Cleanout— 

PI 1450—1%-in. Plain ”P,” $2.80; 1%-in., $2.70. 

Cast Brass Traps with Cleanout— 

P11450—1% in. Plain ”P,” $2.75; 1%-in., $2.70. 

P114.51—1%-in. Vented ”P,” $3.75; l% in., $3.95. 

P11456—1%-in. Bag, $3.75; 1%-in.. $4.75. 

P11458—1%-in. “P” (N. Y. Reg.), $2.70; 1%-in., $3.10. 
P11462—1%-in., Plain ”S,” $3.20; 1%-in.. $3.40. 

1*11463—1%-in. Vented “8.” $4.15; 1%-in., $4.35. 
COMPRESSION BIBBS—HI 00—%-in. Rough Plain SSS. 
$1.05; Finished, $1.30; Nickle Plated, $1.55. %-in. Rough, 

$1.35; Finished, $1.65; Nickel Plated, $2.00. 

H102—%-in. Rough Hose SSS, $1.20; Finished, $1.50; 
Nickel Plated, $1.70. %-in. Rough Hose, $2.20; Finished, 

$1.85; Nickel Plated, $2.10. 

HI 10—%-in. Rough Plain SOT, $1.20; Finished, $1.45; 
Nickel Plated, $1.70. %-in., Rough Plain SOT, $1.65; Fin¬ 

ished, $1.90; Nickel Plated, $2.05. 

H112—%-in. Rough Hose SOT, $1.35; Finished, $1.65; 
Nickel Plated, $1.90. %-in. Rough Hose, $1.70* Finished, 

$2 04; Nickel Plated, $2.30. 

HI35—%-in. N. P. Plain Adj. Flange, $2.25; %-in., $2.80. 
H137—%-in. N. P. Hose Adj. Flange, $2.45; %-in. $3.00. 
HI40—%-ir.. N. P. Plain Set Screw Flange, $2.10; %-in., 
$2.50. 


H142—%-in. N. P. Hose, $2.25; %-in., $2.70. 

H365—%-in. N. P. Comp. Stub W. T. Bibb, Plain, $1.50 

H367—%-in. N. P. Comp. Stub W. T. Bibb, Hose. $1.70. 

QUICK COMPRESSION BIBBS— 

H410—%-in. Nickel Plated, Plain SOT, Metal Handle, 
$2.55; %-in., $2.95. 

H412—%-in. Nickel Plated. Hose. SOT, Metal Handle, 
$2.75; %-in., $3.20. 

H413—%-in. Nickel Plated, Plain SOT, China Handle, 
$3.15; %-in., $4.29. 

H4i4—%-in. Nickel Plated, Hose SOT, China Handle, 

$3.20; %-in. Nickel Plated, Hose SOT, China Handle, $4.60. 

H435—%-in. Nickel Plated, Adj. Flange, $2.85; %-in., 

$3.30. . ^ r 

H437—%-in. Nickel Plated, Adj. Flange, Hose, $3.10; 
%-in., $3.50. 

H438—%-in. Nickel Plated, Plain, $3.30; %-in., $3.70. 

H439—%-in. Nickel Plated, Hose, $3.50; %-in., $3.95. 

H440—%-in. Nickel Plated, Plain S. S. Flange, Metal 

Handle. $2.65; %-in., $3.05. 

H442—%-in. Nickel Plated, Hose, S. S. Flange, Metal 

Handle. $2.90; %-in., $3.30. 

H443—%-in. Nickel Plated, Plain, S. S. Flange, China 

Handle, $3.05; %-in., $3.50. 

H444—%-in. Nickel Plated, Hose, S. S. Flange, China 

Handle, $3.30; %-in., $3.60. 

SELF-CLOSING BIBBS—H478—%-in. Finished, Plain SOT. 
$2.80; Nickel Plated, $3.00. 

PULLER BIBBS—11510—%-in. Nickel Plated, Plain SOT, 
$2.25; %-in., $2.60. 

H512—%-in. Nickel Plated, Hose SOT, $2.50; %-in., 

$2.85. 

H540—%-ln. Nickel Plated, Plain S. S. Flange, $2.90; 
%-in., $3.30. 

H542—^-in. Nickel Plated, Hose S. 8. Flange, $3.15; 
%-in., $3.55. 

GROUND KEY BIBBS—H575—%-in. Finished, Plain SSS, 
$1.45; %-in., $2.05. 

H577—% in. Finishotl, Hose SSS. $2.05; %-in., $2.25. 

H585—%-in. Finished Plain SOT, $1.65; %-in., $2.25. 

H587—%-in. Finished, Hose SOT, $1.85; %-in. $2.35. 

COMPRESSION STOPS—H600 and H603—%-in. Rough I. P. 
both ends T. H., $1.15; %-in., $1.45. %-in. Nickel Plated 

both ends T. H., $1.95; %-in., $2.35. 

H605 and H608—%-in. N. P. I. P. both ends W. H., 
$2.15; %-in., $2.65. 

H615 and H618—%x%-in., 0. D. T. H. or W. H. N. P.. 
$1.50. %x9-10-in. O. D., $1.50. %xll-16-in., O. D., $1.75. 

H620 and H623—% in. I. P. both ends Finished, $2.15. 
%-in. I. P. Nickel Plated, $2.60. 

SELF CI..OSING STOPS—H640 and H641—%-in. I. P. both 
ends N. P., $3.65. 

COMPRESSION SILL COCKS—H650 to H654—%-in. Angle 
Pattern, $1.45; %-in., $1.60. 

BOILER DRAIN COCKS—H655 and H658—%-in., $1.10; 
%-in. Rough N. P. Male, $1.10; %-in., $1.45. 

H656 and H659—%in. Rough N. P. Female, $1.10; %-in., 
$1.45. 

H700—%-in. TH or LH Stops, Solid Head, $1.45; %-in. 
$2.05. 

H703—%-in. TH or LH Stop and Waste, $1.50; %-in., 
$2 . 10 . 

GROUND KEY STOPS AND STOP AND WASTES—H730 and 
H731—%-in. TH or LH Stops, Loose Handle, $1.30; %-in., 
$1.85. 

H733 and H734—%-in. TH or LH Stop and Wastes, Loose 
Handle. $1.35; %-in., $1.90. 

COMPRESSION BASIN COCKS—H852—No. 1% Midget Ba¬ 
sin Cocks, Pair, $3.40. 

H855—No. 2 Medio Basin Cocks, Pair, $4.20. 

H856—No, 2A Medio Basin Cocks, Pair, $5.25. 

No H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. 

QUICKO BASIN COCKS—H901—No. 1%, $3.35. 

H902—No. 2 Quicko Basin Cocks, $4.00. 

H903—No. 3 Quicko Basin Cocks, $7.50. 

H908—No. 5 Quicko Basin Cocks, $7.50. 

“Allwite” Quick Comp. Basin Cocks, $10.95. 

PULLER BASIN COCKS—H925—No. 0 Fuller Basin Cocks, 
$5.25. 

H926—No. 0 Fuller Basin Cocks with Union, $6.90. 

SELF CLOSING BASIN COCKS—H950—“Standard” Ball 
Bearing, Cross Handle, pair, $8.40. 

H951—“Standard” Ball Bearing, China Level, pair, 
$10.05. 

H970—“Standard” Boston, pair, $10.05. 

Junior Size Ball Bearing 4 Arm Indexed Self Closing, pair, 
$7.90. 

DOUBLE BASIN COCKS—H980—Quicko Double Basin Cocks, 
each, $12.35. (For China Soap Cup, see U11359.) 

Glauber “Winton,” Nu-Rapid—Double Basin Cock with 
Gooseneck and China Index Lever Handles, 12-in. C to C of 


Cock Holes. $19.35. 

PANTRY COCKS— 

HlOOO—No. 1 Compression, pair. 7.32 

HlOlO—No. 1 Quicko, pair. 8.65 

II1015—Quicko, Double, each .10.85 

H1030—No. 1 Fuller, pair. 8.80 


SLOP SINK COCKS— 
H1070—Compression 
II1075—Fuller. 
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DOUBLE BATH COCKS— 

HllOO—No. 3 Compression . 5,20 

H1105—No. 3A Compression. 5.55 

H1142—No. Quicko. 5.60 

H1150—No. 2V6L Quicko . 7.50 

H1152—No. 2 4 Quicko. 7.90 

H1160—No. 10 Quicko.13.50 

H1170—No. 5 41^ Fuller . 6.40 

H1172—No. 5 4 Fuller. 6.75 

HI 175—No. 4 4L« Fuller. 6.40 

H1177—No. 4 4 Fuller. 6.75 


CHICAGO FAUCET COMPANY’S BRASS GOODS— 

AlOO—“Classic” N. P. Quaturn Swinjf Spout Mixing 
Faucet with Index Lever Handles, $10.70 each. Extra 
Washers for same, $2.35 per hundred. 

A500—N. P. Quaturn Plain Bibbs SOT, Detachable Ta¬ 
pered Shank, 4-in-, $3.00. 

A900—N. P. Quaturn Plain Bibbs with Detachable Shank, 
Adjustable Screw Flange, 4-in., $3.35. 

A1600—N. P. Quaturn Single Pantry Cock with China 
Lever Handle, $5.90. 

A1700 N. P. Quaturn Double Pantry Cock with China 
Indexed Lever Handle, $17.40. 

A1900—N. P. Quaturn Basin Cock with Top China Indexed 
Lever Handle, $3.50. 

A2000—N. P. Quaturn Basin Cock with Side China In¬ 
dexed Lever Handle, $4.90. 

A2100—N. P. Quaturn Double Basin Cock with China In¬ 
dexed Lever Handle, $14.70. 

A4500—No. 102 Amazon Basin Cocks, N. P. with China 
Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all ”Qua- 
tum” Bibbs, Basin Cocks, Bath Cocks, Pantry Cocks, Ball 
Cocks, etc., Hot or Cold, 40c each. 

N. P. BRASS ANNEALED TUBING—4 in, O. D. N. P. Brass 
Annealed Tubing, $24.00 per hundred ft. 

O. D. N. P. Brazed Brass Tubing—Per 100 ft.— 4-in., 
$37.50; 4-in., $41.23; 4-in., $48.75; 1-in., $39.00; 14-in., 
*42.75; 14-in., $48.00; 1%-in., $52.50; 14-in., $56.25; 

2-in., 75.00. 

SEAMLESS BRASS PIPE—T. P. Size, per lb.— 4-in.,61c; 
4-in., 57c; %-in., 53c; 4 in.. 50c; 4-m., 47c; 1-in., 47c; 
14-in., 47c; 14-in., 47c; 2 in., 47c; 2 4-in., 47c; 3-in., 
47c. 

Add 70 per cent for Nickel Plating Pipe. Add 10 cents 
for cut lengths. Add 75 per cent for Copper Pipe. 

MISCELLANEOUS BRASS TRIMMINGS— 

14in. Laundry Tray Plugs, 14 O. D, Tail Piece, doi.,. 19.90 
14-in. Laundry Tray Plugs, 14 I. P. Tail Piece, doz.. .19.90 
Pin. Brass Wash Tray Plugs, 14 Met. Stopper, doz... 5.50 


N. P, Chain Stays, No. 1, doz. 5.20 

N. P. Chain Stays, Nos. 1, 2, 3, dozen. 5.20 

China Chain Stays, doz. 9.50 

N. P. Chain Stay and Cock Hole Cover. 6.75 

N. P. Basin Cock Hole Cover, doz. 4.40 

N. P. Basin Chain wf. Snaps, No. 00, doz... 1.80 

N. P. Basin Chain wf. Snaps, No. 0, doz. 2.10 

N. P. Bath Chain wf. Snaps, No. 00, doz. 2.50 

N. P. Bath Chain wf. Snaps, No. 0. 2.90 

N. P. Basin Chain 12 Yd. Box, No. 00, box. 2.50 

N. P. Basin Chain 12 Yd. Box, No. 0, box. 8.00 

N. P. Basin Chain 12 Yd. Box, No. 1, box. 8.80 

N. P. Basin Chain, No. 00, per 100 feet. 6.80 

N. P. Basin Chain, No. 0, per 100 feet. 8.50 

N. P. Basin Chain, No. 1, per 100 feet.10.50 

N. P. Basin Chain, 500-foot reels. No. 00.‘.5.80 

N. P. Basin Chain, 500-foot reels. No. 0. 8.80 

N. P. Basin Chain, 500-foot reels. No. 1.10.80 

Beaded Basin Chains, per dozen. 8.50 

Beaded Bath Chains, per dozen. 8.90 

N. P. Chain Snaps, large, per dozen.48 

N. P. Chain Snaps, small, per dozen.30 

N. P. Chain ”8’’ or ”8” Hooks, per dozen. 48 

4-inch Threaded Brass Rod, per foot.37 

4-inch Rough N. P. Brass Nuts, threaded through, 100. 6.40 

4-inch N. P. Brass Cap Nuts, per 100. 5.60 

FAIRFACTS BUILT-IN BATH ROOM ACCESSORIES— 

P 1—Built-in Paper Holder, 6x6.10.00 

F115 and F125—Built-in Soap Holder, 6x6. 5.00 

P140—Built-in Grab Rail. 6x6.10.00 

P150—Built-in Comb. Rail and Soap. 6x6.10,00 

P160—Built-in Tumbler Holder, 6x6. 5.00 

F170—Built-in Sponge Holder, 6x6. 8.00 

BRASSCRAFTERS ALL WHITE ACCESSORIES— 

14086—Slab Soap Dish. 3.40 

14039—Wall Soap Dish . 3.35 

14076—Wall Soap Dish . 3.90 

14049—Wall Soap Dish . 5.00 

14073—Wall Soap Dish . 3.40 

14044—Tub Rim Soap Dish. 2.90 

14080—Tub Rim Soap Dish. 4.00 

12306—6-inch Three arm Swinging Bar. 5.30 

12103—14-inch Three arm Swing Bar. 6.80 

12518—%xl8-inch Towel Bar. 8.90 

12524—24-inch Towel Bar. 4.30 

12530—30-inch Towel Bar. 5.35 

11818 —^ 4 x 18 inch Towel Bar. 4,70 

11824—24-inch Tow-el Bar. 5.10 

11830—30 inch Towel Bar. 5.80 

11612—1x12 inch Towel Bar. 6.70 

11618—18-inch Towel Bar. 7.20 

11624—24 inch Towel Bar. 7.70 

11630—30-inch Towel Bar. 8.55 


11912—I4xl2 inch Towel Bar.13.95 

14241—Wall Pattern Soap and Sponge Holder.12.50 

14502—Wall Towel Basket.21.90 

15124—Tumbler and Toothbrush Holder. 5.80 

15118—Tumbler and Toothbrush Holder. 5.75 

15167—Tumbler Holder. 3.90 

15235—Combination T. T. B. and Soap.13.70 

15222—Combination T. T. B. and Soap. 9.35 

15150—Tooth Brush Holder. 1.60 

15103—Tooth Brush Holder. 1.80 

15176—Tumbler Holder..'. 3.85 

15195—Tumbler and Toothbrush Holder. 5.55 

15192—Tumbler and Toothbrush Holder. 5.75 

15298—Tumbler and T. B. and Soap.13.70 

15291—'fumbler and T. B. and Soap. 9.35 

15297—Tumbler and T. B. and Soap. 7.60 

15293—Tumbler and T. B. and Soap.13.70 

14811—Comb Tray . 6.55 

14800—Comb Tray . 8.00 

15752—6x24 Shelf .12.30 

15706—5x20 Shelf . 9.00 

15710—5x18 Shelf . 8.55 

15712—5x24 Shelf . 9.70 

15714—5x30 Shelf .10.95 

15301—5x20 Rail . 5 20 

15202—5x24 Rail . 5.75 

15304—5x30 Rail . 6.55 

15307—6x24 Rail . 6.35 

15435—Paper Holders (Roll) . 7.10 

15420—Paper Holders (Roll) . 3.35 

15451—Paper Holders (Sheets) . 5.35 

15510—Hooks .55 

15523—Hooks . 1.20 

. 15513—Hooks . 1.40 

15534—Hooks . 2.90 

15533—Hooks . 3.75 

15521—Hooks . 1.30 

15520—Hooks . 1.35 

15501—Hooks . 2.00 

14510—Stool .14.00 

CABINETS—6013—Double Pattern, 22^x83x5.100.00 

CHURCH BATH ROOM TRIMMINGS— 


No. 2 White Pyralin Routh Bath Stool, Rnb'r Bumpers. 19.15 

No. 7 White Pyralin Square Bath Stool, Cork Top.22.20 

No. 1 French Beveled Plato Glass Oval Mirror with 

White Pyralin Frame, 16x4.84.30 

No. 2, same, 20x28 .43.35 

No. 1, same. Oblong with Square Comers.42.50* 

No. 2, same, 20x28 .42.20 

No. 3, same, 20’inch Round.. . . 86.70 

No. 4, same, 24-inch .48.35 

BRASSCRAFTERS NICKEL PLATED ACCESSORIES— 

1612—lxl2-inch N. P. Towel Bar. 4.55 

4600—20'inch Roller Towel Bar with Lock. 5.75 

2112—14-inch 2-arm Crystal Swing Rack. 3.40 

2118—14-inch 8-arm CrTstal Swing Rack. 4.55 

2818—%xl8'inch Crystal Bar. 2.15 

2824—34-inch Crystal Bar . 2.40 

2918—lxl8-inch Crystal Bar. 8.75 

2924—24-inch Crystal Bar. 4.20 

2930—30-inch Crystal Bar. 5.00 

2936—36-inch Crystal Bar. 6.70 

2618—%xl8-inch Opal Bar.2.15 

2624—24-inch Opal Bar. 2.40 

2718—lxl8-inch Opal Bar. 8.95 

2724—24-inch Ooal Bar. 4.35 

2730—30-inch Opal Bar. 5 10 

2736—36-inch Opal Bar. 6.80 

5610—5xl8-inch Crystal Shelf. 4.95 

5612—5x24 inch Crystal Shelf. 5.40 

5606—5x20-inoh Crystal Shelf . 5.10 

5301—5x20-lnch N. P. Shelf Rail. 8.50 

5101—Crystal Tooth Brush Holder.95 

5150—Opal Tooth Brush Holder... 1.00 

5108—N. P. Tooth Brush Holder.55 

5146—Comb, Tumbler and T. B. Holder. 1.70 

5191 and 5117—Trumbler Holder. 2.40 

5170—Tumbler Holder. 1.15 

5196 and 5141—Tumbler and Toothbrush Holder. 3.35 

5222—Tumbler, T. B. and Soap Holder. 6.60 

5291—Tumbler, T. B. and Soap Holder. 6.60 

5293—Tumbler, T. B. and Soap Holder. 9 00 

5298—Tumbler, T. B. and Soap Holder. 9 35 

DRAIN COCKS—E1739—T. H. Compression for Range Boiler 
Hose or Plain Rough. N. P.. H-inch, $1.10; $1.25. 

TTRINAL COCKS—E1765—Self Closing N. P., H inch, $3 10. 
BALL COCKS—E1771—Silent H-inch O. D. without Integral 
Stop, less Ball and Stem, $3.55. 

BASIN COCKS— 

El876—N. P. Comp. 4-arm China Index Brass Handle 

with Nut for O. D. Tubing. 2.25 

E1887—N. P. Comp. 4-arm, All China Index Handle 

with Nut for O. D. Tubing. 2.90 

E1902—Rapidac N. P. China Index Side Lever Handle 

with Nut for O. D. Tubing.. 8.10 

El90.5—Rapidac N. P. China Index Top Lever Handle 

with Nut for O. D. Tubing. 2.20 

E1912—Rapidac N. P. 4 arm, All China Index Handle 

with Nut for O. D. Tubing... 2.95 

E1915—Rapidac N. P, Double China Index Side Lever 
Handle with Special Br. Y. with Nut for O. D. Tub.. .11.50 
E1926—Rapidac N. P. China Index Side Lever Handle 
(large pattern). Nut for O. D. Tubing. .. 5.55 
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BETAn. SBLLnra PBIOES—oontumad. 


E1085—Self Closinr N. P. 4-arm Brass Handle China 


Index Nuts with Nut for O. D. Tubing. 4.10 

El905—Self Closing N. P. China Index Lever Handle, 

Plain Brass Nut with Nut for O. D. Tubing. 4.80 

CLOSETS AND TBIMMINOS 
CLOSET SEATS— 

L3500—White Seat, less Cover.18.35 

Ld600—Birch Mahogany, less Cover. 6.56 

L3700—Oak, less Cover. 6.35 

L3501—White Seat and Cover.14.35 

L3601—Birch Mahogany and Cover... 5.55 

L3701—Oak and Cover. 6.85 

B. O. T. Church, B326, 47-lA. L3503—All White Seat 

and Cover, White Hinge.22.70 

L3515—White Crescent Seat.14.40 

L3615—Birch Mahogany Seat.10.15 

L3615V4—Birch Mahogany, Cantonment Type. 6.20 

L3715—Oak Seat, Mahogany, Cantonment. 4.90 

L3715—Oak Seat, Cantonment Type.4.70 

L3516—White Creacent Seat and Cover.18.20 

L3616—Birch Mahogany Creacent Seat and Cover.10.70 

L3716—Oak Crescent Seat and Cover.10.70 

L3520—White Horseshoe Seat .16.70 

L3b20—Birch Mahogany Horseshoe Seat.10.15 

L3720—Oak Horseshoe Seat.10.15 

L3521—White Horseshoe Seat and Cover.21.80 

L3621—Birch Mahogany Horseshoe Seat and Cover... 10.70 

L3721—Oak Mahogany Seat and Cover.10.70 

L3535—White Extended Seat Closet Front.20.00 

L3635—Birch Mahogany Extended Seat Closet Front.. 18.35 

L3735—Oak Extended Seat Closet Front .18.35 

L3536—White Extended Closet Front with Cover.25.00 

L3636—Birch Mahogany Ext. Closet Front with Cover. 16.70 

L3736—Oak Extended Closet Front with Cover.16.70 

L3565—White Extended Open Front and Back.21.70 

L3765—Oak Extended Open Front and Back.16.90 

L3566—White, Ditto, with Obver.26.70 

L3766—Oak, Ditto .20.00 


RANGE BOILERS 


Standard Galvanised Ver¬ 
tical Pattern, High or 
Low Top— 

No. Eaeh. 

18, 12x36 . 12.70 

24, 12x48 . 13.70 

30, 12x60 . 13.00 

40, 14x60 . 18.70 

52. 16x60 . 81.35 

66, 18x60 . 45.85 

82. 20x60 . 54.70 

100. 22x60 . 76.00 

120, 24x60 . 86.70 

144, 24x72 .124.00 

168. 24x«4 .146 70 

102, 24x96 .158.70 


Standard Galvanised Hori- 


No. 

zontal— 

Eaeh. 

80, 

12x60 


40, 

14x60 ..... 


52, 

16x60 _ 


66, 

18x60 _ 


Extra Heavy 
Vortical or 
No. 

Galvanized 
Horizontal— 
Each. 

30, 

, 12x60 _ 



40, 14x60 . 21 85 

52. 16x60 . 86.85 

66, 18x60 . 63 35 

82, 20x60 . 76.00 

100. 22x60 .106.70 


No. Each. 

40, 14x60.87.35 


Graves 800-lb. W. P. 6- 
year guarantee Boiler, 
coated with heat proof 
blue enamel— 

No. Each. 

80, 12x60 .47.50 

40, 14x60 .67.85 

Extra Heavy, Horixontal 
or Vertical, with 1- 
inch Steam Coil— 

80, 12x60 . 48.85 

40. 14x60 . 57.85 

62, 16x60 . 81.65 

66, 18x60 .111.35 

82, 20x60 .129.65 

100, 22x60 .166.65 

Boiler Stands— 

Hawks Universal.2.70 

Banders Adjustable ... 2.15 

Foster . 2.15 

12-in. American Ring.. 2.20 
14-in. American Ring. . 2.55 
16-in. American Ring. . 8.60 
18'in. American Ring. . 5.00 
20-in. American Ring. . 6.00 
22-in. American Ring. . 8.00 
24-in. American Ring. . 9.35 
H'in. Range Boiler Relief 

Valves .. 2 00 

H'in. Stack Combination 
Relief Valves ft Faucets. 

Bet 85 lbs. 7.35 

Ditto, Bet 150 lbs. 7.35 


Double Extra Heavy, Ver¬ 
tical, six- year guaran¬ 
tee— 

80. 12x60 .28.0a 

GAS WATER HEATERS 


AUXILIARY TYPE— 

No. IH. Lion, No. 25 Ruud. 

Double Copper Coil. 19.70 
No. 2. lii^n. No. 35 Ruud. 
Trh>le Copper Coil. .43.50 
STORAGE TYPE— 

Pittsburg or Ruud Multi- 
Coil Storage Heaters— 


No. Each 

30 . 50.00 

50 . 60.00 

100 .240.00 


200 , 


_285.00 

300 , 


_350.00 

500 . 


_570.00 

■^^oment Valve Thermostats— 

No. 


Each 

30, 

%-inch_ 

. . . 40.00 

50, 

\ -inch. 

. . . 40.00 

jno. 

% -inch. 

... 65 00 

200, 

1-inch.. 

. . . 70.00 

300, 

1-inch. 

. . . 70.00 

500, 

1^-inch. . . . 

. . . 80.00 


DRAINS 


DRAINS. CESSPOOLS. ETC.— 

Extra Heavy Stable Cesspool—12x12x10, $8.75 each; 16xl6x 
10. $11.25. 

C I Plain Top Cesspools—6x6x2, $1.10 each' 9x9x3, $1.90; 

12x12x4. $3 35; 13x13x4, $3.95. 

<} I. Extra Heavy, Hinged Top—6x6x2. $1.75 each; 9x9x3, 
$3.15; 12x12x4, $7.50; 1:4x13x4. $9.40. 

Galvanized Refrigerator Drains, 1*4-in. I. P., $1.60 each. 
Blake, Iron wf. B. W. Valve—G102. 2 inch, $10.15 eaeh; 
GlOa, 3-inch. $16.50; G104, 4-inch, $24.75. 


J08AM DRAINS— 

I. P. Govt. Pattern—203A, 5x2 inch, $14.40 each; 207A, 
6x3 inch. $20.00: 2003A, 6x2-inch, $21.60. 

800—4-inch N. P. Strainer, 2-inch I. P., $8.15 each. 

Roof Drains—400, 4-inch, $14.40; 401, 5-inch, $17.55; 402i 
6-inch, $19.20. i 

Wood Roof Drains—400A, 4-inch, $19.20 each; 401 A, 
inch $22.55; 402A, 6-inch, $24.00. 

Floor Drains, 4-inch 1. P.—500A, 10-inch, $13.15; 600, 8- 
inch, $9.00. 

M. ft J. SAFETY DRAIN WITH B. W. VALVE— 

2-indh Flat Iron Top, $19.80 each; 4-inch Flat Iron Top, 
$28.95; 4-inch Raised Iron Top, $37.95. 

SHOWER STRAINERS— 

3%-inch N. P. Top by IH inch I. P. Female Outlet, P2998, 
$2.40 each; 4-inch ditto by 2-inch ditto, $2.70. 

5- inch N. P. Top by 2-inch I. P. Outlet Combination Drain 
and Tran. P2986, $10.35. 

PENBERTHY AUTO CELLAR DRAINERS— 

No. 1, $32.25 each; 2, $54.00; 3. $74.40. No. 1, Non-Auto¬ 
matic, $21.90. 

Washing Machine Drainers, $4.20 each. Hose and Adapters, 
80c. SEWER PIPE 

VITRIFIED SEWER PIPE—3-inch, 22c per foot; 4-inch/ 27o; 

6- inch, 38c; 8-inch, 52c; 10-inoh, 75c. 

BRANCHES AND CURVES—3-inch, 85c each; 4-inch, $1.10; 

6-inch, $1.50; 8-inch, $2.15; 10-inch, $3.00. 

TRAPS—3-inch, $2.15 each; 4-inch, $2.70; 6-inch, $3.75; 
8-inch, $6.40; 10-inch, $8.95. 

LEAD GOODS 

HALF AND HALF SOLDER—500 lb. lots, $33.70; 100 lb. 
lots, $35.00; Less $36.35. 

EXTRA WIPING SOLDER—500 lb. lots, $29.00; 100 lb. lots! 
$30.35; Less, $31.70. 

Wire Solder, Smooth, $35.35. 

PIG LEAD—2000 lb. lots, $7.55; 500 lb. lots, $7.90; Less, 

$ 8 . 20 . 

CALKING LEAD—2000 lb. lots, $7.90; 500 lb. lots, $8.20; 
Less, $8.55. 

LEAD PIPE—%-inch to lH*inch, full reels and coils, $12.00; 
3, 4-inch Lead Soil Pipe, full lengths, $12.00; Other 
sizes 2H to 5-inch, full lengths, $12.70; Cut Piices, all sizes, 
$13.20. 

SHEET LEAD—Pull Rolls, $12.70; Cut Pieces, full width, 
$13.90; Cut Pieces, odd sizes, $14.70. 

^-inch Lead Tubing, $16.60. 

Bar Tin. $60.00. 

Block Tin Pipe, full reel and coils, $63.35. 

Block Tin Pine, cut pieces, $78.35. 

LEAD WASHERS—$26.20 per 100 lbs. 

LEAD WOOL—$18.55 per 100 lbs. 

Note—Add to lead pipe when full reels are taken $2.70 
per reel. 

Wood reels when returned to American Smelters Securities 
Co., San Francisco, Cal., direct via prepaid freight will be 
credited at $2.00 each net, no freight allowance, on receipt 
of prepaid B. L. 

PIPE OUT TO ORDER j 

On Pipe cut to specified lengths, where the loss occasioned 
by cutting up stocK lengths is assumed, a higher price isj 
charged than for pipe in random lengths. This advance coveral 
the pipe only, and there is an extra charge for cutting and 
threading as follow^; I 

(1> Pipe cut to special lengths and threaded both ends, two 
threads are charged for each piece of pine furnished, and no 
charge made for the cut. ; 

(2) Where one end of the pipe is left blank, the charge is! 
for one thread and one cut on each piece, the price of the cut! 
being one-half of the threading list. 

(3) Where both ends are left blank, a charge is made for; 
all cuts and for the one thread necessary to make the remain¬ 
ing scrap salable. This applies to whatever the number of cut. 
pieces mav be. 

(4) When pipe is made up to sketch, all couplings used 
are charged for and all pipe is charged at cut length prices. 

(5) When pipe of any size is furnished in exact lengths 
longer than one random length by coupling on a short piece, 
the cut price is charged for the entire length. All couplings 
furnished are charged for, but only two threads. This applies 
to whatever number of random lengths may be included in the 
run. 

(6) A customer can make his own measurements, and to 
call for the exact lengths necessary to make up the run: 
required, which will be charged at the cut price with two! 
threads with additional charge for any extra couplings fur 
nished. 

(7) In the case of an order for specified amount of pipe, 
WHERE EXACT MEASUREMENTS ARE NOT ABSOLUTEI.Y^ 
NECESSARY, the cut length price may be charged for the last 
piece furnished necessary to equal the amount called for after, 
the random measurements have been ascertained. 

(8) When pipe is furnished in random lengths by customer 
(he assuming the loss on the scrap), to be cut to order, the 
actual work done is charged lor; that is, all cuts and all 
threads actually made. In such cases the scrap belonging to 
the customer, and no credit allowed for same. 

(9) In charging cut nipe, no allowance is made for coup-l 

lings or for threads already on the pi'^e. j 

(10) Where pipe in sizes to 2 feet inclusive is cut ont 
r."ller cutter in pieces of 12 inches or less and not reamed orl 
threaded one cut is charged for each piece at one-quarter ofl 
the Threading list. 
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-BUSINESS OPPORTUNITIES- 

Announcements in this department will be inserted at the rate of five cents a word, including address, 
with a minimum charge of $1.00; payable in advance. Copy should reach this office not later than the 
tenth of the month to secure insertion the following issue. 


POSITION AS MAKAOEB 

Are you in need of a man capable of 
taking charge of your buainesa; who is 
thoroughly versed in modem methods of 
merchandising and store arrangement, and 
has made a success managing big business. 
Reputation speaks for itself. Highest ref¬ 
erences furnished. Address Box 24, care 
HARDWARE WORLD. 


REPRESENTATION WANTED 
Facto^ Sales Organization, with staff 
of efficient salesman calling on jobbers 
and retailers in Hawaiian Islands, open 
to represent Pacific Coast lines—com¬ 
mission basis. Address Box 957, Hono¬ 
lulu. T. H. 


FOR EXCHANGE 

Fine income property in Seattl^ Wash¬ 
ington, valued at Thirty-five Thousand 
Dollars. Annual income Thirty-four Hun¬ 
dred Dollars; can be increased to five 
thousand with small expense. Will ex¬ 
change for Hardware store any place on 
Pacific Coast. Carl M. Dies, 2200 Alki 
Avenue, Seattle, Washington. 


FOR SAI.E 

General Merchandise Store, including 
Dry Goods, Shoes, Hardware and Gro¬ 
ceries located in the heart of the Raisin 
district in the San Joaquin Valley, forty 
miles from Fresno. Business established 
25 years. No Credit—all departments on 
Cash basis. Sales, this year, $140,000. 
Operating expenses about 12 per cent. 
Stock will invoice about $35,000, which 
can be materially reduced by judicious 
sales, and will be sold for market value, 
plus freight. This store has always been 
a money-maker, and is today a wonderful 
opportunity for the right man. Will sell 
separately the hardware and grocery de¬ 
partments. The death of partner is reason 
for selling. Address Box F 32, care 
HARDWARE WORLD. 


SALESMAN WANTED 

Calling on the Implement, Hardware, 
House Furnishings, or Electrical trade to 
sell well known line of washing machines 
in Texas and New Mexico. Liberal com¬ 
mission to good representative. Write 
for details. THE DEXTER COMPANY, 
Fairfield. Iowa. 


REPRESENTATION WANTED 

Manufacturers’ Agent doing a jobbing 
business on hardware and electrical goods 
and calling on all the hardware, furniture 
dealers in Southern California, would like 
to represent one or two firms exclusively. 
Address Box 653, care HARDWARE 
WORLD. 


FOR SALE 

Hardware and Implement Business in s 
good Irrigation District in Colorado. Will 
sell stock and lease building. Address 
C. 8. P., care HARDWARE WORLD. 


WANTED 

Hardware Men, Agents, Jobbers, Sales¬ 
men, attention I I have a dandy new Laws 
Mower Sharpener that sells like hot cakes. 
Alright, enough said. Address Box 265, 
Station C. Los Angeles, California. 


WANTED 

Salesman calling on Hardware and Fur¬ 
niture dealers to sell polish and mops for 
following territory: San Francisco, Fres¬ 
no, Arizona. Address Box 1217, cars 
HARDWARE WORLD. 


The Oakdale Hardware & Implement Co. suffered 
a loss of approximately $1000 in a fire recently at Oak¬ 
dale, Cal. 


The Big Bend Trading Company are the successors 
to M. E. & E. T. Hay at Wilbur, Wash., who have 
operated a large department store for many years. They 
plan to add new lines and increase the business wher¬ 
ever possible. 


H. C. Garnett of Medford, Oregon, has purchased the 
hardware business of Albert Hall at 11 West Main 
Street, Alhambra, Cal. 


The Blythe Furniture & Hardware Co., Blythe, Cal., 
have filed articles of incor^ration, with an authorized 
capital stock of $25,000. The incorporators are C. L. 
Hearne, C. B. Randall, Gertrude H. Hearne and Annie 
G. Randall. 



BEAR 


* ^ Keep up your stock during the fall and winter 
—see that every plow and tractor has a Bear 
Brand Canteen swung on it when plowing com¬ 
mences. * * 


No. 60 “First Aid' 


“Carry a few Bear Brand Canteen sets in 
stock continually, as there is a year-round 
demand due to winter touring.'' 

Ton shoiild cany a good stock of Canteens" 


'Plenty of hot weather ahead. 

WOOLWINE METAL PRODUCTS COMPANY 

Ifoe Angeles^ California: Eighth Street and Santa Fe Ave. 



BRAND CANTEENS 


SALES OFFICES 

Omar Cox, Atlas Building, San Francisco, California Strimple A Cox, Corbett Bonding, Portland, Oragoa 

Banda A Cox, San Fernando Building, Loe AngeleaCal. Taylor, Tonngs A Cox, Tomplo Conn Bldg., Denver, Colo. 

Strimple A Cox, L. C. Smith Bnilding, Seattle, Waah. Rankin A Cox. Newhonae Building, Salt Lake Cityt Ifisk 

Dan M. BeU, 222 Slaughter Bnilding, DaUaa, Texas 
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Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in fi^ring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridgss—Metallic 

Box 

Semi- 

Blank Bim Fire— Smkls Smkls 


88 Short . 

.20 


88 Short . 

.40 


Blank, Center Fire— 



88 SAW . 

.65 


38 SAW . 

.85 


38 Long Colt . 

1.86 

- . 

44 W 0 F. 

1.80 

-. , 

Shot, Rim Fire— 



83 Long. 

.60 

.70 

83 Long . 

1.20 

- 

Shot, Center Fire — 



83 S A W . 

1.10 


83 W C F . 

1.66 

- . - 

38 SAW . 

1.80 


38 W C F . 

1.80 


44 W OF . 

1.80 

2.16 

44 X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

3.16 

Rim Fire, Ball— _ 



BB Caps . 


.40 

OB Caps . 


.60 

82 Short . 

.30 

.85 

83 Short H P . 

.86 

.40 

22 Long . 

.86 

.40 

22 Long H P . 

.40 

.45 

88 Long Rifle . 

.40 

.45 

28 Long Rifle H P . 

.46 

.50 

22 W R F . 

.60 

.66 

22 W R F, HP . 

.66 

.70 

22 Win Auto . 

.« . 

.66 

22 Win Auto, H P . 

•. . 

.70 

25 Short Stevens . 

.70 

... 

25 Stevens . 

1.00 


32 Short . 

.70 

.. . 

32 Long . 

.80 

.. . 

38 Short . 

1.16 

.. . 

38 Long . 

1.26 

.. . 

41 Short . 

1.06 


Center Fire Pistol — 



22 Win SS . 

1.60 

1.80 

25 Colts Auto . 

• • • 

1.60 

25-20 Single Shot . 

1.70 

2.00 

25-20 Win . 

1.66 

1.90 

25-20 Win HV . 


2.20 

7.63 MM-Mauser . 


2.76 

7.65 MM-Mauser . 


2.76 

0 MM-Luger . 


2.80 

82 Colt# Auto . 

ee e 

1.76 

88 Colt's Short . 

1.06 

1.16 

32 Colts Long . 

1.16 

1.80 

32 Colts Police Positive. 

1.16 

1.80 

32 S A W.... . 

1.05 

1.15 

32 S A W Lebg . 

1.15 

1.30 

32-20 Marlin . 

1.55 

1.90 

32 Winchester . 

1.65 

1.90 

32-20 Win HV . 

• • • 

2.20 

35 S A W Auto . 

• . . 

1.90 

38 ^Its Auto . 


2.50 


38 

Colts Short. 

1.30 

1.50 

38 

Colts Long. 

1.40 

1.60 

38 

Colts Police Positive. 

1.40 

1.60 

88 

8 A W. 

1.40 

1.60 

38 

SAW Special. 

1.60 

1.80 

38 

Winchester . 

1.85 

2.30 

41 

Colts Short DA. 

1.60 

1.80 

41 

Colts Long DA. 

1.85 

2.10 

44 

Bull Dog . 

1.55 


44 

SAW Amer. 

2.00 

2!36 

44 

SAW Rus. 

2.10 

2.30 

44 

SAW Special. 

2.15 

2.85 

44 Webley . 

1.75 


44 

Winchester. 

1.85 

3!86 

45 

Colts . 

2.85 

2.60 

45 

Colts Auto . 


2.86 


Center Fire Military and Sporting— 


22 Savage . 


1.60 

250-3000 Savage . 


1.75 

25-35 Winchester. 


1.40 

25-35 Short Range. 

-. . 

1.40 

25-36 Marlin. 


1.50 

25 Remington Rimless .. 


1.40 

6 MM U S N. 


2.30 

7 MM Spanish Manser .. 
7.65 MM Bel Mauser.... 


2.30 


2.80 

8 MM Mauser. 


2.30 

9 MM Mauser . 


2.50 

30-30 Winchester. 

* - r 

1.60 

30 Remington Rimless... 


1.60 

80 Government lUmless.. 


2.30 

303 Savage . 


1.60 

32 Remington Rimless .. 


1.60 

32-40 Winchester. 

1.15 

1.85 

32-40 Winchester HV... 

- T r 

1.75 

32 Winchester Slf Ldg. . 


8.10 

32 Winchester Special .. 


1.60 

33 Winchester. 


2.80 

35 Winchester Rimless . 


1.75 

35 Winchester. 

• • • 

2.50 

35 Winchester Slf Ldg.. 


8.15 

351 Winchester Slf Ldg.. 
38-55 Winchester Lead.. 


8.85 

liso 

1.70 

38-55 Winchester HV.,. 


2.00 

38-56 Winchester. 

i.’eo 

1.80 

40-60 Marlin . 

1.60 

• • • 

40-60 Winchester. 

1.50 


40-65 Winchester. 

1.60 

I'.SO 

40-70 Winchester . 

1.65 


40-72 Winchester . 

1.60 

i!96 

40-82 Winchester . 

1.65 

1.95 

401 Winchester Auto.... 

• • • 

1.80 

405 Winchester. 


2.75 

45-60 Winchester. 

1.60 


45-70-405 Government... 

1.60 

1*86 

45-75 Winchester. 

1.60 


45-90 Winchester. 

1.65 

1.‘96 


SHELLS, LOADED- 
MEDIUM GRADE. 


BULK—SMOKELESS. 

12 8 dra. x 1 oi., 24 grs. x 1 


oz., drop shot.$1.80 

8 drs. X Ihk oz., 24 gre. x 

1 % oz. drop shot. 1.26 

drs. x IVi os., 26 grt. 

X IH os., drop shot.1.26 

8^ drs. X 1% os., BB shot, 

drop shot. 1.86 

8 M drs. X Buck shot, drop 

shot . 1.86 

16 2% drs. X % os., 88 grs. x 

% os., drop shot. 1.16 

8% drs. X % OB., BB shot, 

drop shot . 1.86 

20 8^ drs. X % os., 18 grs., x 

% os., drop shot. 1.16 


HIGH GRADE SMOKELESS 


18 8^ drs. X IH os., 86 grs. x 

IH os., chilled shot. 1.40 

8H drs. X 1% os., 28 grt. x 

1% os., chilled shot. 1.46 

16 8% drs. X % os., 88 gn, x 

% 08 ., chilled shot. 1.80 

80 2^ drs. X os., ehiUed 

shot . 1.86 

8H drs. X % os., chilled shot. 1.86 


Trap Loads— 

18 8 drs. X 1^ os., 7% chilled 1.86 
8H drs. X 1^ os., 7H chilled 1.40 
Black Powder—^Load^— 

18 8^ drs. X 1V4 os., drop shot 1.06 
Caps and Primers— 

PercnsBion .80 .... 

Musket Caps . .85 .... 

Primers, 100 im box... .86 .... 

Primers, 850 im box... .80 .... 


Empty Paper Shells—Black pow.— 
18, 1^ 20 Ga., per 100. ... 1.60 

10 Ga., per 100. 1.66 


MEDIUM GRADE SMOKELESS— 
18, 16, 20, 88 Ga. per 100 .. 1.80 

10 Ga. per 100. 8.10 


HIGH GRADE SMOKELESS— 

18, 16, 20. 88 Ga.. 8.80 

10 Ga. per 100. 8.40 

Empty Brass Shells— 


Best Quaf. 18, 16, 20 

28, Box 25. ... 8.76 

8nd Qual. 12, 16, 80 

28. box 26. 2.10 

Wads— 

Cardboard, box 260. .80 

Black Edge, Reg., box 

250 .60 

Black Edge, M in., 126 

in box. .40 

Black Edge, M in., 260 

in box. .80 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $5.50; 
larger, $6.00. 

Lippincotts—House, $8.50; Ship, $4.00. 

Whites or Bartons—House. $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 3 to 8^, $5.00; Standard Slicks, $4.75. 


ALUMINUM WARE, OAST— 


Griddles— 

Size 7 . 8.85 

Size 8 . 8.75 

Size 9 .4.25 

Size 10 .4.00 

Size 12 .4.75 

Kettles, Berlin— 

8H qts.5.75 

4 qts.6.65 

5 qts.8.00 

6 qts.8.75 

Kettles, Maalin— 

4 qts.6.10 

6 qts.5.75 

8 qts.7.50 

12 qts.10.50 

Kettles, Tea— 

Size 6 .6.85 

Size 7 .6.50 


Size 8 . 7.00 

Pans, Lipped Sauce— 

2 qts. 4.75 

8 qts. 5.25 

4 qts. 5.75 

Skillets— 

Size 6 . 3.50 

Size 7 . 3.50 

Size 8 . 4.00 

Size 9 . 4.50 

Spoons, Basting— 

15inch .30 

Spoons, Mixing— 

18-inoh .30 

Waffle Moulds— 

Size 7, Low . 4.75 

Size 8, Low. 5.15 

Size 7, Deep. 5.15 

Size 8, Deep. 7.90 


ALUMINUM WARE. PRESSED— 


Boilers, Bice— 

1% quart .2.00 

3 quart . 3.00 

Cups— 

Collapsible .15 

Measuring.25 

CoTers, Pot— 

7% inch.25 

8% inch.25 

9H inch.35 

10 H inch.40 

11 H inch.50 

Kettles, Oonrex— 

2 quart . 1.25 

4 quart . 1.75 

6 quart . 2.25 

8 quart . 2.75 

10 quart . 3.25 

Kettles, Preserving— 

3 quart . 1.25 

6 quart . 2.00 

10 quart . 2.50 

14 quart . 4.00 

Kettles, Tea— 

5 quart . 4.00 

6 quart . 5.25 


8 quart . 6.00 

Ladles— 

H pint.25 

Moulds, Jelly— 

2841 to 2848 .10 

Pans. Biscuit— 
ll%x7Hxl^ inch. . . .65 

Pans, Bread— 
9%x5%x2% inch... .65 
Pans, Cake— 

Round, Plain, 8% In.. .35 
Round, Plain, 9% in.. .40 
Rd., L<Mse Bot., 8% in. .45 
Rd., Loose Bot., 9% in. .50 
Square, Plain, 9V6 in.. 1.25 
Tube, Plain, 9 inch. . . .90 

Tube. Plain, 9% inch. 1.25 
Mountain, 9^ inch. . .45 

Pans, Com Cake— 

6-cup.90 

12-cup . 1.75 

Pans, Dish— 

10 quart . 8.00 

17 quart . 4.25 

Pans. Pry— 

9% inch . 2.66 
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BBTAIL SBZJUVa FB10B8--CkMitlii^ 


L. * O.->a0YAL KNAMBL WARB 


Biggins, Ooffee 

0 . 1.00 

00 . 1.25 

40 .25 

Cups and Ssuoers 

800 .45 

Lsdlss, Deep 

100.85 

120.40 

84 .70 

86 .85 

Pant. Milk 

0.25 

11 . »o 

Plates, Deep Pis 

89.85 

40 . .to 

020 . 1.50 

080 . 1.70 

800S.26 

Onspidors 

10.60 

111.40 

Messnras 

02.40 

Plates, ShaUow Pie 

87 8& 

Boilers, Ooffee 

60 . 1.85 

20.40 

80.40 

80 .85 

04.66 

40.50 

Pistes, Dinner 

80 . 1.86 

800 . 1.40 

06 . 1.25 

60.70 

100 . 8.15 

Boilere, Riee 

14 . 1.15 

Dippers, Cup 

10 .85 

Dippers, Windsor 

110.46 

11 Grsdnsted. .65 
Pails, Chamber 

2 . 1.85 

100 .90 

120 . 1.00 

Pans, Oonvsz Snnee 

02 .70 

Pots, Fireless Cooker 
1450 . 1.90 

18 . 1.45 

40 . 2.60 

Pots, Ooffee 

2H .60 

6.75 

25.95 

45 . 1.15 

Pots, Tea 

00.65 

%2 . 1.85 

Dippers, Suds 

4.70 

Dishes, Sosp 

50, 60 .40 

Fillers, Fruit Jsr 

20 .86 

Flasks, Coffes 

10.75 

Pails, Water 

110 . 1.50 

114 . 2.00 

Pane, Bed 

1 . 8.65 

Pans, Douche 

2 . 2.40 

04.95 

26 . 2.50 

Bowls, Wish 

26.60 

80.60 

84 .80 

Bnekets, Ooversd 
ai.50 

06 . 1.15 

010 . 1.65 

012 . 2.00 

Pans, Oombinstion 
Sauce 

ID . 1.86 

lOT . 8.86 

0.80 

98.75 

Funnels, Pieced 

01 .85 

Pans, Bread 

11 .50 

Pans, Lipped Sauce 

10.85 

20 . 1.00 

86 . 1.05 

Oil.80 

98 . 1.86 

03 .60 

18 .70 

14.45 

101 . 1.00 

82 . 1.85 

150 .65 

850 .85 

450 . 1.00 

660 . 1.25 

850 . 1.65 

1050 . 1.85 

05.70 

06 .86 

Kettles, Convez 

08 .80 

05 . 1.00 

08 . 1.40 

010 . 1.76 

Pana, Caka 

9 .25 

10, 69. 70.40 

200 .45 

Pane, Obm Oak# 

706 .75 

709 .90 

18.65 

24.75 

28 . 1.00 

Pans, Straight Sauce 

250 .80 

450 . 1.05 

660 . 1.80 

102 . 1.10 

Pots. Straight Sauce 

018.95 

022 . 1.25 

026 . 1.85 

080 . 2.85 

Pots, Soap Stock 

818 . 9.75 

886 . 18.75 

218 . 7.60 

286 . 11.25 

Roasters 

150 . 2.90 

1860 . 9.16 

014 .. 2.26 

712 . 1.10 

850 . 1.40 

Bnekets, Dinner 

110 . 2.00 1 

112 . 2.85 

118 . 2.75 

608 . 1.65 

020 . 8.15 

Kettles, Lipped 
Preserving 

14.45 

18.55 

Pant, Muffin 

406 .60 

412 . 1.00 

Pans, Deep Padding 

50 . ^ 

Pans, Stew 

8 .40 

5 .50 

6 .65 

Pans, Oblong Stove 

04.45 

608 . 1.86 

82 .70 

150.40 

Ohsmbers 

1 .65 

86 .85 

800 .50 

100.60 

180 . 8.50 

80 . 1.16 

600 .60 

800 .85 

Skimmers, Flat 

12.85 

8 .95 

86 . 1.65 

600 .80 

850 . 1.05 

8 . 1.00 

40 . 2.50 

1000 .90 

450 . 1.85 

Spoons, Bastift 

10.20 

Ohsmber Covers 

10.80 

50 . 8.75 

Pans, Dish 

15 . 1.85 

550 . 1.80 

Kettles, Milk 

71 .70 

Pans, Square Stove 

110.80 

14.25 

80.40 

80 .. 1.10 

18.85 

80.50 

78 . 1.00 

140 . 1.60 

112 .95 

Steamers 

7 . 1.50 

Oolsndere 

1.65 

74 . 1,90 

210 . 2.00 

114 . 1.25 

Kettles, Tea 

80 . l.OO 

800 . 2.90 

118 . 1.60 

8 . 1.76 

8 .96 

400 . 4.40 

120 . 1.85 

Steepers, Tba 

8 .70 

104.66 

60 . 1.25 

Pans, Rinsing 

08 . 1.05 

014 . 1.86 

Pitohers, Molasses 

001 .75 

Pitchers, Water 

8 . 1.20 

806 .90 

Cups 

8 Mug).85 

6 .85 

70 . 1.60 

90 . 2.16 

Tubs, Oval Foot 

0 . 1 50 

100 . 2.60 

017 . 1.60 

8 . 2.00 

160 . 1.60 

Pans, Lipped Yiy 

80.40 

4 . 1.55 

4 . 8.25 

8 .90 

180 . 2.10 

5 . 1.20 

Turners, Cake 

14.25 

9. 10. 11. 25.. .26 

190 . 2.50 

82.55 

10 . 1.85 


ALUMINUM WARE, PRESSED—Oontinued, 


8.25 


Pa OB, ConTez Bailee— 

1 quart.75 

8 quart .. 1.65 

6 quart .2.25 

FotB, Fireless Cooker— 

4 quart . 1.50 

6 quart. 1.85 

8 quart .2.25 


10 % inch 
Pans. Milk— 

6 quart . 1.65 

Pans, Pie— 

9% inch.40 

Pans, Pudding— 

1 quart.50 

2 quart . . ...75 

4 quart . 1-25 

ANCHORS—Screws per 100, 8-18. 8A15: %, 86.25. ^ „ 

Sebco, 816xH in. •% In. -1 in., 85.00 per hundred list; 
in. *% in. *1 in., 85.60 per hundred net. 

ANVILS—Vulcan No. 2, 20-lb., 87.50; No. 8, 801b., 89.00: No. 
4 . 40-lb., 810.00; No. 5, 501b.. 811.50; No. 6, 60-lb., 818.00; 
ko. 7, 70-lb., 814.50 ; No. 8, 801b., 810.50. 

Columbian—80 to 425 lbs., 82e per lb.; 70 to 79 lbs.. 82He 
Ih.; 60 to 69 lbs., 83e lb.; 50 to 59 lbs., 84e lb. With Clip 
Horn. 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APHONS—Carpenters—California Leg, 82.25; No. 12 Long 
Brown. 81 75 : No. 2 Short Brown, 75c. 


AU(tERS—S nell's Carpenters’ Nut— 




Size . 

... H 

% 

% 

% 

1 

IH 

Each . 

. . .$1.15 

$1.15 

$1.30 

$1.50 

$1.75 

$2.25 

Size . 


IH 

1% 

2 

2H 

8 

Each . 


$3.00 

$3.40 

$3.85 

$6.75 

$11.75 

Ifiths . 

. . . 8-10 

11-12 

13 

14 

15 

16 

With Screw . 

. . .$1.50 

$1.60 

$1.75 

$1.75 

$2.00 

$2.00 

No Screw . . . 

... 1.80 

1.95 

2.10 

2.10 

2.35 

2.35 

leths . 

. . . 17 

18 

19 

20 

21 

22 

With Screw . 

. . .$2.10 

$2.10 

$2.40 

$2.40 

$2.70 

$2.70 

No Screw . . . 

. . . 2.00 

2 60 

2.85 

2.85 

3.25 

8 25 

Ifitha . 

. . . 23 

24 

25 

26 

27 

28 

With Screw . 

. . .$2.45 

$2.45 

$4.00 

$4.00 

$4.85 

$4.85 

■ No Screw . . . 

... 415 

4.15 

4.85 

4.85 

6.75 

5.75 

leths . 

. . . 29 

30 

31 

32 



With Screw . 

. . .$5.7.5 

$5.75 

$6.75 

$6.75 



No Screw . . . 

. . . 6.85 

6.85 

8.10 

8.10 



ALU ERS—Post 

Hole—Iwan. 6-inch. $3,0C 

1 each ; 

7inch, 

$3.25; 

8-inch, $3.25. 

Vaughan’s, 4 to 

8-inch, 

$2.75. 




ASBESTOS— 

Mill board, 80e lb.; ent, 85e lb. 

Paper, 80e lb.; cut. 85e lb. 

Wicklng, H'lb. balls, 40e each. 
Wieking, 1-lb. lota, 75c. 

Cement, per sack, 89.00; per lb., 12He. 


AXES—Plumbs' Hunter's handled, 12 os., 81-50; 1 lb., 81-65; 
IH lb.. 81.75. 

Boj Scout—Handled with aheath, 82.26; without sheath, 
82.00; sheaths, 85e. 

Double Bit—Handle<L 88.75; nnhandled, 82.75. 

Single Bit—Handled warranted, 83.00; second grade. 
82.75; nnhandled, 82.00. 

Marble’s Pocket—No. 2, 83.25; No. 8, 83.50; No. 5, 82 00; 
No. 6, 82.25. 


BAGS—WATER- 


Closed Top 


Sanitary Top— 


1-gal.. 

.... 1.25 

l-gaL. 

. . 1.40 

2 gal. 

.... 1.76 

2-gal . 

. . 1.85 

SH-gal. 

S’gaf. . 

_2.65 

-8.50 

I-Sf-;.:::;:;:::: 

. . 2.85 
.. 8.75 


BABBITT—Frictionless, 45c lb.; Magnolia, 45c lb.; No. 4, 
11 He lb.; No. 3. 15c lb.; No. B, 22c lb.; No. A (genuine), 
70c lb.; XXXX Nickeled, 75o lb. 


BARS. CROW—Pinch Point, Wedjre or Lininr, 15c lb. Claw, 
25 lb., 20c lb.: 30-lb., 20c lb. Ripping or Wrecking. Hxl2- 
in., 25c each: %x20-in., 50c; %x24-in., 55c; %x24-in., 60c; 
%x30-in.. 75c. 


BATTERIES—Dry Cell—Columbia, Ever Ready, Red Seal, Red 
Devil or Red Label, etc., Nos. 6 and 6S, 50c each. Hotfhoi 
Multiple, 4 cell, 82.75; 5 cell, 83.00; 6 cell, 83.50. See 
also Sparkers. 

beds—AUTO—B- 1 Red Seal Auto Bed, 828.45; C-5 Red Seal 
Bed, Tent and Dust Bags, 850.00. 

BELLS—Alarm—House, 85c each. Call, steel, iron base, 80e 
each; Call, bell metal, broaie base, 81.40; Gong, gold broniM 
steel. 90e: Oong, polished bell metal, 5-inch, 81-50 each; 
6-inch, 82.10; 7-inch, 82.85; 8 inch, 84.25; lO-inch. 87.10. 
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BETAUi tSSSUJOSQ PRICES—Oontinned. 


BELLS—Continacd— 

IQ-inch, f 11.25. Rotary Door, bronso, 85e each; atoel, 85o; 
iron, 85e; copper, 85o; wroniTht steel, 8-ineli, $1.65. 

BILLS—Farm—(100 lb.), $16.00. 

BELLS—Cow—No. 0, $1.50 each; 1, $1.25; 2, $1.00; 8, 75o; 
4. 65e; 5. 55c; 6, 45c. 

BELLS—Eleetrie—^8H*ineh, Selipse Iron Box, OOe eaeh; 8-ln. 

Nonpaieil. $1.00. 

BET.L STRAPS— 

Cow—IH lb., $1.00; 1V& lb.. $1.25; 1% lb.. $1.85. 
BEVELS—Sliding T—No. 18, B in.. $1.10; 8-in., $1.25; 10-in., 
$1.85. No. 25: 6-in.. 70c; 8-in., 75c; lO-in., 80c; 12-in., 

90e. No. 1—Odd Jobs, $1.10. 

BIBBS—Compression—(See also Plumbing Prices) — 

%-ln. %in. %-in. 1-in. 

Plain—Rough brass.95 1.25 1.65 .... 

Finished brass. 1.25 1.75 2.10 8.75 

Nickel plated . 1.45 1.80 2.35 4.15 

Hoss—Rough brass. 1.10 1.35 1.80 8.75 

Finished brass. 1.45 1.75 2.25 2.70 

Nickel plated. 1.65 1.95 2.50 

BITS—Anger— 


leths Jen’s Fat’n R. J. Irwin Jen. Car Wood 

3 .45 .75 .40 1.20 .25 

4 .40 .65 .40 1.20 .25 

5 .40 .65 .40 1.20 .25 

6 .40 .65 .40 1.20 .30 

7 .40 .65 .40 1.05 .35 

0.40 .65 .45 1.20 .40 

9.45 .75 .50 1.35 .45 

10 .45 .75 .55 1.45 .45 

11 .55 .90 .65 1.60 .50 

12 .55 .90 .65 1.75 .50 

13 .65 1.05 .75 1.85 .55 

14 .65 1.05 .75 2.00 .60 

15 .75 1.20 .85 2.15 .65 

16 .75 1.20 .85 2.35 .70 

17 . 1.50 1.00 .... .75 

18 .95 1.50 1.00 .... .85 

20. 1.10 1.60 1.10 _ .90 

22. 1.70 1.25 .... .95 

24. 1.80 1.35 .... 1.25 


BOLTS—Common Carriage— 

8-16*%" 6-16" 7-16" 


10 100 10 100 10 100 10 100 10 100 

1% ... .90 .15 1.25 .25 1.70 .30 2.20 .85 2.70 

2 ... 1.00 .20 1.40 .25 1.85 .30 2.40 .40 8.00 

2% ... 1.10 .20 1.50 .25 2.00 .35 2.60 .40 3.25 

3 ... 1.15 .20 1.60 .25 2.15 .35 2.80 .45 3.55 

3% .15 1.25 .25 1.70 .30 2.30 .40 3.00 .45 3.80 

4 .15 1.35 .25 1.80 .30 2.40 .40 3.20 .50 4.10 

4% .20 1.45 .25 1.90 .30 2.55 .40 3.40 .55 4.40 

5 .20 1.50 .25 2.00 .35 2.70 .45 3.60 .55 4.65 

5% .20 1.60 .25 2.15 .35 2.95 .45 3.80 .60 4.95 

6 .25 1.90 .30 2.75 .40 3.00 .50 4.00 .66 5.20 

6% .25 2.00 .35 2.60 .45 3.50 .50 4.20 .70 5.50 

7 .25 2.10 .35 2.75 .45 3.65 .55 4.40 .70 5.80 

8 .30 2.30 .35 2.95 .50 4.00 .60 4.80 .75 6.35 

9 .40 3.20 .55 4.30 .65 5.20 .85 6.90 

10 .40 3.45 .60 4.65 .70 5.60 .90 7.45 

11 .60 4.95 .75 6.00 .95 8.00 

12 .65 5.25 .80 6.40 1.06 8.60 

14 1.15 9.70 

16 1.35 10.80 

18 1.45 11.95 

20 •. 1.60 18.05 


BOLTS—Expansion—(See SHIELDS). 


BOLTS—Store — 




6-82" 

8- 

16" 

% 


5 16" 


%.... 

.10 

.50 

.10 

.50 







%.... 

.10 

.50 

.10 

.50 

.10 

.76 






.10 

.50 

.10 

.50 

.10 

.75 






.10 

.50 

.10 

.50 

.10 

.75 





%.... 

.10 

.55 

.10 

.55 

.10 

.80 





1 .... 

.10 

.55 

.10 

.55 

.10 

.85 

.15 

1.10 

.20 

1.66 

1%.... 

.10 

.60 

.10 

.60 

.10 

.85 

.15 

1.15 

.20 

1.76 

1%.... 

.10 

.65 

.10 

.65 

.15 

.90 

.15 

1.20 

.85 

1.85 

1%.... 

.10 

.70 

.10 

.70 

.15 

.95 

.20 

1.80 

.26 

1.95 

2 .... 

.10 

.75 

.10 

.75 

.15 

1.00 

.20 

1.40 

.25 

2.06 

2%.... 



.10 

.75 

.15 

1.05 

.25 

1.50 

.80 

2.15 

2%.... 



.10 

.80 

.15 

1.10 

.25 

1.65 

.80 

2.30 

3 .... 



.16 

.90 

.16 

1.20 

.25 

1.65 

.85 

2.60 

8%..., 



.15 

1.05 

.20 

1.30 

.26 

1.80 

.40 

2.76 

4 .... 



.15 

1.20 

.20 

1.45 

.25 

2.00 

.45 

8.00 


Biu In Sets—Common, 6 bit% $4.00; 8 bits, $5.00; 
13 bits, $7.50. R. J., 18 bits, $12.50. Irwin, 18 bits. $9.50; 
8 biu, $5.50. 

Ship Auger Csr Bits same prices as Ship Augers. 
Ezpansire—Olarks* small, $8.00; large, $8.00; Steers, 
smsll, $8.60; larga $4.25. 

Expansire Bit Cutters—Clark's No. 1, 86e; No. 2. 45o; 
No. 8. 65o; No. 4, 76e. Steers, No. 1, 75e; No. 2. 76c; No. 
8, 80e; No. 4, 86e: No. 6. $1.25. 


BIT HOLDERS—Extension— 


Hillera Falls, No. 8— 


12 . 

16 . 

.. 2.00 

.. 2.16 

18 . 

.. 2.26 

21 . 

.. 2.86 

24 . 

.. 2.60 

Millers Falla, No. 
12 . 

6^— 

.. 1.76 

16 . 

.. 1.76 


18 . 1.90 

81 .2.00 

24 .2.86 

Stanley, No. 1— 

12 .2.00 

16 .2.16 

18 .2.26 

24 .2.86 


BLOCKS—Tackle— 


Wood- 

8-in. 

4-in. 

5-in. 

6-in. 

8-in. 

10-in. 

Single, Plain Bushed.. 

.75 

.90 

1.00 

1.20 

2.00 

8.80 

Donble, Plain Bushed.. 

1.85 

1.65 

1.85 

2.15 

3.50 

5.50 

Single Roller Bushed.. 
Donble Roller Bushed.. 

1.20 

1.25 

1.85 

1.60 

2.76 

4.25 

2.15 

2.40 

2.56 

8.10 

5.10 

7.50 

Triple Roller Bnshed. . 

. . . 

8.50 

8.75 

4.75 

7.50 

10.60 

Snatch Roller Bushed.. 

... 



4.75 

6.75 

10.00 

Steel— 

8-in. 

4-in. 

6-in. 

6-in. 

8-in. 

10-in. 

Single, Plain Bushed. . 
Double, Plain Bnshed.. 

.70 

.85 

.90 

1.15 

1.80 

8.00 

1.85 

1.65 

1.80 

2.00 

3.15 

5.00 

Triple, Plain Bushed.. 

1.80 

2.16 

2.25 

8.00 

4.65 

6.90 

Single Roller Bushed.. 
Donble Roller Bushed.. 


1.65 


2.25 

5.50 

8.76 


8.80 


4.10 

10.00 

15.00 

Triple Roller Bushed.. 


4.65 


5.75 

14.25 

20.00 

Snatch, Plain Bnshed.. 

. 



4.10 

6.00 

8.75 

Snatch, Roller Bushed. 


.. . 


7.00 

9.75 

15.25 


BLOWERS— 

No. 400 Champion, without Tyere Irons. $40.00; No. 400 
Champion, complete, $42.60. 

No. 40 Lancaster, complete, $81.50. 

Royal H, without Tyere Irons, $46.00; complete $48.60. 
No. 200 Buffalo, Oompleta—12-la,. $44.00; 14-ia., $60.00. 
No. 700 Climax-12-1^ eomplete, $28.00. 
boards, IRONING— 

With Table—No. 2, Plain, $2.60 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.25; No. 20 Springer, 54x13 
in., no sleeye board $5.25; No. 40 Springer, 50x12 in., no 
•lecTO board, $4.60. 

Without Table (skirt boards—4-foot, $1.00 each; 5-foot, 
$1.50; 5H-foot. $1.75; 6-foo $2.00. 
boards. WASH—Brass. 95c each; Toy, sine, 26e: S’ncle 
Zinc, 70c; Glass, $1.00; Bine Enamel, $1.10; Single Zinc, 


BOLTS—Machine, Square Head and Nut— 


M*' 5-16" 7-16" 



.15 

1.25 

.20 

1.50 

.25 

1.80 

.80 

2.80 

2 

.15 

1.35 

.20 

1.60 

.25 

1.95 

.80 

2.60 

2% 

.20 

1.40 

.20 

1.70 

.25 

2.05 

.85 

2.65 

3 

.20 

1.50 

.25 

1.80 

.25 

2.16 

.85 

2.80 

8% 

.20 

1.55 

.25 

1.90 

.30 

2.30 

.40 

8.00 

4 

.20 

1.60 

.25 

1.95 

.80 

2.40 

.40 

8.16 

4% 

.25 

1.80 

.80 

2.25 

.85 

2.75 

.40 

8.80 

5 

.25 

1.85 

.80 

2.36 

.35 

2.90 

.45 

8.45 

5% 

.25 

1.95 

.80 

2.45 

.40 

8.05 

.45 

8.65 

6 

.25 

2.00 

.80 

2.55 

.40 

3.15 

.50 

8.80 

6% 

.25 

2.05 

.35 

2.65 

.40 

8.80 

.50 

8.95 

7 

.25 

2.15 

.35 

2.75 

.40 

8.45 

.60 

4.15 

8 

.80 

2.25 

.40 

2.95 

.45 

8.70 

.55 

4.45 

9 

.30 

2.40 

.40 

3.15 

.50 

8.95 

.60 

4.80 

10 

.80 

2.50 

.40 

8.35 

.60 

4.20 

.65 

6.10 

11 

.85 

2.70 

.45 

8.55 

.55 

4.50 

.65 

5.45 

12 

.35 

2.80 

.45 

8.76 

.60 

4.75 

.70 

5.80 




% 



11% 

.40 

8.00 

.55 

4.30 

.75 

6.35 

1.05 

8.70 

2 

.40 

8.20 

.60 

4.65 

.80 

6.80 

1.10 

9.25 

2% 

.45 

3.40 

.60 

4.95 

.85 

7.25 

1.20 

9.90 

3 

.45 

3.65 

.65 

5.25 

.95 

7.75 

1.25 

10.40 

3% 

.45 

8.85 

.70 

5.55 

1.00 

8.15 

1.35 

11.00 

4 

.50 

4.05 

.70 

5.85 

1.05 

8.60 

1.45 

11.55 

4% 

.50 

4.25 

.75 

6.20 

1.10 

9.10 

1.50 

12.10 

5 

.55 

4.50 

.80 

6.50 

1.15 

9.55 

1.55 

12.70 

5% 

.60 

4.70 

.85 

6.80 

1.20 

10.00 

1.60 

13.80 

6 

.60 

4.95 

.85 

7.15 

1.25 

10.45 

1.65 

13.85 

6% 

.65 

5.10 

.90 

7.45 

1.35 

10.90 

1.75 

14.45 

7 

.65 

5.30 

.95 

7.75 

1.40 

11.35 

1.80 

15.00 

8 

.70 

5.80 

1.00 

8.35 

1.45 

12.25 

1.95 

16.20 

9 

.75 

6.20 

1.10 

9.00 

1.55 

13.20 

2.10 

17.35 

10 

.80 

6.65 

1.15 

9.60 

1.70 

14.05 

2.20 

18.15 

11 

.85 

7.05 

1.25 

10.25 

1.80 

15.00 

2.35 

19.65 

12 

.90 

7.45 

1.35 

10.90 

1.96 

15.90 

2.50 

20.80 

13 

.95 

7.95 

1.40 

11.50 

2.05 

16.75 

2.65 

21.95 

14 

1.00 

8.25 

1.45 

12.10 

2.15 

17.70 

2.75 

23.10 

15 

1.05 

8.80 

1.55 

12.75 

2.25 

18.60 

2.96 

24.25 

16 

1.10 

9.20 

1.60 

13.40 

2.35 

19.50 

8.05 

25.40 

17 

1.15 

9.60 

1.70 

14.00 

2.45 

20.40 

8.15 

26.55 

18 

1.20 

10.05 

1.75 

14.65 

2.55 

21.35 

3.80 

27.75 

19 

1.25 

10.50 

1.85 

15.25 

2.70 

22.25 

3.50 

28.90 

20 

1.30 

10.95 

1.90 

15.85 

2.80 

23.15 

3.60 

30.00 

21 

1.40 

11.35 

2.00 

16.50 

2.90 

24.00 

8.75 

81.85 

22 

1.45 

11.75 

2.05 

17.15 

3.00 

24.95 

3.90 

32.35 

23 

1.50 

12.25 

2.15 

17.80 

3.10 

25.80 

4.00 

83.50 

24 

1.55 

12.65 

2.20 

18.40 

3.20 

26.75 

4.20 

34.65 

25 

1.60 

13.10 

2.80 

19.00 

3.30 

27.70 

4.35 

35.85 

26 

1.65 

13.50 

2.35 

19.65 

8.45 

28.60 

4.45 

87.00 

27 

1.70 

18.90 

2.45 

20.30 

3.55 

29.50 

4.55 

88.10 

28 

1.75 

14.35 

2.55 

21.00 

3.65 

30.40 

4.70 

89.25 

29 

1.80 

14.75 

2.60 

21.50 

3.75 

81.30 

4.85 

40.45 

30 

1.85 

16.25 

2.65 

22.15 

3.95 

32.20 

4.95 

41.60 
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BOLTS—Barrel— 


Extra Heavy Wrought 

SUel, Japaansd— 


4-inch . 

.15 

5-inch . 

.20 

6-inch . 

.25 

8inch . 

.45 

Cast Iron, Japanned- 

_ 

2% inch . 

.15 

3-inch . 

.16 

4-inch . 

.20 

5-inch . 

.26 

6-inch . 

.30 

CHAIN- 


Cast Iron Japanned- 

- 

6-inch . 

.50 

8-inch . 

.60 

10-inch . 

.85 

Cast Iron, Amber or 


Bronzed— 


4-inch . 

.45 

6-inch . 

.60 

8-inch . 

.75 

Oast Iron, Ant. Copper 

or Dull Brass— 


4-inch . 

.75 

6-inch . 

1.00 

8-inch . 

1.10 

OUPBOARD, Japanned— 

3-inch . 

.75 

6-inch . 

.75 

10-inch . 

1.75 


FLUSH, Augl*—AU FlaUhM. 
Oast Broasa— 

Sineli .40 

8*inch .50 

4*iAch •..>••••••.•• .55 

6-inoh .70 

LEVEB—Oast Bronsa, All 
Finishes— 

SH-ineh . 1.10 

5ineh . 1.25 

T-HEAD—Wrought Bronze, 
All Finishes— 

Sineh . .85 

4- ineh .40 

5- inoh .45 

6- ineh .50 

Oast Bronze, All Finishes— 


3-inch ..'. 

.45 


.40 


.50 

FOOT— 


Cast Iron, Japanned— 

6-inch . 

.45 

8-inch .. 

.55 

10-inch . 

.85 

Amber or Bronzed— 



.55 


.75 

Other Finishes— . . . 



.75 

6-inch . 

.95 

8-inch . 

1.10 

Foot Wrought Steel- 

—Cup- 

board, Japanned— 


8-inch . 

.60 

6-inch . 

.90 

10-inch . 

2.25 


Oupboard, Other Finishes— 

8-inch .75 

6-inch . 1.00 

BOLTS—Toggle—(See Toggle Bolts) 
BOTTLES—V acuum— 


Thermos— 

6 . 

6Q . 

11 . 

iiQ . 

14 . 

14Q . 

14H . 

15 . 

15Q . 

15V6 . 

Uniyersal— 


21 

22 

71 

72 
81 
82 

91 

92 
592 


Ferrostat— 


504R . . .. 
505R 2-qt. 
505N . . . . 


BOXES—Mitre— 
Goodell— 


1285 26x4 
1805 25x5 
1306 30x5 


Stanley- 
50 % .... 

246 . 


460 

Acme— 
72 . 


FILLERS—Thermos and Uni- 


4.50 

veraal— 


6 25 

% Pint . 

. 1.50 


1 Pint . 

. 1.75 


1 Quart .. 

. 2.00 

4.25 

LUNCH KITS— 


8.25 

Thermos— 


4.75 

892 and 896 .. 

. 450 

2.76 

893 and 897 .. 

. 6.00 

4.00 

394 and 898 . 

. 5.76 

6.76 

Universal— 


8JiO 

810 . 

. 4.75 


820 . 

. 6.25 


410 . 

. 5.00 


510 .. 

. 5.50 

2.25 

4070 .. 

, 6.25 

3.50 

3070 . 

. 4.25 

2.75 

Thermos—Food Jars. 

Fillers 

4 00 

600 . 4.00 

2.00 


601 . 6.00 

2.25 

4.00 

602 . 6.75 

8.00 

6.60 

Thermos— Jugs. 

Fillers 

3.50 

656 . 9.50 

4.00 

5.00 

557 .10.00 

4.75 

5.00 

Thermos—Cases— 



104 . 

. 6.25 


104Q . 

. 9.25 


114 . 

. 9.75 

11.00 

114Q . 

.14.75 

16.00 

130 . 

. 9.75 

16.50 

130Q . 

.14.75 

24.00 

73 .. 

.21.50 

25.00 

74 . 

.26.00 

27.00 

75 . 

.24.00 


New Langdon Imp.- 

— 

13.25 

72 . 

.21.50 

24.50 

73 . 

.23.00 

28.75 

74 . 

.26 25 

35.00 

75 . 

.31.25 


Steam’s Perfection- 

— 

22.50 

20 . 

. 5.00 


BRACES— 

P. S. & W.. No. 7008. $5.00 each; No. 7010. $5.25; 7012. 
$5.50; 8010B, $6.50; 8012B. $6.75; 8014B. $7.00. 

Stanley, No. 921. 8-inch, $5.25 each; 10-inch. $5.50; 12- 
inch, $5.75; 14-inch. $6.00. No. 945, 8-inc)i, $3.25; 10-inch, 
$3.50; 12-inch. $3.65. No. 965, 8-inch, $2.35; 10-inch, $2.50. 
No. 966, 8-inch, $1.25; 10-inch, $1.25. 


BRACK ETS—Shelf— 


Japanned— Pair 

3x 4 15 

4x 5 20 

5x 7 30 

6x 8 35 

7x 9 40 

8x10 45 

10x12 60 

12x14 90 


Copper, Brass, 
3x 4 . 

Nickel—Pair 
.60 


.65 

5x 7 . 

.75 

6x 8 . 

...... .90 

7x 9 . 

.95 

8x10 . 

. 1.00 

10x12 . 

. 1.25 

12x14 . 



BRADS—Wire— 

Bulk per lb. 

% .lb. pkgs. 

%-lb. pkp. 

% and % -inch .. 


.20 

.15 

% to 1 % -inch .. 

.25 

.16 

.K) 

1 % to 2'inch .... 

.20 

.15 

.10 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80e; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 each. 
No. 4, $3.50 each; No. 8, $4.50 each; No. 44, $3.25 each. 
Cake Maker, No. 1, $3.50; No. 2, $4.50. 


BRIGHT WIRE GOODS—See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., $1.50 each; second grade, 14^ 
in., $1.35; third grade, 14 in., $1.10; common. 85c; Ware 
house, $1.25; Railroad or Smelter, $1.25; Switch, small, 6Sc, 
large, 90c; Toy or Hearth, 1 sew, 30c; 2 sew, 40c. 

Push or Street 


Bassine, 14-in. 1.25 

Bassine, 16-in. 1.35 

Steel Wire, 14-in. 1.65 

Steel Wire, 16-in. 1.85 

BRUSHES— 

CASTING— 

Round .75 

Oblong.70 

Counter— 

Dusting, com.1.00 

Extra quality . 1.25 

White bristles .... 2.50 
FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch . 2.10 

Hair, 16-inch . 2.65 

Mixed. 12-inch . 1.75 

Mixed. 16-inch . 2.15 

Bristles, 14-inch. 6.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-inch. 2.00 

Fibre, 18inch ....... 2.25 


Rattan, 6 rows, 12-in. 1.50 
Rattan, 6 Rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattan. 4 rows, 14 in. 1.25 
Handles, only.15 

Fibre, 20-inch.2.50 

Fibre, 24-inch. 3.25 

Hand or Nail.10 

Horse— 

Rice Root, 12% lb... .70 

Rice Root, 13 lb.75 

Palmyra P'ibre, 12% 

lb.45 

Palmyra Fibre, 13 lb. .90 

Mixed Fibre, 13 lb.85 

Ox Fibre, 3%x9 in... .75 

Ox Fibre, 4%xll% in. 85 
Kalsomine — 

7-in., single.3.25 

3x7% in. blocks.... 6.75 
Marking—(Round)— 

White Bristles— 

in.10 

1-1% in.15 


Paint—(Ohiaess brlstlss)— 


Grade. 1 

2%-inch .35 

3iiich .50 

3% inch .65 

4-inoh .80 

4%-inch . 


2 

8 

4 

8 


.70 



.70 

.80 

i!35 


.85 

1.10 

1.85 


1.10 

1.50 

2.25 

4 25 

1.65 


3.25 

5.75 


Roofing—Knotted—■ 


Sink— 


3 knots, 14-lb. 

2.25 

Ox Fibre. 

. .11 

- knots, 18-lb. 

2.65 

Split Bamboo. 

. .01 

Sssh—Chisel Point— 


Shaving—Robber Set 

%xl%-in. 

.20 

Ebonised handle ... 

. .81 

%xl%-ln. 

.26 

Boxwood, small ... 

. 1.00 

x2-in. 

.3.5 

Boxwood, medium.. 

. 1.10 

1x2 ‘/4 - in. 

.45 

Boxwoodi large.... 

. 1.85 

Bern b— 


White Bone, small.. 

. 1.00 

Gray Tampico, 10". . 

.35 

White Bone, medium 1.85 

Gray Tampico 12".. 

.40 

Octagon Bone. 

. 2.00 

Ox Fibre, 7". 

.,3.5 

Oetag. Bone, polished 400 

Ox Fibre, 10". 

.40 

Stencil— 


Ox Fibre. 12". 

.55 

1% -in., 2%-lb. 

. J8 

White Tampico, 8". . 

.20 

114 in„ 8X-lb._ 

. .85 

White Tam;>ic(), 11". 

.35 

1%-in., 5-lb. 

. .45 

White Tampico, 12". 

.60 

1%-in^ 8-lb.. 

. .85 

Shoe- 


Window— 


Dauber, wood. 

.20 

Gray fibre. 


Dauber, iron.. 

.80 

Black horsehair ... 

. .80 

Brush only, %>in.... 

.85 

Pope’s Eve. 

. 1.25 

Brush only 1%-iA... 

.75 

Squeeges. 10-in. . . . 

. .3.7 

Combination . 

.85 

Squeeges, 12-in. . . . 

. .4" 

Extra bristles. 

.50 

Squeeges, 14-in. . . . 

. .47 

Best 1%-in. bHstlee 

.85 

Squeeges, 16-in. . . . 

. .50 


BUCKETS—(See Galv. Ware) — 


BURNERS—Lamp—%*inch wick, 15c each; 1-ineh, 20c; IH 
inch, 35c. 

Lantern—For Cold Blast, %-inch wick, 20c each; l-inch. 
30c; for Kerosene, %-inch, 20c: l-inch, SOc; L«ard, Sperm 
and Sig. Oil, %-ineh, 15c; l-inch, 20c. 

Rubbish—No. 1. 20-inch Steel. $9.00 each: No. 8, 80 
inch Steel. $15.00. Wire, 11-14-inch, $2.25-$3.25. 


BUTTS—(See Hingea) — 
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CANTEENS—BEAB BRAND AND BOTCO—Covered—No. 2, 
{1.25; No. 8, $1.40; No. 4, $1.65; No. 6, $1.85; No. 8. 
$2.20. CK)Temment, $1.45; American, $1.50; Army, 8-pt.. 
$1.40; Army, 5-pt., $1.60; De Luxe, S pt., $1.75; De Luxe. 
5-pt.. $2.10. 

RUNNING BOARD OUTFITS— 

B07CO Serrice Unite—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40; No. 812, $8.60. 

Bear Brand—^Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Auto Oane—Corered, No. 1, $1.05; No. 2. $2.30; No. 8, 
$2.70; No. 5, $3.35. Plain, No. 1, $1.45; No. 2, $1.70; 
No. 3, $2.00; No. 5, $2.50. 

OANT HOOKS— Maple Hdl. Hiekory Hdl. 

2%x4H . 3.25 4.25 

2V6X4V4 . 8.50 A85 

GAPS—Roofinir. Per lb., 82e. 

CARBORUNDUM—Grain, per lb., bulk. 65c. 

OABRIER8—Timber—No. 425. 4-lt. maple. $4.25. 

CARRIERS—Hay—Ueina Manila rope for eteel, wood, cable 
track, $14.50 each; ueini; wire cable or manila rope for eteel, 
wood, cable track, $18.50' Slina, $25.00; Steel Hay Carrier 
Track, 45c foot; Steel Hay Carrier Hanging; Hooke, SOc 
each; Rafter Brackete, 15o. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka. 85e; 16G. 
$2.25 ; G5. $2.50; lOG, $2.75; 12G. $3.25; 9, all duck, $2.65; 
11. all duck, $2.75. 

CHAINS—Tire. 

Sise Pair 

Tire—Weeda 4Hx88 . 7.26 

8 x80 . 4.60 4Hz84 .7.60 

8Hz80 . 6.00 4Hx86 . 8.00 

8Hz82 6.60 4Hz86 . 8.00 

4 x81 . 6.00 4Hx87 . 8.76 


4 x82 6.00 

4 x88 6.60 

4 x84 7.00 

4 z85 7.60 

4 x86 7.60 

4Hz82 . 7.00 

Doien pair lota, 10 % off. 


4Hx88 . 7.26 

4Hz84 .7.60 

4Hz86 . 8.00 

4Hx86 . 8.00 

4Hz87 . 8.76 

5 x35 9.00 

6 z36 9.00 

6 x87 9.76 

5Hz86 .12.00 

6Hz87 18.00 

6Hx88 lAOO 


CHOPPERS—Meat and Pood— 
Enterprise 

5 3.00 

10 . 5.00 

12 4.50 

22 . 8.00 

32 10.00 


501 - 

602 - 

T03 .... 

CHISELS— 


. 2.25 

. 2.75 

. 8.50 

Socket 
Firmer 
Ber. Edge 
.. 1.15 

.. 1.20 


1.25 

1.40 

1.60 

1.86 

1.30 

1.45 

1.55 

1.40 

1.35 

1.50 

1.60 

1.50 

1.40 

1.55 

1.65 

1.66 

1.50 

1.65 

1.75 

1.76 

1.65 

1.75 

1.80 

1.85 

1.85 

1.90 

2.00 

2.00 

2.00 

2.00 

2.25 

2.25 

2.35 

2.15 

2.40 

2.50 

2.50 

2.30 

2.75 

2.76 



Blacksmiths 


Buoke No. 4 
. . . .90 


Cold or Hot Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 
3.00 



Cold 

Gold 


Round 

Diamon 


Com. 

Specisl 

Cspe 

Nose 

Point 

V4. 

... .15 

.35 

.45 

.50 

.50 

5-16 . . . 

.15 

.35 

.50 

.50 

.55 

%. 

... .15 

.40 

.55 

.55 

.60 

hi . 

... .20 

.45 

.65 

.65 

.75 

%. 

_ .25 

.55 

.85 

.70 

.85 

^4. 

... .35 

.65 

.90 

.90 

1.00 

%. 

. . . .50 

.90 



1.25 


... .70 

1.00 



1.50 


CHAIN—Yankee Straight Link (Coil) — 

6-0, 13c ft.; 5-0, 11c; 4-0, 10c; 3*0, 10c: 2-0, 9c; 0, 8%o, 

ifo^ay'Straifht Link (eoll)—%. 85e lb.; %, 86e lb.; %, 
30e lb. 

Passing Link (coil)—4-0, 15c ft.; 3-0, 13c ft.* 2-0, 12c ft. 
Proof Straight Link (coil)— 3-16 black, 25c lb.; 14. 25c lb.; 
5-16, 20c lb.; 20c lb.; 7-16, 20o lb.; hi, 20c lb.; 

%, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil)—3-15 black, 30c lb.; 25c 
lb.; 5-16. 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil)—5-16, 25e lb.; H. 25c lb.; 

%, 20c lb.; %, 20c lb.; %, 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 3*0, 17c 
ft.; 2-0, 17c ft.: 0, 16c ft. 

Jack, Iron—No. 20. 7Hc yd.; No. 18, 7hid No. 16, 10c; 

No. 14, 10c; No. 12. 10c; No. 10, 10c; No. 8, 15c. 

Jack, Braes—No. 120, 10c yd.; No. 118, 10c; No. 118, 
15c; No. 114, 20c; No. 113, 20c; No. 112, 25c; No. 
110, 40c. 

Safety Braea and Nickel Plated—00 and NOO. 20o yd.; O-NO, 
25c yd.; 1-Nl, 80c yd.; 2-N2, 85c yd.; 8, 40c yd. 

Sash—Ul Copper Plated, 6c ft.; 02 Copper Plated, 6e ft.; 
XKXX Copper Plated, 20e ft.; 02P Steel Plain, ft.; 

10 Cable, dOc ft.; 66 UniTeraal, 7c ft. 

Saab Chain Faetenera—10. 20c eet; 100, 46c eet. 

CHALK LINE—Yellow, 35c per 100-foot hank; 20c per 50-font 
hank. Braided White, 20-foot hank.s— 120, lOc each; 220, 
10c: 320. 15c, 50-foot balls— 150 15c: 250. ISc; 350, 15c. 
CHF:ST8, tool—a. Leather Covered, $20.50; AA, Leather 
Covered. $30.25; B, QnarteredOnk, $24.25; BB, Quartered 
Oak. $26.50; BBB. Quartered Oak, $32.00; I), Quartered 
Oak, $16.25; DD. Quartered Oak, $17.75; DO, Leather Cov¬ 
ered, $19.00; DDD. Leather Covered, $20.25; DDD, Qunr- 
tt^red Oak. $20.00; E, Quartered Oak. $24.25; EE. Quartered 
Oak, $28.50; F, Quartered Oak, $20.00; F, Leather Cov¬ 
ered, $20 25; FF. Leather Covered, $23.75; FF. Quartered 
Oak. $22.25; G, Plain Oak, $14.00; GO. Plain Oak, $15.50 
CHECKS—Door—All mnket. Liqnid Checks—A-11, $7.00; 
B ia, $9.50; 0-18, $10.75; D-14, $12.76; E-15, $16.85; 6, 
extm UrgA $82.50. For hold open nrm, odd $1.26 esoh. 
Screen Door Check—No. 01, $8.85. 


CHURNS—Barrel—No. 0, $9.50 each; 1, $11.00; 2, $12.50; 
3. $13.50; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1, $5.50; 2. $6.50; 3, $7.50; 4, 
$8.75. 

Glass Family, Universal—No. 15, $2.75 each; 125, $3.25; 
135, $4.00; 145, $4.50. Dazey, No. 10, $1.75; 20, $2.25; 30, 
$2.75; 40, $3.50. Extra Jars, Dazey, No. 10, 50s; 20, 85c; 
30. $1.10; 40, $1.35. 

Tin without Dasher—IH gal., $1.50 each; 2 gsL, $1.66; 
8 gal., $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gal.. $2.75; 6-gal.. $8.25. 
Dash and Handle—25c extra. 

CLAMPS—Steam’s Special Joiners’—Opens 1 ft., psir, $6.50; 
Ihi ft.. $7.00; 2 ft., $7.25. 

Carriage Makers—Common—2^in., 70c; 3-in., SOc; 4-in., 
$1.10; 5in., $1.50; G-in.,’ $2.00; 8-in., $3.00; 10-in., $3.75; 
12 in., $4.75. 

Quilt Frame—No. 1, 10c each; 8, 20o; 32, 20c; 83, 20c. 
CLEANERS—Window- 

Rubber— Wood Floos*— 

lOinch.46 16-incb.68 14-ineh.6$ 

llinch.60 IS-ineh.76 IS-inek.76 

14-iBeh.60 

CLEANING COMPOUND— 

Cedar Sweep—1^-Ib. carton, 20c; 4U*lb. carton, $60c; 
33-lb. box, $2.00; 100-lb. drum, $3.75; 250-lb. barrel, $8.50. 
Kleen-A-Pipe—1-lb. can, 75c; 10-lb. can, $3.00. 

Shineoleum—1 quart, $1.00; 1 gal., $3.50; 5 gals., $12.50. 
Cedar Mist—1 gal., $3.50; 5 gals., $12.50. 

Sweeping Compound—No. 2, Green, 3c lb.; No. 8, Brown, 
2%c lb.; No. 4, Black, 2 hie lb. 

CLEVISES—Malleable. 26e lb. Steel, 4", 26c;. 6", 26e: 6", 
80c; 7". 80c; 86c. 

CLIPS—Wire Rope *’Bulldog’*—816 to % inc., eaeh, 16e; 

hi, 20e; %, 25c; %, 85c; %, 50e; l-in., 56e; lV4*in„ 66a. 
OUPP ERS^—Boll— 


New Easy— 

No. 0. 

_3.75 

Extra Cuttera— 

No. 0 . 

2.26 

No. 1 .. 

_ 5.00 

No. 1 . 

2.76 

No. 2. 

_7.00 

No. 2 . 

8.76 

No. 3 . 

_8.75 

No. 8 . 

4.76 

0. K.— 

10-inch . 

_2.85 

14-ineh . 

8.00 

CLOCKS, ALARM— 

-America. $2 

.00 each: Circle, $3.25; 

Flash, 


Universal 

0 . 2.00 

1 2.50 

2 3.00 

3 4.00 

04 8.00 

Russwin 

0 R . 2.50 

1 R . 3.00 

2 R . 3.50 

3 R . 4.75 

Inside or 

Whites Pocket Outside 

^o. 2 Bev. Edge Bevel 
L.30 1.80 1.85 

L.85 1.85 1.35 


$3.25; Gale. $4.50; Ideal $3.00; Indian, $1.85; Iron Clad, 
$3.00; Lookout, $2.65; Peerless, $3.00; Pershing, $3.50; 
Practical, $3.00; Sleepmeter 2, $2.75; Slumber Stopper, 

$4.50; Startle, $3.50. 

NOTE—A OoTommant War Tax of 6 per eoni bao bOM 
levied on all retail lalei of clocks. Tbo retail dealer lo ra- 
qnired to keep a record of all lalea and pay tba tax tnla tha 
Collector*! office each month. 

CLOTH—Emery, Nos. 00 to IH, 10c straight; Not. 1 to 8, 
15e. (Tarborundum or Aloxito—Noa. FF-00, 16a itraigkt. 

CLOTH, WIRE—Hardware Galvanized—Per lineal foot— 


Mesh 

24-in. 

30 in. 

36-in 

42-in. 

48-in. 

1-inrh . 

.36 

.45 

.54 

.63 

.72 

^i-inch . 

.28 

.35 

.42 

.49 

.56 

%-inch . 

.28 

.35 

.42 

.49 

.56 

2 inch . 

.20 

.25 

..30 

.35 

.40 

2^-inch . 

.20 

.25 

.30 

.3.5 

.40 

3-ineh . 

.20 

.25 

.30 

.35 

.40 

4-inch . 

.21 

.26 

.32 

.37 

.42 

.5-inch . 

.21 

.26 

.32 

.37 

.42 

6-inrh . 

.22 

.28 

.33 

.39 

.44 

8-inch . 

.24 

.30 

.36 

.42 

.48 

CLOTH. SCREEN 

WIRE 

—Per lineal 

foot — 

Retail prices 

have 

been figured on 

the foil 

owing basis: 

12 M 

Black, 4^c; 

; 14M 


5 ’2 c; 14M Opal, 5c per sq. ft. 

Digitized by 


Google 
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HARDWARE WORLD 

BBTAn. SBXJJHO PBIOBS—Ooattnned. 


COCKS— 


No. 


Each 

7-inch.. 

. 1.85 

Ball— 

%-ineh.. 

. 1.25 

8-inch,. 

. 2.10 


%-inoh.. 

. 1.50 

No. 

Each 


% -inch.. 

. 1.85 

Gas Hose— % -inch.. 

. .86 


1-ineh.. 

. 8.85 

^-ineh.. 

. .40 

Floats— 

5-ineh.. 

. .65 

% -inch.. 

. .55 


6-inoh.. 

. .95 




Serrice, Standard—Square or Flat Head— 

1" IH" a" 

Each.65 .76 .80 .90 1.50 2.25 8.00 5.25 


COMPASSES—No. 40-4, 45c each; 6. 55c; 8, '<i5e. 

COOKERS—Pirelesa—Duplex—No. 25, $20.00 each; No. 80. 
$88.50; 85, $22.25; 50. $83.75; 55. $36.00; 60. $40.00; 
70. $66.00. 

Lege—Set, $6.00. 

Soapatone Diacs—Each, $1.60. 

COOLERS—Water—GaWanized Lined—02, $5.00 each; 08, 
$6.00; 04. $7.00; 06. $8.25; 08. $10.25; 010, $12.25. 

COPPER—Sheet, 65e lb.: Bara, round, 70c Ib.; Tubing, 76c lb. 


COPPER WARE—Rome Nickel Plated— 


Tea Kettlea. 


8H inch. 8.00 

9H inch. 8.25 

10^ inch. 8.50 

Coffee Pota. 

8 pinta.2.00 

4 pinta. 2.25 

6 pinta.2.60 


6 pinta. 2.75 

Tea PoU. 

2 pinta . 1.75 

8 pinta.2.00 

4 pinta.2.25 

Wash Boilera. 

848 7.75 

349 8.25 


COPPERS. SOLDERING—Family— 


1, per aet . 1.65 

2, per aet ... 1.50 


Tinnera— 


DRILLS— 


Goodell'Pratt Beaeli 

DriUa— 

No. 

Eaeh 

8 . 

.. 7.50 

. 

. 9.60 

9^ . 

. .14.00 

lOH . 

. .24.00 

490% .. 

. .20.00 


No. 

Each 

87. 


97. 


99 . 

. 6.75 

112 . 

. 4.00 

212 . 

. 4.75 


1003 . . . . 


1005 . . . . 


11 .... 


Goodell-Pratt 

Breast Drill*— 

6 . 

. 5.85 

07 . 


245 . 

. 5.09 

279 . 


Millers Falls 

I 

1 

12 . 


13 . 



Yanke*—MiUers FalU, 

Hand— 

1 . 

. 8.50 

2 . 

. 5.25 

8 . 

. 3.50 

4 . 

. 1.10 

5 . 

. 3.75 

98 . 

. 5.75 

105 . 

• 8.76 

806 . 

. 5.50 

848 . 

. 4.00 

1980 . 

. 6.75 


Drill Preaaea—Millera Falla 


20 . 11.00 28 

21 . 16.00 210 

22 . 6.00 


7.60 

16.00 


1 

2 

2B 

3A 

5 

98 


Hand Drills- 

—Millers Falls 


. .3.50 

105 . 

.. . 3 75 


303 . 

_ 3.25 

. 4.75 

806 . 

.... 5.50 


343 . 

.... 4.00 


980 . 

_6.00 


1980 . 

_5.75 


Chain Drilla—Goodall'Pratt 
807 . 4.60 818 . 

816 . 4.60 1600 . 

817 . 6.60 

Yankee Antomatie 

41 . 8.00 44 . 

42 . 2.60 40 . 

Yankee Chucka and Drill Pointa 
N<J. Set. No. 

800 . 1.16 806 . 

801 . 1.16 


Yankee Drill Pointa 
Set of 8, $7.10; each, 15e; 2 for 26o. 


7.00 

4.50 


8.75 

3.50 


Set. 

.55 


H pound, per pair.20 

1 pound, per pair.30 

IH pound, per pair.35 

2 pound, per pair.45 

3 to 14 ponnda.45 


CORD—Saah, Common—Per hank: No. 6, $1.00; 7, $1.25; 
8, $1.50; 10, $2.50; 12. $8.00. 

Silrer Lake—Per hank: No. 6, $1.50; 7. $2.00; 8, $2.50; 
10, $4.00; 12. $5.00. 

CORD. TINNED PICTURE— 

No. 00. 15e pkg.; 1, 25o; 2, 80o; 8, 40c; 4. 50c. 

CRAYON—Lumber, 10c; Soapatone, 5c. 

CULTIVATORS— 

NoreroBB. lOC-6, each, $1.25; 5N, $1.60; 8N, $1.26; 
Midget. 60c. 

Pull Eaay, PEC, eaeh, $2.00; PE5, $1.66; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $3.50 each; 2, $4.75; 8 
$8.00; 4, $15.75; 5, $23.50. 

Saunders—No. 1, $3.00 each: 2, $4.50; 3, $11.00. 

Trimo—No. 1, $4.00; No. 2, $5.50; No. 3 $9.00. 

DAMPERS—Store Pipe—No. 8, 20e eaeh; 4, 20c: 5, 25c; 
6, 25c; 7. 40c; 8, 80c; 9. $1.15; 10, $1.50. 

DIVIDERS—Wing, No. 35 and 50—6-inch, 75c; 7'inch, 85c; 
8-inch. $1.00; 10-inch, $1.25; 12-inch, $1.50; 14 inch, $3.65. 

Wing Ext. No. 1—6-inch, $1.25; 7-inch, $1.50; 8-inch, 
$1.75. 

Excelsior—6-inch, 90c; 8-inch, $1.25; 10-inch, $1.65. 
DOORS—Aah Pit— 

8x8 .2.00 10x12 .2.75 

8x10 . 2.26 12x16 . 5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varnished, %-in.—2-6x6-0, $3.25; 2-8x6-8, 
$3.35; 2-10x6-10, $3.50; 8x7, $3.75. 

276 Black, l^-in.—2-6x6-6, $3.65; 2-8x6-8, $3.75; 2-10 
X6-10, $4.00. 

311 Black, 1%-in.—2-6x6-6. $4.50; 2-8x6-8. $4.75; 2-10 
x6-10, $5.00; 8x7, $5.25. 

391 Galr.—2-8x6-8, $5.60; 2-10x6-10, $6.75; 3x7, $6.00; 
8x6-8, $6.25. 

525 Black—2-8x6-8, $6.50; 2-10x6-10, $6.75; 3x7, $7.00; 
3x6-8. $7.25. • r , 


DRILLS. TWIST— 



Bit 

Rd. Shk. 

Sqr. Tpr. 

Str. 

Tpr. 


Stock 

Prentiss 

Coes 

Shk. 

Shk. 

Shk. 

1-16. . . 

. . .20 




.10 


% .... 

. . .20 

.35 

.40 

• T . , 

.15 

.35 

3-16. . . 

.30 

.40 

.45 


.15 

.35 

% . . . . 

. . .35 

.45 

.55 

1.20 

.20 

.45 

5-16. . . 

.45 

.55 

.60 

1.35 

.25 

.55 

% .... 

.55 

.60 

.70 

1.45 

.35 

.60 

7-16. . . 

.70 

.75 

.75 

1.50 

.55 

.75 

% .... 

.85 

.90 

.85 

1.55 

.75 

.90 

9 16. . . 

. . 1.00 

1.05 

.90 

1.60 


1.05 

% .. .. 

. . 1.20 

1.20 

1.00 

1.70 


1.20 

11-16. . 

. . 1.35 

1.35 

1.15 

1.75 


1.35 

% .... 

.. 1.55 

1.50 

1.30 

1.85 


1.50 

% .... 

.. 1.95 

1.95 

1.60 

2.45 


1.95 

1. 

. . 2.35 

2.65 

1.90 

3.10 


2.65 

1% ... 




3.75 


3.40 

1% ... 




4.40 


4.15 

1%. . . . 




5.05 


4.90 

1% ... 
Sebco 

Four Point 

Star, Brick and 

5.75 

Concrete— 


6.40 

12-inch. 

% 

% % 

% 

1 1% 

1% 

2 

. . . .40 

.40 .45 

.65 

.85 1.30 

2.25 

4.50 

18-inch. 

. . . .50 

.50 .60 

.80 

1.10 1.55 

2.50 

5.00 

24-inch. 

. . . .65 

65 .70 

1.00 

1.20 1.75 

2.80 

5.25 


BLEOTRIOAL APPLIANCES— 
Unireraal Goods— 

Diahea, Chafini^— 


E940 .18.00 

E9850 . 16.00 

Grills— 

E982 . 11.50 

E984 . 12.50 

Heaters. Immersion — 

E970 . 5.25 

Irons, Curling— 

E9901 . 6.25 

E9901‘l . 6.75 

Irons, Pressing— 

E901 . 7.50 

E902 . 6.75 

E905 . 6.75 

E9023 . 6 25 

E9035 . 6.76 

E9051 . 8.00 

Pads. Heating— 

E9940 .10.76 

Percolators— 

E9435 .13.50 

E9437 .15.00 

E9439 .16.50 

E9635 .11.50 

E9637 .13.00 

E9039 .14.50 


Digitized 


E9646 . 

.17.50 

E9649 . 

.19.50 

E9676 . 

.10.00 

Ranges, Table— 


E9841 . 

.22.00 

Stores— 


E998 . 

. 8.75 

E997 . 

. 8.75 

E9960 . 

. 7.75 

Toasters— 


E945 . 

. 7.50 

E946 . 

. 8.75 

Uma, Coffee— 


E916 . 

.17.00 

E919 . 

.18.50 

F9136 . 

.15 00 

E0146 .. 

.19.50 

E9149 . 

.21 50 

E9166 . 

,22.50 

E9169 . 

,25.00 

E9176 . 

.15.50 

E9179 . 

,17.00 

E9166044 . 

,41 25 

E9169044 . 

48.75 

Vacuum Cleaners— 


E701 . 

,89.50 

Attachments . 

. 10.60 


by Google 
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HARDWARE WORLD 

BBTAIL mJJHQ FEIOBa^-^OcatlmkBd. 


1H1 


Hot Point Ck>od«— 

Chofinc Dishes—No. 20501, $10.00 each; 20502, $19.00; 
20503. $22.50. 

Grills—116G1, $11.50 each; 13601, $12.50; 20101, 

$10.50. 

Heaters, Aii^No. 80408, $11.00 each; 80404, $13.00; 
80603, $32.50; 80604, $44.00; 116A4 (Hedlite), $11.00. 

Heaters, Immersion—No. 113W16 (50201), $5.25 each; 
115W16 (50202), $6.25; 115W17 (50203), $7.25. 

Irons, Curling—No. 112L5, $7.25 each; 112L6, $6.50. 
Irons, Pressing—No. 1113F12 (11103), $7.95 each; 

113F22 (11203), 3 lb., $6.25; 115F5 (11205), 5 lb., $6.95;* 
115F17 (11206), 6 lb., $6.95; 11307, $8.75; 11808, $9.25; 
11310, $11.00; 11812, $15.50; 11315, $17.00. 

Pads, Heating—No. 114Q3 (50142), $9.00; 114Q4, 

(50151) $10.25. 

Ovens—No. 40701, $6.50; 40201, $25.00. 

Percolators—No. 20611, $10.00; 20620, $12.00; 20621, 
$13.00; 20622, $17.50; 20650, $18.00; 114P18 (20651), 
$23.00; 114P17 (2652), $25.00. 

Stoves—No. 116D1, $10.00; 136D1, $11.50; 20301, $7.00; 
20302, $7.25; 40101, $7.50; 40102, $9.25; 40103, $18.00; 
40104, $15.00; 40105, $17.50. 

Toasters—114T5, $6.75; 115T1, $8.50. 

Vacuum Cleaners—122V2, $45.00. Attachments, $11.00. 


ELECTTRICAL SUNDRIES— 


Anylites. 

1.85 

Push Buttons— 

Each 

Ammeters— 


Wood. 

.20 

Ever Ready. 

1.25 

Dull Brass. 

.25 

Readrite . 

1.00 

Pearl Button. 

.50 

Volt . 

1.15 

White Button . 

.45 

Bells, Door— 


Receptacles— 

Each 

2 Vi-inch . 

.85 

Flush . 

.45 

3-inch . 

1.00 

Arrow E. 

.60 

Buzzers . 

.85 

CTlcat . 

.25 

Chain, Fixture. 

.25 

Rosettes— 


Cleats, Porcelain .... 

.05 

Concealed, 2'pc. 

.80 

Cord— 


Cleat, 2-pc. 

.30 


Ft. 

Cleat, 1-DC. 

.20 

Heater No. 16. 

.12V4 

Shades— 


No. 18 . 

.10 

Tin Flat, 8-inch. 

.25 

Lamp No. 18, G. A T. 

.04 

Tin Flatj 10-inch. 

.35 

No. 18, Par Silk.. . 

.07 Vi 

Cone, S-inch . 

.40 

No. 20. Par Silk. .. 

.06 

Gone, lO-inch . 

.45 

No. 18, Tw. Silk. .. 

.07 

Shade Holders— 


No. 20 Tw. Silk. .. 

.05 

2V4’inch Acme ....... 

.10 

1-64 Single Fixture 

.08 

2V4-ineh Uno . 

.20 

No. 18 Reinforced. 

.10 

Sockets, Key— 


Fans— 


Freeman DB. 

.45 

Menominee, 500-9-in.. 

12.00 

Arrow E DB. 

.50 

Robbina-Meyers— 


Freeman Nic. 

.60 

8-inch non-osc. 

.12.50 

Arrow E Nic. 

.65 

9-in. non-osc., 8 sp. 

19.50 

oockets. Pull Chain— 

9-in. osc., S-speed. . 

24.50 

Freeman DB. 

.75 

12-in. non-osc., 3-8p. 

29.00 

Arrow E DB. 

.80 

12-in. osc., S-speed.. 

37.00 

Arrow E Nic. 

1.00 

Fuses— 

Each. 

Levolier DB . 

.80 

Plug, 6 to 80 amp. .. 

.12 Vi 

Sockets, Keyless— 


Knobs— 

Each. 

Freeman DB. 

.45 

Porcelain. 5Vi Solid. 

.03 Vi 

Arrow E DB. 

.50 

Nailit, 6 Vi Split. 

.05 

Staples— 

Pkg. 

Lamps— 


Insulated.' Vi -inch .. . 

.30 

Nilco-Mazda type ... 

. .Liat 

Switches— 

Each 

Mnzda Auto. 

. . List 

Snap. 

.50 

Hylo Tungsten.. 

1.00 

Push . 

.60 

Hylo Carbon. 

.75 

Battery S. P. S T.. .. 

.40 

Lamp Guards — 


Battery S. P. D. T.. . 

.60 

No. 1425 Loxon.. 

.45 

Battery, D. P. S. T.. . 

.65 

No, 107 Neverbreak. . 

.35 

Battery, D. P. D. T... 

.90 

No. 44 Portable. 

8.25 

Tape— 

Lb. 

No. 48, Portable. 

2.75 

Friction, 1 oz. to 1 lb. 

1.25 

Loom— 

Ft. 

Rubber, V4 lb. to 1 lb. 

1.25 

“Dnraduct” 7-32 in.. 

.06 

Tubes— 

Each 

V4-inch. 

.08 

Porcelain, 516x3-in.. 

.05 

Plates, Switch— 

Each 

Transformers— 

Each 

Single gang. 

.25 

Arrow . 

1.90 

Two gang. 

.50 

Jefferson Jr. 

2.00 

Receptacle. 

.60 

Wire, Rubber Covered— 

Plugs— 

Each 


Ft. 

Benjamin 2-way .... 

1.35 

No. 10.. 

. .03 V4 

Benjamin 3-way .... 

1.75 

No. 12 . 

. .03 

Twinlite 2-way. 

1.20 

No. 14 . 

. .02 Vi 

Attachment — 

Each 

Weather-proof— 

Lb. 

903 Benjamin. 

.80 

No 10. 

. .40 

2500 Chelton. 

.40 

No. 12. 

. .35 

4 Mneller. 

.20 

No. 14. 

. .25 

' Fitzall w-o spring... 

.65 

Bell Wire— 

Ft. 

Fitzall soring. 

.75 

No. 18, Single . 

. .02 


BJIEBT—Per lb., 25e. 
Stones—See Stones. 
Cloth—See Cloth. 
Wheels—See Wheels. 


PENCE, POULTRY—Blue Ribbon—10 Rod Rolls—24-inch, 
$5.25 roll; 36-inch, $6.75 roll; 48-inch, $8.00 roll; 60-inch. 
$9.25 roll; 72-inch, $10.50 roll. 

Union Lock—10 Rod Rolls—24-inch, $4.25 roll; 86-inch. 
$5.25; 48-inch, $6.25 ; 60-inch, $7.25; 72-inch, $8.00. 


FIBRE WARE—^Funnels—1-qt, $1.50; $-qt., $$.$6. 

Lnneh Boxes—25e to 40o. 

W.OO: i- 

gal., $8.76. 

Palls—12-quart, $1.75. 

Spittoons—4x9 in., $2.00; 5x11 in., 2.85. 

Tuba, Oval—18-in^ $5.00; 28-lneh, $8.00. 


FIGURES AND LETTERS (STEEL)^ 


Figure! 

Bet 

Each 

Letter! 

Set 


Vi inch... 

.. 1.50 

.25 

Vi inch... 

.. .4.50 

.85 

8-16 inch... 

. . 2.00 

.80 

8-16 inch... 

.. 6.00 

.80 

V4 inch... 

.. 9.50 

.85 

Vi inch... 

.. 7.50 

.85 

6-16 inch... 

.. 8.00 

.46 

6-16 inch... 

.. 9.00 

.40 

% inch... 

.. 8.50 

.85 




Vi inch... 

.. 8.00 

.85 





FILES— 

Len^h, inches— 8-8 V4 

Band Saw, Slim. 

Knife, Bast. 

Regular Taper ... .15 

Slim Taper.15 

Warding, Bast. 

Length, inches— 3-4 

Flat Bastard.20 

Half Round Bast.. .30 

Mill Bastard.20 

Round Bastard .. .20 
* Square Bastard .. .25 

FIXTURES—Grindstone— 
$1.25; 17, $1.85; 19. 
$1.00. Extra Shafts. 
Cranks, 25c. 


4Vi 

5Vi 

8 

8 

10 


... 

.85 

.80 

.46 


... 

.46 

.50 

.60 

‘.is 

.20 

.26 

.35 

.66 

.15 

.20 

.20 

.30 

.50 



.85 

.40 


6 

10 

12 

14 

16 

.25 

.40 

.55 

.80 

1.06 

.85 

.55 

.70 

.90 

1.20 

.20 

.85 

.45 

.65 

.85 

.20 

.85 

.45 

.65 

.85 

.25 

.46 

.60 

.80 

1.10 

-Anto—01, 

$2.00; 

; 02, 

$2.50; 

; 19. 

$1.50; 21 

. $1.75 

: Am. 

Heuvy 

—17, 

16-ineh, 60c; 17-iAeh« 

50c. 

Extra 


FLASHLIGHTS — Eveready Dajloa — Complete — No. 5961. 
$1.00 each: 6962, $1.25; 1991, $1.50; 2604, $1.70; 268 L 

$1.85; aesi, $a.a5; wia, la.ai; aeie, $a.o5. ^ 

ETeread7 Batteries—No. 705, 50e eaeh; 790. 85e: 791. 
80c; 700, 80o; 750, 80c; 751, 40e. 

Kwiklltee 

^bnlar Not...5220 5221 8228 5229 5881 6940 6240B 

Complete e^..$1.85 $1.70 $2.90 $2.90 $2.25 $1.55 $1.70 

Case S Bulb, ea. 1.15 1.85 1.59 1.65 1.75 1.25 1.40 

Tubular Noe . .6941 6941B 6949 6949B 6849 6848B 0951 

Oemplete. m...$1.85 $9.00 $9.85 $9.55 $9.95 $9.45 $9.T5 

Case S Bulb, a. 1.50 1.65 2.00 9.20 1.78 1.95 9.95 

Poeket Nos. 1... 2479 2578 8475 9475B 8577 9577B 9579 
^mplet^ M.... 1.00 1.25 1.95 1J5 1.50 1.05 1.99 

Case S Bulb, ea. .70 .85 .95 1.95 1.10 1.95 1.50 

Watch Ohaia Nos. 0289 6289B Watch Chain Bal*y No. 1994 
Complete, eaeb.. ..$1.00 $1.10 Battery only, ea^. ...$ J5 
Case and Bulb, each .75 .85 

Battery only. 

Nos. ...1209 1908 1206 1207 1271 1801 1808 1809 

Bach . .$0.80 $0.85 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-ln., $1.35; 2^-in.. $1.85; 3-in.. 
$2.25; 3Vi-in., $3.00. 


FORGES—No. 150 Chicago. $16.85; No. 151 Chleago, $17.00. 
Buffalo—No. 810 Steel Ball Bearing Rivet, $88.00; Ne. 792, 
$88.00; No. 742H, $40.00. 


PORKS—Hay—Nellis, 94 single harpoon, $7.50; 95 double 
harpoon, $4.65; 96 double harpoon, $9.50; 87 double harpoon, 
$5.50; 98 double harpoon, $9.50. Grapple, No. 99 (4 tines), 
$17.50; No. 100 (6 tines), $20.00. Jackson Patterns, 4 ft., 
$22.50; 4V4 ft., $24.00; 5 ft., $28.00. 


FREEZERS—4 retie— 

1 . 

2 . 


4 

6 

8 


Toy 


4.50 

5.25 

6.85 

7.75 

9.75 
12.65 

4.00 


White ICountain 


1 . 5.55 

2 . 6.45 


9 . 


4 . 

. 9.45 

6 . 

.11.85 

8 . 

.16.40 

10 . 

.20.60 

18 . 

.24.60 

16 . 

.29 25 

20 . 



Acme 

2 Qt. Tin or Gal., doz.. 12.00 
4 <)t. Tin or Gal., doz..20.00 


PROES—Special—Each, 12-in., $2.00; 14-in., $2.25; 16-in., 
$2.50. Common—Each, 12-in., $1.85; 14-in., $2.00; 16-in., 
$2.15. 


GARBAGE CANS—(See Galvanized Ware). 
GATES—Molasses and Oil — 


FASTENERS—Casement, common brass plated, 85e; Sash, 
common brass plated. 20e. two for 25e. 


FAUCETS— Cork Lined— 8-inch .20 

7-inch, each.. .-15 9-inch .25 


Stebbins—^-inch, 50c each; 1-inch, 60c; 1 Vi-inch, 70c; 
iV^-inch. 75c; 2 ineh, 8.5c. 

Perfection—Vi-inch, 7oc each; ^-inch, 85c; 1-lnch, $1.00; 
IVi-inch, $1.10; 1 Vi-inch, $1.35; 2-inch, $1.65. 

Enterprise, Self Measuring—No. 61, Faucet, $9.75. 
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GAUGES. MARKING— 

Steel— Wood— 


90 . 


0 . 

. . 1 

92 . 

. 2.50 

61 . 

20 

93 . 

. 1.75 

62 . 

35 

95 . 

.1.75 

65 

90 

97 . 

. 1.25 

71 . . 

1 no 

98 . 

. 1.85 

72 . 

. 60 



73 . 

. 1.15 


Altitude Gaugef, $5.35. 

Steam Gauges. 4^ in. face I. C.. $5.35. 
Thermometer. Straight, $1.50. 
Thermometer. Angle. $1.75. 


GLASS—Window—3B Grade—Single Strength, 80 per cent; 
Double Strength. 80 per cent. 


Extras for Putting in Glass 

First 8 Braeketa . 


Per Light 

_ ail 

Second 8 BraeJtats .. .. 




75 

Tlkird 8 Brackets. 




1.00 

Larger Lights. 


$1.00 par bear. 

par Man 

OLA88B8— 





Ground Loral— 

Proved Level— 


1% . 

.60 1% 



. .16 

8 . 

.$0 8 . 



. .16 

. 

.66 8% 



. .16 

8 . 

.T$ 8 . 



XO 

8H . 

.T6 8% 



. JH 

GLASSES, GAUGE— 

Standard 


Extra Haavv 

% 

%A% 

% 

%A% 


10 . 86 

.86 

.86 

.66 

.76 

12 . 86 

.86 

.60 

.60 

.90 

14 . 

.46 

.60 

.70 

1.06 

16 . 

.66 

.66 

.86 

1.86 

18 . 

.60 

.76 

.06 

1.86 

80 . 

.66 

.80 


... 

88 . 

.76 

.90 

T TT 

f ».# 

84 . 

.80 

1.00 

.. . 

... • 


GLOBES—Tjantem—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain. 25c; 2 Bullseye, 40c; 2 Ruby. 65c. 

Railroad—Clear, 25c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain. 25c; 3 0 Ruby, 60c; 4-6 
Bullseye, 85c; 5*0 Wisard. 25c: 6*0, 25c each. 

GLUE—Dry—Common, 30c lb.; Cabt., 35c; White, 45c. 


Imperial Liquid— 


% Pt. % Pt. 




Site — 

1 Os. 

% Pt. 

1 Pt. 

1 Qt. 

1 Gal. 

List, Dot.... 

1.06 

8.60 

2.80 6.00 

10.20 

18.00 

64.00 

Sug. Ret. Ea. 

.20 

.30 

,30 .50 

.85 

1.50 

4.58 

Le Page*! Glue— 






Site— 

1 Os, 

2 0s. 

% Pt. % Pt. 

% Pt. 

1 Pt. 

1 Qt 

List, dot. 

.2.40 

1,65 

1.80 8.60 

6.00 

10.20 

18.00 

Sug. Ret. Ea. 

.20 

,20 

.30 .30 

.50 

.85 

1.50 


GREASE—^AXLE—1 lb. ennn. 16e taeh; $ lb. ennn. 40e: $ lb. 
cans. 65c: 10 lb. pails. $1.25; 26 lb. paila, $2.75. 

Mica—1 Ib. can. 25c; 3 lb. can, 60c; 5 lb. can, 95c: 
10 lb. can, $1.90; 25 lb. can, $4.00. 

Ciy) Grease—6 lb. cans, $1.00 aaeb; 10 lb. anna, $1.75; 
25 lb. cans, $8.75. 

Tranamiaaiott—6 lb. 20e aaeb. 


GRINDSTONES— 

Loose— Owt. 

15 to 40 Iba. 8.00 

40 to 200 lbs.. 8.00 

Orer 200 lbs. 8.50 

Fixturaa and Azla-— 

16 inch .1.25 

17 inch . 1.40 

19 inch . 1.60 

Mounted—Auto— 

No. A120, Size 1.16.00 

No. A130, Size 2.15.50 

No. A140, Size 3.14.75 

Bi-Treadle.14.75 

Empire Power.45.00 

Samson— 

No. S155,, Size 2.13.25 

No. S160, Size 2.12.50 


HACKSAW BLADES— 



Wdth. 

9-16. 

Lt. 

.. .80 

Heavy, 

10" 

%... 

.. 1.16 


10" 

%... 

.. 1.86 

i.96 

10" 

1.... 

.. __ 

8.46 

12" 

%... 

.. 1.86 


12" 

%... 

.. 1.60 

8.86 

18" 

1.... 

.. 8.80 

8.86 

14" 

%... 

.. 1.7# 


14" 

%... 

.. 1.00 

8.76 

14" 

1.... 

.. 8.66 

8.60 

16" 

%... 

.. 8.16 

8.16 

18" 

1.... 

.. 8.06 

8.80 


Sterling No. TlOO. . . .16.75 
Wood Frames No. 1..12.50 
Wood Frames, No. 2.. 13.35 
Angle Steel Frames.. 11.75 
Tubular Steel Frames. 15.75 
300 Cy. or 115 Frame. 11.50 
400 C^. or TlOO Fr...15.50 
Harvest King (power). 16.50 


Loose Stones, fb.09 

Fixtures—Auto— 

01 .225 

02 .2.50 

15 Common. 1.25 

17 . 1.40 

19 . 1.60 

21 . 1.85 


17" %.... 

.. 8X0 

17" 1. 

.. 8X6 

Hand, Lenox— 

Length. 

Bneh 

8-ineh. 

. . .10 

9ineh. 

. .10 

10-ineb. 

. .10 

llineb. 

. .10 

12-ineb. 

. .16 

Hand, Stnrratt, 

Yietor, 

8-ineh. 

. .10 

9-ineh. 

. .10 

10-ineh. 

. .16 

18-ineb. 

. .16 


A15 


Dos. 

.76 

.81 

1.08 

1.10 

1.80 


.90 

.90 

1.00 

1J6 


HACK SAW FRAMES—M. F.—4B. 75c; 8, $2.50; 9, $2.25; 
15, $3.50; 77, $1.25; 78, $1.35; 1027, $3.50: 69, $8.30; 
69B. $3.00; 14, $3.40; 4 Milford AdJ., $4.00; 7 Milford Adj., 
$2.25; 36V4 Disston, $1.50; 40 Extension, 75c. 

HAMMERS—Yanadium, No. 41%, $2.66 each; PlTnontb, Mo. 

11%. $1.90; No. 2 Ball Pein, $2.00. 

HAMMERS—Maydole Carpenters*—No. 1. $2.00 each; IH, 
$1.75; 2, $1.65; 11, $2.00; 11%, $1.75; 12, $1.65; 12%, 
$1.50; 13, $1.40; 14, $1.35; 84, $1.25; 611%, $2.75; 710. 
2.35; 711, $2.00; 711%, $1.75; 712, $1.65; 718, $1.50. 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 


GOUGES—Buck's, Socket Firmer, Outside Bevel—No. 42^— 
%-inch, 81.20; %inch. $1.20; %*inch, $1.25; %inch, 

$1.30; %-inch, $1.40; % inch, $1.05; l inch, $1.65; •%-inoh, 
$1.85; l% inch, $2.10; 1%-ineh. $2.25; 2 inch. $2.50. 

Witherby No. 320—%*inch, $1.25 each, %-inch, $1.25; 
%-inch, $1.35; %-inch. $1.40; %-inch, $1.50; %-inch, 

$1.65; 1-inch, $1.75; 1 %-inch, $2.00; 1 %-inch. $2.15; 1%- 
inch. $2.40; 2-inoh, $2.75. 


Mavdole, Ball Pein—No. 70, $3.00 each; No. 70%. $2.65; 
71, $2.40; 72, $2.25; 73, $2.00; 74, $1.80; 75, $1.65; 76. 
$1.50; 77, $1.40; 78, $1.35; 

HAMMERS, CLAW- 
Stanley No. 22- 


P. S. A W. Firmer— 


160—% 

inch.... 

... 1.50 

% 

inch. . . . 

. . . 1.50 

% 

% 

inch.... 

... 1.65 

inch.... 

... 1.70 

% 

inch.... 

. . . 1.80 

% 

inch.... 

. . . 2.00 


GRAPHITE—Dixon’s Flake, .per 
lO’s, $7.00. 


1 inch. 2.10 

1% inch. 2.25 

1% inch. 2.50 

1% inch. 2.75 

2 inch. 3.25 


can—I’s, 85c; 5’s, $3.75; 


16 os. 

2.00 

20 os. 

8.25 

No. 12 and 12B— 


5 os. 

1.65 

7 os... 

1.75 

10 os. 

1.80 

13 OS. 

1.85 

16 os. 

2.00 

20 os. 

2.25 

Plumb’s Engineers— 


261 . 

1.65 

262 . 

1.75 

263 . 

1.85 


79%, 1.25. 

264 . 2 40 

Plumb’s Machinist’s Ball 


Pein— 


18 . 

.65 

370 . 

. 1.20 

371 . 

. 1.25 

372 . 

. 1.25 

373 . 

. 1.25 

374 . 

. 1.35 

375 . 

.1.65 

376 . 

. 1.75 

377 . 

. 1.75 

379 . 

.2.00 

381 . 

.2.25 


Boilers, Wash 

227 . 2 25 

228 . 2.50 


229 . 2.75 

Bowls, Wash 

7 _ 30 

7% . 

. . .35 

Buckets. 

Fire 

314 . 

. . .70 

Buckets, Well 

101 (10 qt.) 

. . .60 

Cans, Garbage 

Smooth 

200 . 

. . .90 

300 . 

. . 1.00 

400 . 

.. 1.25 

500 . 

.. 1.65 

600 . 

. . 2.00 

700 . 

. . 2.50 

Corrugated 

2 . 

. . .90 


3 1.00 

4 1.25 

5 1.65 

6 . 2.00 

70 2.50 

80 5.75 

90 6.50 

100 . 9.00 


Garbage Cans in 
lots of 8 dozen or 
more, 5 per cent from 
above prices. 


Cans, Gasoline 


65 . 

. 2.10 

501 

.65 

505 

. 1.75 

605 

. 2.00 


Cana, Oil 

0 . . 

•.55 

02 . 



GALVANIZED WARE 

15 .60 

25 2.00 

105 1.50 

205 2.10 

Canteens, see page 

179. 


Dippers, Laundry 
525 (4-qt).55 


Hods 

, Coal 

615 .... 

.75 

616 .... 

.85 

617 .... 

.90 

618 . . . . 


Pails, 

Cement 

14 . 

. 1 50 

114 .... 

.2.00 

Pails, Chamber 

8-nt. 

.85 

10-qt. ... 

.90 

12 qt _ 



Pails, Stock 

14 60 

16 .70 

18 .80 

20 90 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

16 55 

Pails and Tubs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .76 

3 .95 

4 1.35 


Pots, Watering 


514 1.00 

516 1.15 

518 1.35 

520 1.50 

522 1.75 

526 2.25 

Tubs, Foot 

51 .75 

52 85 

63 . 1.00 

54 . 1.25 

Tubs, Wash 

A .70 

B .75 

0 .90 

1 . 1.10 

2 1.15 

3 1.35 

10 S . 1.50 

20 8 . 1.75 

30 8 . 2.00 
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Riretinc— 

Plumb's, Stanley No. 147— 

250, 4 ox. 1.10 

251, 7 ox. 1.16 

252, 9 ox. 1.20 

253, 12 ox. 1.25 

254, 15 ox. 1.85 

255, 18 ox. 1.45 

256 . 1.55 


Plomb*! Briefer 

461 2.00 

462 . 1.75 

8154 . 1.15 

6155 1.85 

Plumb’s Prospector's Pick 

470 2.75 

471 2.85 


a%x4 . 

..... 

• • • • 

8.80 

a%x4% . 

...T- .... 

.... 

8.40 

a%x4% . 

. 1.85 

1.60 

8.50 

a%x6 . 

.1.40 

1.75 

8.66 

a%x6 . 

.1.66 

8.00 

8.80 

8%X6% . 

... •. . ..• 

. ... 

A46 

6 x5% . 

. 

8.46 

.... 


Pick—86-inch Drift, Baloet, 76e; Sztra Beloet, fl.OO, Rail¬ 
road No. 1, 50e; No. 2, 60e; Baloet, 86e; Bxtra Bolact, fl.If. 
Slodfo—86-iBeh, Balaot, 60e; Baaoad Growth, Tie. 

Saw, Hand—Diaatoa, No. 7, OOa; No. D8, 85o; No. 12. $1.26. 
Oroooent, Diaatoa, No. 112, $1.00: No. II8, $1.25; No. II4, 
21.50. Binoada Rororaiblo Ooaiw. par pair, 81.00. Waioada 
No. 6, 1.60; Alkiaa No. 24, $1.60. Oao Maa Orooo Oat, 
No. 218. 45e; SaTOloasoatarr, 80o. Anaor M. P. No. 1, 
$1.00; No. 2, $1.26; No. 8, $1.76; No. 4, $4.75; No. $ Ooa.. 
15e: Pooka AdJ.. 50o; Pratta Batohot, $4.76. 

HANGERS. BARN DOOR^— 


HEADS, MOP—Cotton—No. 9, 25c each; No. 12, 35c. Linen, 
No. 012, 45c; No. 015, 60c; No. 018, 70c; No. 020, 75c. 

HINGES—Back Flaps—No. 814, 1-inch, 10c each; l»4-inch, 
10c; l^-inch, 15c; 1%-inch, 20c; 2-inch, 25c. No. 816, 

1- inch, 10c; 1^4-inch, 10c; 1%-inch, 10c; 1%-inch, 15c; 

2- inch, 20c. 


HANDLES—Adxe, extra select. 90c; second jrrowth, 90c. 

Axe—Binfle or double bit. Boys' No. 1, 60c; Boys’ extra 
select, 60c; Tamed No. 1, 60c; extra select hickory, 85e; 
second growth, $1.00. 

Chisel—Hickoij, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Sooond growth hickory, 12 inch. 26c: 
14 inch, 25c; 18 iach, 80c. 

Poaroy Haadloo— 

Boloot ICaplo Book ICaplo Boloot Hickory 


Floor— 

Bommer. D 15. 2..' 

R, EA, 315. 2.^ 

SHA, E, 265. 3.( 

2 3.: 

4 5.t 

302. 602 . 5.‘ 

304, 604 . 8. 

252 . 6.' 

254 . 9.^ 

Chicago— 

R. EA, KF, 200... 4.i 

SHA. E, 200. 5A 

R. EA, 230 . 6.( 

KP. SHA. E, 230. . . 6.; 

Corbin—D. 512 .2.( 

R, EA, 512. 2.: 

SHA, E. 512. 2.- 

Katz—k. EA, 2. 1.1 

KP, SHA, E, 2_2.] 

R, EA. 3. 5.1 

KF. SHA. E, 3_6.' 

R. EA. 3H. 6.; 

KF, SHA, E, 3^ . . . 7.( 
Rixon—7.15.( 


Flat Track— 43. Richards. 1.25 

No., Brand. Each. 248, Richards. 1.85 

of* L . w ' ' f‘22 Round Track— 

??• .“/n*” ll® 6, World’. Best .... 3 00 

t . i ?® 440, Cannon Ball.2.85 

. T’so 715. Cannon Ball.2.00 

3o: bUSnMS soo, cnnon Ban.12.50 

40. Lanes .. 1.75 Trolley Track— 

93, Lanes. 1.50 120 Cobum’s. 4.25 

28, 20th Century. 2.35 122^ Coburn’s . 5.75 

37- 1. Richards . 1.65 195A, Cobum’s. 4.75 

38- 1, Richards . 1.75 195B, Coburn’s . 6.75 

42-3, Richards . 1.75 24-2, Richards . 3.50 

42-5, Richards . 2.75 120, Richards. 7.50 

42-6, Richards . 4.00 150, Richards. 8.75 

HANGERS, HOUSE DOOR— 

No., Brand. Each. 1, Johns . 6.00 

101, Lanes.12.00 Oil, Richards. 3.60 

101%, Lanes. 6.00 11. Richards. 7.25 

105, Lanes .. 9.25 012, Richards. 4.00 

105%, Lanea. 4.75 12, Richards. 8.00 

5S, Pronty . 4.35 015, Frisco . 3.00 

5D, Prouty . 8.75 15, Frisco . 6.00 

01. Johns . 3.00 140-1, Richards .4.00 

TroUpy—• 

Opening. 3’ 3%' 4' 4%' 5' 6' T 8' 10' 

016... 6.25 6.50 7.00 7.50 8.00 9.25 . 

16 . 12.25 12.75 13.25 14.00 15.75 

019... 5.25 5.75 6.25 6.50 7.00 8.25 . 

19 . 10.50 11.00 11.50 12.25 14.00 

0132.. 6.25 7.00 7.50 8.00 8.50 9.75 . 

132. 12.75 13.25 14.00 15.00 17.00 

135, 1 . 4.00 9. Midget.65 

135, 2 . 6.00 90T, Midget Track... .15 

HASPS—Oommott— 

Size 20, 6-in^ each, lOe; 6-in., lOc; 7-in., lOc; 8-in., lOe; 
10-in., 16e. mxe 80, 6-ia., lOe; 6-in., lOe: 7-in., fOe; 

10-In., 80e. 860, 8-in., paek 16e^ 10-in^ lOe. BIse 88, 8-1^ 
•neb 20e; 8-in., 86e. 

Hin<w—$18, 8-in., eMh, 16«; 4)4-in., 16e; 8-In., 80«; 

8-in., 25e; 10-in., 45e; 12-in., 75o. 

8. O. 912—S-in., each, 20o; 4%-in., *J0o; 6-in., 25o; 

8-in., 35e: lO-in., 65e. 

1308%—8-in., each, 85c; 4%-in., 45c; 6-in., 60c. 

Lock—20, Prouty, 76c each; 22, Prouty, 95c. 

Safety—915, 3-in., dox., 20o; 4%-in., 25o each; 6-iB., 
85c. 80915, 8-in., 25e each; 4%-in., 30e; 6-in., 45e. 

85c. 8C915, 8-in., 25e each; 4%-in., 80e; 6in., 40e. 

45e each: $4iJ, 65c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $3.00; 
No. 5, Boston Pat., $8.00; No. 15 St. Panl Pat., 8o.25. 
Sayre—Boston, No. 80, $3.00; Chicago, No. 40, $3.25. 
Flooring—Plumb, $8.25; 'i^ite, $4.00. 

Broad—1 Plumb, $2.26; 2, $2.60; 8, $2.85; 4, $3.25; 5. 
$3.75. 

Bench—(single or doable berel)—8 White, $8.00; 7, 
$3.25; 6. $3.35; 5, $8.50; 4. $4.00. 

Claw—1 Plumb. $2.00; 2 Plumb. $2.15; 3 Plumb. $2.00. 
Shingling—1 Plnmb or equal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plumb or equal, $2.00; 2. $2.10. 

Barral or Fmit Box—Sayre 400, $8.75; Sayre 401, $2.50. 


43. Richards. 1.25 

248, Richards. 1.85 

Round Track— 

6, World’s Best-3.00 

804, Cannon Ball.2.35 

440, Cannon Ball.2.85 

715, (Cannon Ball.2.00 

800, Cannon Ball.12.50 

Trolley Track— 

120 Cobum’s. 4,25 

122% Coburn’s . 5.75 

195A, Cobum’s. 4.75 

195B, Oburn’s . 6,75 

24-2, Richards . 3.50 

120, Richards. 7.50 

150, Richards. 8.75 

I, Johns . 6.00 

Oil, Richards. 3.60 

II. Richards. 7.25 

012, Richards. 4.00 

12, Richards. 8.00 

015, Frisco . 3.00 

15, Frisco . 6.00 

140-1, Richards .4.00 


12.25 12.75 13.25 14.00 15.75 

7.00 8.25 . 

10.50 11.00 11.50 12.25 14.00 
8 50 9 75 

12.75 13.25 14.66 15.66 17.66 

9. Midget.65 

90T, Midget Track... .15 


8 16.50 

10 18.75 

15 22.50 

20 37.50 

25 48.00 

30 56.00 

40 90.00 

Standard—R, EA 450. 7.00 

SHA, E, 450 . O.50 

R, EA, 452 .12.00 

Ornamental Surface 
“Butterfly”— 

1420, D2 & F— 

l%xl% .25 

STRAP AND TEE HINGES— 


2 % x2 % . 

3x3 . 

1420, H A N— 

l%xl% . 

2%x2%. 

3x3. 

1431, 1474, 1475 1478, 
1480, 1481, 1482 

14331—D2 A F... 

SF2 AH . 

J1. 

N . 

Ref rigerator—Flat— 

T400, Cast Iron. 

1404, Wrt. Brass. 

1404N, Wrt. Brass... 
1405D2AF, Wrt. Steel. 

1405N. Wrt. Steel_ 

Offset— 

T402, Cast Iron. 

1408, Wrt. Brass. 

1408N, Wrt. Brass... 
1409D2AP, Wrt. Steel. 
1409N, Wrt. Steel. . . . 
Screen Door Spring— 

900 . 

R 902. EA 903. 

SR, SHA 905, A E 913 

2100 . 

R 2102, EA 2103. ... 

E 2104, SHA 2105. . . 

D 2200 . 

R 2202. EA 2203 _ 

SHA 2205 . 

Screen Door Sets— 

7 . 

1900 . 

R 1902, EA 1903_ 

SHA 1905 . 


Strap— 

3" 

4" 

5" 

6" 

8" 

10" 

ir* 

900. Light. Plain. 

.12H 

.15 

.20 

.25 

.85 

.55 


900SC, with Screws. . . . 

.15 

.20 

.25 

.30 

.40 

-. . 

... 

902, Heavy, Plain. 


.20 

.25 

.35 

.50 

.70 

1.10 

902SC, with Screws... 


.25 

.30 

.40 

.60 

.85 

1.26 

935. Corgd., Plain. 

935SO, w'ith Screws. . . 


.20 

.25 

.35 

.55 

.80 

1.15 


.25 

.30 

.40 

.60 

.90 

1.30 

801300%, Light Galv.. 

.25 

.30 

.40 

.55 

.70 



SC1302%, Heavy Galv. 


.35 

.50 

.80 

1.25 

-..85 

2.60 

801305%, Corgd. Galv. 


.40 

.55 

.85 

1.50 

2.10 


Tee— 

3" 

4" 

5" 

6" 

8"- 

10" 

12" 

904, Light, Plain. 

.12% 

.15 

.20 

.25 

.80 

.45 

.60 

SO904, with Screws... 

.15 

.20 

.25 

.30 

.35 



906. Heavy, Plain. 


.20 

.25 

.35 

.40 

^56 

*.70 

SC906. with Screws... 


.25 

.30 

.35 

.45 

.65 

• • • 

908, Extra Heavy. 


.25 

.30 

.40 

.65 

.90 

1.25 

937, Extra Corgd. 


.30 

.35 

.40 

.70 

.90 


SC937, with Screws. . . 


.35 

.40 

.45 

.75 

1.00 

1.45 

SOI304%, Heavy Galv. 
801306%, Corgd. Galv. 


.40 

.55 

.65 

.85 

1.40 



.55 

.85 

1.15 

1.85 

2.50 



i4!66 

BUTTS—Cabinet Door— 
189 F—2x2. 

.56 

3-inch. 

17.66 

2%x2. 

.65 

284 S F 2—2-inch.. 

2%x2% . 

.85 

2%-inch. 

.65 

189 N—2x2. 

.55 

3-inch . 

.15 

2%x2 . 

.65 

284 N—2-inch . 


2 % x2 % . 

.85 

2%-inch. 

lOe; 

fD«: 

289 1)2, F, A B—2x2. 

.25 

3-inch. 

2%x2 . 

.30 

286 D 2 A F—2-inch 

2 % x2 % . 

.30 

2 % -inch. 

6-Ib^ 

289 S F 2. S D 2, S A 

4 

3-inch.. 

80«; 

and H—2x2. 

.30 

286 N—2-inch . 

2%x2 . 

.35 

2 % -inch . 

25o; 

2%x2% .. 

.35 

3-inch . 

289 N—2x2 . 

.35 

291 D 2 and F—2x2. , 


2%x2 . 

.35 

2%x2% . 


2 % x2 % . 

.35 

3x3 . 

6-iB., 

295 D 2 and F—2 . . . 

.25 

291 S D 2, S F 2, S 

2% . 

.25 

and B—2 % x2 % . . . 

45e. 

295 N—2 . 

.30 

3x3. 

40e. 

2% . 

.35 

291 N—2%x2% _ 


284 D 2 and F—2-inch 

.20 

3x3 . 

fS.OO; 

2%-inch. 

.25 



Bright Steel—No. 804—2x2, 15c; 2%x2%. 20c; 3x2%, 
25c; 3x3, 25c; 3%x3%, 30c; 4x4, 45c. 808—2x2, 15c; 

2%x2%. 15c: 3x3, 20c; 3%x3%, 30c; 4x4, 40c. 823— 

2%x2%, 25c: 3x3, 30c; 3%x3%, 30c; 4x4. 35c. 838— 

1. 10c; 1%, 10c; 1%, 10c: 2, 10c; 2%, 15c; 3. 15c: 3%,. 
25c; 4. 35c. 840—1, lOc; 1%, 10c; 1.., xOc; 2, 15c; 2%, 

15c; 3, 20c. 

Galvanized—Brass Pins—1319—2x2, 40c; 2%x2%, 45c: 
3x3, 55c; 3%x3%, 75c. 1334—2x2, 40c: 2%x2%. 50c; 

3x3, 65c; 3%x3%, 75c; 4x4, 95c. 
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BOTTS—OoBtlavad— 

Finished— 

241 D2, F, P 2 and B— 
2x2 85 

2 H x2 H .40 

3x3.40 

3^x3% 40 

4x4 55 

4Hx4H .80 

5x5 1.40 

6x6 2.35 

241 S D 2, S F 2 & 8 A 4— 

2x2 45 

2%x2H 45 

3x3 50 

3V4x3H.50 

4x4 65 

4%x4Vi . .90 

5x5 1.55 

6x6 2.65 

241 H—2x2.45 

2%x2H 50 

3x3 50 

3V4x3H .50 

4x4 70 

4^x4% 95 

5x5 1.60 

6x6 2.75 

241 N—2x2.50 

2^x2V4 50 

3x3 50 

3Hx3% 55 

4x4 70 

4^x4H 1.00 

5x5 1.65 

Parliament— 

260 D 2 and F—3*inch .45 

3V&.inch .55 

4.inch .60 

4 H-inch .70 

5-inch .75 

260 S D 2, 8 F 2— 

8-inch .50 

3 H "inch .60 

4- inch .65 

4%-inch . .70 

5- inch . 

260 H & SA 4—3. . . 

8% . 

4 . 

4% . 

5 . 

260 N3. 

3% . 

4 . 

4% . 

5 . 

828—3^ . 


4 

4H . 

5 . 

6 . 

Japanned— 

731—2x2 25 

2%x2% 30 

3x3 30 

3V4X3H .30 

4x4 40 

4%x4H 55 

5x5 75 

731 2^x2 V4 .35 

3x3 40 


75 

.50 

.60 

.65 

.70 

.80 

.50 

.60 

.65 

.70 

.80 

.35 

,40 

.45 

.50 

.55 


BETAIL SBLXJHa 


8Hx8% 40 

4X4 45 

733—2x2 35 

2V4x2^ 40 

3x3 40 

3^x3% 40 

4x4 50 

4V4x4% 75 

5x5 1.30 

6x6 2.25 

740 J 1—2. ..25 

2H .30 

3 35 

747—2Ha2% 30 

747*J 1—2‘Hi2H‘ ;!; .*85 

3x3 40 

749 J 1—2x2.35 

2^x2 35 

2*^x2% 35 

Half Surface— 

160 D 2, P—2-inch . . .40 

2 Vi -inch .45 

3- inch .50 

3 Vi-inch .55 

4- inch .75 

4Vi-inch . 1.05 

160 S P2—2-inch... .45 

2 Vi-inch .50 

8-inch .55 

3 Vi-inch . .65 

4-inch .80 

4Viinch . 1.10 

160 H—2-inch.50 

2 Vi-inch . .55 

3- inch .60 

3 Vi-inch .70 

4- inch .85 

160 N—2-inch.50 

2 Vi-inch .55 

3- inch ..60 

3 Vi-inch .70 

4- inch .83 

4Viinch . 1.15 

165 D 2 and P—2-inch .50 

2 Vi-inch .50 

8-ineh .55 

3 Vi-inch .60 

4-inch .80 

4^-inch . 1.05 

165 S P 2—2-mch.50 

2 Vi -inch .55 

3- inch .60 

3 H-inch .70 

4- inch .90 

4 Vi-inch . 1.15 

165 N—2-inch.55 

2 Vi-inch .60 

3- inch .65 

8 Vi-inch .75 

4- inch .90 

4 H-inch . 1.25 

Sobs Invisible— 

100 . 

101 . 

103 . 

1^4 . 

108 . 

112 . 

116 . 


.45 

.75 

.60 

1.35 

2.10 

8.25 

4.50 


Bommer—Single Acting—Pair 


Spring, 

Sixe 3' 

Japanned. 1.85 

Ant. Cop., Dull Br. 2.50 
Ant. Br., Sd., Nic.. 3.35 
Double Acting— 

Japanned. 8.15 

Ant. Cop., Dull Br. 4.15 
Ant. Br., Sd.. Nic.. 5.50 
New List Price of I 
Single Acting— 8** 

Japanned. 3.10 

Ant. Cop., Dull Br. 4.10 
Ant. Br., Sd., Nic.. 5.50 
Double Acting— 

Japanned. 5.20 

Ant. Cop., Dull Br. 6.00 
Ant. Br., Sd., Nic.. 9.20 
Snrine. Chicaro — 

No. iVi, Double Acting— 

% to 1 . 3.35 

I’/i to 1V4 . 3.00 

1% to iVi . 4.6' 

to 2 . 6.75 

2V4 to 2 . 

Wrought Brass ' ' 

% 

Narrow.10 

Middle.10 

Broad.10 

Desk.15 


6" 


8'' 


10 " 


2.25 

2.60 

3.25 



.... 

8.00 

8.55 

4.50 




4.00 

4.75 





8.65 

4.35 

6.35 

6.85 

10.00 

18.75 

5.00 

5.90 

7.50 

9.60 

13.75 

19.00 

6.65 

8.00 

9.60 

12.25 

17.00 


(ommer 

S’^ring Hinges— 



4" 

5" 

6" 

7 

8" 

10" 

8.70 

4.30 

5.30 




5.00 

5.90 

7.40 




6.60 

7.90 


... . 


.... 

6.10 

7.20 

8.10 

11.40 

16.50 

22.80 

8.30 

9.80 

12.40 

16.00 

22.80 

31.40 

11.00 

13.20 

16.00 

20.50 

28.40 



No. 3 Vi, Blanks— 
% to 1 . . 

' to 1V4 
to 1 Vi 
to 2 . 
to 2 Vi 


IVi 

1 % 

1^4 

2V^ 


1.65 

2.00 

2.35 

3.35 

6.10 


1 

lU 

IVi 

1^4 

2 

214 

2 Vi 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

.10 

.10 

.15 

.15 

.20 

.25 

.35 

.10 

.15 

.15 

.20 

.25 

.30 

.40 

.15 

.20 

.25 

.40 

.50 




HOLLOW WABB—8TBKL—^Ballad OriddlM, Oooktaf snifaM 
19 iaehM, fl.90 aaeh; IS iaeliM. $1^8; 14 iBehaiiri3.60. 

Handlad Oriddlaa—Cooking aiirfaoo 9 Inohoa, flAO; 10 
iaekoo, 91.50; 11 Inohoa, 91.55. 

Spider*—Diameter, bottom, 8 inehea, 91.10; 9 Inohea, 
91.20; 10 inehea, 91.50; 11 inehea, 91.76; 12 inehea, 92.00. 

HOLLOW WARE—OAST—Dnteh Orena—No. d, 94.35 oaeh.; 
0. 94.86; 10. 95.00; 11, 97.10; S, 93.85; 2, 93.75; 1, 98.85; 
0, 94.86; 00, 95.86. 

Oem Pana—No. 1, 91.36 aaoh; 8, 91.36; 6, 91.36; 10, 
91.50; 11, 91.35. 

GHddlea—No. 7, 91.36 oaeh; 8, 91.80; 9, $1.60; 10, 91.95; 
12. 92.26; 14, $2.86; 16, 28.46. 

KetUea. Stove—No. 7, ^und, 93.16 each: 8, 98.56; 9, 
84.60. No. 7, Flat, $8.16 oaeh: 8. 98.66; 9, $4.60. 

Skilleta or Bpidera—No. 4, 91.16 each; 6, ^1.26; 6. 91.30; 
7, 91.86; 8, 91.50: 9, 91.85; 10, 92.15; 11, 92.85; 12, 98.80. 
Scotch Bowla—No. 2, $2.00 each; 8, 92.40; 4, 92.70. 
Waffle Irona—No. 7, $2.86 each; 8, $2.66; 9, 98.10; 
7 D, 92.85; S D, 98.26; 11, $8.85; 12, 95.50. 

HOLLOW WARE—STEEL—Fry Pan% Aeme—No. 00, 80e 
eaeh; 0, 25e; 1, 80e; 3, 85e; 8, 86e; 4. 40e; 5. 50e; 6, 
60c; 7, 76c. 

Griddle*—No. 8, $1.00 oaeh; 9, 91.35; 10, $1.40; IS, 
91.80: 14, 93.00: 16, 98.86. 

Skilleta or Spider*—No. 7, $1.20 each; 8, 9186; 9, $1.45; 
10, 92.00; 12, 92.85; 07, 40e; 08, 45c; 09, 60e; 1010, 70c; 

. 012, 85o. 

HOOKS AND BTEB—(Price per doseii)— 

Screw Hooka Screw Eyes 

Steel Brass Steel Brsu 
0 .*.60 ... .46 

1 .50 ... .40 

2 .46 ... .86 

8 40 ... .80 

4 or 104.80 ... .26 

6 or 106.26 ... .20 .76 

6 or 106.16 .76 .16 .60 

7 or 107.15 .60 .15 .45 

8 or 108.15 .45 .10 .40 

9 or 109.10 .85 .10 .85 

10 or 110.10 .80 .10 .80 

11 or 111.10 .25 .10 .25 

12 or 112. 10 .20 .05 .20 

18 or 118.10 .16 .05 .15 

14 or 114.10 .10 .05 .10 

Ckkto Hook* and Eyoe— 

Sis# IH 2 2% 8 8Vi 4 6 

No. 40, ateol... .20 .26 .80 .40 .45 .50 .90 

No. 1040, braes.. .60 .76 .90 1.10 1.60 1.75 t.OO 

Sn".*" 'si- WJr.. tUB«I.JO 

iron,.,, “o • iJ? 

a%-ineli coot Iron_ 1.8S „ “ 

3K ine(i, othor finlihoi 1.50 

oSt, oopporod.65 MolloobU Iron, Onlr.. .15 

w Ito ooDDorod ... 85 Orooo^“ Bof. 

wK; 7fp7n”2d;::.:. ilS id-m. is-m, w-m... .m 

Wlro, tinnod.40 •••Vi . *a 

Wiro, ntokol pUtod... .55 IS-ln., onomoM. ir^ 

Wlro, brooo pUtod.65 12-in., enomoled. block .65 

Finest quality at**!.. .90 

Coat and Hal— Forged tool atool.80 

Double, cast, heavy... .70 Hammock- 

Single, cast.45 To screw..15 

Medium, cast.70 With plate.15 

Heavy, cast.90 Hay Pork—- 

Cast, nickel plated.85 %-inoh pi. wr'ght steel .80 

Mast, copper finish... .95 %-inch pi. wr*ght steel .45 

Cast, brass finish ... 1.10 V4*lnch galTanised ... .15 

Cast, bronze, all fin...- 4.25 Vi-inch galvanized ... .15 

Porcelain, aolid.15 7-16-inch galvanized.. .20 

Wire, Japanned.20 Vi-inch galvanised ... .35 

HOSE FIXTURES—Hose Weahera—%-ineh. dot.. 5e; balk 
46r lb . 

Hose Couplings—Cast Brass, Common—Vi-inch, 25c each; 
Vi-inch, 25c; 1-inch, 40c. Heavy Brass, CTlincher, V4-»nch. 
40c; %-inch, 40c. 

Brass Hose Clamps—Vi-inch, 6e each* %*ineh. 5«; l 
Inch, 15c; lV4-lnch. 20c; 1 Vi-inch. 80c; 2-inch. 86e. 
Galvanized Steel Hose flarap^-Vi-lnch. 5c each: 

5c; l-inch, 10c; lV4-inch, 20c; IVi-inch. 30c: 2-inch, 35c. 

Hose Menders—Clincher, Vi-inch, 20c each; Vi-inch. 20c. 
Sherman Seamless Brass, Vi-inch, 10c; V4-inch, 10c. Wood. 
Vi-inch. 25c; %-inch, «Oc. Caldwell Hose Straps. Vi;>nch 
2 Vic; Vi-inch. 3c. Caldwell Hose Strap Pliers, No. I 
for H or Vi-inch Hose Bands. 40c each. ^ . u 

Hose Nozzles—Boston, Vi-inch, 95c each. Magic, 

15c; Vi-inch, 17c; 4-ply, black, Vi-inch, 15 Vic; Vi->ncH. 

H08K. GARDEN—Coupled in 60-ft. lengths—Cotton, 

20c; Vi-inch, 23c:4-ply, black. Vi-inch. ISVie; V4'>n^l‘- 

19 Vic: 5-ply, black, Vi-ineh, 16 Vie; Vi-inch, 20e; 5-ply. 
red. Vi-inch, 17c; Vi-inch, 21c. 

Reels, not coupled, per ft.—Electric, corrugated, 

21c: Vi-inch, 24c; 1-inch. 35c: Electric smooth, 

20c: Vi-inch. 23c: 1-inch. 30c; Second Grade, Vi inch. 

-inch, 22c; Third Grade, Vi-inch, 16c; Vi-inch, 

Fourth Grade, Vi-inch, 15c; Vi-inch, 18c. 
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IRON SHEETS—Galvaoised— 

Oai Sheets 

Full Sheets 

10 to 20... 

... .14 

.11 

20 to 80. 

- ... 

.18 

Black Sheets— 

10 to 16 . 

. . . .12 

.09 H 

18 to 24. 

... .12 

.09 H 

26 to 80 . 

.13 

10 H 


Corraot«d Sheet!, OelTenised— 

26 Oa..t.OO 

28 Ga. 8.50 

Roekfaee Sidinf . 9.00 

Brickface Sidinj; 28 Oa. 8.25 


IRONS— 


Plane, Stanley or Bailey— 

2%-inch. Single. . . . 

.. 1.05 

iH-inch, Block .. 

. . .75 

1^-inch. Double .. 

.. 1.10 

iH-inch. Single .. 

. . .75 

2-inch Double. 

.. 1.20 

2-inch, Single. 

.. .80 

2 H-inch. Double .. 

. . 1.25 

2H-inch. Single. . . 

. . .85 

2''H.-inch. Double .. 

. . 1.55 

2%-inch. Single... 

. . 1.00 

2%-inch. Double .. 

. . 1.65 


IRONS—Sad. Common, 18c lb. 

Mra. Potts—No. 50, 88.50 per set. 

70, $4.25; G. Pressing, 25c lb.; T Tailors' Goose, 25c 
lb.: N Gasoline, $5.25 each. Handles, 86e: Asbestos No. 69. 

$3.00 set. 


KNIVES—Hay- 

Lightning. $2.25; Iwaa Siekle, $8.26; Iwan Serrated. 
$8.25; Heaths Upright, $2.75. 

KNOBS—Maple base, each, 5e; dos., 85c. 


LAOINQ—Belt- 

Rawhide, Cat 


Sixe, per ft.02^ 

Size 5-16, per ft.08 

Size %, per ft.04 

Size 7-16. per ft.05 

Size H, per ft.06 

Size %, per ft.07 

^e it per ft.08 

Wire 

0 and 1.. .05 


2, coil . 

.76 

8, coil . 

.80 

OM, IM, 2M, 8M spl. 

.80 

Hooks 

Dos. 

10 . 

.0.^ 

8, 9 . 

.06 

6, 7 . 

.10 


PLATFORM 

Imperial Platform Lan¬ 
terns .18.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 
Lanterns .5.65 


Nos. 1 and 2 Climax 
Nested .11.00 

UNCLASSIFIED 
Police Flash Lanterns.. .2.00 
Traffic Signal Lanterns.4.85 
No. 12 Display Stand and 
Assortment .25.00 


LEAD—Bar, 18c lb.; Calking (100 lbs.), 17o lb.; Pig (100 
lbs.), 16e lb.; Sheet (fall), 26o lb.; Wool, 85e lb. 


LEVELS—No. 86, 12-inch, $8.85; 18-inch, $4.00; 24-inch, 
$4.75. No. 87, 12'inoh, $4.50; 18-inch. $5.25; 24-inch. 
6.25. 

Marx Aluminum—12-inch, $8.75; 18-inch. $4.50; 24-inoh. 
$5.50; 28, $6.25. 

No. 95. 24-inch. $8.00; 26-inch, $8.25; 28-inch, $8.50; 
80-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
80-inch. $11.00. 

Special Nos.—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45^4. $5.25; 90. $8.75; 93. $5.00; 108, $1.00. 

LIFTERS—Hot Pan—20c each. Store Cover, wire circular 
handle, 15c; straight wire handle, 10c. 

Transom, Coppered—%x3 in., 45c each; %x4, 50c; 5-16 
x4, 75c; 5-16x5, 90c. 


LINES, CLOTHES—Cotton, Braided—40-foot, 20o each; 60- 
foot, 25c; 50-foot, 25c; SO-foot, 85c. 

Wire, Twisted—>50-foot, 20 gauge, 45c each; 75-foot, 20 
gauge. 60c; 100-foot. 20 gague, 70c; 50-foot, 18 gauge, 70c; 
75-foot, 18 $auge. 80e; 100-foot, 18 gauge, 05c. 

Wire, Solid—100-foot, 10 gauge, 95c each. 

LOCKS—Rim—Steel, 75c set; Cast, 60c set. 

LUGGAGE CARRIERS^—BOVCO--—’No. A 46-inch, open, $8.75; 
No. 40, 46-inch, with end, $4.25; No. 5, 06-ineh, open. $4.65; 
No. 50. 65-inch, with end, $5.00. 

MANILA ROPE—3-16 inch to ^-inch, 50c per lb.; %-inch 
and larger, 45e. 


LADDERS—Extension, No. 1, $1.00 foot. Step, Climax, 70c 
foot; Special, Chwscent, 55c foot; Standard, aOc foot. 

LAMPS—Coleman Quick-Lite, Gasoline—00829, Eastern and 
Central Sutes, $9.00; Rocky Mt. and Pac. Coast States, 
$9.50. 

LAMPS, ELECTRIC—Hygrade, Bare, B First, Whitelite, Mar¬ 
vel, Brite-Lite and other makes. 

Type B Lamps— 

10 to 50 watts.. 

60 watts.45 

100 watts. 1^0 

Type O Lamps— Olei 

50 watts.65 

75 watts.75 

100 watts. 1.10 

150 watts. 1.55 

200 watts. 2.10 

LANTERNS—Coleman Quick-Lite, Gasoline. LQ827—East and 
Central SUtes, $7.60; Rocky Mt. and Pac. Coast States, 
8 . 00 . 

Note—General rise in lantern prices will be itemised 
next month. Ask your Jobber. 

LANTERNS—Diets Tabular— 


Clear 

Frosted 

.40 

.46 

.46 

.50 

1.00 

1.10 

Clear 

Frosted 

.65 


.76 

.80 

1.10 

1.20 

1.56 

1.65 

2.10 

2.25 


HOT BLAST 
Little Star Tin Lanterns. 1.50 


Same, optical lens.5.10 

Union Driving, plain 
lens .5.10 


PD-1^ Tin Lanterns.2.00 Same with optical lens. .5.50 

Victor Tin Lanterns... .1.85 


Monarch Tin Lanterns. .1.85 

O. K. Tin Lanterns.1.60 

No. 2 Royal Tin Lants. ,1.75 

COLD BLAST 

Junior Tin Lanterns... .1.50 
Junior Brass Lanterns. .2.50 
Junior Brass Nickel- 

plated Lanterns.2.50 

No. 2 Oescent Tin Lan¬ 
terns .2.10 

No. 2 Blizzard Tin Lan¬ 
terns .2.10 

No. 2 Large Fount Bliz¬ 
zard Lanterns .2.00 

Little Wizard Tin Lan¬ 
terns .1.45 

D-Lite Tin Lanterns... .1.65 
No. 2 Large Fount Wiz¬ 
ard Lanterns .2.10 

DASH AND WAGON 
Buckeye Dash Lant'ns. .2.25 
Junior Wagon Lant'n.. .2.85 
Roadster Wagon L a n- 
tems .2.85 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, $1.25; 16x27, $1.5U; 
18x30, $2.25; 20x33, $3.00; 22x36, $3.50. 

Cocoa Fibre, Medium—16x27, $2.50; 18x30, $2.75; 20x33, 
$3.50. 

Steel—15Hx28%, $2.50 each; 17V4x30, $3.50; 2mx36, 
$5.10. 

Steel Matting in Rolls—Per sq. ft., $1.00. 

MATTOCKS— Each 

Short Cutter, Standard, 5*4 lbs. 1.25 

Long Cutter, Standard, 6 lbs. 1.25 

Pick. Standard, 6 lb. 1.25 

MAULS—Post—10-lb., $1.50 each; 13-lb., $2.00; 16-lb., $2.50; 
18-lb., $2.75; 20-lb., $3.15. 

Ship or Top, 25c lb. 

Wood Choppers—Adze or Round Eye, 24c lb. 

MILLS—Cider- 

Junior .42.00 Senior.65.00 

Medium.48.00 Force Feed.80.00 

MOPS—Dish, Handled, No. 1, lOc each; 2, lOc; 4, 10c. 

O-Oedar, Handled—No. 4, small triangle, $1.25 each; No. 
3, large triangle, $1.75; No. lOB, polish. $1.50. 
Self-Wringing—No. 10, $1.10 each. 

Round—No. 1, $1.75; No. 2, $1.25. 

MOP STICKS—No. 2. 25c each; No. 7, 35c each; No. 13 85c 
each; No. 70, $1.10; Janitor's, 75c each. 


MOWERS—Lawn 


OommoD 


DRIVING 

Eureka Driving, plain 

lens .9-69 

Same with optical lens. .2.65 ^ ^ ^ 

Octo Driving, pl’n lens. .4.50 Same, Brass Founts-11.00 


MILL 

Watchman’s Mill 
terns, enamel fii 
Underwriter's Mill Lan< 
terns 

No. 2 Blizzard Mill Lan¬ 
terns .8.76 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish ..6.10 

Same, Nickel-plated on 

Tin.6.66 

Same, all Brass. 

Same, Nickel-plated on 

Brass .6.60 

WALL 

No. 15 Wall Lanterns.. .8.00 
No. 25 Wall Lanterns.. .8,15 
No. 80 Beacon Wall Lan¬ 
terns . .8.16 

No. 60 Beacon Wall Lan¬ 
terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts ... .9.50 

Same, all Brass.12.50 

Pioneer Hanging Lan¬ 
terns, Tin .8.10 



Oreat Amerieaii — 


14-inch . 

.. 8.50 


15-inch . 

.24.00 

16-inch . 

. .10.00 

Lan- 

17-inch . 

.26.00 

Pennsylvania— 



19-inch . 

.29.00. 

17-inch ... 

. .30.00 

Lan- 

21-inch . 

.82.00 

19-inch .. 

, . .32.50 




21-inch . 

. .85.00 


NAILS—New Base, $4.75 
NETTING, POULTRY—Hexagon, Galvanized after Weaving— 
2-inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $3.08 
24 in., $3.92; 30 in., .«4.68; 36 in., $5.35; 48 in., $7.13 
60 in.. $8.91: 72 in., $10.69. 

Sell Full Roll—12 in.. $2.15; 18 in., $3.10; 24 in.. $3.95 
30 in., $4.70; 36 in., $5.35; 48 in., $7.15; 60 in.. $8.90 
72 in.. $10.70. 

Sell Cut (lin. ft.)—12 in., l%c; 18 in., 2 He; 24 in.. 3He 
30 in., 4c; 36 in., 4Hc; 48 in.. 6c; 60 in., 7He; 72 in., 9c 
iH-inch, 20-gauge—List Roll. 12 in., $3.15; 18 in., $4.53 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in.. $10.50 
60 in.. $13.13; 72 in., $15.75. 

Sell Full Roll—12 in.. $3.15; 18 in.. $4.55; 24 in., $5.80 
30 in., $6.90; 36 in., $7.90; 48 in., $10.50; 60 in., $13.15 
72 in.. $15.75. 

Sell (3ut (lin. ft.)—12 in., 3c; 18 in., 4c; 24 in.. 5c 
80 In., 6c; 36 in., 6Hc; 48 in., 8Hc; 60 in., 11 He; 72 in., 
13c. 

1-inch, 20-gauge—List Roll, 12 in., $4.95; 18 in., $7.12 
24 in., $9.08; 30 in., $10.83; 36 in., $12.38; 48 in., $16.50 
60 in.. $20.64; 72 in., $24.75. 

Sell Full Roll—12 in.. $9.45; 18 in., $1.75; 24 in., $9.10 
30 in., $10.85; 36 in., $12.40; 48 in., $16.20; 60 in., $20.65 
72 in.. $24.75. 

Sell Cut (lin. ft.)—12 in.. 4Hc; 18 in., 6c; 24 in., 8c; 80 in. 
9c; 36 in., lOHc; 48 in., 14c; 60 in., 17c; 72 in., 30Hc 
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NETTING, POULTRY—Continued— 

%-inch, 20-gauge—List Roll, 12 in., $8.55: 18 in.. $12.80* 
24 in., $15.68; 30 in., $18.71; 36 in., $21.38; 48 in., $28.50* 
60 in., $35.63; 72 in., $42.75. 

Sell Full Roll—12 in., $8.55; 18 in., $12.30; 24 in.. $15 70* 
30 in., $18.70; 86 in., $21.40; 48 in., $28.50; 60 in., $35.65: 
72 in., $42.75. ' 

Sell Cut (lin. ft.)—12 in., 8c; 18 in., 10%c; 24 in., 14c; 
30 in., 16c; 36 in., 17c; 48 in., 25c; 60 in., 30c; 72 in., 35c. 

NIPPERS, CUTTING— 


Bernard’s— 


14-inch . 

.8.75 

6-inch . 

. .. 2.25 



6-inch . 

. .. 2.65 

Utica— 


7-inch . 

. .. 8.25 

5-inch . 

. 1.85 

Nettleton’s— 


6-inch . 

. 1.50 

6-inch . 

.. . 2.00 

7-inch . . . 

1 

8-inch . 

. . . 2.40 

4-inch . 

. 1.65 

10-inch . 

. . . 2.90 

4%-inch . 


12-inch . 

. . . 3.10 

5-inch . 

.2.00 


NIPPLES —Sm Pipe Fitting * 

NUTS—Cold Pnaeked U. S. 8. HAzagoii, Tapped—Blto $ 

for 6c; 616, 8 for 6c; H, 8 for 6e; 7-16, 8 foT 6c; 8 #cr 

6c; 9-16, CMk 6c; %. c*ch 6c; %. 8 for 16c; % cccii 10c; 
1 inch, each 16c. In quantity acU at coat» plua 60 per cant. 

Hot Prcaacd U. 8. 8. Square, Tapped—8iic M, Bug. 
mail, 10 far 6c; 6-16, 6 for 6c; %, 6 for 5c; 7-16, 8 ^cr^; 
H, 8 for 6c; % 8 for 6c; %, each ^c; %, each lOe; 

1-in., 8 for 26e. • In quantity tell at coat, plua 60 per cent. 

Wing, Tapped, U. 8. 8. — 8-16, 25c dot.; 80c; 6-16. 
85c; %, 50c; 7-16, 60c; 85c; %, $1.75. 

OAKUM —Plumbera, 20c lb.; Nary, 80c lb.; Beat Unapun. 
85c lb. 

OII.I—8-in-l, 1 - 01 . bottle, 20c each; 8-oi., 85c; 8-oi.. 66c; 2V4* 
oz. can, 35c. 

Household Lubricant, 4-oz. can, 25c each; 8-oz can, 35c 

oz. can, 35c. 

"Winchester Utility—1-oz. bottle, 15c; 3%-oz. can, 25c. 
Many-use—3-oz. can, 25c. 


OILETRS— 

Mowing Machine— 

620 .30 

noo .15 

1140 .15 

1141 .15 

Steel, Spring Bottom— 

12 .20 

13 25 

13 A.30 

14 .30 

14 AA.35 

14 B.40 

16 .45 

OPENERS (Can)— 


Steel, Railroad— 

10 . 

11 . 

Zinc, Chaae'a— 

00 . 


No. 

Each. 

No. 

16 . 

. .15 

140 

100 . 

. .30 

340 

FEN8. PORTABLE—Boas— 


No 

Baeb. 

No. 

Androck, complete. . . 

. 1.25 

2 . 

Kerogas— 


11 

857 . 

. 7.25 

13 

657 . 

. 8.25 

111 

Perfection— 


113 

121 O . 

. 6.35 

120 

122 O . 

. 7.50 

213 

Pinney & Boyle— 


220 

1 . 

. 3.75 

313 


PACKINCf—Sheet Rubber—Standard I. C.. 40c lb.: Indian 
Red. 00c. 

Italian Hemp—A, 1-inch. 45c lb. 

Squaro Flax, braided. 60c, 

Piston Spiral—Steam, high pressure, $1.50; steam or 
water, low pressure, $1. 

Asbestos Cement—7 He lb. 

Wicking. Asbestos—4-oz. ball, 30c. 

Cotton Candle—2-oz. ball, 10c. 

PADS—Sweat—No. 63 N12, Red Kdge, 24-in., $1.00; No. 146 
A 12, Blue and White Striped, $1.50. 

PADLOCKS—Corbin— 


No. Each. 

958 35 

2802 H .30 

2822 H .40 

2809 75 

2879 . 2.00 

2880 . 2.25 

2881 . 2.75 

2883 4.00 

Miller— 


No. Each. 

96 55 

96C . 75 

121 .45 

5441 85 

Slaymaker— 

1902 .55 

1903 .60 

9902 70 

9902 N C.65 

21090 80 

Yale— 

223 85 

225 1.00 

453 J .30 

453 X.30 

563 1.75 

565 2.10 

585 1.50 


685 . 1.50 

645 J.66 

803 . 2.25 

805 . 2.25 

805 H .2.50 

813 . 2.26 

PAINT SUNDRIEB— 

Alcohol—(Denatured)— 

1 gallon. 1.45 

5 gallon!. 1.15 

Alum— 

Pwd., less than 100 

lbs., lb.17 

Bensine— 

New cans, casd., gal. .60 
Old oana, uncad, gal. .40 

Coal Tar— 

6-gal.Gal. .40 

I'gal.Gal. .65 

Creoaote— 

Gal.85 

Distillata— 

Light, gal.40 

Glue— 

No. 2 (Gelatine.60 

Chicago White ... .60 

Kalsomine, White— 

Bbls., 280 lbs.08 

Kegs, 100 lbs.08% 

4 25-lb. pkga., bulk .09 

25 lbs., bulk.00 

Lesa 25 lbs.00% 

100 lbs. 5-lb. pkgs. .00 
Lesa 100 Iba. pkgs. .00 % 

Lamp Black—Bear Brand— 

1-8, lb. pkg.45 

H-8.80 

%-S.20 

Linseed Oil, Boiled— 

S’s .Gal. 1.11 

I’s .Gal. 1.40 

H’s .%-Gal. 80 

V4’a .Qt. .45 

H’s .Pt. .80 

Raw Linseed Oil, 2o less 
than price of boiled. Paint¬ 
ing c ontractora’ price on 
Linaeed Oil, 5c above coat, 
according to quantity. 

Oil— Gal. 

Floor .75 

Gloaa . 1.50 

Lard, No. 1. 1.80 

Lin-O-Oil.90 

Neatafoot No. 1... 2.40 

Neutral .60 

Paraffine ..85 

Paint, Dry Colors— 

Umber.12 

Chrome Green, Med. 

Graphite .06 

Metallic.06 

Sienna.11 

Venetian Red.08 

Yellow Ochre .... .05 


8454 . 2.75 

Paintera* Pstroleum— 

I'Gal.GaL .40 

Paints, Ready Mixed—lit 

g rade, white — 

»!•.Gal. 4.40 

H'gali.%-Oal. 2.80 

Qanrta .Qt. 1.25 

Pints.Pt. .70 

%-pint*-%-Pt. .40 

lat Grade, Colors— 

Gala.Gal. 4.25 

%-gala. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Ft. .65 

%-pints-%-Pt. .35 

2d Grade, White or 

Oolors— 

Gala. .Gal. 2.90 

%gala. ...%-Gal. 1.60 
Quarts .Qt. .05 

Inside Floor— 

Gala.(HI. 2.90 

%-gala. ...%-Oal. 1.60 
(Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

%-gala. ...%-Oal. 2.25 

Quart! .Qt. 1.20 

Plaster Paris— 

Less sack, lb.08 

Putty, Bladder— 

Less than 100 Iba. .07% 

Putty, Bulk— Lb. 

1-Ih. cans.15 

2-lb. cans.12% 

8-lb. Cana.00% 

6-lb. Cans. .00 

10-Ib. Cana.08% 

25-lb. Cans.08 

86 lb. Cans.06% 

Rosin- 

Lb. ^4 

Tints, Kalsomine— 

Barrels, 280 lbs... .09 

Kegs, 100 lbs.09% 

100-lb. bulk.10 

25-lb. bulk.10 

Less 25 lbs.10% 

100 Iba., 6-Ib. pkga. .00% 
Leta 100 lbs. 6-lb. 
pkga.10 

Turpentine— 


5’8 ... 

.Gal. 

1.10 

I’s_ 

.Gal. 

1.25 

%’s ... 

-%-Gal. 

.75 

••• 

.Qt. 

45 

%’■ ... 


25 

Painting 

contractors* 

price 


on turpentine: 5 gals, or 

more, 2c above cost; lesa 5 
gals., 5c above cost. 


PANS—Acme Frying— 
No. 00, each. 

.20 

No. 

4, aaeh. 

.55 

No. 0, each. ... 

.85 

No. 

6, each. 

.60 

No. 1, each. 

.40 

No. 

6 , each. 

. . . .80 

No. 2, each. 

.45 

No. 

7, each. 

... .00 

No. 8, each. 

PAPER, BUILDING— 
Roofing— 

Plymouth, Smooth . . . 

.60 

Light. 

3.00 

Medium. 

3.50 

Ueaw. 

4 do 

Pioneer, Sanded. 


2.50 

b.OO 

3 50 

Asbestos . 


4.25 

4.75 

5.25 

H & H. 



2.50 


Pioneer, Flaxine . . . . 


3.00 

3.50 

4.66 

Pioneer, Sanded ..... 


2.50 

3.00 

3.50 

Pioneer, Slate . 



3.75 


Certain-teed . 


2.25 

3.00 

3.50 

Major . 


2.00 

2.50 

3.00 

Guard . 


1.75 

2.25 

2.75 


Pioneer Sheathing, Gray—Per roll, 20-lb., $1.25; 25-ib.. 
$1..'>0: 30-lb.. $1.75. 

Shingles. Slate, Red or Green—Individual (424 per 
sn'iare), $10.25 square. Strip or Slab (104 per square), 

Tin Caps—1%-inch. 30c per lb. 

—Asphalt Saturated, $2.75 per roll. Deadening, 6%r 
per lb. Insulating, Saturated, $1.75 per roll; Saturated 
and Coated, $2.75. 
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SAND AND BMBRT—Per quire of sheets— 




0 % 

1 

1% 

2 2% 

8 

Carborundum 

... .80 .95 

1.10 

1.80 

1.50 1.76 


B. A A._ 

.46 .50 

.55 

.60 

.75 .86 

.95 

Astec . 

.40 .45 

.50 

.60 

.70 .76 

.90 

Aloxite .... 
PBAVIBS— 

.80 .85 

.90 

1.00 

1.10 1.20 

1.46 

2%x4. 

Sosket. 

Maple. Hiskery. 

. 4.86 6.26 

2%x4^ .. 

Bosket. 

Maple. Hickory. 

... 6.26 6.76 

2%x4% ... 

. 4.60 6.60 

6 .. 


... 6.86 

6.00 

S%x4% ... 

. 4.66 6.76 

8x6 


... 6.00 

6.76 

2%x6 . 

. 4.86 6.86 





PERCOLATORS, COFFEES—Unirersal- 

— 



46 . 

. 4.50 

74 . 



5.56 

48 . 

. 5.00 

76 . 



6.00 

52 . 

. 4.25 

79 . 



6.75 

54 . 


714 



7.50 

56 . 


464 



5.75 

58 . 

. 5.75 

466 



6.25 

64 . 

. 5.00 

469 



7.00 

66 . 


474 



6 25 

69 . 


476 

• • 'a . . 


6.75 

614 . 

. 7.00 

479 



7.50 


Percolator Tops, 10c each. 

PICKS—Railroad. 5-lb., $1.10 each; 6-lb., $1.15; 7-lb., $1.25; 
8-lb.. $1.50: 9-lb., $1.65. 

Driftinir—No. 1, 95c each; 2. $1.10: 3, S1.15: 4. $1.25; 
PINS—Clothes—O—Common, lOe dos.; US—Sprinc, 20c; H — 
Ho 7 t*s Spring, 15c. 

PINCERS—Carpenters’—6-in., 75c; 8-in., $1.00; 10-in., $1.25. 
PIPE—(See Plumbing Prices, Page 169). 

PIPE, STOVB^Nssted, Pull Joints—8-incli, 25o joint; 4*lneh, 
a5e; 5-iBeh, 80o; O-ineh, 85c; 7-ineh, 40c. 

4-ineh, Japam 40c: 8*inch, OalTanised, 85c; 4-inch. Onl- 
Tanised, 40c; 5-ineh, OnlTaniced. 50c: 6-inch, OalTaniseo, 60o. 
Half Joints—5-inch. 20c joint; 6-inch, 20c. 

Taper Joints—6-incli to 5-inoh, 85e joint; 7-inch to 6-inch, 
40c. 

PIPS PITTINOS (STOYB)—Capa. No. O 16, 60e each; C-16, 
60e each. 

Dampsra-^No. 8, 4, 20« saeh; 5, 6, 26e; 7, 40e. 

Elbows—No. 8 Oarg., 26e each; 4, 80e; 5, 85o; 6, 40o; 

7, 45e. No. 8 Adj. 4 Pe.. 86e; 4, 40o, 6, 40e; 6. 48 «l 8- 

ineh Adj. Oals., 40e; 4-Uieh, 46o; 6-iaoli, 60e; 8-laoli, 56o. 
No. 8 Oorg. Jap., 40s; 4, 46s. 

la lota of 12 dossa, 6 par ooat diaoount from aboTS. 

Pino Stops, Nos. 1 and 86, 20s sash; 8, 20s sash; 80, 20s 

8, 8^ (ia kogs). 85s lb.; 4, 6, 86s; 6, 7, 8, 85s; 10. 86s. 
Roof Platss and Saddlss, Nos. 16, 18 (Sl^), 20s sash; 60, 
60 (Bidgo), 76s sash. 

PISTOLS—Automatic—Colts' .25 Oal., $20.50 each; 25 Oal. 
nickel, $27.00; .82 Cal. $25.00; .88 Oal., pocket. $45.00; 
.45 Cal., militsr 7 , $42.00. 

Smith A Wesson—.86 OaU $81.60; Sarags, .82 Oat, 
824.00; .380, $25.00 

PITCH— Nsyt Caulking—5-lb. can, 75c: lO-lb., $1.25; 25-lb., 
$2.50; 50-lb., $4.50; ^-bbl., $9.00; bbl., $13.50. 

PLANES—Stanlej—No. 1, $3.25 each, 2, $4.25; 3, $4.45; 80. 
$4.50; 4 $4.75; 4C, $5.00; 4^, $5.60; 4%C, $5.95; 5, 

$5.50; 5C, $5.80; 5^, $6.00; 5%C. $6.60; 6, $7.25; 6C. 
$7.50; 7, $8.10; 7C, $8.60; 8, $10.00; 8C. $10.20; 9, 

$9.15: 9V4, $2.45; 9%, $3.00; 10, $7.25; 10V6, $6.00; 


12. 

$5.50; 

12% 

, $7.25 

; 15, 

$2.60; 

15%. 

; 16, 

$2.75 

17. 

$3.25 

18, 

$3.00; 

19, 

$3.10; 

20, 

89.25 

24. 

$3.50 

25, 

$3.35; 

26. 

$3.50; 

27%, 

, $4.«5 

; 28, 

$4.70 

29. 

$. .. . 

31. 

$5 10 

32, 

$5.55; 

35, 

.<t4.25; 

36. 

$4.70 

37, 

$5.15 

40, 

2.50; 

40%, 

$3.35; 

45, 

$15.35 

; 46. 

$10.75 

; 47, 

$8.50 

48, 

$6.00; 

49. 

$6.00; 

50. 

$8.40; 

55, 

$30.75; 

: 60, 

$2.90 

60%. $2 60; 61 

. $2.50 

: 62. 

$6.15; 

65. 

$3.35; 

65%, 

$2.85 

71. 

$4.50; 

: 71%. $3.50; 72, $5.00; 74, $... 

. ; 75. 75c 

78. 

$3.70 

; 85, 

$5.10; 

90, 

$4.45; 

92, 

$4.45; 

93. 

$5.30 

94. 

$6 20 

; 95, 

$2.10; 

97, 

$4.50; 

98, 

$2.10; 

99, 

$2.10 

100 

. 60c; 

101, 

50c; 

102, 

95c: 

103, 

1.30; 

110, 

$1.30 


112, $4.95; 113, $8.05; 120, $1.85; 130, $1.90; 131, $3.00- 

140, $3.35; 146, $4.45; 147, $4.75; 148, $5.05* 171. $6.50; 

190, $3.30; 191, $3.05; 192, $2.90; 203, $1.65; 212. $3.35; 

220, 1.85; 278. $3.50; 289. $4.20; 444, $11.95; 602. $4.30; 

603. $4.90; 604. $5.30; 604C, $5.55; 604 Vi, $6.15; 605, 
$6.15; 605C. $6.45; 605%, $6.75; 606. $7.85; 6060, $8.25, 
607. $8.90; 607C. $9.45; 608, $10.70; 6080. $11.20. 

No. 39—%. $3.25; %. $3.50; %, $3.65; %, $3.90; % 
$4.00; 13-16. $4.25; %, $4.25; 1 $4.45. 

Stanley Block Plane Irons—Nos. 100 and 101, 20c each; 
102 and 103. 30c: 110 and 130. 45c: 120 and 220, 60c, 
140, 70c: 10 and 10% Sngl., $1.00; 10 and 10% Dbl., $1.55; 
12 and 112. 65c; 12%. 65c; 9% and 9%, 60c; 15, 16, 17, 
18 and 19, 60c; 60 and 65, 60c. 

PLATES—GAS, HOT—No. 501, $3.75 each; 502. $6.00; 503, 
$9.25; 702, $8.76; 703, $12.75; 722, $9.76; 723, $13.75; 
1001, $2.65; 1002, $4.35. 

PLIERS—Klein's No. 201—d-inch, $8.90 each; 7-inch, $4.50; 
8-inch, $4.76; 9-ineh, $6.00. Bernard's No. 102—4H-ineh, 
$1.50; 5%-ineh, $1.85; 6%-inch, $2.25; 8-inch. $3.25. 
PLUGS—Spark—$1.00 sash. 

PLUMBS AND LEVELS—MsUllis, Stanlsy-No. 86, 6-ineh, 
$2.25 sash; 9-ineh. $2.75; 12-iBoh. $8.25; 18-insh, $8.75; 


24-inch, $4.75. No. 87, 12-lneh, $4.50; 18-inch, $5.25; 24- 
inch, $6.25. 370, 12-inch, $4.25; 18-inch, $6.25. 84V, 4- 

inch, $1.80; 6-inch, $2.25; 8-tnch, $8.00; 10-inch, $8.35. 

Wood, Stanley or Disston—No, 00, $1.50 each; 0, $1.75; 
2. $2.50; 3. $3.00; 8. $3.85; 18, 26-in., $3.50; 28-in., $3.75; 
30-tn., $3.75. No. 15. 26 in.. $4.25; 28-in., $4.50; 30-in., 
$4.50. No. 30, $3.75; 35, $3.25; 45%, $5.25. No. 93, 26-in., 
$5.00; 28-in., $5.25; 30 in., $5.50. No. 95, $8.25; 96, 
$10.00; 102, 80c; 104, $1.15, 

Pocket, Stanley—No. 31, 2%-inch, 65e sash; 8-ineh, 66o; 
8%-inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $2.25. 

Extra Lerel Glasses—No. 1, 1% to 2-ineh, 15o sa^; 2%- 
inch, 15e; 8%-inch, 20c. No. 861, 40e. No. 862, 75e. No. 
871, $1.65. 

POKERS, STOVE— 

No. 120, Straight, 20-inch, 15c each; 126. Straight, 26-inch, 
20c; 200, Bent, 20-inch, 15c; 250, Bent, 26-inch, 20c. 

POLISH (AUTO)—Dnrolas, 1 pt., 66e; I qt., $1.00. 


POLISH (PUBNITURB)—Dnxnlas, 1 pi.. 60e; 1 qt.. $1.00. 
Oalot M pt. 80s sash; 1 pint 48s; 1 qnart, 08s; % gallon. 
$1.15; 1 gallon, $2.00; 6 gaUoniL $7.60. 

Liquid Veneer, *4 onnse, 80e eash; 12 onnse, 80s; 1 qmart, 
$1.25. 


0-Cedar—4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
% gallon, $2.00; gallon, $8.00. 

Johnson's Prraared Wax, 6 onnse, 4Ss eash; 1 pound, 86o; 
2 pounds, $1.70; 6 pounds, $8.00. 

METAL—NonOUo, % pint, 50q eash; 1 pint, 7Ss; 1 quart, 
$1.26. 

SHOE—Shnwhite, 16e eash; Midnight OIL 26s; Royal, 16e; 
Jet-Oil, 16e; 4 0 8 Shoe Satin, lOs; 0 0 8 Shoe Satin, 16e; 
1 O Satinola, 10s; 2 O Satlnola, 16e; 6 P 8 Shoe Satin, 10s; 
10 P 8 Shoe Satin, 16e; 6 PItetinola, lOe; 10 P, Satinsln, 
16e. 


STOVE—Liquid, No. 6 Blaek Silk, 20s eash; 8, Rlask Silk, 
25c; 2, Black Eagle, 25e; 10 S, Bnameline, 16s. 

Paste, No. 5, Black Silk, 16s eash; 10, Blaek Silk, 

20, BUck Silk, $1.76; 01, Blaek EmIs, 45o; 96 Blaek T 
$2.00; 4 B, Bnameline, 16e; 6 B, snameline, 16s; 76 
Jack. 25c; 1, Rising Sun, 10s. 

POTS—Pire. 

Gasoline, OAL. 

20.12.00 

21 15.25 

71 .19.50 

72 .18.00 

5.18.00 

1.19.50 

Watering GalTaniaed 


Tin 



26e; 
: Eagle, 
’ Black 


.70 

.90 

1.15 

1.40 


1.25 

1.35 


4 C 

6 

8 

Juart. 

p^art. 

Quart. 

.95 

. 1.15 

. 1.35 

0, 1 V4-pt. 

1, 1%-pt. 

2, 2-pt. 

_ 1.50 

_ 1.75 

_2.00 

10 

Ouart. 


Melting— 


12 

Quart. 

. 1.75 

5-in. 

.85 

16 

Quart. 

.2.25 

6-in. 

_ 1.25 


PULLERS—Nail—Rex, $1.65 each; Rex, Jr., $1.85; Red liewl, 
$2.50; Morrill’s, $4.25; Little Giant, $2.25. 

PULLETS—Brass Screw, No. 850, %-ineh, 15c each; %, 20c; 
%, 25c; 1, 80c; 1%, 85o; 1%, 40c. No. 870, H-inch, 85c 
each; 1, 40c. 

PUI/LEYS—Brass Screw, No. 35. %-inch, 15c each: 20c; 

%, 25c; 1, 30c; 1%, 35c; 1%. 40c. No. 37, %-inch, 35c' 
Clothes Tiine—No. 30. 3 %-inch, 45c: No. 60, 6-inch, 70c; 
No. 64, 20c; No. 65. 2 %-inch. 20c; No. 67. 25c; No. 160, 
2-inch, 25c; No. 6500, 5 %-inch, 55c; No. 6500G, 5%-inch, 
65c. 

Hay Pork—No. 566, for rope, $1.00; No. 1651, for wire 
rope, $3.50. 

PULLETS—Frame—No. 4, Ottumwa, per dos., 90s; No. 6, 
$1,00; No. 9, 95e; No. 106, 90e: No. 109, 90e. 

PUMPS—P. S.—1, $4.00; 2, $4.50; 8, $5.20; 4, $5.00. 
PUTTT—Per lb., 16s. 


BAKES—GARDEN—Malleable, 12-tooth, 70o eash; 14-tooth, 
80e. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.26. Ste^ 
Row, 11 and 12 tooth, $1.35; 18 and Id-tooth, $1.46; 16 
and 16-tooth, $1.60. Lawn, 85o. 


RASPS—Plain Hone Raspe—Id-in., eash $1.00; lO-in., $1.26; 
18-in., $1.60. 

Flanged Horn Rasps—14-in., eash $1.26; 16-in., $1.60; 
18-in.. $2.00. 

Half Round Oabinet—10-in., each $1.26; 12-in., $1.69; 
14-in., $2.00; 16-in., $2.50; 18-in., $8.00. 

Half Round Wood—lO-in., eash $1.00; 12-ia., $1.26; 
14 in., $1.66; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95o; 12-in., $1.26; 14-in., $1.60; 
16 in.. $2.00; 18-in., $2.60. 

RAZORS (SAFETT)— Ereready 


No. No. 

700, eash .. 1.00 706 B, 6 Blades, Pkg.. .40 

2, eaeh . 8.09 706 B, 12 Blades, Pkg. .65 

Gem 

800, eash. 1.00 800 B, 7 Blades, Pkg.. .50 

Enden 

900, eaeh . 1.00 900 B, 5 Blades, Pkg.. .35 


Digitized by 
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HARDWARE WORLD 


BETAn. SBUJKO 

RAZORS, SAFETY—Continued— 

Durham Domino 

1, each. 1.00 3 Blades. Pka.35 

2, each. 2.00 5 Blades, Pkg.50 

Qillatta 

Old Type— New Type — 

PiTJler® 2:50 standard, Bostonian, 

Pocket . 8.00 Richwood, Big Fellow— 

Blades— Each. 5.00 

6 Blades. % pkg.50 Gold Plated. 6.00 

12 Blades, Pkg. 1.00 Traveler . 7.50 

AutoStrop 

1, 7, 8, set. 6.00 254S. set . 5.00 

15, set.. 6.50 600 B, Blades, pkg... 1.00 

^25, set. 8.50 600^ B Bladea, pkg.. .50 

251, set ............ 5.00 

REELS—Hoa.—No. 1 Wir«, 91.65 M«h; No. 1, Wood. 98.36. 
KBVOLVERS— 

Oolts, Model Bach 

Pocket Poeitioe. 80.00 Marlin— 

Police PositWe ^cial 82.60 30 TD—Oetafoa Bri.. 18.60 
Police PosItiTe Tarfet 86.36 37 TD—^Ronad Bri... 31.80 

Speeial. 84.00 TD—Oetacon Barrel. 34.65 

^••.Serrice . 88.00 39 TD—Boud Bri.. 16.60 

^“0“ Wi li 1897 TD—Bonnd Bri. 33.76 

oSf^Sf*®* * TD—Oetaton Barrel. 34.90 

22!’ ,?*2— ■■i. .Remlneton— 

>2! ®.J2-22 * TO—<fetafO« Bri.. .16.64 

•“*•*»*•-i .1*.00 6 TD—Round Bri....10.40 

.JJ-»S 8 A TD—Bonnd Bri..7837 

222’ t?’2,i •«.J2-5? 1® TO—Bound Bri.. .38.40 

22! ®. }2Zf TD—Oetafon Bri....81.96 

-*’2.1 •-.1! I* 11 A.TD—standard. .6830 

a 57.16 


®.TD—Carbine. 


Tver Johnson— 

300, 303, 323 .14.50 


16 A TD—SUndard. .44.61 
Savage • 


300 B, 303 B.14.50 1899 250-3000 .60.00 

304 .15.00 1899 TD. Feath*wt ..55.00 


MIFLES—No. and Model— 


189 8F .48.00 


Daisy Air— 

25 . 

Each 

.A f ■ 

40 . 

. 5 SS 

3 . 

80 . 

. 2 95 

11 . 

...... 2.88 

12 . 

____ 8.00 

King Air—~ 

.2.95 

5 . 

21 . 

.2.00 

22 . 

.2.86 

804 B . 

828 B . 

.17,00 

824 

824 B . 

..._17.25 

848, 858 . 

848 B, 858 B.. 

844, 854 . 

844 B, 854 B.. 

864 B. 

866 B. 



Saeh ^004 TD, Single aket. 9.75 


Steven 

' ■ 2 Little Soont . 7.50 

2 Crack Shot. 9.50 

Marksman.11.00 

Favorite .18.00 

70 TD, .86.10.00 


Winchester 


Smith A Wesson 


TD—^Roond Bri. 64.80 
17.85 1890 TD—Oct. Fancj 57.50 

17.00 TD—Oct. Plain. 81.50 

...17,00 1898 SF—Bound Bri. 87.50 

8F—Oct. Bri. ..89.40 
TD—Oct. Bri... 45.75 
SW—Carbine . .88.55 


SF—Oct Bri... 48.60 
SF—Carbine .. 86.85 
TD—Oct. Bri. ..54.50 

1895 SF .58.15 

1805—Oovt. Model...58.15 


1905 Military. Feliee. .84.50 1895 TD.67.10 

Regulation Poliee .... 88.50 1908 TD—^28.10.50 

1908 Hand lUeetor... 80.50 1908 TD—Plain 


1908 MiUtary. 85.00 1904 TD .88 

1011 Target. 85.00 1906 TD 

New Departure 88.... 80.50 1907 TD 


Copper—With Bu 


Size. 

% Lbs. 

Lbs. 

Size. 

% Lbs. 

Lbs. 

7—St'r Lgtba. 

.80 

.55 

7—Asst. . . . 

.80 

.56 

8 

.80 

.65 

8 •• 

.80 

.56 

9 

.80 

.65 

9 

.80 

.56 

10 

.30 

.65 

10 •• 

.80 

.55 

12 

.80 

.55 

12 •• 

.80 

.65 

Copper Iron, with Burrs—08 Asst., 20c, %-lb. 

box; 010, 

25e. 


Cents per ft.. . . % 


8-16 

V4 

% 

% 

% 

% 

% 

1 

. 66 

45 

20 

12 

8 

6 

4% 

3 

. % 

1 

2 

3% 

5 

7 

10 

15 


PBlCIB8--CkRltllllMkt 

Manila— 


Ft. per lb. 

70 

40 

24 

14 


8 

6.8 

4.9 

3.6 

Cents per ft, . . . 

% 

% 

1 

1% 


3 

3% 

5 

6% 

Sisal— 

Ft per lb. 

70 

40 

24 

14 


8 

6.8 

4.9 

3.6 

Cents per ft.. . . 

% 

% 

1 

1% 


3 

3% 

4.9 

3.6 

Galv. Wire— 

Cents per ft.. . . 

1% 

2% 

4% 

7% 

7% 






Thimbles. 


5 

10 

16 


20 

25 

30 

Clips, GVlv. . . 


7% 

10 . 

15 

20 


30 

40 

45 

v/lips. Jap'd . . 


6 

7% 

10 

15 


20 

25 

30 


RULES—Boxwood—Lufkin, Stanley—No. 171 (86), 65o each 
872 (36H). 90c: 886 (32), 95o; 888 (82^), $1.85; 465 
(69) 25c; 651 (68), 85c; 702 (18), 50c; 751 (61), 40c; 
761 (68). 50c; 762B (7), $1.85; 771 {84), 85c; 780 (62H). 
61.00; 781 (62), $1.00; 861A (68%), $1.00; 8620 (83%). 
$1.50; 871 (52), 90c; 881 (54\ $1.10; 8851 (66%), 75c. 
8861 (66%), 85c: 8881 (66%), $1.85. ' 

Rules, Steel—No. 17, Blacksmiths, 90c each; 041, 
Pocket, 25c; 1181. 1141, Zig-Zag, 25e; 1182, 1142, ZirZai. 
$1.85; 1143, Zig-iag, $2.00. * . a 

RULES, ZIG-ZAG—Lufkin, Stanley—No. 804F, 40c each; No. 
806P, 60c; 8518 (08), 80c; 8514 (04), 40c; 8515 (05), 50c; 
8516 (06), 65c; 8518 (08), 80c; 8528 (408F>, 80c; 8524 
(404P), 40c; 8526 (405F), 80c; 8526 (406F). 65c; 8613 
(108). 85c; 8614 (104), 46o; 8616 (106), 55c; 8616 (106), 
65o: 8624 (854F), 46c; 8626 (856F), 65e. 

SAWS—One Man—Oross-ent— 

Disston 

8%. ft.4.75 


Ohineek 

. 8.25 
. 8.50 
. 9.25 
.10.50 
.11.50 
.12.50 


Boyal 

Ghiaook 


5 ft. .. 

5% ft. 

6 ft. . . 

6% ft. 

7 ft. .. 

7% ft. 

62, 545, and Simonds Fallicf. 


11.50 

18.00 

14.00 

15.25 


No. 10 Simonds or 7 Disstoo 

18 inch .2.10 

20 inch .2.25 

22 inch .2.50 

24 inch . 2.60 

26 inch.2.75 

28 inch .3.25 

No. 120 Disston or 4 Simondi 

26 inch.6.8u 

28 inch.6.80 

No. 119 Diseten 

96 inch.5.3S 

28 inch .5.80 

No. D 100 or Ne. D 10 
Disston 
96 inch. 


98 inch 


4.85 

4.85 


_ _ __44.80 

88 S. A W. Perfected 90.50 1908 TD—Fancy ....69.00 

. ..— ““ .19.60 

.28.55 
.61.60 

RIVETS—Slotted Clinch, Coppered Steel—No. 50’a, 15c box.; 
lOO's, 10c box. 


RIVETS—Tinners—Black, in bulk, all size*. 20c per lb.; 
Tinned, in bulk, 30c; Tinned, in papers, 8 o*., 30c; 12 oz., 
40c; 14 oz., 45c; 1 lb., 45c; 1% lb.. 60c; 2 lb., 75c; 2% lb. 
90c; 3% lb., $1.15; 4 lb., $1.30; 5 lb., $1.50: 6 lb., $1.75; 
7 lb., $2.00; 8 lb., $2.25; 10 lb., $2.75; 12 lb., $3.25; 14 
lb.. $3.75. 

Tubular Harness—50S, per box, 20c; lOOS, 35c. 

RODS, CURTAIN—No. 3, %-in. Steel, Brass Covered. 6c per 
foot; %-in.. Steel, Brass Plated, 8c: No. 8881, 20c each; 
No. 8931. 20c; No. 8902, 10c; No. 8968, 20c; No. 9044 25c; 
No. 9080. 20c; No. 9088. 54-inch, 2.5c: 78 inch, 35c; No. 
9152, 25c; No. 9163, 54-inch, 30c; 72-inch, 50c. 

ROOFIN(3—(See Paper). 

ROPE— 

Cotton— 


4 ft. 6.26 

4% ft.6.00 

5 ft. 6.75 

5% ft. 7.00 

Atkins Crosscut Nos. 61, 
same price at Royal Chinook. 

SAWS—Hand— 

4, 5, Simonds 
12 Diaatoa or 69 Atkins 

18 inch . 2.P5 

20 inch . 8.20 

22 inch . 3.50 

24 inch . 3.80 

26 inch .4.jLii 

28 inch . 4.45 

No 7, 7%. 8. 9 Simonds. D8 
Disston or 51 Atkins 

18 inch . 2.85 

20 inch . 2.60 

22 inch . 2.80 

24 inch . 3.00 

26 inch . 3.15 

28 inch . 8.60 

SAWS— 

Back, No. 4. . 

Compass, No. 2. 

Compass, No. 30.. 

Kitchen, No. 0. . . 

Butcher— 

No. 5. 

No. 7. 

No. 70. 1.75 

Panel— 

No. 7_ 

No. 8_ 

No. 12 . . . 

No. 091 . . 

Plymouth. 2.25 

BUCK—No. 40, $2.00; No. 302, $1.75; No. 617. $1.85; No 
618, $1.85; No. 623, $2.00; No. 677, $2.65. 

Blades—No. 4, 4B, 66. 75c; No. 77. $1.25. 

Coping—No. 100, 30c; No. 110, 45c. 

Keyhole—No. 5, 45c; No. 95, 75c. 

Pruning—Disston No. 4, 16-in„ $1.75; 18-in., $1.85- No. 
50, 12-in., $1.15; 14-in., $1.25; No. Ill, $2.35. 

SAW CLAMPS—No. 8. $2.60; ^ $1.85. Perfection. No. IW, 
$2.50; No. 8W. $8.26; No. 2W, $8.50; No. 11. with Guide, 
$3.25; Bishop*! No. 750, 86e; Steama' No. 105. $2.75; No. 
200. $1.75; N88, $2.25; No. 8, Diaaton, $4.50. 

SAW SETS— X (TUT— 

201 G A P. 1.50 Morrill No. 8. 1.30 

Spec. Morrill.2.00 Baker No. 8.2.85 



10-in. 

12-in. 

14-in. 

16in. 


. 2.25 

2.50 

8.00 

3.25 


. .75 

.75 

.80 

.85 


. .45 

.45 

.45 

.45 



.70 

.75 

.80 

18-in. 

20-in. 

22-in. 

24-in. 

26-in. 

. 3.50 

8.50 

8.75 

8.75 

4.00 

. 2.50 

2.75 

2.75 

8.00 


. 1.75 

1.85 

2.00 

2.10 


. 2.00 

2.25 

2.50 

2.75 



2.50 

2.75 

8.00 


! 8.66 

3.25 

8.50 

8.75 


. .95 

1.00 

1.10 

1.25 


. 2.25 

2.35 

2.50 




Rods, 20c. 


105 Morrill.60 

1 Morrill.2.00 

10 . 1.20 

77 . 1.00 

SAW TOOLS— 

(Clipper Outfit.75 

Morrill's Raker Gauge— 

No. 1. 1.50 

No. 6. 2.25 

No. 9.2.60 

Atkins Raker Swage.. .46 

5-M Tooth Gauge.25 

Jointers Pikes Perf... .75 

Jointers No. 7 Stems. .70 


Colonial. 1.40 

7 Taintor .2.00 

28 Triumph .1.53 

Hammer ..35 

Lever . 25 

Morin No. 2.4.75 

Morin No. 2%.6.00 

Morin No. 8.2.00 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— _ 
No. 4 Blocks, Morin.. 1.85 
Swages No. 0 Disst... 4.75 
Swages, 'l^itings.... 100 

Atkina, Rex .1-00 

Atkina, Excelsior.85 
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Google 
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BETAIL SBLLINO PBI0B8—Oonttnnad. 


SCALES—testing without scoop, $3.00; with scoop, 
$3.75; Peddlers* glass sash, $5.25; glass sash with chains, 
$5.75; brass dial, $6.75; brass dial with chains, $7.00. 

Spring Balance, No. 50, 20e each; 51, 40c; 84, $1.25; 86, 
$3.75; 87, $7.00. 

SCISSORS— Cas^No. 10, 60e each; No. 44, 1% inch, 60e; 
8H inch, 65e; 340, 4 inch, 25e; 4% inch, 80o; 856, 4 iaeb, 

30e; 4% inch. 85c; 6 Inch, 85e; 5V& inch, 40e; 6 inch, 45e; 

820, 86c; 850, 75c. 

Wiss— No. 14 B H, $1.46 each; 54H, 96c; 65, $1.00; 
55H, $1.05; 56. $1.10; 66^, $1.15; 57, $1.20; 164H. 
$1.16; 155, $1.20; 165%, $1.25; 156, $1.80; 156H, $1.85; 
157, $1.45; 864, $1.20; 864%. $1.35; 865, $1.80; 866, 
$1.45; 468, $1.05; 463%, $1.10; 464, $1.15; 573, $1.46; 
578%, 1.60; 674%, $1.70; 668, $1.45; 668%, $1.60: 664, 
$1.70; 768, $1.05: 768%, $1.10; 764, $1.15; 764%, $1.20; 
755, $1.26; 766%, $1.80; 766, $1.85; 778, $1.15; 778%, 

$1.20; 774, $1.25; 814, $1.25; 814%, $1.80; 815, $1.85; 

815%, $1.40; 816, $1.50. 

SCOOPS—Oommon Hollow Back—^Black—No. 2. $2.16 each; 

8, $2.25; 4, $2.85; 6, $2.45; $, $2.55; 7, $2.65; 8 , $2.75; 

9. $2.85; 10, $8.00. 

SORnNS—Adjuatobla—Wladotr—Wabaik, Wood Frame, 15z 
88. 80e; 18x88, 90e; 24x88, $1.15; 80x88, $1.45; 24x87, 
$1.25; 28x87, $1.50. 

Shonrood, Btoel Framo—18x88, $1.20; 24x88, $1.85; 24x 
87, $1.50; 80x87. $1.75. 

SCREWS—Cap aad Set— 

Machiao. Braaa, Flat or Roaad Hoad— 

Prieoo saowa aro for fall grooi paokagoa. For prioo of 
oao dosoa, mio oao*toatk of tho fall paekago prieo skoara. 


S. A. E. Thread, Steel— 


Size. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

2. 

.20 

.25 

.80 

.85 

... 

4. 

.25 

.30 

.85 

.40 

.45 

6. 

.80 

.85 

.40 

.45 

.65 

8. 


.55 

.60 

.70 

.80 

10. 

.70 

.75 

.90 

1.00 

1.25 

12. 


1.00 

1.16 

1.25 

1.60 

14. 

. 1.15 

1.30 

1.50 

1.70 

2.00 

16. 

. 1.75 

1.95 

2.10 

2.30 

2.65 

18. 

. 2.20 

3.50 

3.75 

2.95 

8.46 

20. 


3.00 

8.30 

8.60 

4.30 

Size. 


1 % -in. 

1%-ln. 

1%-in. 

2-In. 

4. 


. . .60 

.70 


6. 


. . .75 

.90 

i.is 

i.io 

R. 


. . .95 

1.15 

1.40 

1.65 

10. 


. . 1.40 

1.60 

1.85 

3.10 

12.-. . . . 


. . 1.75 

1.95 

2.25 

2.55 

14. 


. . 2.25 

2.50 

2.80 

8.10 

16_ 


. . 3.00 

8.30 

8.75 

4.20 

18__ 


. . 8.80 

4.15 

4.65 

5.15 

20_ 

Iron. 

Fist or Round Head— 

6.40 

6.00 

6.60 

Size. 

%tn 

%-in. 

%-in. 

%ia. 

1-in. 

2. . . . 


.20 

.20 

.20 



4. . . . 
«. . . . 
8 . . . . 
10 . . . . 
12. . . . 
14. . . . 
!«.... 
18 ... . 
20 ... . 
St so. 

4. . . . 

5 . . . . 

8 . . . . 

lO. . . . 
12 ... . 
14. . 

18 ... . 
18 ... . 
20 


.20 

.20 

.25 

.36 

.40 

.50 


.20 

.20 

.25 

.85 

.45 

.50 

.66 


.20 

.25 

.30 

.40 

.45 

.55 

.65 

.90 


.20 

.25 

.80 

.45 

.50 

.55 

.70 

.95 

1.15 

l%in. 


.35 

.80 

.85 

.50 

.55 

.65 

.80 

1.05 

1.25 

2ia. 


l%in. 1%-in. 

.30 .35 

.35 .40 ..50 .60 

.40 .45 .55 .65 

.60 .70 .80 .90 

.65 .75 .85 ,95 

.75 .85 .95 1.15 

.90 1.10 1.80 1.55 

1.25 1.50 1.70 1.90 

. 1.50 1.70 1.90 2.10 

Pric«*« shown lire for dozen lots. For price of one only, 
nss nn^-t^Ttfn nf itoren price shown. 

XT. 8. S. Thread. Iron— 

6-16.in. %-in. 

.80 .35 

.30 .35 

.80 .35 

.35 .40 

.35 ,40 

.40 .45 

.45 ..50 

.50 .50 

.55 .55 

.60 .65 


Lengrth 

a/^ . 

%-in. 
... 30 

% - - • 

.. . . .30 

1 .. 

.30 

1 u . . . , 

30 

1 LC . 3.«i 

1 ^ . . . . . 

.35 

^ . 

.40 

ou __ 

.4.5 

OIL .50 

ft " __ . 

... .55 

a%G. 


4 . . . . 

T>ength 
1 ... 

1 % . . . 
1 %... 
1 %.. . 

2 ... 

2 % . . . 
2 %. . . 

3 ... 
3%.. . 

4 ... 


%-1n. 
.85 
.85 
.90 
.95 
1 05 
1.15 
1.25 
1.40 
1.55 
1.80 


% -in. 
1.15 

1.15 
1 25 
1.30 
1.40 
1.50 
1.60 
1.85 

2.15 
2.45 


7-16.in. 

.40 

.45 

.45 

.50 

..50 

.55 

.60 

.65 

.70 

.75 

.90 

1.00 

%-in. 

1.65 

1.65 

1.65 

1 90 
1.90 

2 00 
2.15 
2.35 
2 70 
8.00 


%-ia. 

.50 

.50 

.55 

.60 

.65 

.70 

.75 

.80 

.80 

,95 

1.10 

1.25 

1 


2.05 

2 25 

2.50 
2.65 

3 05 

3.50 
3.90 


Length 

^-in. 

5-16-in. 

%-in. 

716-in. 

%-in. 

%. 

. .. .30 

.35 

.45 



%. 

. .. .35 

.40 

.45 

.60 

.66 

1 . 

. . . .35 

.40 

.45 

.65 

.65 

1%.. 

. .. .35 

.45 

.50 

.65 

.75 

1%. 

. .. .40 

.45 

.50 

.75 

.80 

1%. 

. .. .45 

.50 

.55 

.80 

.85 

2 . 

. . . .45 

.55 

.60 

.85 

.95 

2%. 

. . . .55 

.60 

.65 

.90 

1.00 

3%. 

.60 

.65 

.70 

1.00 

1.10 

2%. 

. . . .65 

.70 

.75 

1.05 

1.15 

8 . 

. .. .70 

.75 

.80 

1.10 

1.20 

8%. 

. . . .80 

.90 

.95 

1.25 

1.40 

4 . 

Length 

1 . 

. . . .90 

1.00 

1.10 

9-16-in. 

. 1.10 

1.40 

%-in. 

1.55 

%-in. 


1 % 

1 % 

1 % 

2 

2 % 

8 

8 % 

4 


1.10 

1.15 

1.20 

1.80 

1.40 

1.55 

1.65 

1.70 

1.95 

2.25 


1.30 
1.45 
1.55 

1.65 
1.75 
1.90 
2.00 

3.30 

2.65 


1.55 

1.65 

1.75 

1.85 

2.00 

2.15 

2.35 

3.70 

8.00 


Square Head, V or U. S. S. Thread— 

Prices shown are for dozen lota. For the price on one 
only, use one-tenth of the dozen price shown. 


Len^h 

% 

% 


1 

1 % .. 

:: 

2 

;; 

8 

8 % .. 

4 

Length 
% ... 
% .. 

1 

1 % .. 
1 % .. 
1 % .. 

2 

2 % .. 
2 % .. 

8 

3% .. 

4 


%-ia. 

.20 

.20 

.30 

.20 

.25 

.25 

.25 

.25 

.80 

.85 

.45 


616.in. 

.20 

.20 

.25 

.35 

.25 

.25 

.26 

.30 

.30 

.85 


%-in. 

.25 

.25 

.25 

.20 

.25 

.25 

.80 

.80 

.85 

.40 


7-16-ia. 

.80 

.30 

.80 

.80 

.35 

.30 

.80 

.40 

.60 

.55 


%-in. 

.80 

.80 

.80 

.80 

.86 

.85 

.45 

.60 

.60 

.65 


%-in. 
.45 
.45 . 
.45 
.45 
.50 
.55 


1%-in. l% in. 
1.05 


0 . . 

1 . . 

2. . 

3. . 

4. . 

5. . 

6 . . 

7. . 

8 . . 

9. . 

10 . . 

11 . . 

12. . 

13. . 

14. . 

15. . 

16. . 

Size 

3. . 

4. . 

5. . 

6. . 

7. . 

8 . . 

9. . 

10. . 

11 . . 

12. . 

13. . 

14. . 

15. . 

16 . 3.60 

17 . 

18 . 

Size %-in. 

o to 2. . .25 

3. 

4. 

5. 

6. 

7. 


%-in. 

.45 

.45 

.45 

.50 

.55 

.55 

.60 

.65 

.75 


1.10 

1.15 

1.20 

1 25 
1.45 
1.60 
1.75 
2.05 

2 35 
2.65 

2 05 

3 30 


.25 

.25 


1.50 

1.50 

1.60 

1.60 

1.65 

1 .85 

2 15 

2.35 
2.70 
8.00 

3.35 
3.90 
4 20 
4.55 
5.45 
%-in. 

.25 

.25 

.25 

.25 

.30 

.30 


.45 

.50 


.65 

.70 




.70 

.85 




.75 

1.00 

%-in. 

%'-ii 


%-ln. 

1-in. 

. .40 





. .45 





. .50 

.*80 




. .55 

.90 


1.25 


. .65 

1.00 


1.86 

IM 

. .70 

1.05 


1.45 

1.95 

. .75 

1.10 


1.55 

2.10 

. .80 

1.15 


1.60 

1.26 

. .85 

1.25 


1.85 

1.45 

. 1.00 

1.45 


2.00 

1.75 

. 1.10 

1.60 


2.30 

8.00 

. 1.20 

1.80 


2.55 

8.40 

fall gross packages. 

For price of 

of the full packagee 
Rniind Head— 

price ahown. 

%-in. 

%in. 

%-in 

. %-in. 

l-ln. 

.45 





..50 

[ko 




.50 

.55 

.55 

’.70 


.55 

.55 

.60 

.75 

.*8.5 

.55 

.60 

.65 

.80 

.85 

.60 

.65 

.70 

.80 

.90 

.65 

.70 

.75 

.85 

.90 

.70 

.80 

.85 

.85 

1.05 

.80 

.90 

1.00 

1.10 

1.25 

.90 

1.05 

1.15 

1.25 

1.40 

1.05 

1.20 

1.35 

1.45 

1.60 


1.30 

1.50 

1.65 

1.85 


1.50 

1.65 

1.85 

2 05 


1.70 

1.85 

2.05 

2.30 


1.85 

2.05 

2.30 

2.55 


2.05 

2.30 

2.55 

2.80 


2.30 

2.55 

2.80 

3.35 

l%‘-in. 

2 in. 

2%-iD. a%-in. 

8-in. 

2 00 

2.60 




2 0.5 

2.65 




2.10 

2.65 


4.70 


2.35 

2.70 

3.55 

4.75 


2.70 

3.10 

3.65 

4.80 

6.9.5 

3.05 

3.45 

3.45 

4 85 

7.00 

8 35 

3.80 

4.40 

4.95 

7.05 

3.70 

4.25 

4.90 

5.40 

7.15 

4.40 

4.90 

5.40 

5.95 

7.30 

4.75 

5.35 

5.95 



5 25 

5.85 

6.50 



6.20 

6.85 

7.70 



%-in. 

%-in. 

%-in 

. %-ln. 

i-in. 

!25 

.2.5 

'.25 

!.30 

.’,30 

.25 

.25 

.30 

.30 

.30 

.30 

.30 

.30 

.30 

.30 

.30 

.30 

.30 

.35 

.35 

.30 

.30 

.35 

.35 

.35 
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WOOD SOREV^S—Continued— 


8. . . 


.30 

.35 

.35 

.35 

.35 

.40 

9. . . 


.35 

.35 

.35 

.35 

.40 

.40 

10. . . 



.40 

.40 

.40 

.40 

.40 

11 . . . 



.40 

.40 

.40 

.45 

.45 

12. . . 



.45 

.45 

.45 

.45 

.50 

13. . . 




.45 

.50 

.50 

.55 

14. . . 




.45 

.55 

.55 

.60 

15. . . 





'.60 

.60 

.70 

16. . . 





.65 

.70 

.90 

17. . . 







.95 

18. . . 







1.00 

20. . . 







1.25 

Size 

1 %in. 

1%-in. 

iH-in. 

2-in. 

2%-in 

2%-in. 

8-in. 

3. . . 

.30 

.35 






4. . . 

.35 

.40 






5. . . 

.35 

.40 

.45 

.50 

.55 

.70 


6. . . 

.40 

.40 

.50 

.55 

.60 

.70 

1.05 

7. . . 

.40 

.45 

.50 

.55 

.60 

.75 

1.05 

8 . . . 

.40 

.45 

.55 

.60 

.65 

.80 

1.10 

9. . . 

.45 

.50 

.55 

.60 

.65 

.80 

1.15 

10. . . 

.50 

.50 

.60 

.65 

.■iO 

.85 

1.15 

11. . . 

.50 

.55 

.60 

.65 

.75 

.90 

1.15 

12. . . 

.55 

.60 

.65 

.70 

.80 

.95 

1.15 

13. . . 

.60 

.65 

.70 

.80 

.85 

.95 

1.20 

14. . . 

.65 

.70 

.80 

.85 

.95 

1.00 

1.25 

15. . . 

.75 

.80 

.95 

.95 

1.10 

1.15 

1.35 

16. . . 

.90 

1.00 

1.05 

1.10 

1.25 

1.30 

1.50 

17. . . 

.90 

1.15 

1.25 

1.20 

1.55 

1.50 

1.70 

18. . . 

. . 1.15 

1.35 

1.40 

1.50 

1.60 

1.65 

1.95 

20 . . . 

. . 1.40 

1.50 

1.60 

1.70 

1.85 

2.05 

2.25 

Round Head, 
prices shown for 

Blued—Sell at 10 per 
Flat Head Bright. 

cent 

advance 

over 


SAFETY SET—(Brist<y) — 

^•inch, lOo each; 5*16, 10c; lOc; 7*16, 10c; 12Hc; 

%, 15c; 20c; %. 25c; l-inch, 85c. 

SCREWS—La*—Gimlet Point, Square Head—30% below. 



%. 5- 

L6-in. 

%-in. 

% 

-in. 

%- 

in. 

% 

•in. 


10 

100 

10 

100 

10 

100 

10 

100 

10 

100 

1 

. .25 

1.90 









1% 

. .25 

1.90 






.... 



1% 

. .25 

1.90 

.30 

2.30 





T . . - 

. * . . 

1% 

. .25 

2.10 

.30 

2.50 

.... 




... - 

t - - - 

2 

. .25 

2.10 

.30 

2.55 

.45 

3.50 

.60 

5.00 



2H 

. .25 

2 25 

.35 

2.75 

.45 

8.80 

.65 

5.50 


. - . 

3 

, .30 

2.40 

.35 

8.00 

.50 

4.10 

.70 

5.95 

1.66 

8.40 

3% 

. .30 

2.60 

.40 

3.20 

.55 

4.45 

.75 

6.40 

1.10 

9.00 

4 - 

. .35 

2.75 

.40 

3.40 

.55 

4.75 

.80 

6.80 

1.15 

9.60 

4% 

. .35 

2.95 

.45 

8.65 

.60 

5.00 

.85 

7.25 

1.25 

10.20 

5 

. .40 

8.10 

.45 

3.85 

.65 

5.35 

.90 

7.65 

1.30 

10.80 

5% 

. .40 

3.25 

.50 

4.05 

.70 

5.65 

1.00 

8.10 

1.40 

11.40 

6 

. .40 

3.45 

.50 

4.30 

.75 

5.95 

1.05 

8.50 

1.45 

12.00 

6% 



.55 

4.50 

.75 

6.25 

1.10 

8.95 

1.55 

12.60 

7 



.55 

4.70 

.80 

6.55 

1.15 

9.35 

1.60 

18.20 

7% 



.60 

4.95 

.80 

1.65 

1.20 

9.80 

1.65 

18.80 

8 



.65 

5.20 

.85 

7.20 

1.25 

10.20 

1.70 

14.85 

9 





.95 

7.80 

1.35 

11.05 

1.85 

15.55 

10 





1.00 

8.40 

1.45 

11.90 

2.00 

16.76 

12 





1.15 

9.60 

1.65 

13.60 

2.30 

19.15 


SCREW DRIVERS—Machinists*, No. 51, 50c each; 51%, 85c; 
52, 85c; 52%, fl.25; 53, fl.l5; 53%, fl.65; 54, $2.65; 
ffauge. 15c; 10c full sheet. 

Yankee Ratchet—No. 11, 2-iaeh, 76e taaii; 8, 96e; 4. 
$1.00: 5, $1.16; 6. $1.26; 8, $1.50: 10. $1.75; 12, $1.16; 
15. 2 inch, 85c; 8, 90c; 4, 95c; 5, $1.00. No. 80, $8.50; 81. 
$4.75; 35. $2.65; 60, $1.15; 180. $4.00. 


SCREW DRIVERS — G 

A P. 

—1%, 40e; i, 40o; 

4, 80c 

SCYTHES—Buah— 


Graae— 


No. 

Each. 

No. 

Baek. 

400 . 

. 2.50 

200 . 

.. 2.50 

450 .. 

. 8.86 

350 . 

.. 8.85 

Weed— 


100 . 

.. 8.50 

800 .. 

. 8.50 

150 . 

.. 8.86 

850 . 

. 8.85 




list. 

8-16 inch. 

% . 

.16 00 

% . 

% . 

.88.00 

.45.00 

5*16 . 


% . 


% . 


% . 

.95.00 

7-16 . 


1 . 



Plain Black Poliihed—4tli Grade, $2.10 each; Carter’s. 
$2.65; Ames. $8.00. 

Rireted Strap Back Black^Amei, $8.65 each. 

Rireted Strap Back Poliahed—4th Grade, $2.60 each; 
Ames, $2,75. 

Solid Socket—IfaTnard—^Black, $2.75 each; PeUahed. 
$ 8 . 00 . 

Fire, Sheet Steel—Jumbo, 86c each; 54, Japanned, 20e; 
56. Japanned, 25c; 280, Galranised, 20e. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85; 
Maynard Patr., $2.60; Genuine Mayn, $2.75 r Chester, $2.00. 


SLEDS—Hand and Coaatei^ 
Flexible Flyex^ 

Ne. 1. 4.26 

No. 2. 6.00 

No. 8. 6.60 

No. 4. 7.00 

No. 6.9.50 


Fire Ply— 

No. 9.2.75 

No. 10.8.25 

No. 11.4.00 

No. 12.4.60 


SHEARS—Bench—P. S. A W.—No. 4, $18.00; No. 5, $16.50; 
No. 6, $14.00. 

SHEETS—IRON—Galranised—10 to 16, 11 He; 18 to 24. 
18c; 26 to 87, 18%c; 28, 18c; 80, 14c. Black, 12 to 16, 
10c lb.; 18 to 88, lie. Add 10 per cent for euttini;. Cor* 
rurated. Ptd., 28 Ga., $8.25; GalT„ 26, $12.00; 28, $10.50. 
Bockface Siding;, 811.50. 

SHEETS—STEEcr—Black, soft, 18*20, 22-2A 86, 27. 28. 80 
p'autre, cut. 12c; 9o full sheet. 

OalTanized Flat, 12-14, 16, 18*20, 22*24, 26, 27, 28, 80 
fcauge. cut, 14c; 11c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EBCO—Per hundred 


SHINGLES—Tin, 6x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 5*os. tubes, 10c tube. 
Balls, Nos. 0, 00. 000, 20e lb. Buck Nos. 1. 2, 8. 20o 1b. 
Drop. Nos. 1 to 12, B, BB. BBB, 20o lb. Chilled, 8 to 9, 20e. 
SHOVELS—D or Long Handle. Round or Square Point—Plain 
Back Black—4th Grade, $2.00 each; Carter’s, $2.50; Ames. 
$2.75. 


Jr. Racer. 6.50 Racer.4.75 

SMOOTH-ON—75e lb. 

SOLDERr-% and H. 45c lb.; No. 1, 90*100, 45e; Wipinc. 
40-60, 50c; Wire, 50*50, 60c; Electrical Wire, 40*60, 55e. 

SPARKERS—Red Seal— No. A141, $8.00; A152, $8.65; A162. 
$4.85. 

SPORTING AND ATHLETIC GOODS 

(Prices supplied by courtesy Wright A Ditson Victor Co.) 
BASEBALL GOODS— 

Major TiCague Baseballs. $2.00; Junior League Baseballs, 
$1.50: Special League Baseballs, $1.75; Lowest Quality, 15c. 

Major League Catchers’ Mitts, highest quality, $16.50; 
lowest quality, $1.00. 

Major League Basemen’s Mitts, highest quality, $10.00; 
lowest quality, $1.00. 

Major T.eague Fielders* Gloves, highest quality, $10.00; 
lowest quality, 75c. 

Player’s Model Bats, $2.50; lowest quality, 25c. 

Chest Protectors, $10.00. 

Jack Strops, 50c. 

TENNIS GOODS— 

Tennis Racket, highest quality, $15.00; lowest qualitr. 
$3.00. 

Championship Tennis Balls, 60c; Practice Tennis Balls, 
25c. 

Tennis Net, highe.st quality, $25,00; lowest quality, $4.00. 
Tennis Reels, $1.50. 

Racket Cases, Canvas, $1.50; Felt, $1.00. Racket Prm. 

$1.25. 

Racket Restringing, English Gut, $5.00; American Oat, 
$4.00; Japanese Gut, $2.25. 

GOLF GOODS— 

Golf Balls, highest quality. High Power, $1.00; Medium 
Power. 75c; lowest quality, 65c. 

Golf Clubs, Standard Woods, $6.00; Standard Irons, $5.00. 

TRACK AND FOO'TBAT.L— 

Javelins, Official, $9.00. 

Discus, Official, $14.00. 

Vaulting Poles, 16-foot, $15.00; 14-foot, 15.00; 12-foot, 
$ 12 . 00 . 

American Football, Official. $10.00; lowest quality. $2.00. 
Soccer Footb.all, Official, $12.00; lowest quality. $3.50. 
Athletic Jerseys, $4.00. 

Running onirts, 50c. 

Running Pants, 75c. 

GYMNASIUM AND PT.AYGROUND— 

Basket Balls. Official Indoor, $15.00; lowest quality. $4.50. 
Offirial Outdoor. $13.50. 

Play Ground Balls, 12-inch Outseam. $2.00; 14-inch Out- 
«eam, $2.25; 12-inch Regular Seam, $1.75; 14 inch Regular 
Seam, $2.00; Children’s, 25c. 

Play Ground Ball Bats. $1.00. 

Hand Balls, lT>« inch, 40c; 2%-inch, 50c. 

Volley Balls, Official. $7.50; lowest quality, $4.00. 

Boxing Gloves. 10-oz. best, $17.00; 8-oz. best, $14.00: 
6-oz. best. $10.00. 

Striking Bags, best, $10.00; lowest quality. $4.50. 

SPRAYERS—Myers* Bucket Pump. 8 lbs., $12.50 each; • 
lbs., $7.50. Hand—Faultless, 70c each; Misty, 85c. Knap 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 

SPRAY PUMPS—Fanltless Tla, 76e eneh; Bamee No. 254 
$8.00; Barnes, 276, $12.30; Little Giant, 827%. $7.25; Acme 
Pressure 845, $9.00; Defiance, No. 824, $10.00. 

SPRINGS, DOOR—Colled 16-ineh. Japanned Spring, H lneh. 

10c; 9-32, lOc; 11-32, 10c: 13-32, 10c: %. 15c. Faultless. 

Tight No. 12 Steel Wire. 16*lneh, 45e each. Vietor, Adjust 
able Tension, 9-inch; 20c each; 10*inel^ 25e; 11-inch. 85c: 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10 
inch, 60c each. Warner’s Coppered Steel Wire for eereai 
doors, each 25c. Torrey Screen Door, 89 in. steel rod, 40c. 

SPRINKLERS, LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.25 each: 
8 feet. $3.65; 8 feet, ^Ivanized, $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; Revolvln* 
Arms, 6-inch, $1.35: Revolving Arms, 11-lnch, $2.50. 

Ring—5%-inch dUmeter, 75e each; 8%-inch, $1.85. 

Rose—8*inch perforated oblong plate spray, $1.00 aaea 
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SPRINKLERS, LAWN—Continued— 

Rose—Perfornted oblong piste spray, 90c each. 

Thompson’s—Twin, 40c ssch; Fountain, 50c; Fan, 25c; 
Simplex Circle, 40c; Shower, 60c; Peerless. 56c. 

Will’s Galvanized Pipe—4 feet, $1.50 each; 6 feet, $2.25; 

7 feet, $2.75; 8 feet, $3.00. 

STAPLES—Pence Wire—Polished, 10c lb.; galvanized, 10c. 
Poultry Wire, %-inch, 16c lb. 

STEEL—Mild—See Iron. Tool, 22o; Drill, Co., 20c. 

STONES—Oorborundum—No. 76, 60c; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.85; 112, $1.00; 113, $1.00; 

115 $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120. $1.50; 21. $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 181, 75c; 142, 75c; 148, 75c; 144, 75c; 45, 50c; 

146. 50c: 147, 50c. 

Pike’s Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20. 40c; 22, $1.00; 25. 15c; 87, 25c; 40, 25c; 42, 85c; 
48, 50c; 61. $1.00; 62, $1.25; 58, $1.50; 54, $1.00; 55, 
$1.25; 56. $1.50; 69, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68. 8.75; 78, 60c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 

Pike’s Scythe—No. 89. I5e each; 40, 15e; 41, 15c; 42, 20c. 

STOVES—Oil Heating, Perfection—No. 620. $8.50 each; 560, 
$11.00; 660B, Blue, $18.60; 660W. White, $15.00. 

Boyle (Airtight)—No. 16, $8.00 each; 20, $4.00; 22, 
$7.25; 122, $8.65; 418, $9.60; 518, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.26; 1818, $7.50; 1618, $14.25; 1618. 
$20.25; 1718, $22.50; 1818, $26.25. 

STRIP—^Weather—Rubber. H-ineh, 6e ft.; %-lndh. 7e ft. 
Felt, tft ineh, 5e ft.; %ineh. 10c. 

SWEEPERS. GARPET—^Blsaell’s American Queen. $6.76; 
Olub. $12.00; Elite, $7.50; Geld Medal, $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.), $6.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prise, $6.25; 
Universal (Nic.), $5.76; Universal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold. $9.00. 

On account of the freight, retail prices 60 cenu higher 
will prerall in the following Western and Southern Stotes: 
Oolo., New Men., Wyo., Mont.. Ore.. Utah. Aria., I^., Ida., 
Wash.. Oalif., Tex.. Okla., Axk., La., Miss., Ala., Fla., Oa., 
H. O. and 8. 0. 

SWEEPERS. TOY—^Little Daisy, 25c (30c in west and south); 
Little Queen, 50c. 

TAOKS—Bill Posters'—No. 8, 25e lb.; 4, 25e; 6, 25c; 8, 25c. 
Carpet—Cut, H -lb. papers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire. H-lb. papers—No. 8, 10c box; 
4, lOc; 6, lOc; 8, 10c; 10. 10c; 12, 10c. Wire in bulk— 
No. 8, 80c lb.; 4. 80c; 6, 80c; 8, 30c; 10, 80o. 

Gimp —hk lb. box, 2%. 10c; 8, 10c; 4, 10c, M lb., 6, 10c; 
8. 10c. 

Upholsterers—Out, % lb. papers—No. 1%. 10c box; 2, 
10c: 8. lOc; 4. 10c. M*lb., 6. lOc; 8, 10c; 10. 10c; 12 to 
10. lOc. Cbt, in bulk. No. 8. 85c lb.; 4, 80c; 6, 80e; 8. 
80c; 10. 80c; 12. 80c. 

Double Pointed—Blued, % lb. papers. No. 9, 6c box; 10. 
5c; 11. 5e; 12, 6o. Blued in bulk. No. 9, 85o lb.; 10, 80e; 
12. 80c. 

TAPES—MEASURING—(Lufkin)—(Starrett)— 

‘ Steel 

100 5.65 

103 8.50 

200 6.25 

208 .10.00 

205 .14.50 

206 .17.50 

240 4.75 

243 5.75 

245 . 7.75 

246 .10.00 

260 5.25 

263 6.35 

265 . 8.50 

266 .11.00 

650 5.00 

553 6.00 

555 . 8.00 

556 .10.00 

1240 4.75 

12430 . 5.65 

1260 5.00 

3143 55 1263 6.25 

Aaaes* Skin Ossa—26. 65c; 50. 85c: 76, $1.15; 100, $1.85. 
tape—F riction—% lb., 50c; 2 oz., 15c; 1 os.. 10c. 

TENTS—Single Pilling— 


No. 

710 

718 

715 

716 
730 
783 
785 
736 


500 

503 

505 

506 


143 

145 

165 


Skin 


Metallic 


Pocket 


.60 

.75 

1.10 

1.85 

.75 

1.25 

1.50 

.1.85 


8.25 
4.50 
5.65 

7.25 


.80 

1.00 

.25 


Size 8-os. 10-os. 

7x7 .14.80 17.80 

7x9 .17.55 20.45 

9x9 .20.25 28.70 

9^x12 _28.85 27.85 

12x14 .32.00 87.85 

12x18 .89.50 46.15 

14x16 .42.00 49.30 

14x20 .52.15 60.60 

Flys Half Price of Tents. 


Size 8-oz. 10-oz. 

16x18 .57.25 67.85 

16x20 .68.10 78.65 

16x24 .71.85 83.60 

16x80 .86.95 101.30 

A or Wedge— 

5x7 . 9.25 10.75 

7x7 .11.65 13.60 

7x9 .18.95 16.85 


Wagon Covers—Single Filling — 

Size 8-oz. 10-oz. Size 8-os. 

10x14 . 8.85 11.10 12x16 .12.90 15.90 

10x16 .10.15 12.70 12x18 .14.35 17.90 

Stockmen’s Bed Sheets—Single Filling — 

Size 8*o*- 10-os. 12-cs. 

6x12. 5.00 6.50 7.50 

6x14. 5.85 7.50 8.75 

7x14. 8.85 10.85 12.25 

7x16. 2.S6 12.50 14.10 

THERMOS—See Bottles. 

THIMBLES—Steel—5x4-in., 25c; Red Cnay, 20c; Terrs Ootta, 
45c. 

TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40e per sheet. 

Valley. No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side. Ic foot extra; two sides, 2c. 

Flashing IC, 1x1, $3.00 per 100 feet; %xl, $8.00. 

Shingles—5x7, 40c dozen. 

Valley—14-inch, 15o per foot, $14.00 per roll; 20-iBch, 22c 
per foot, $21.00 per roll. 

TOGGLE BOLTS—Sebco No. 1—^Per hundred list. 

—^Diameter— 


Length 
8-ineh . 
8Hincb 

4 . 

5 


H-in. 

6.00 

6.25 

6.75 

7.50 


816-ln. 


8.00 

12.50 

8.00 

9.00 

8.50 

18.20 

9.25 

14.2$ 

10.00 

15.00 


6-incb . 2.00 

Sebco No. 5—With either round er flat head 

—Diameter- 


Length 8ie-lm M-ln. 

8-incb. 2.$$ 2.15 2.20 

4-inch. J-JJ 2.50 2.M 

6-incb. ••27 4.20 4.55 

TORCHES—Clayton A Lambert—Alcohol—No. 14, 2JJ5 each; 
No. 28. $ 5 . 75 . Gasoline—No. 31, $11.00 each; 87, $9.75; 
38, $10.25; 47, $12.75; 48, $13.25; 108, $11.00; 112, $10.50. 

—Ply—Harper, 45c each; Balloon, 35c; Avis 1, $2.75; 
Avia 2, $2.50; Avis 3, $2.25. 

Game— No. 0 Newbonse. 60c each; 1 Newbow. 70c; IJfc 
Newhouse, $1.10; 2 Newbonse. $1.40; 8 New^nse. $2.15; 
4 Newhouse, $2.50; 5 Newhouse, $19.50. No. 1 
85c; IH Oneida Jump, 55c; 2 Oneida Jump, 85c; 8 wmda 
Jump, $1.20. No. 0 Victor, 36c; 1 Victor, 80c; 114 Victor, 
40c; 2 Victor, 55c; 8 Victor, 95e; 4 Victor, $1.15. 

Gopher—Best, 25c each; O. K., 30c; Maccabbee, 25c; 
Easv Set. 25c; Newhouse, 85c; California Pocket, 86c. 

Mole—Reddick, $1.25 each; Out-0 Sight, $1.65. 

Mouse—Hold Fast. 5c each; Out-O-Sight, lOc; Choker, 
Wood, 20c; Choker-Tin, 15c; Delusion, 30c; Holdcm, 90c; 
Marty, 30c. 

Itat—Holdfast, 20c each; Out-O-Sight, 25c; Holdem, $1.65; 
Marty, small, 60c; large, $1.50. 

TROWELS —Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $8.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, 40c lb. Budding, 40c 

Plax—18 BB, 45c lb.: 24 BB, 45c; 18 BO, 60c: 24 
BC, 60c; 36 BC, 55c; Buffalo Asst., per ball, 10c; BC Sack¬ 
ing, 75c lb.; AA Sacking, 90c; Many Ends Sacking, 90c. 
Hemp—4% and 6, 35c lb. 

Jute Wrapping—2-ply cones, 35c lb. 

Mattress—252, ‘A-lb. balls, 35c lb. 

Siene—Medium Laid, in hanks, all weights, 75c lb; half 
pound balls, add Ic per lb. 

VALVES— 



Va 

% 


% 

1 

1% 

2 

St’d Angle. . . 

. .. .55 

.60 

.75 

.95 

1.35 

2.65 

4.00 

Garden. 



.75 

.80 

1.35 

4.25 

6.25 

St’d Gate . . . , 

!! .* .’95 

i!66 

1.10 

1.40 

1.90 

3.40 

5.00 

St’d Globe .. 

. . . .55 

.60 

.75 

.95' 

1.35 

2.65 

4.00 


WAGONS—Boya’— 
Amsrican 
No. and Size. 

118— 8x18. 

122—10x22. 

136—12x26. 

180—14x80. 

183—15x82. 


Samson 

826—13x26. 

828—18x28. 

882—15x82. 

886—16x86. 


2.00 

2.60 

8.50 

4.50 
5 00 

4.00 

4.25 
5.60 

7.25 


Wagners— 

No. 18.10.00 

No. 20.11.60 

No. 24.18.00 

Coaster—Star— 

No. 10. 2.50 

No. 20.10.60 

No. 80.11.50 

No. 40.12.60 

Msrs-WeUs— 

No. 10.7.50 

No. 11.8.00 

No. 12.2.50 
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TINWAU 


Boilers, Coffee 

27 . 1.10 

Corers, Pot 

6-9.10 

Moulds, All Kinds 
a, Melon.1.75 

10. Ret. 

801, 802 .20 

Sooopa 

2 . 

29 . 1.50 

10-11.15 

2| Melon. 1.35 

804'.85 

4 50 

852 .80 

18 .25 


806 .40 

12 - -T T T. 16 

854 . 1.10 

15 .85 

Pails, Dairy 

IC, 6 qt.80 

ig, 10-qt.40 

TX, 10-qt , , 70 

808 . 45 

14 ' 90 

Boilers, Wash 
Copper Bottom 

IC, 8. 8.00 

Caps 

211, 212.10 

09, 010.16 

8100 .56 

20 . 50 

Pans, Muffin 

6 . 26 

40 .75 

SieTes, Flour 

2. 816.25 

IC, 9 . 8.25 

9, 10, 214.20 

Dippers 

2 .15 

ixlii-qt! ieS 

l£x, 10-qt.85 

IXX, 14-qt. ... 1.00 
IXXX, l^qt... 1.26 
IXXX, 16-qt... 2.00 
IXXXX, 18 qt.. 2.25 
IXXXX, 20 qt.. 2.60 
Pails, Fruit Picking 
14qt..M 

Pails, Peddlers 
Small.46 

8 30 

IX, 8. 8.26 

12 40 

818 .80 

IX, 9. 8.60 

IXX 8 A 'TK 

Psns. Patty 

All Nos.10 

Pans, Pie 

6, Shallow.10 

9 .15 

Sifters, Floor 

0 .25 

1 . 45 

IXX, 9 .6.25 

4, 01.20 

02. 81, 82 . 26 

88, 84 . 80 

48 60 

Copper Rim 

IX, 8. 4.00 

10 70 

Acme . 35 

Nesco .35 

TX O .4 OK 

Fillers, Fmlt Jar 

25 . . 16 

Forks 

onn An 

Bowls, Wash 

06 H . 16 

08 . ax 

Deep . 15 

Pans, Pudding 

IC. Plain 

015 to 018 ... .15 

019, 020 .20 

Shaker.50 

Skimmera 

10 .20 

45 . 10 

Spoons, Basting 

110 . 10 

114 .15 

812 . 20 

816 . 80 

Spoons, Mixing 

15 . 20 

6H . .80 

Large . 56 

8 .. 

QOA 75 

Paile. Strainer 

IX. 10 qt . 1.10 

IX. 12 t . 1.16 

IXX, 12 «t . 1.25 

TXX ^A n* 1 35 

Bnekets, Oorered 

11 . 1J5 

419 . 10 

425 . 15 

021’, 022 . 26 

ICl Ret. 

16 86 

12 .26 

1197 . 20 

14 . 86 

1198 . 25 

1ft .S5 

' Bnekets, Dinner 

1 

Fr.anels 

10, 15.10 

on 05 1.5 

Gem, 12 qt.... 1.50 
Gem, 14 qt.. .. 1.65 

Pane, Bread 

01, 110, 80... .20 
140, 200 . 80 

20 .40 

88.60 

2 .85 

Pana, Rinsing 

IC, Plain 

8 50 

25 .15 

Steamers 

70 .66 

8 .. 

sn on 

80 . 75 

(15 OK 

40 . *86 

005 1 OK 

|4 70 

20 .85 

Cans, Milk 

1 ... QK 

AoD .. l*oO 

836 . 1.75 

800 .86 

Pans, Com Cake 

06 .25 

17 .60 

Stsepers, Tea 

12 .25 

Graters 

n^ 1 n 

10, Ret. 

8 .66 

8 ...55 

Stmlnara 

Qrmtf 

18.16 

4 ....... .70 

non inn on 

08 .86 

14 .76 

01 . 80 

non 1 5n ok 

012 .50 

17.00 

08 .. *55 

Kettles, Lipped 
Preserring 

180 . 85 

Pann Cake 
Perfection 

Round, 9H-in.. .16 

Round, 10^-in. .20 
Square, 8H*in.. .20 
Square, 9-in.... .80 

51, tH-in.... .20 

Tube,Rd.. 9H. .25 

Tube, Sq., •-in. ,45 

Pans, Dish 

10 .70 

Pans, Lipped Ssnre 

016 .85 

020 . .45 

020 . .20 

04 . ;75 

10* . 4.86 

JoUy 

120 . .25 

}08 . 5.26 

166 .80 

OAA AK 

022 

1020 . 0 00 

1040 . 7 86 

240 .60 

028 . .75 

Milk 

10 . 80 

280 .75 

080 . 85 

Cans, OH 

JO .. 

31 .. 

Colanders 

10 . 25 

121 . 40 

122 . 45 

Milk Can 

oil - 85 

Ladles 

010 . 20 

Pots. Coffee .. . 

1 .25 

11 .25 

2 . 3.* 

4 . 66 

Measures 

AO on 

88 50 

Pots. Tea 

241 . 25 

55 75 

11 . 36 

fiQ 

14 . 85 

AO 1 85 

104 . 40 

85 . 45 

CIA Ai^ 

21 . 1.25 

Psns, Milk 

IC. Plain 

200 .10 

241 H . 3C 

Soup 

*0 . T .... 40 

806 .55 

242 . 85 

Cookers, Steam 

42 . 8.25 

122 . 20 

124 .... 25 

Raisers, Bread 

114 . 2.00 

Tumera, Cake 

1, 2. 71 . 10 

46 . 4.00 

126 .50 

200H . 10 

117 . 2.50 

> 6. 18 . 15 


WASHSR8— OmI Iron —Sisa H to 1, lOe lb.; Aagle, lOe. 
Mftlleabla—Standard, aSe Ib.; Nall Hole, aSe lb.; Anfle 
8Ao lb. 

Cat— SIsea 8-16. aae lb.; a5e; 6<1«, aao; %, aOe; T'16. 
19e; 18e; % to 1, 17o. 

W AS TE—Cotton—No. dX White. 25c lb.; 1 White. aOc; a 
White, 20c; 01 Colored, 21c; 02 Colored. 20c; 10 Wool. 82c. 
WAX—^Ploor—Johnaon'a or Old Enflish, lb., 76c; 2 lb., $1.50; 
4 lb., $2.60. 

WEANERS—Calf—Shaw'i, No. 1, 75o; No. 2, 86e; Hoosier, 
No. 11, 86e; No. 12. OOe; Kanttnek, Calf, 65o; Cow. 66e. 
WEDGES—Tmckee-Alki, lb., 18c; Oreron-Atha, 28c; Cedar- 
Atha, aOe; Cedar*Alkl, 20e; Fallinc, 27e; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 1 % cn. ft. eapaeity, 
$8.50 each; No. 1, 8^ en. ft., $0.75; No. 2, 4H cu. ft., 
$12.75. 

Railroad—Bolted. $8.50 each; Stare. $7.25. 

Steel Tray, Wood Frame—Star, $9,00 each. 

Steel Tray and Frame—AX, $11.25 each; 4, $18.50; 5, 
$15.75; 10. $21.76; 25, Concrete, $16.75. 

WICKS—Lamp and Lantern—0. E Flat, 2He; 1, A Flat, 
2Vte; 2, B Flat, 2Ho, 8, D Flat. 2He; 2 Rochester, lOe; 
3 Rochester, 20c; 2110 W Rayo, 15c. 

Store—4 in. Flat, 10c; 8 Perfection. 25c; 500 Perfection, 
50c; 018 Dangler, 40c. 

WIRE—Adrances on Plain Wire Fence— 


Stone Wire—Galranized—No. 16, 17c; 17, 18c; 18. 18c: 
19, 20e; 20, 20e; 21, 20e; 22. 80o; 24, 28c. Black Annealed 
—No. 16. 15c; 17, 16c; 18, 17c; 19. 17c; 20. 18c; 21 18c; 
22, 18c; 24, 20c. 

Barbed Wire—80*rod spool—American Special. Osttle, 
$8.40; Hog, $8.70. Galr. Am. Glidden, Oaitle, $4.75; Hog. 
$5.10. 

Catch Weight pools—Owt.—Galr. Waakeganito, $6.95; 
Galr. Baker, $6.45; Galr. Glidden, $6.20. 

Store Pine Wire—Black per Stone—No. 18. $1.90; 19. 
$2.00; 20, $2.15; 21, $2.20; 22, $2.80. 50 foot coils, lOc. 

WIRE CLOTH—See Cloth. 


WOODENWARE—Boards, Pastry—16*ineh. 90c each. 

Bowls, Chopping—ll-inch, 85e each; 15-inch, $1.85; 17 
inch. $8.00. 

Pins, Rolling, 55e each. 

Spoona, 18-meh, 15c each; 15-iaeh, 30e. 


WOOLr—Steel—1-lb. rolls—0, $1.25; 1, $1.05; 2 and 8, 90c. 
2'oz. packages, 15c each. 

WRINGERS—Clothes—No. 780, $8.50 each; 791. $9.00; Hotel 
F, 8. $18.00; Vim, 2, $5.50; 22P, $6.50; 760P 47.00; 790. 
$8.50; 761S. $10.25: 670, Domestic, $8.60; 110. Bicyc c. 
$8.75; 112, Bicycle, $10.00; 770. Bicycle. $7.00; 771. Bicycle. 
$8.76; 740, Bicycle. $8.25; 750, Guarantee, 89.60; 770 B. 
$15.60; 771B, $14.00. 


Annealed 

Annealed Galranized Baling Wire 


9 and Coarser.Base .50 

10 .05 .55 

11 .10 .60 

12 .15 .65 ,30 

13 .25 .76 .40 

14 .35 .85 .50 

15 .45 1.80 .60 

16 .55 1.40 .70 

17 .90 2.15 1.05 

18 1.50 2.75 1.65 


Soft Copper—H-lb. Coils—16-20, 60c each; 22. 65c; 24, 
70c; 26, 75c. 5-lb. Coils—11-12. 80c lb.; 13-14, 80c; 15-lfr, 

80c; 17-18, 80c; 19, 80c; 20, 80c; 22, 80c; 24, 80c. 


WRINGERS—Mop—No. 87, $8.25 each; No. 88 Vanco. $4.00: 
No. 89, $5.50; No. 78. $5.50; 6 Domestic, $4.25; 10 Standard, 
$4.00; 20 Janitor. $4.50. 


WRENCHES— 


Bergman 

P. s. w. 




Bsrcalo Stillson 

Strong- 


Agr. 

Coes. 

Crescent. Trimo. 

bold 

6-inch. . 

.70 

1.25 

1.00 1.40 

1 

8-inch. . 

.85 

1.50 

1.25 1.60 

1.25 

10-inch. . 

. 1.00 

1.75 

1.50 1.75 

1.65 

12-inch. . 

. 1.25 

2.25 

2.25 

2 00 

15 inch. . 

. 1.65 

3.25 

8.40 2.40 

2.75 

18-inch. . 


4.00 

_ 3.50 

3.50 

21-ineh. . 


4.85 

6.01 

4.50 

ZINO-Pull 

sheets. 25c 

1b.; less thsa shssts, 80e lb. 
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Here’s a Fast Holiday Seller 

These Practical Cooking Sets of Pure 
Aluminum for Children Sell on Sight 

Every household in which there are ing picture and text from favorite 
children is a prospect for one of these Mother Goose rhymes, 
attractive mii^ture pnwMicsd cooking xhete are not rimply toy Ktt. Each 
■et«, made of pure aluminum and ,, , careftilly modeled repUca 

packed in the nursery rhyme box. “mother uses” and 

Besides being a good profit«maker in actually may be used for cooking on a 
die holiday season, these cooking sets child's range. 

are an aU-the-year-around tuple for „ew display card for these seu U 

your toy department. pictured above. A combination of the 

TThey come in sets consistuM of from card, the nursery rhyme boxes and the 
four to nineteen pieces. The box in utensils makes an attractive window 
which the sets are packed is attrao or counter display that will produce 
dvely printed in five colors, combin* business. 

Order an assortment now from your jobber 

Aluminum Goods Manufacturing Company 

General Offices, Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 



The Popular Aluminum 
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Make 1922 
the 

Greatest 



(Printed in Colors—Length 30 inches) 

Window Cards, Movie Slides, Electros and Circulars Furnished Upon Request 


“BIG-BANG” has all the Glamour, the Plash 
and the Boom that appeals so strongly to the 
heart of the boy with the absolute sfitfety de¬ 
manded by the most exacting parent. 


“Do your Bit.” Make noise Safe for the Boys 
by selling this Safe and Sane “noise-maker”— 
thus protecting the Child from accident and re¬ 
lieving the Parents from worry. 


Retail Prices, $1.25 to $5.00. Five Models 


This Window Card is Your Silent 
Salesman for Xmas 


Write us for further information 


TOY CANNON WORKS - BetIJehein^J?a.,v^gS. A. 























What the Dealer thinks of 





A 


About two weeks ago we wrote our customers 
and said we were requesting certain prospects to 
write them regarding their opinion of Hardwear 
Tires; the following letter from the Benjamin Hard¬ 
ware Co. of Phoenixville, Pa., answering us is one of 
many, but we reproduce it because it is tjrpical: 

reply to your letter received—we will 
be glad to recommend the Hardwear Tire to 
any concern who should write us, as being a big 
seller with more profit than a good many others. 

Also our business relations have been entirely 
satisfactory. 

Last year we sold—(well-known brand) — 
tires only. 

Did not do $2000 in year. 

If you look up our purchases you will find 
it has doubled in the four months we have had 
Ilardwears, and we are carrying nothing else 


Hardware dealers over the country are having 
similar results from the only tire sold exclusively to 
the hardware trade. 

Our production capacity is limited and we recom¬ 
mend promptness in writing us so that we may pre¬ 
pare for your needs. 


HARDWEAE TIRE C©RP®RATJ@H 


East Rutherford, New Jersey 
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Tile Importance of Good Rope 


Millions in property and thousands of lives are trusted each year 
to a single line of Whitlock All-Manila Rope. Such is the confidence, 
bom of long experience, that sailors place in Whitlock Guaranteed 
Cordage—and sailors know rope. 


On land as well as at sea, rope users are swiftly learning these three 
vital facts about Whitlock All-Manila: 


It actually costs less because it lasts much longer than cheaper grades. 
It retains its great strength long after cheaper grades have become 
weak and unsafe. 

It will stand up under the hardest tests ofxvind, weather and work. 


Men who have learned these things seek the dealer who carries 
Whitlock Products. You should be one of these dealers. 


Write today for a catalog describing our complete line of Manila 
and Sisal rope and twine. Ask, also, for the Whitlock distributor 
in your territory 
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OISSTON 

PROFIT PLANS 


Published Monthly in the Interest of Merchants Selling Disston Tools 


“Pleeise Send Me,” he send 

And we mailed him the book. This is the letter he wrote us: 


Dayton, 0., June 2, 1921. 
‘‘Henry Disston & Sons, Inc., 
“Philadelphia, Pa. 

‘ ‘ Gentlemen; 

“I want to thank you for your 
‘Saw, Tool and Pile Book,' which I 
received several days ago, and with 
which I am very much pleased. 

“I am not a carpen- 
ter, but I do my 
own repair work, and 
like good tools with 
which to do it, and, also 
want to know how to 
use them. 

“Your Book is just 
what I need, I have six 
of your saws, but by the 
way I have been filing 
them I think I shall 
need a jointer. 

“I feel very good 
toward you for your 
courtesy to me; in fact, 

I think you are just 
about as fine as your saws. I don't 
think that I could pay you a higher 
compliment. 

“I am fifty-five years old, and in all 
my years I have heard only two men 


You have a dollar. 

I have a dollar. 

We swap. 

Now you have my dollar. 

And I have yours. 

We are no better off. 

You have an idea. 

I have an idea. 

We swap. 

Now you have two ideas. 
And I have two ideas. 
That is the difference. 

—Modern Retailer. 


praise any but the ‘Disston Saws.' 

“I am not familiar with your other 
tools, and frankly, I didn't know that 
you made any others, but I shall get 
acquainted with some of them very soon. 

“In conclusion let me again thank 
you for the Book; it has so much valu¬ 
able information in it, and so many fine 
illustrations that I hard¬ 
ly know which to praise 
more—its utility or its 
art. I like both, and am 
immensely pleased. 
“Yours truly, 

“Wm. Benzing, 
“1220 Wyoming St." 

When a man gives us 
a compliment like that, 
do you wonder that we 
want to talk about it? 
We wish you would 
read the book. If you 
would like just one 
copy, or several for 
your clerks, or for free distribution to 
customers, we will be glad to send them 
to you free of charge. 

Address your letter to Department 
No. 1. 


Do You Fit Your 
Customers to a Saw ? 

B y this we mean, do you talk over with 
them their needs and then see that they 
get the proper tools! 

The Disston Tool Book gives some mighty 
good advice along these lines. 

If you have something good why not send 
it to us so that we can pass it on to some 
other fellow! 
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Do You Want to Make a Trade? 


When you swap ideas you’re helping 
both yourself and the other fellow 


y^EBSTER tells us that to co-operate 
means “to work together/’ 

That’s exactly the purpose of these 
monthly talks—to work together with you 
hardware dealers. 

Now to really carry out the co-operative 
idea each party concerned should help the 
other—it takes two or more to co-operate. 

Here’s a story that shows just what the 
right kind of co-operation will do: 

A man went fishing one day. He had 
plenty of hooks and other tackle, but he 
did not take any bait because he expected 
to get some on the way to the river. He 
was unlucky and couldn’t find any. 

At the river he met another fisherman 
who had plenty of bait but had dropped 
his hook book where the 
water was so deep that 
he couldn’t recover it. 

So they swapped—bait 
for hooks and hooks for 
bait and both were hap¬ 
py, because each helped 
the other. 

We have been offering suggestions to dealers 
for some time in the name of DISSTON Profit 
Plans and it occurs to us that, in order for both 
of us to derive the greatest help and profit from 
these suggestions, we should work together along 
oo-operatiye lines. 

We will gladly send Disston Dealer Helps to 
any merchant. These include: The Disston Saw. 
Tool and File Book; Disston Saws and Tools for 
the Farm; Disston Metal Cutting Saws; The 
Pruning Book; The Saw in History, The IHle in 
History, Why a Saw Cuts; How a Disston Hand 
Saw Is Made; Disston Handbook on Saws; Diss¬ 
ton Saw Chart; Disston File Chart; Hints to 
Sawyers; The Blazed Tree; etc., etc. 

Now if you have something good, send it to us. 
so that we can pass it on to other dealers. 

In this way your ideas will help the other 
fellow and the other fellow^s ideas will help you. 
These pages will be the * * meeting place. ^ ^ 




A list of What Dbtton Makes 




'‘The Saw Moet CarpetUm Use’' 

Beck Sews 

Bend Sews for Wood end Metel 
Bevels 



DUCK aews 


J Butcher Sews end Bledes 
Circnler Sews forWood, Metel, 
endSlete 
Gompess Sews 
Cross-cut Sews end Toob 
Cylinder Sews 
Drag Sew Bledes 
Piles and Rasps 
GroovinI Sews 
Gaufes—Cerpenters* 

Markup etc. 

Heck SewBledes 
Hack Sew Fremee 
Hand, Panel, end Rip Sews 
Hedge Sh eers 
:vi Ice Sews 



Inserted Tooth 
Qrculer Sews 
Keyhole Sews 

iws 

Knives—Gene, Com, Hedge 
Knives—Circular for Cork, 

Qoth, Leather, Paper, ete 
Knives—Machine 
Levels—Carpenters* end Mesons* 
Machetes 
Mandrels 

Milllhg Sews for Metal 
Mitre-box Sews 
Mitre Rods 

One-man Cross-cut Sews 
Plumbs and Levels 
Plumbers* Sews 
Pruning Sews 
Re-saws 

Sew Q amps end Filing Guides 
Sew Cummers 
Saw-sets 
Sew Screws 
Screw Drivers 




Kitchen S 


Screw-slotting Sews 
Segment Sews 
Shingle Saws 
Slate Sews—Circular 
Squares—Try and Mitre 
Stave Sews 
Sugar Beet Knives 
Swages 

Tools for Repairing Sews 
Tool Steel 

Trowels—Brick, Plastering, 
Pointing etC/ 

VeneerifU Saws 
Webs—Turaing and Felloe 



'mt ia a Um. Tkara ara ilMMaatfa 
•I kerne ia ika aat^la t a DiaatM liM 
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Looking for a Mooring 


THE A. C. GILBERT COMPANY 

441 Blatchley Ave. 

New Haven, Conn. 

General Sales Office 
300 Fifth Ave., 

New York 


Btfc.U 5 »AT.O»r. 


Electric Vibrator 


Polar Cub Vibrator profits are 
looking ‘‘for a place to land^* in 
your town; let it be your store. 

Think of the women in your city 
who have always wanted a vibrator 
but couldn’t afford one. Imagine 
how they will snap up a real motor 
vibrator that you can sell for a $5 
bill. A universal motor vibrator that 
can be operated on either direct or al¬ 
ternating current—three applicators, 
brush, button and cup. All packed in 
a strong, attractive carton with four 
color label which immediately puts 
Polar Cub in a class by itself—and 
all for $5. 

Send for our proposition today or 
ask our representative to call. 


How to Tell a 
Good Vibrator 





























6 


HARDWARE WORLD 






Digitized by Lioogle 


m THE CENTRAL STAMPING COMPANY, NEW YORK M 

“MODEL” ROASTERS 

THE ROASTER OF SATISFACTION 
No Bastins Over Hot Ovon 


OVAL IN SHAPE 
AMPLE CAPACITY 


Koto Measnrements 

Small 1014-ill. x 15^-ixi. In¬ 
cluding Handles, 17 in. 
Large 11%-in. x 17%-in. In¬ 
cluding Handles 19%-in. 


Fish Racks can be fur¬ 
nished for use with the 
roaster, but are not in¬ 
cluded unless ordered ex¬ 
tra. 


HAS HOT AIR 
JACKET 

(Prevents Burning) 

CLOSE FITTING 
HANDLES 
(Economy of Space) 


TRADE MARK 


**Modor' Extra Iiarge Soaster 

One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—^Polished Sheet Steel and Blue Glazed Enamel. 


Seamless 

Sanitary 

Self-Basting 

Self-Browning 


Best Shape and 
Construction 
For Efficiency 


Gray Mottled Enamel 


Represented in California 
by 

BAEBETT k BOSS 
OOMPAKT 

Bialto Building Room 234 
New Montgomery and 
Mission Streets 
San Francisco, California 


Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FBED A. LEE 
1620 Thirteenth Avenue 
Seattle, Wash. 


TWO SIZES 
Small Holds 
10 Lb. Round Roast 
8 Lb. Rib Roast 
8 Lb. Lee of Lamb 

1 10 Lb. Turkey or 

2 4 Lb. Chickens 


Blue Glaied Enamel 


Larf t Holds 

18 Lb. Round Roast 

14 Lb. Rib Roast 

15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 
8 4 Lb. Ohickena 
















A new idea—a washer of proved success —a price 
that opens up a tremendous market— a. size that 
fits any kitchen 

I 

The Torrent is the dishwasher you and your ^ ^ ^ ^ 

customers have been waiting for. Here ! ' : j 

are four main reasons why it will sell: ! 



It washes dishes clean because, being hand 
ditected (as a vacum cleaner must be), the 
washing torrent of hot so^py water can be 
concentrated where it is needed. This ad¬ 
vantage is easy to demonstrate to housewives. 

It is large enough for a family of six, but 
small enough to be put away in a cupboard, 
making it ht the smallest apartment kitchens. 

Besides, it has all the advantage you expect 
a dishwasher to have over the old dishpan 
method—it is cleaner; it is quicker (five 
minutes does the job); it keeps the house¬ 
wife’s hands out of dishwater; it ends an 
ancient drudgery. 

And it sells for only ^i8.oo—within reach 
of the pocketbooks of every one of your 
customers. 


ff^e want to send you one to try 
out, billed at discount, through 
your jobber, if you wish. 



This 'washing nozzle, attacf^ 
to hot water faucet, hand dir¬ 
ected, shoots a 40 pound pines- 
sure torrent of hot water, soapy 
or dear, against the dishes. Ypu 
can see what you*re doing. 



Splash-guard is 1^ during wash¬ 
ing. Special wire baskets hold 
the dishes in place. 



With the splash-guard down, 
the dishes are set to dry. They 
come out clean and shining. 


[oRBENT Utilities Company -1426 West 3iu>. Street—Cleveland. 
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GfaitlCUtai —^We have with us a man known for 
his abiUty in devising lasting methods of securing a 
quicker-than-normal turn-over of cutlery stocks. 

His work for and with the jobber and retailer is 
an added feature of the Remington sales plan to 
offer the trade a fast-selling and complete line of 
American pocket knives, to be known nationally 
as Remington knives. 

To every Remington jobber and retailer we offer 
the services of this man and the full co-operation 
of the Remington organization. 

GfCiltlCUtat —May we introduce Mr. Charles 
P. Catun, formerly with Oneida, now Manager of 
Sales Promotion, Cutlery Division, Remington 
Arms Company, Inc. 




9^emtngton cutlery, firearms and ammunition are 
sold exclusively through the wholesale hardware trade 


R emington, 
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The Neft Safety 

A Practical Hunting Knife 

Safe to Carry—-Easy to I Open—Safe to Use 


A slight pressure on the shield and open comes the Neft Safety Nife—next 
swing the blade out into cutting position—close the case and you have a rigid 
knife that’s ready for business. 

Xo tom thumb nails—no sore fingers—no projections to catch or tear clothing. 
And what a blade—made of the finest forged steel obtainable, perfectly hard¬ 
ened and tempered with a wonderfully keen edge. Handle of strong, non- 
rusting nickel-silver. 


ADAPTAJBLE FOR EVERY OUTDOOR USE—There isn’t a single sportsman’s 
use that a Neft Safety Nife won’t answer perfectly—for hunting, camping, 
fishing, etc. 


EXTRA BLADES—Extra blades can be had in 8 different patterns. These 
blades are easily inserted and are locked with a small key which comes with 
every knife. A blade for every purpose. 



RET AH/ PRICE—$3.75 each. Extra blades $1.00 each. 

GUABANTEE—We authorize every dealer in the United States to 
immediately exchange any Neft Safety Nife bearing our name and 
Trade-Mark that is defective for a New Neft Nife no matter in what 
city or store the Nife was purchased. We in turn will ''make good*^ 
to the dealer who makes the exchange. 

SIZES—The Neft Safety Nife is also made in smaller sizes for general 
pocket use. Look for our Trade-Mark on every Knife and Blade. 

We protect the Jobber. If your Jobber cannot supply you—then write 
to us and we will refer you to the nearest Jobber who will. 


Neft Safety Nife Co. 

Newark, New Jersey, U. S. A. 

Distrlbators Valley Forge Ontlery Co., Newark, N. J. 
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The **Oromwell' 
Pattern 


The woman showing to her guests the Spoons and Porks 
purchased at your store is a better advertisement for 
you than a full page in the best paper in your town. 

Let your windows proclaim the fact that you handle 
1847 Rogers Bros, Silverplate. Every woman who buys 
her Silverplate from you helps you to sell more, because 
she will talk about hers and show it to her friends. 

Remember, too, that one sale of Silverplate means re¬ 
peat sales. 

For advertising and display helps 
write to Sales Promotion Depart¬ 
ment, International Silver Co.. 

Meriden, Conn. 

Pacific Coast Warerooms, 150 Post St., San Francisco, Cal. 


IP IM l-.ltNAl IONAL SllA i:i! ( (). 
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The Five Panel Display f WcStCloX \ Free with order for 3 dozen 

7 hcket(^en\ 


The 

Poster 

Set 


WESTERN CLOCK CO., LA SALLE, ILLINOIS, U. S. A. 

Makers of Wfstdox: Big Ben, Baby Ben ,Pocket Ben, Glo-Ben, America, Sleep-Meter, Jack o’Lantem. 

SchloM Mfft. Go., 38-42 Deale St., San Francisco. Sole Pacific Coast Agents 


The Selling Kit 


To help you increase your 
sales of Pocket Ben 


T hese selling helps 
were designed to help 
you increase your sale 
of Pocket Ben and thereby 
keep the two dollar key of 
your cash register busy. 
Dealers who have used them 
say they are excellent sales 
stimulators. 

THE FIVE PANEL DIS¬ 
PLAY shown at the top is 
beautifully lithographed in 
eight colors and makes a com¬ 
pelling window background. 
It is furnished free on request 
to dealers who order three 
dozen or more Pocket Ben. 

THE POSTER SET will 
be sent free to any dealer who 
requests it. 

THE SELLING KIT con¬ 
sists of posters and other dis¬ 
play pieces for your window 
and show case; 300 face to 


face folders, 200 watch cut¬ 
outs and SO post cards for 
mailing direct to your pros¬ 
pective customers; and a book 
of advertising and window 
display suggestions. The Kit 
is a complete advertising 
campaign in itself. This will 
be furnished free to a dealer 
who will agree to use it. 

POCKE'r'^BEN is a good- 
looking, quick-selling, profit¬ 
paying Westclox watch. It 
has a neatly designed nickel 
finished case with a special 
double back that protects the 
smooth running Westclox 
movement. Pocket Ben keeps 
excellent time for a 32 watch. 
Each watch comes packed in 
a Big Ben style box which 
helps move it over the counter. 

Are you getting your share 
of Pocket Ben profits? 


f '/^ket<3co 

^ Hi.*-* , 


^ Come in .. 
^ur pocket waits for 




.. .. . ‘ 




1 *2‘:* 

I A VVesiclox Watch 
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Have you one of our books 
entitled, “How to Sell a 
Sawt” It’s free. 


E.C. ATKINS & Ca 

eSIABUSHEO laST THL MIVCR 8TE£L SAW PCOPU 
Hom«OffiMM«dIWoiy. INDIANAPOUS.INDIANa 
CiM»>8i s «»fkelo<y,MMwi H w» OiutMto 
MmMm Kf^ rWctofy. Lmvc A«l*r N.Y« 

Arla^rvltt. N«wOH«%i\* 

MampKIft Naw York Cl^ 

Chicago Parll^ivd.Ora. 

MliuCaMli* SwxFVmnalaeo V^o*ivar,B»^ 


SILVER 


AW' 


Let Us Help You 

Building contracts are in¬ 
creasing; carpenters are go¬ 
ing to need Saws and Tools 
with which to do this build¬ 
ing. What are you doing to 
sell the carpenter? 

ATKINS IV::^ SAWS 

If you are not using our Free 
Personal Letter Service 
write us at once. Don’t pass 
up a sales help like this. 

Rmmmiher, when you boU an Atkint 
Saw to a customer you make a 
friend for the eiore 

Write us at nearest point 
below. 
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Two New Remington Cartridges 

LOOKING AHEAD—giving the sportsman what he needs 
as well as what he wants—has heen the Remington policy 
in ammunition manufacture for over half a century. 

Two new Remington cartridges have been placed upon the mar¬ 
ket—the .25 Remington Hi-Speed Cartridge for use only in the 
Remington Model 8 Autoloading and Model 14 High Power Slide 
Action Rifles of .25 caliber; and the .30 Springfield 1906 Bronze 
Pointed Expanding Bullet Big Game Cartridge for the new Rem¬ 
ington Model 30 Bolt Action Sporting Rifle and aU other arms 
chambered for the .30 Model ’06 Springfield Cartridge. 



The New ,25 Remington Hi-Speed Semi-Pointed Cartridge 


The .25 Remington Hi*Speed cartridge has 
great shocking power. During ^netration 
the mushrooming begins early and the 
results are uniformly 
effective. It has a veloc¬ 
ity slightly under' 3000 
feet pCT second. Prior | 
to being put on the 

mis Rmmimgtom 
SmmU-PedmmdBmaet 


market this cartridge was tried out on 
game by ex^rient^ hunters. It will 
be received ny all users of Remington 
caliber Model 8 and 
14 rifles as a welcome ad- 
dition to the cartridges 
already available for these 


Aftmr pmmmtraHmm 
llpimmko^rde 



R emin gton 
30 SPRINGRElD 1906 


The New .30 Springfield Model 1906 
Bronze-Pointed^ Expanding-BuUet Cartridge 

This .30 caliber Big Game cartridge has a solid bronze- 
pointi bulleL Upon striking game the point is forced back 
into a cavity in the bullet, tearing open the jacket and causing 
the bullet to mushroom. Before quantity production was I 
started, this cartridge was tried out by big game hunters ill 
Alaska, the Canadian Rockies and other sections on bear, 
moose and deer. Tliese men say that one fair hit in any part of cnm Smtimm 

the body will bring down the largest game animal for *^keeps.** Br mmmm p »im$ed 


^INGT^ 


Remington firearms, ammunition and cutlery are sold 
exclusively through the wholesale hardware trade 











A Salesman Who Works for Nothing 

H ere is a new salesman for your force who will 
demand no pay and who will be an additional 
seller of the quick turning, profit making line of 
Bassick Casters. 

This Bassick Counter Display will tell the 
“Neglected Inch” story in a visualized form over your 
The Bassick Counter own Counter. It ties up your store with the National 

t^r*eto Advertising Campaign which has made Bassick 
^ry dmlervoho phtcu Casters a fast moving hardware product, well worth 

an initial order of 56 yout while handling. 

sets ofBasstck Casiers. Your jobber knows the whole Bassick Sales Propo¬ 

sition—get him to tell you more about it. 

THE BASSICK COMPANY 

BRIDGEPORT, CONN. 
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“I found that it clinched 

the sale 9 times out of 10” 


O VER 1000 Valet AutoStrop Razors 
sold in 189 days—an average of 
more than five a day. That is the 
wonderful record made by England and 
McCaffrey, Utica, N. Y. 

Various methods were used to arouse 
interest—advertising^ window displays, and 
intensive selling behind the counter. But one 
thing proved to be the most powerful selling 
argument of all. In their own enthusiastic 
words, *‘It was the Thirty Day Trial that 
clinched the sale—time after time.'' 

How the Thirty Day Trial creates 
confidence 

Thousands of dealers all over the countiy 
are rinding that a large percentage of their 
Valet AutoStrop Razor safes come as a result 
of the Thirty-Day Trial offer. Sometimes 
ordinary sales talk will fail to convince a 
man. He may feel a little doubtful fchat the 
Valet AutoStrop Razor will eliminate the 
shaving discomforts he has met with all his life. 

But let him take the Valet AutoStrop Razor 
home and try it in front of his own mirror; 
let him realize how every day it gives a 
'^new." keen edge—how easy it is to strop 
and clean—and the sale is made. 

Win real friendship for your store 

7®^et AutoStrop Razor eliminates all the 
usual difficnlties of shaving—the scrape and 


pull of quickly dulling blades, the waste of 
throwing blades away, the loss of time in 
cleaning. That is why successful dealers are 
recommending the Valet AutoStrop Razor — 
because the greatest profit lies in selling an 
article that makes the customer a friend—that 
gives him confidence in the dealer's judgment 
and good intentions. 

Dealers everywhere are doing more with 
their razor show-case than ever before. They 
are selling four Valet AutoStrop Razors where 
they formerly sold one. 

Write for our merchandising plan and other 
dealer helps. We can help you to make a 
success like the one you have just read about. 

AUTOSTROP SAFETY RAZOR CO. 

Xew York Toronto London ' Paris 



/^u^^trop Razor 

itself 
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' NICHOLSON FILES 


TUNGSTEN POINTS 


111 




Because diey File Tungsten 
they Sell on Sight. 

I Ment -who know motors^. have wotideced 

when files would be made to cut such'metab 
as tungsten, iridium^ .and other; similar 
materials used on the distributor and coil 
points of automotive electrical syitems* 
Here are the files* Ihe buyers are Iraitinjg; 

NICHOLSON TUNGSTEN 
_ Point File* 

are^as^hard as firciand water can make 
them—as keen as special cutting and sharp* 
ening can edge them* The result--<‘ignition 
easily kept at perfecdom 

When you order fr om your Jobber be sure to ask for 
a supply of our TUNGSHTEN Point File Circulars 


1C 


PROVIDENCE. R.I., U.S.A. 
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And now- a Ni^i Shift for 
the New Improved Gillette 

Rtented January fffzo 

T housands of men bought the New Gillette within 
twenty-four hours after it had been released for sale. 

But with all their faith in Gillette, probably not one 
would have predicted the call for night-shift production. 

A jump from nothing Doubled production. What- 

to the 500,000 mark in ever the temporary short¬ 
less than six months. A age,noinananywhereinthe 
demand that knows no world need wait long to 
limitation of class or type benefitby theNewGillette. 

of man-no boundaries of j„p„^tant About the New Im- 
nation or race. proved Gillette—A IVord 

In all the previous his- About the Blades 



A jump from nothing 
to the 500,000 mark in 
less than six months. A 
demand that knows no 
limitation of class or type 
of man—no boundaries of 
nation or race. 

In all the previous his¬ 
tory of invention, nothing 
like this public interest, 
public discussion and 
public desire to buy and 
use. Nothing like the pub¬ 
lic acknowledgement of 
definite improvement. 

A night shift is now work¬ 
ing to capacity in the Gil¬ 
lette Factories. 


One of the first things to strike the 
user of the New Improved Gillene is 
its simpUcitY- 

Most men prefer to screw the han¬ 
dle up tight to get the most satisfactory 
shave. Gillette deems it proper to ask 
the public to use Gillette Blades only 
in genmint Gillette Razors. 

The Gillette Blade and Gillette Razor 
are developed to work togetktr. No Gil¬ 
lette Blade can deliver its full shaving 
quality unless used in a genmint Gillette 
Razor—built by Gillette, in the Gillette 
way and up to Gillette standards. 


The New Improred 
GILLETTE 
SAFETY RAZOR 

Uses the same fine Gil¬ 
lette Blades as you have 
known for years — but 
now your blades can give 
you ell the luxury of the 
finest shaving edge in the 
world. 

A shaving edge gtiarded 
from the mce, but free to 
the heard. Identify the 
New Improved Gillette 
by its 

Fulcrum Shoulder 
Overhanging Cap 
Channeled Guard 
Micrometric Precision 
Automatic Adjustment 
Diamond Knurled Handle 
Diamond Trademark on 
Guard 

Finer Shave— 

Longer Service 
More Shaves 

from your Blades 

In SILVER and GOLD 
Sharing Sets and 
Travel Outfits 


—. _ - GILLETTE SAFETY RAZOR COMPANY 

BOSTON, U.S.A. 

^ . ^ Uhtrswi.. VMS would 0V|S» 


^ •m MADS IN U S A. - 

IgilflK 


SAFETY 

RAZOR 
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The Elagley-Morrison Compeuiy 

North Girard, Penna. 


Manufacturer* of a 

MOST COMPLETE LINE OF 

Wall Clothes Driers 

And 

Wood and Wire Garment Hangers 

OF EXCELLENT QUALITY 



REPRESENTATIVES 


THATEB a BOWER, 
846 Monadnoek Bldg., 
San Francisco, California 


H. M. GREENER SALES 00., 
56 East Randolph St., 
Chicago, Illinois. 


R. A. MORRISON, 

309 Board of Trade Bldg., Portland, Oregon. 


[EE 
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American Maid Aluminum Ware 

The Popular Priced Line 

. IE secret of many successful house- 
^^^■fumishing sales has been due to the 
enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 

Por over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils—“To 
produce and sell at a Moderate Cost a 
line to meet all demands/’ We attained 
this in the production of .AMEI2/C4Ar 
MAIDW 2 xe. 

Experienced housewives will welcome 
theopTOitunitytosecureAMERICAiV 
MAiD at our exceptionally low prices. 

Provide NOW for your Special Sales— 

Write for prices 

Illinois Pure Aluminum Co. 

LEMONT, ILLINOIS 
U. S. A. 
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—and a complete 
garage hardware set is 
selected, sold and delivered 

In the old days a customer coming in for garage hardware 
brought a lot of trouble with him. After some discussion 
you would get an idea of what length track he needed, the 
number of hangers, hinges and so on down the line. Then 
while he stood on one foot, then the other, you would do a 
few miles around the store assembling the job. 

But no more! McKinney has changed all that. 

The McKinney catalog tied to a string on the counter 
fortifies you with all the facts. You can show him all the 
different kinds of doors he can use. Then when he makes 
his choice you just take a box, with that number on it, off 
the shelves. Every necessary piece of hardware is in the 
box. When he gets his garage built he gets exactly what 
he wanted. The instructions in each box won’t let him go 
wrong. 

If you haven’t stocked with McKinney Complete Garage 
Sets you are missing a big chance to take off a lot of your 
overhead and trouble and add on some good wholesome 
profits. 

Start today by writing for the catalog. We supply that free. 
MCKINNEY MANUFACTURING CO., Pittsburgh 

Weitern Office, Wrigley Bldg., Chicago. Export Representation 

Pacific Coast Representative: John T. Rowntree, Inc., Los Angeles, 

San Francisco, Portland, Seattle, Salt Lake City, Denver. 

MCKINNEY 

Hindes and Butts 

Also manufacturers of McKinney farm building door hard¬ 
ware, furniture hardware and McKinney One-Man Trucks. 







Drams 


I T"S exactly what I need and 
I’ve proved it by years of good 
shooting. Used to try a lot of 
special loads but I gave that up 
when I found that I could get the 
best results by sticking to Du Pont 
Standard Loads as shown in that 


STANDARD 


®PDNP 


LOAD S 


Lar^e Ducks. 

Small and 
Medium Ducks ... 

Grouse. Partridge. 
Prairie Chicken... 

Pheasants. 

Geese. 

Wild Turkey.. 

Squirrel, Rabbits.. 

Doves. Pigeons.... 

Quail. 

Snipe. Woodcock. 

Shore Birds. 

Sora Rail. 

Trap Loads. 


DUPONT BALLISTITE 

SMOKELESS SMO^ELESS OUNCES SIZE 


Q6orQ8 morVA 4-5t6 


l/8ori;^ 5-6or7a 


3 or 3/4 

24 or 26 

1/8 

6or7X 

3 

24 

1/8 

5*6o.7^ 

y4or3;4 

26 or28 

1/8 


5Aor 3/^1 

26 or 28 

1/8 

4or2 

3 

24 

V/& 

67«r7/x 

5or-5A 

24 or 26 



3 

24 

1 or 

I'AorB 

y4 

26 

\y& 

7hord 


22 

1 

8 or 10 

3 

24 

y/^ 

8 or 10 

2H 

22 

1 

8 or 10 

3 

24 


8 or iO 

234 

22 

1 

8 or 10 

3 

24 

y/fi 

8 or 10 

3or3^ 

24 or25 

1/8 or 1/4 

I'A 


S hooters are being told through full page advertise¬ 
ments in all the leading sportsmen’s magazines to pick 
not only their quail loads from this chart, but also every load 
for which they have use in the field. Thus the natural pref¬ 
erence for “Du Pont” will be concentrated on these partic¬ 
ular loads. 

Concentrate your stock of shotgun shells on these standard 
loads, and watch your turnover speed up. No dead stock 


Give me that load for Quail 


" iandard Quail Loads: freak loads to carry over—storage and shelf space cut to 

^ iwdws:Dupont,SorS^drs. & minimum—less investment and, naturally, a material in- 

‘llwtiu, 24 or 26 grs. Crease in your profits. 


fft wt: Ounces 1 or 
^ «: or 8 


We are furnishing a counter display and a steel bound card 
(for use by your clerks) featuring the Du Pont table of 


standard loads. Write for yours if you haven’t already 


received both. 


E. I. du Pont de Nemours & Co., Inc- 
Sporting Powder Division 
WILMINGTON, DELAWARE 




►SHOTGUN 


powder; 
















Don't Let Bad Judgment 
Kill Your Hay Tool 
Business 

“To buy or not to buy” is not even a ques¬ 
tion, when it comes to hay tools. 

Lots of farmers struggled through last 
year with hay tool outfits that should Q ^ 

have been on the junkpile. | ^ 

This year they’ve simply got to buy —all 
farmers raise hay and time is too precious 
to put it in with pitchforks. 

Stock Harvester Hay Tool Outfits. Be ready to supply 
the man who needs a carrier and needs it so quick he 
should have had it a year ago. 

The merchant who can't supply an urgent need, who 
wouldn’t buy, is going to find himself watching cus¬ 
tomers go into his competitor’s front door with money 
in their hands. 

We don’t need to tell you about Harvester Hay Tools. 
They’re bigger, better, built strong to last long. The 
name on the carrier is insurance of ready sdes and 
satisfied customers. 

Our Harvester Hay Tool catalog is yours for the asking. 
The big thing we want to impress upon the dealers of 
America is—The man who needs a new hay carrier can't 
wait—The dealer who has the goods will do the business 
and the merchant who is ‘‘just out" will find his custom- 
ers “walking out. " Unpleasant but true. 

Write us today for catalog and particulars. 




Hunt, Helm, Ferris & G>. 

Harvard, lUinois comput. Bam oatatur, Albany, New York 

Designers and Manufacturers of 





’’Sommthing fo SmO 

ihm Ymar Aroam^ 

« Stalls, Stanchions 
suid Pens 
Utter Carriers 
Water Bowls 
FeedTrucks 
**Harvester** Hay Tooh 
Door Hansers 
Carase EQuipmsnt 
Coaster Wacons 
Tank Heaters 
ofM# Othmr Farm SpaeiaMt^ 



























































HARDWARE" WORLD 


New business conditions have forced every merchant to face 
the problem of reducing expenses. 

Thousands of merchants have solved the problem by using 
new model National Cash Registers. 

These cash registers reduce costs of selling, delivery, and 
bookkeeping. They stop expensive leaks and losses. They 
also point the way to other economies by giving merchants, 
every day. 


National Cash 
Registers now 
priced as low as 
$75 in U. S. A. 

TTiey pay for tKein> 
•elves out of part of 
vrkat they save. 


necessary business facts 

Sales made by each clerk. 

How goods are moving in each department. 

Amount of capital tied up in outstanding accounts. 

Volume and profit on credit business compared with 
volume and profit on cash business. 

Total of money paid out 

These facts show how, when, where, and how much to 
reduce expenses. 

A National Cash Register is the only machine that issues a receipt, 
indicates, adds, prints, classifies, and distributes records af ihm timm 
of thm safe, all in one operation. No figure work. No delays. No 
mistakes. Just read the totals. 


IV A. T I O IV AL. 

CASH REGISTER COMPANY - DAYTON-OHIO 
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Demand vs. Supply 


We all recognize: “The law of supply 
and demand.” 

Why not reverse the order—^Demand 
and supply? 

Is it not true that we regulate buying 
according to selling? Therefore, does 
not the supply of goods carried de¬ 
pend upon the demand? 

Does not the fact that practically 
every Jobbing House lists and carries 
COES WRENCHES, year after year, 
indicate that they do so to meet the 
demand? 

In the catalog of one of the leading 
distributors of general supplies and 
equipment for industrial purposes, 
they not only list the complete line of 
COES WRENCHES, but say this 
about them: 


“COES KNIFE HANDLE 
MONKEY WRENCHES are so weD 
known to the trade that a detailed 
description of them is not necessary 
here. 

We always have a large stock on hand 
for immediate shipment, in all sizes— 
both wood and steel handles and so¬ 
licit your orders for any quantity re¬ 
quired.” 

Your particular attention is called to 
these salient points: 1—That Coes’ 
Wrenches are well known. 2—That 
they carry large stocks. 3—^That they 
can make immediate shipments. 4-^ 
That they solicit orders for any quan¬ 
tity. 

By the way, wouldn’t it be a good plan 
to look up your supply and see if you 
have sufficient wrenches in each size 
(6 to 21 inches) to meet the demand? 


Ask your Jobber to supply you 



J. C. McCarty & Co. 

29 Murray St., New York 


Coes Wrench 
Company 

Estal)Uflhed 1841 

WORCESTER, MASSACHUSETTS 

ACENTS 

Pacific Coaat Agents 
John H. Craham & Co. 

268 Market St., San Francisco 



John H. Craham & Co. 

113 Chambers St., New Toik 
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.»>HILADELPHIA 


Price Reduction 

Your jobber is now prepared 
to quote next season’s prices on 
PENNSYLVANIA Quality Lawn 
Mow^s. 

These prices are guaranteed 
against any decline we may make 
prior to June 30,1922. 

Our price advances during the 
war were less than other makes, 
which may account for the very 
small number carried over by both 
the jobbing and retail trade. 


rOUNOED 1677 


Continental High Wheel 

Great American BaU Bearing 
Bed Cloud Ball Bearing 
Orchid Ball Bearing 
Panama Plain Bearing 
New Belmont Ball Buffing 
Delta Ball Bearing 
ESectra 


This trademark is 

on the handles of: 


PENNSYI.VANIA 8TANDABD, 
high and low wheel 

PENNSYLVANIA JUNIOR, 

Ball Bearing, high and low wheel 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it i)erfectly, an.d 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be stronsr and effective. 

Hexagron mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For x:^rmanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELZJNa AGENTS 

Ian Francisco Los Angeles Portland B ea tti e 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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■■■■■■IVg U A R A N T E E 

•PLIERS' 


The Peck,Stow & Wilcox Co. 

Southington, Connecticut, U. S. A. 

Digitized by Google"' 


No. 30 


No 


No 


No 


A Few of the Sixty 
Styles 

Prom the famous No. 30-Star Rivet- 
Box Joint Flier down through line 
of sixty styles of Box-Lap-and-Slip- 
Joint Pliers there is a plier for every 
purpose and every type of workman. 

The automobilist, the electrician, 
the machinist and handy man will 
find one or more pliers suited to his 
individual needs. 

PEXTO quality and PEXTO serv¬ 
ice is built into each and every plier 
from the forge shop to final inspec¬ 
tion, and the durable, attractive fin¬ 
ish makes them the easiest plier to 
sell. 

We would like to tell you about 
our Silent Salesman for PEXTO 
Pliers. 

A 32-page booklet illustrating and 
describing the entire line will be 
mailed on request, or we will be glad 
to imprint a supply for our dealers 

They are indeed Worth While 
Tools. 


No 


No 
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GO ODELL; 
PRATT 


1500 GOOD TOOLS 



To Show That We Are 
ON THE LEVEL 


in the statements that we make regarding prices and in order to 
make it safe for you to buy Goodell-Pratt Tools for your fall 
requirements, we have sent the following notice to our customers. 

“We guarantee all of our prices against our own 
decline up to January 1, 1922.” 

This insures you against any loss from falling prices. 

Now take up the big red catalog and see what you need. This book shows over 
2000 sizes and kinds of high grade tools that are regularly carried in stock for 
immediate shipment. 

TAKE LEVELS FOR INSTANCE: We make all kinds and all lengths of 
Wood, Iron and Aluminum, and you can’t find anywhere Levels, with more 
carefully selected wood, more carefully dried, more thoroughly seasoned. No 
one makes levels with a stronger brass binding, a sampler adjustment, a better 
finish or a more sensitive vial. What more can you ask? 


GOODELL-PRATT COMPANY Greenfield, Mass, U.S.A. 
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Silence 
Is Golden 

Every slamming door in your selling territory 
is a potential source of profit for you. Sargent 
Door Closers bring peace to ragged nerves and 
add dignity to the homes or office where they are 
installed. 

Sargent Door Closers are business builders as 
well as profit-makers. Being Sargent Quality, 
you can recommend them with full confidence 
in their performance. They operate with a mini¬ 
mum of attention, year in and year out. 

The heavy models (illustrated above) are for 
outside doors and heavy inside doors. The No. 
20 model is for storm doors and light inside 
doors. Both are year ’roimd sellers. 

Sargent & Company 

NEW HAVEN, CONN. 

New York Chicago 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work. Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 






These are the days of 
process and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modem house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pUable 
as cloth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


Retails for 10 Cents 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; ita 
market is wide and insistent and it is a 
logical, inevitahle profit-mi^er for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Send US your jobber's name if he can't supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 


UAKTJTAOTXTVED BT 


JOHN W. GOTTSCHALK MFG. CO. 


LEmOH AVE. AND MA80HEB ST. 


PHILADELPHIA, PA 


ICCSONAU) a UNFOBTH, PacUle OoMt BepnMDUtives, 739 OtU BnOdinc, Saa Fraaciseo 


Digitized by ^ ■oogle 













October, ipei 


HARDWARE WORLD 


31 



_ _ _ 

iHIGH GRADE 



MEJALWAKL 


Steel, Furnace & Stove 
Shovels 




really have to see these ^hovels to ap- 
predate fully their true worth! -Just to feel 
the ”h^g” of them ancT see'for yourself the extra 
heavy gauge ^ the metal—the quality of the 
wood used in the handles and the manner in which 
they are formed, cmcC the handies riveted in place 
—after gaining these fads first hand, there will be 
no further question as to why Iron Horse Shovels 
have taken first place in the regards of the trade, 
opzcT in so short a time. 


—and you will be just as much pleased with 
Iron Horse Stove Shovels in either the long or 
short handled style. Besides, they cost no 
more than shovels made from lighter gauge 
materials. 

We have circular matter describing these 
various type shovels in detail and listing the 
prices. Then, too, we have our big 136 page 
catalog, showing the complete Iron Horse line. 


Either or both are yours for the asking, and there is no 
obligation 'whatsoever. Write us. 




ROCHESTER CAN COMPANY - Rochester, New York 

Larged Makers of Stri&ly High-grade Metal'ware in the Warid 
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Some High Grade Standard 

Rubber Tips and Bumpers 

That ought to 
be in your 


• stock 


For Ohalr Legs 








T 


Bnbbtr OmUt Ompt 


F«ad«r 8 aiMt 


Baeh nado in 6 tUot 



Ifo. 282 No. 288 

SlotUd Soxnw Tipa 




I I I No. 141 No. 142 

m W 10 cents per dozen 

^ ^ No. 144 

Brass headed nails only used in the manufacture of these rubber nails 


Boeklnf Ohalr Tip 


Omtch Tip 




Rubber Tips and 
Bumpers are in big de¬ 
mand these days—^peo¬ 
ple are beginning to 
realize the great advan¬ 
tages of their use. 

But all tips are not 
good tips—^and a bad tip 
prevents further sales— 
further business. 

It is up to you to 
stock the best and most 
varied line. Inspect 
some of the illustrations 
—^there’s a tip in our 
line for every practical 
tip purpose. Youhad bet¬ 
ter investigate—^for the 
sake of good business. 

Write today—ask for 
catalog, prices and 
terms. 


THE ELASTIC 

TIP COMPANY 

370 Atlantic Avenue 
Boston, Mass. - U. S. A. 
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Look for this 
Columbian Tape-Marker 

It is a tangible guarantee actually carried in the rope 
throughout its entire length and positively identifies and guar¬ 
antees every foot of 

^^Columbian Tape-Marked 
Pure Manila Rope 

When you huy rope containing this red, white and blue 
Tape-Marker, you are getting one of the most successful 
products of the rope making industry, because the Tape- 
Marker absolutely guarantees the quality of fibre, workman¬ 
ship, strength and durability of every foot of Columbian Rope. 

Standardize your cordage stock—make sure that every 
coU carries the Columbian red, white and blue Tape-Marker 
embedded in the rope. 

By stocking a Rope in which the manufacturers have so 
much confidence, that they place their guarantee and signa¬ 
ture within the entire length of the rope—you are absolutely 
certain to give your customers the utmost satisfaction. 


Columbian Rope Company 

332-80 Genesee Street 
Auburn, *‘The Cordage City’* N. Y. 

new yoNKjuajv 

Branches— New York Chicago Boston Houston Baltimore 


•V invttatiom 
MEMBER OF 
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Baldwin Circulation Proved 


The above cut shows a Baldwin Dry Air Refngerator with a wheel at 
bottom of storage room. The circulation is strong enough to turn the wheel 
at a rapid rate. No other make can turn a wheel placed in the bottom of 
the refrigerator. It proves that every inch of air in the refrigerator is in 
constant motion. 


We furnish dealers with a refrigerator fitted with glass door and wheel 
as illustrated above. Placed in your show window it has strong advertising 
value and attracts crowds. 


It 8 posiUve proof and very convincing. They **See the 
wheel go ’round.” They see the Circulation. 


The Baldwin Refrigerator Co. 


Burlington, Vermont 


C. H. SMITH 
Western Bepresentative 
817 South St. Andrews Place, 
Los Angeles, Calif. 


STOCK CABBIED IN SAN FRANCISCO BY HHTMAN.WEIL COMPANY 
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Stock Mirro Roasters—They Move! 


The biggest season of the year for Roasters is at 
hand. Stock Mirro Roasters for quick turnover. 

The Mirro Roaster has many talking points 
which women will appreciate—air vents, the 
self-basting feature, the tightly fitted covers— 
and it can be used for cold-pack canning of fruits 
and vegetables. 

Like all Mirro Aluminum utensils, this Roaster 
is made from pure, thick sheet aluminum rolled 
again and again, in Mirro mills, to give it the 
dense, hard grain which resists wear. Mirro 
utensils last a lifetime. 

Always priced knoderately, Mirro utensils have 


been substantially reduced in price and are now 
at pre-war levds. Every woman can afford 
Mirro. 

This Mirro Roaster will be advertised in the 
November issue of Pictorial Review. Mirro na¬ 
tional advertising and display material assist 
dealers in cashing in on the growing market for 
aluminum ware. 

If you are not yetaMirro dealer write for Mirro 
general catalog and details of dealer proposition. 

These are the features of the Mirro Al uminum 
Roaster pictured above: 


1 Ample depth for any roast. 

2 Extra side handle which permits 
Roaster’s being put in oven length¬ 
wise or sidewise. Facilitates the 
moving of Roaster without burn¬ 
ing hands. 

3 Depressed cover cond enses steam 
at center and drippings thus fall 
directly on roast. A self-basting 
feature. 


4 Air vents in side and front. Easy 
to get at when roast is ready to 
brown. 

5 Rounded edges make for easy 
clesming. 

6 Cover fits snugly into lower nan, 
retaining steam and meat juices. 

7 Perfor a ted tray which aits in bot¬ 
tom of Roaster. Has cut-out cor¬ 
ner for gravy basting with spoon. 


8 Features 1, 6 and 7 combine to 
make Roaster a perfect utensil 
for cold-pack caning. It easily 
holds six one-quart jars. 

9 The famous Mirro finish. 

10 Famous Mirro trade-mark 
stamped into the bottom of every 
Mirro utensil, and your guaran¬ 
tee of excellence throughout. 


Aluminum Goods Manufacturing Company 
\E,^Uino VunHl C.«nerd Office. M^towoc. Win.. U.S. A. 

* “ r This Imprint Makers of Everything tn Aluminum 



imo 


ALUMINUM 

Tleflects 

Qood Housekeeping 
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Dietz “Eureka” Parking Lamp 

Also Known as Dietz ‘*Eureka’’ Driving Lantern 


Bums 

Kerosene 


Saves 

Batteries 


No ''Auto Acces¬ 
sories'' stock is com¬ 
plete without these 
lamps. They comply 
with State Laws and 
are popularly priced, 
quick selling merchan¬ 
dise. 


7^ in. High; Bum 
Hours; Equipped 
ith White Front and 
iby Bear Lens; Nic- 
d Trimmed, Black 
aamel Finish; Fur- 
shed Complete with 
older, 12 in a Case. 


R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lantonu in the World. Founded 1840 
Your Jobber Stocks DIETZ Lanterns 


DIETZ 

LANTERNS 
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50 New Numbers in Pyrex 

New attractions for regular PYREX users. 

Magnets that will attract new users—Everything 
from Ramekins to Roasters—from custard cups to 
casseroles—original shapes designed for oven service 
and table beauty. For instance, a double-duty dish 
that will bake and serve two vegetables at once. 
Forty-nine others equally attractive. Ready for 
delivery. 

No matter how complete your line of PYREX Trans¬ 
parent Ovenware, you can double and triple your 
turnover with the 

New Pyrex 50 

Send quick for price list and pictures and also ask 
for the PYREX window trim. 

PYREX 

TRANSPARENT OVENWARE 

Genuine PYREX is guaranteed by the name stamped 
in every piece. Each new PYREX dish is in an 
individual carton. 

Pyrex Salet Divition 

CORNING GLASS WORKS 

Origimmfrt mnd PmStmtm of Tran$fmromt Ovonman 

706 Tioga Aye., Oomiiig, N. Y. 
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The Tritch Hardware Company 

DENVER, COLORADO 


Jobbers to the Merchants of the 
Rocky Mountain West 



The Skidless Tire Chciin 

Manufactured by TJ. S. Chain Company 

OUT WEARS ALL OTHER CHAINS 

SMOOTH WHERE IT RESTS ON TIRE 

ACKNOWLEDGED THE BEST NON-SKID APPLIANCE 

ON THE MARKET 

APPROVED AND ENDORSED BY DEALERS AND USERS 

LOCK 100% SAFE 


The Tritch Hardware Company 

Distributors 

DENVER, COLORADO 

FRANK A. BABE, President B. E. QEN TBY, Treasurer 

O. E. BABE, Vice-President H. B. HUFFMAN, Secretary 
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Increase Your Sciles with 


Boyco Products 


Boyle Manufacturing Company 

5100 Santa Fe Ave., Los Angeles CALIFORNIA 21 Sutter Street, San Francisco 


B oyco Galvanized Ware offers many new opportunities 
to Western dealers: First, that of buying a line manu¬ 
factured on the Pacific Coast and, due to that fact, the 
certainty of hav¬ 
ing orders execut¬ 
ed promptly; sec¬ 
ond, the assurance 
of quick delivery. 

The final chief ad¬ 
vantage is the 
dealer’s opportun¬ 
ity to furnish his 
customers with a 
higher quality of 
medium priced 
ware than he has 
ever before been 

able to secure. Boyco Galvanized Ware is made from black sheets and hot galvanized 
after all construction is complete. There are no cracks or crevices; no raw edges; no 
smallest bit of surface exposed; and no chance for rust or leakage. 


They Stand the Bubs 

In each case the surface is 
clean, smooth, brilliant and 
full of spangle — a product 
that tells by its very appear¬ 
ance of the better quality 
that is built into it. 


Ask Your Jobber 

Boyco Galvanized Ware is 
real quality ware; made bet¬ 
ter and finished better. 


Place a trial order with 
your jobber today! Put 
this line on display I Show 
it to your customers—you 
will find that it sells on 
sight and brings repeat 
business to your store. 
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,bitsw;2f') 


The best 
electric iron 
bein^ made 
today 


Hand Iron 


C^aliiy 


Superior in every detail 
of construction, work¬ 
manship, design and 
finish to any and all 
electric irons ever made 


Quality Sales Helps 
for Sunbeam Dealers 


CHICAGO FLEXIBLE SHAFT 
COMPANY 

5604 Roosevelt Road, Chicago, III. 

30 Years Making Quality Products 


WHAT IS STAINLESS? 

“NEITHER RUSTS, STAINS NOR TARNISHES” 

T he cutlery steel for discriminating users. A set of Stainless dinner- 
knives or a carving set are as everlasting as they are unique. Surely 
freedom from STAIN with the resultant attractive appearance should 
constitute a real sales argument. Particularly so, when these knives have 
shown that they will keep an excellent cutting edge. They can be fur¬ 
nished not only in the nationally known patterns of silver and plate, but 
with attractive stag, white celluloid and “stainless” handles as well. 

8TAniI.ESS OVTLEBT IS MANUTACTITBED BT THB FOLLOWIKO OOMPANXBS: 


Amertean Silver Company, Bristol, Conn. 
International Silver Co.. Meriden, Conn 
Seed & Barton Corporation. Taantom Mass. 
Bogers, Lnnt k Bowlen, Greenfield, Mans. 

Silver Plate Cntlery Co., Derby, Conn. 

Simeon L. and Gtoorge H. Rogers. Hartford, Conn. 
The Watson Company, Attleboro, Mass. 

E. Wallace k Sons Mfg. Co., Wallingford, Conn. 
Wm. A. Rogers, Ltd., IHagara Falls, N. Y. 


American Cntlery Co., Chicago, Illinois 
Clement Mannfactnilng Co.. Northampton, Mast. 
Empire Knife Company. Winsted, Conn. 

John Rnssell Cntlery Co., Turners Falls, Mass. 
Lamson k Goodnow Mfg. Co., Shelbnme Falls, Mass. 
Landers, Frary k Clark, New Britain, Conn. 
Northampton Cntlery Co., Northampton, Mass. 
Village Blacksmith Folks, Watertown, Wis. 
Winchester Repeating Arms uo.. New Haven, Conn. 


American Stainless Steel Company 

1643 Oliver Bldg., Pittsburgh, Peima. 
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“Sterling” 




TUNGSTEN STEEL 


Flexibla 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—^Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don't Scratch, They Cut’’— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Lachnuin BuJldiiig, Boom 321, 417 Market Street, San Frandsco, CaL 
Ezclntlv* Padfie States Hepieea nt atlvea 


No. 401. Riyet Forge 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


Screw Plates in Four Styles, Cutting up to IVa" 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOt’K AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


No. 90. 8eU 

Post 

Dria 
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GET NEXT 

TO 

“HELLERS” 

Famous Sectional 
Cabinets 

FOR 

Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 

PROMPT SHIPMENTS 

Ask for Catalog 37-H 

W.C. Heller & Co. 

Montpelier, Ohio 




WM. H. OTTEMILLER CO., York, Pa, 
Maiifaetirars of Cap aad Sat Senws, Screw Maeliie Work 

RBPRB8KNTATIVB8 

Omer Cox, Atlaa Building, San Franeiieo, Ctlifornia 
Sands A Ool San Fernando Bldg., Lot Angtlea, OaL 
Stnmple A Oox, \s. C. Smith Bldg., Seattle, Wash. 

Rankin A Cox, Newhduae Bldg., Salt Lake City 

Taylor, Younn A Oox, Temple Court Building, Denyer Colorado 

Strimple A Oox, Corbett Bldg., Portland, Ore. 
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THE JAMES SWAN COMPANY 

SEYMOtTR CONNECTICUT 


BITS 

AUGERS 



CHISELS 

DBAWEinyES 





NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 28 Warren Street 

WB WBBB AWAXDES THB MEDAl. OF HOKOB ON MEOHANIOS' TOOLS AT TBB PANAMA- 

PAOIFIO BXFOSmON 

Sold by THOMSON-DIGGS COMPANY, Sacramento CaUfomia 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PNomIx SNo#s mrm Kopt In Stock by tho Following Houooo 


AlbnqiMrqae, New Mexico.J. Sorbar k Oo. 

Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Co. 

Denver, Colorado-Moore Hardware k Iron Co. 

El Paso, Texas.Momsen-Doiinegan-Byan Co. 

Fresno, California.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Co. 
Los Angeles, Calif.— 

W. T. McFie Supply Company 
Perdval Iron Company 
Waterhouse k Lester Company 

Ogden, Utah.Oeo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware k Anns Co. 

Arisona Hardware k Supply Co. 


Portland, Oregon— 

Northweetem Hardware k Steel Oo. 

J. E. Haeeltlne Company 

Pocatello, Idaho. .Salt Lake Hardware Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotawood-Helfer Company 
Tayler k Spotswood Company 
Waterhouse k Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware, Co. 

Seattle, Washington.Gray Brothers 

Stockton, Calif.Hickenbotham Brothers 

Tacoma, Washington.West Coast Steti Co. 

Tncson, Ails..Albert SteinfSld k Co. 


MAKXJFACTX7BED BT 


PHOENIX HORSE SHOE CO. 

Largest Hone Shoe Uannfactnrers in the World 

BOLLING MILLS AND FAOTOBIES JOILET, ILL., POUGHKEEPSIE, NEW TOBX 
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“THE RECOGNIZED LEADER 



ELECTRO-ZINCKBD AFTER WEAVING 

OALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth m^e. You can confidently recommend OALVANOID to your 
best trade. 

ORDER NOW AND TAKE SmPMENT EARLY 

If your Jobber cannot fnxnish, advlBO ns and we wlU see that yon axe supplied. 

WE ALSO MANUPACTUBE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Ohioago, Ulinoii 

FACTORIES: 

Ohieago, Blinois Mt. Wolf, Pa. 

_ REPRESENTATIVES: 

E WING-LEWIS CO., San Fran iaeo and Loe Angeles, CsL D. L. HERMAN, Seattle, Wash. 


“YANKEE 

QUICK RETURN 

In 3 Sizes 


With spring in the handle to 
drive bit back quickly. 
Holds it extended for 
overhead work. 









No. ISO—^For all general work. 
Very popular. 

No. 131—^Heavy pattern, for general house 
^^ 0 !^ carpentry and heavy screw driving. 

Becoming very popular. 

No. 135—Small size, for smaller screws, electrical work, 
and wherever a large number of small screws are fre¬ 
quently driven. Tour Jobber will supply you. 

NORTH BROS. MFC. CO. 

Philadelphia, Pa. 
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Dealers Display 
Assortment 

No. DB 5 

Size 26" by 26" 

This display board is made of quar¬ 
tered oak, hand rubbed and is in the 
natural oak finish. 

On it is mounted a Decalcomania 
Transfer, showing the wrenches in ac¬ 
tual size and natural color. 

Hooks on the board permit a com¬ 
plete assortment to be carried and sold 
direct from the board. 

It is furnished with the assortment 
listed below at the price of the tools 
only, at the regular list and discount. 


6 only, 4-inch wrenches, list.$3.90 

12 only, 6-inch wrenches, list. 7.80 

12 only, 8-inch wrenches, list. 9.60 

6 only, 10-inch wrenches, list. 6.00 

3 only, 12-inch wrenches, list. 4.60 

1 only, 15-inch wrench, list. 2.26 

1 only, 18-inch wrench, list. 3.26 

6 only, 6-8-inch wrenches, list. 7.60 

3 only, 8-10-inch wrenches, list.4.60 


Order from your jobber. 


CRESCENT TOOL CO. 

JAMESTOWN, N. T. 


Remove Stock Rapidly 
■i and Smooftly ^ 


rpiLESl 

OF 

iOUAtmr^ 


DELTA 

Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 



DELTA 


This trade mark saferaarda the 
interests of thousands of ile users 
everTwhere. Always look for it. 


DELTA HLE WORKS 

PHILADELPHIA, PA 
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UNIVERSAL 

Box Strapping 


Tlicy' re tltt Best rules made 

— I VC carried mine for many a year** 

STANLEY 

XIG ZAG ’ 


A Rule must be STRONG, 
ACCURATE and LEG¬ 
IBLE. It is subjected to 
the hardest kind of usage and 
must “stand up'' under the 
most rigorous wear and tear. 
STANLEY Zig Zag Rules 
will not wear away and 
loosen at the joints. 

The Concealed Joint Type 
has patented strike plates at 
each section: the Rivet Joint 
Types have a specially made 
rivet that acts as a strike 
plate. Made in several dif¬ 
ferent styles of markings. 

They are made with an espe¬ 
cially fine and durable finish. 
Among other invaluable and 
special features, are the pat¬ 
ented direction arrows en¬ 
abling the user to tell at a 
glance which end of the rule 
to begin using. The patented 
tips, joints and strike plates 
are brass plated. 

Hwfmyonaeopy ofourToolCatalog 
J-IO? If BO, yoa will And StanlBy 
RuIbb on PagBB 4 to 18. If yoa 
haOBn*t a copy of thU hook, wo will 
bo plooBod to Bond you ono. 

The Stanley Rule & Level Plant 

Tmt Stanley Wdah* 

New Britain, Conn. U.S.A, 


“Known the World Over" 

Cary's “Divergent” 

Saw Edge Joint Fasteners 


Our new Saw Edge DIVERGENT Fast¬ 
ener with the flat web, is far superior 
to any fastener manufactured. It has 
a CONTINUOUS CUTTING EDGE as 
found on our other fasteners; the flat 
web is an added feature, which enables 
the user to center the fastener without 
loss of time or other annoyances experi¬ 
enced with other fasteners. All of our 
fasteners are being packed in tin con¬ 
tainers of uniform height, which shows 
up well on stock shelves. 

CARY MFC. CO. 

BROOKLYN NEW YORK 
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Highly recommended by blacksmiths, con¬ 
tractors, and garage men. Will handle a 
great variety of work. Cast iron hearth, 
reinforced steel pipe legs. Vulcan tuyere 
and a Buffalo No. 200, New Departure Ball 
Bearing Blower. Weight complete, 350 lbs 


Forges 
Drills 
Punches 
Shears 
Bending 
machines 
Tire Setters 
Wood¬ 
workers 
Blowers 
Exhaust 
Fans 

Disc Fans 
and 

Ventilating 

Apparatus 



BUFFALO FORGE COMPANY, Buffalo, N.Y. 


An excellent, accurate drill for small 
work. It has a three speed cone 
pulley, which is an exclusive and es¬ 
pecially desirable feature in this kind 
of work, as it provides both speed 
and power. The motor is % H. P. 
direct connected by steel pinion 
meshing with machine cut cast iron 
l^ears. Height of drill over all, 33 
inches. Net weight, 155 lbs. 


PORTER’S 

New Easy Bolt Clippers 

Look! 

A New Clipper 




12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 
Porter’s No. 1856 Clipper 

SAT.ES OFFICES: 

Omer Atlas Building. San Francisco, California 
Sands A Cox, San Fernando Building, I.os Angeles, Cal. 
Strimpie A Cox, L. C. Smith Building, Seattle. Wash. 
Strimple A Cox. Corbett Building. Portland. Oregon 
Rankin A Cox, Newhouse Bldg., Salt Lake City 
Taylor, ^Younga A Cox, Temple Court Bldg., Denver, Oolo. 


PEERLESS STRAP WRENCHES 

Will not crush the thinnest tubes, and they can¬ 
not slip when properly adjusted. Double woven 
Unen strap is the strongest and most durable 
made. Patented cam locks the strap securely in 
any position. Wrench is drop-forged steeL 
The ideal wrench for polished pipe. 

OEOBOE K. WILSIKS OO. 

180 N. Market Street Ohleago, EL 

8PBAKE SALES OO., IVO. Bepreseatatlves 
Prentiss N. Rice F. H. Chown C. E. Wood 

506 Charles Bldg. 1121 Gssco Bldg. 202 Postal Tel. 
Denver Portland San Franciico 

6. T. Sprake, 216 Higgini Bldg., Lot Angelei 


Store and Factory Trucks, 
Wheelbarrows, Scrapers, 
Hand Carts, 
| \ Casters 


H. K. PORTER 


Everett, Mass. 


I.ANSINO OOMPAMT, SAN FBANOISOO 
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Pittsburgh Perfect” 

Open Hearth Steel Wire 

“Pittsburgh Perfect” Wire is supplied in 
bright, annealed and galvanized, also barbed 
wire, twisted cable and hard spring coil wire. 

Our wire is made exclusively of our own Open Hearth steel, assuring 
uniform gauge and homogeneous quality. 

Write for Catalog 



PITTSBURGH STEEL COMPANY 


GENERAL OFFICES: 
PITTSBURGH, PA. 



Pacific Coast Office, 359-363 Monadnock Bldg., San Francisco, Cal. 

DUtrihnton of **PitUhurgh Perfect*' and Columbia** Wiro Fondng: 


DUNHAM, OABBXOAN A HAYDEN 00. 
San Franeiico, Oil. 

Northeni OaUfornia and Narada 


WHZTON HABDWABE COMPANY 
Seattle, Waah. 
WaaMngton and Oregon 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 

WRITE FOR CATALOGUE 



HAY-BUDDEN Forged ANVILS 


HIGHEST HONORS 
AWARDED 

BY 


imiAuaj CLmsninii I 


WARREN AXE STTOOL CO. WARREN. PA. U.S.A. 
daily capacity aaoo axes and loooino toola 


MANUFACTURINGCO. 

U. S.A 




YOUR JOBBER WILL SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Atlas Building, San Francisco, California 
Sands A Cox. San Fernando Building. Loa Angeles, Cal. 
Strimple A Cox, L. C. Smith Building, Seattle. Waah. 
Strlmple A Cox. Corbett Building. Portland, Oregon 
Rankin A Cox, Newhouse Building, Salt Lake City, Utah 
Taylor, Youngs A Cox, Temple Court Bldg., Denver, Colo. 
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THRIFT b in 
THE SADDLE 

The day of the easy 
dollar is gone. Thritt 
is uppermost and — 

Our Guaranteed Perfection 
Economy Cobbler is the one article 
to put into the home. 

It is the Guaranteed Perfection 
Economy that takes the stitch in 
time and saves the proverbial nine. 

Holds a full complement of lasts, 
stands, tools and &dings, and en¬ 
ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 


THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 

Weitern Salei EapresentatiTM, H. O. TYLEB B 00^ Ath Floor Higgins Bldg., Los Angeles, Osl. 

512 Psdiflc Bldg., 8sn Frsndsoo. OsL 874 Hollsdsj Avs., Portlsnd, Ore. 



Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screce 


Superior Os s s n s ut Adjnsisr is the 
convenient to operste beesase all that is re 
quired to unloea and moTO tbs window is U 
simply move the handle; when yon 1st ^ ts* 
handle the window is locked aatonsatloW- 

Superior Osssmsat Adinster is the 
est because it locks on the rod fastened U 
the window and thus combines the stieafis 

of the two rods. 

Superior Casement Adjuster holds the ^ 
dow firmly at any angle and does net sue* 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 

550 W. Lak* StiMt, Chicago 


Handle Detached. Ont shows Bight Hand Casement Adjuster 



EK Door Hangers and Tracks/ 


Qnallty hangers and tracks designed to overcome all the tronbles and 
draw backs of cheaply built hangers and tracks that are made merely to mU 
at a price. Wagner Hangers have roller*bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical wa ▼ertical 
adjustment and other features that put them ont of the ordinary class. Tmks 
are self-cleaning, bird-proof and much heavier than ordinary tracks, '^ey 
please customers and build trade Write for estalog showing entire line. 

WAONEB MFC. CO.. Dept. T. Cedar FtlU 



RoOer Bcaffngi 


Complele slocfc eorriecf et Tigard. Oregon. Branch 
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TWO WORDS COVER THEM ALL 

RELIABLE 


MECHANICS’ TOOLS 
TAPES - RULES 

PROGRESSIVE LINES 

Specify /uFXtff •wmmjp F saginaw, Michigan 

Sand for Cataloc irt£€/• yQ„U 





American Saw Manufacturing Go. 

SPRINGFIELD , MASSACHUSETTSvv U, S. A. 



Shelby Extra Heavy Foot and Chain Bolts 

6 and 8dnch Sizes 

Designed and built for heavy garage, barn and 
warehouse doors. 

They are made in 6 and 8-inch sizes. The shells 
are of heavy wrought steel, and the slides are 
made of steel rod. Ask for prices. 

THE SHELBY SPRING HINGE CO., Shelby, Ohio 

Coast Representatives 

POND HARDWARE SPECIALTY CO.Los Angeles, Cal. 

Sy D. L. HERMAN.Seattle, Wash. 

TAYLOR & YOUNGS.Denver, Colo. 
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W.W. BABCOCK CO. 

MANUFAOTUBEBS 

BATH, N. Y. 

Spruce Ladder 

Your life depends on it. Why not get 
the best? 

Get a Babcock Spruce Ladder and be 
sure there is none better. 

Made in all styles for every need. 

Light, strong and durable. 

We want a dealer in every town. 

Write for Lataet Redaction in Prlcee 

W. W. BABCOCK CO., Bath, N. Y. 


Lane’s Steel Round 
Track Hangers 


SNAPS 

FOR THE HARDWARE MAN 


FROM THB BBST LINB MANUFACTURED 



Hangers, entirely of steel. Track, rigid 
steel brackets. Doors cannot get off track. 

Stock the hangers of merit—Lane’s. 

LANE BROS. CO. 

Biver Street, PonglikeepBie, N. Y. 


ikojan open bye snap 

Nos. 520 Bit, 521 Chun, 522 Trace 

COVERT MFC. CO. 

TROY, N. Y. 
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Is Your Window 
“On the Job” 

Wide awake merchants consider 
their windows the most valuable 
space in their stores. 

With the right display it will 
beckon passersby — stop them — 
bring them inside. 

Live hardware dealers are “cash¬ 
ing in ’ ’ by using the new Prentiss 
sales board for window and store 
display purposes. Loaned with 
each order for $62.50 worth of 
Prentiss vises, it is converting a 
formerly slow moving commodity 
into quick turnover. 


Aflk your dealer 
or write 


PRENTISS VISE 
COMPANY 

106 Lafayette Street 
NEW YOBK 

‘*On th€ Bench Since 1868 ** 



Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 

Cloth.... 





by reason of 

oiir thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
aoth 

that stands 
Hard wear” 
and is 

“fiiaraiteed” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect*’ 
Window Screen Cloth, Poultry Netting, 
Ply Traps, etc. 


Mannf actured by 

The LUDLOW- SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 
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Write today for 
Catalog 
HA 22 


The Perfect 

Garage Door 

Several years ago R-W engi¬ 
neers first conceived the idea of 
a sliding-folding door arrange¬ 
ment for garages. 

We developed it and put it on 
the market under the name of 
SLIDETITB. 

Its sales lead all others. It 
gives satisfaction where others 
fail. 

It will pay you to be in position 
to recommend and sell this 
splendid garage door equip¬ 
ment. We are anxious to tell 
you more about it. 


ichards-' 


llo. 


ST.*iS5?S AUR0RA.ILLIN0IS,U.SJV. 

LOS ANGELES MINNEAPOLIS 

PHILADELPHIA ■ ■■ LONDON.ONT. SAN FRANCISCO 


“EASY EMPTYING” 

Grass Catchers 


“Favorably koown the 
world over" now made 
with 

Re *111101X6(1 
N<ni* Slipping 
Bottom 

Rigid Light 
Durable 

Many exeluaivt 
patented f e a 
tureaandatronK 
aelling point 
explained ii 
Catalog No. 20 

Writ€ for ii 

SOBCE OF OUn rAUiliti UUAal 



Osllfornia Hdwe. Oo. 

Union Hard warn k Metal 
Co. 

Hoffman Hdwe. Go. 

Harper A Reynolds Oo. 
Failtnir'McCalman €^. 
Marshall Wells Hdwe. Oo. 
Holley*Mason Hdwe. Oo. 


Baker, Hamilton A Paeifle 
Co. 

Honeyman Hdwe. Oo. 
Jensen. Klnc. Bird A Oe. 
The Sehsw Batcher Co. 
Schwsbacher Hdwe. Oo. 
Seattle Hardware Co. 

The Thomeon-Dlfors Oo. 


Gas Pipe Straps, Soil Pipe 
Hooks, Gas Pipe and 
Plumbers^ Hooks 


A 

X 




ASK FOR 
CATALOG No. 9 
AND PRICES 



Dunham. Caniran A Hayden Oo. 

THE SPECIALTY MFC. CO.. SL PmI, Mfam..U.S. A 


BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooms and Factory 100 to 114 Bread Street 

PHILADELPHIA 
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That’s what you tell your customer. Think 
what it means in getting and holding sol¬ 
der business. Fluxing—the hard part of 
soldering, the part that requires most ex¬ 
pertness, the part that takes most of your 
time and requires most explanation wnen 
you sell solder to the layman^that part is 
eliminated by 


“They Sell Because 
They Help” 

Manufacturing standards in the 
metal working trades have be¬ 
come far more exacting today 
than they were two years ago 
Employees are required to do 
more work—and do it more 
accurately—to increase output 
with less spoilage. 

Starrett precision tools help the 
mechanic to meet these higher 
standards. 


Workmen today are not spend¬ 
ing their money quite so freely 
as during the war years. They 
are buying only what they need. 

But they will buy Starrett Tools. 
Because Starrett Tools ‘‘help.” 

Writs for Booklet—“The Tools 
Mechanics Buy*' 


THE L. S. STARRETT CO. 

The World's Greatest Toolmakers 
Manafactur^n of Hack Saw» Unoxcelled 

ATHOL, MASS. 


—J1 you need is this 
solder and heat” 


42-210 






The acid flux, scientifically prepared at the 
factory, is in the hollow core of this wire 
solder. Just before the solder is melted 
the flux is released and a perfect bond is 
the certain result. 

Send for a sample—use it yourself When you see 
how much easier it is t# do better work with this 
self-fluxinflT, genuine tin-and-Iead solder, you'll 
know why it is in such great demand. It stocks 
two items is one; flux and solder. So it's as easy 
to handle and sell, as to use. 

Sold in one-pound cartons, and 
on one, five and ten pound spools. 

Chicago Solder Company 

4229 Wrightwood Avenue Chicago 

Direct Factory Representatives: 

The Paucette-Huston Co.. Chattanooga. Tenn. 
Louis J. Ziesel Co., 216 Market St., San Francisco 


^reeTri/^outVoupom 


CHICAGO SOLDER COMPANY, HW 10-21 

4229 Wrightwood Avenue, Chicago, Illinois. 

Gentlemen: Please send me a free sample of 

Kester Acid-Core Wire Solder. 


Company 


City. State. 

Our Supply House is. 
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GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

T fijS^ I I We are the man- 
Jiill > ! ufacturers of the 

^ original ‘Novelty* 

M I ll j Pump for WELLS 

W W U ii i ^ ^ ^ CISTERNS. 

ML Mi ¥1 •' patented han- 

I die attachment 

i i renders it the most 

pBS RjK j I durable, easiest 

jR ; i working and best 

/ fitted pump. 

^ Its imitations are 
“ far inferior, be- 

' \a cause they are not 

^ accurately con- 
structed a n d d o 
|Kj not produce as 

j. VI large a volume of 

aIHpiI W with each 

Don *t d el a y— 
write for circular 
' and special prices 

(No. 130) once! 


THE HESS SNYDER CO., Massillon, Ohio 


NORCROSS 

CULTIVATORS 


Orowini in Demand 
Every Day 

Sell one to a enatomer—and 
vou get hia next door neigh* 
bor. 

Comes in (8) eises, 5* 
PRONG. 3 PRONG and MID¬ 
GET, suited to both Men and 

Women. 

The “NORCROSS** ie Dia- 
tinctively a “Quality** Line. 

Handsome in appearance 
and built to ^ive long Senriee 
and Satisfaction. 

You'll enjoT selling them 
because of their wonderful 
efficiency-—^and because you 
can confidently recommend 
them. 

More than 300 Jobbers cany the m 
_'^NORCROSS*' Line £> 


Mannfsctured by 

C. S. NORCROSS & SONS 

BaibneU, Ill. 
Distributed by 

LEADING HARDWARE 
JOBBERS 
EVERYWHERE 


THE 


BRIDGEWATER LINE 


\ f ^ K efficiency and satisfaction of Superior Garden Plows are due to 

^ V V their correct design and the high stand- 
^ ^ excellence in manufacture. 

Superior 6 Tooth Their construction is such the draft can 

^ r easily be changed to suit different kinds 

of soil. This is a new feature and makes these plows easy 
to operate. They are popular in all localities. 

Be the Superior Dealer in your 
town. We carry a stock of 

»”r.''1.7V."p.S;.'‘ S,“' 2 SUPERIOR G.Ki«n 

Write at once to the 1 Plows can be readily raised 

SPRAKE SALES CO. \ I lowcrcd to suit the 

Higgina Building, Los Angeles ^ \\ Operator and the draft 

1 ^-K 1 altered to get the best 

606 Charles Bdg. 1121 Oasco Bdg. M lm\ ! « yI ^ 

Denver Portland V \ / ^ TCSUlts. 

O. E, Wood G. T. Sprake jf 

202 Postal Tel. 216 Higgins Bde. I ll ■ 

San Francisco Los Angeles I M ■ 

or our Middle West Representative 1 a ^ M 

816 Chemical Bldg., St. Louis / \ Jf ^ Iv ll D E 

Bridgewater Plow m 1 1 v 

BRIDGEWATER, VIRGINIA ^ ^ 


No. 2 SUPERIOR Garden 
Plows can be readily raised 
or lowered to suit the 
operator and the draft 
altered to get the best 
results. 
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YOU ABE BIGHT IN 
BEOOMMENDINO 

«*W0B1J)’8 BB8T" 
nr NAME AND FACT 

World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehotue 
Door Hanger 


BXOLU8IVB rEATUBE8 
Fnm* ii bMt grade malleable iron 
Wheel underneath traek prerenta derailment. 

Wide bearing of the wheel dietribntea weight and 
make! it the Eaaieat Bnnniiig Hanger on the market. 

Packed one pair in box complete with bolta: one- 
half doten paira in a eaae. 

Track haa Slidable Bracket, which haa made the 
World*a Beat Hangera ao popnlar with the building 

trada. 

If your Jobber can't anpply yon, we will. 

THE TOPPING MFQ. CO. 

For 18 Yean Safety Door Hanger Oo. 
ASHZtAND, OHIO, IT. 8. A. 


Y OU can readily recognize in MYERS GLASS 
VALVE SEAT PUMPS those features that 
account for their easy operation, full even 
flow and long time service, and which are 
always such a source of satisfaction to owners 
and users. 

The patented Non-Corrosive Glass Valve Seat, 
the smooth rolling motion cog gear head, the 
adjustable base, the large air chamber, the heavy 
stand, the long set length, the full size cylinder, 
each play an important part 
in the ''something'’ which 
continues to hold MYERS 
PUMPS in popular favor the 
world over. 


5 ^ 


MYERS CLASS 
VALVE S 



If yon are not already a dis- 
trlhntor of M Y E B S GLASS 
VALVE SEAT 
PUMPS or of 
other Myers 

“Honor-Bllt” ^ 

Pumps, write i 


catalog and 
prices, or ask 
your Jobber. 




PSIVE 





ThurulsuDIffuruncuinWashurs 


I 



Just AA in An other commodity. Our WAchcra arc 
made of the Best Material and with the utmost care. 
That's why the largest users of Washers prefer those 
ef our make. 

We also make 

aaf , ■ ,1, _s AaaA ■- Mt ■ .L ■■ ■ 

mmnmOHm If8SMI1 8M mi liiNi IfIlMil 

Wrasfjrt asf Steel Plate Wasbere 

ef all descriptions. Round and Square, Plain or 
Galvanised. 


Sssealed Hiet Bnis Mew 

^e-J_a -- ■ ms-A-- 

BMVN MB rMCMQ rlBm 


PROMPT 8HIPMBNT8 

Wrought Washer Mfg. Co. 

MllwaykM, WIs. 

Oosst Representatives, 

HUGK80N A MERTON, Ine. 

8an Pranciaeo, OaL; Los Angeles, Oal.; Portland, Ore.; 
Beattie, WasIl; Denver, Oolo. 


MR. DEALER 

Have you placed your Sprayer order for 
1921 f We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 




No. 40 Fortablo Outfit 

Write for 
Catalog and Priees 

ALBERT LEA SPRAYER CO 

ALBEBT LBA, MINN. 
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ROMMED 

U lSPRINGHINGESl Il 


STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMER SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.Y. 


■ 


PV 
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i 
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TOOLS 


HARGRAVE 


HARGRAVE 


Odd Chisels 
Gape Ohlsels 
Dla. Pt Chisels 
Bd. Nose Chisds 

THEY SATISFY 
THE MOST 
PARTICULAR 
MECHANIC 

Our new catalofT 
shows a complete line 
of these and a hun¬ 
dred other “QUAL¬ 
ITY TOOLS.” 


Pin Punches 
Solid Punches 
Prick Punches 
Center Punches 

YOUR JOBBER 
CAN SUPPLY 
YOU 

Thi CineissaiiTNl Ct. 

Montgomery and 
Waverly Ave. 


OIKOIMKATI. OHIO 

CABItSON A FBAHM. Pacific Coast Bepresentattyes 
268 Market Street, San Francisco 
1242 W. 36th Street, Los Angeles 


“A New Tool for 
Any Defective . 

One” / 


is the guarantee under 
which this wrench 
is sold. 

Write for Catalog 
and Prices 



C. W. CAUSE 00. 
693 Blission Street, 
San Francisco, OiL 
Coast BepresentatiTes 

‘QUEfIN CITY*’ 
The Wrench with the 
Curve that Fits the Hand 


We know that Bergman's Queen City Adjnstable Wrench 
will make good—that it will please your trade. And 
we seek the opportunity to prore it. 

It is the one wrench with a scientifically designed 
curved handle that conforms strictly to the shape of s 
man’s hand. Easier to grip and use, prevents hand 
from slipping. Also of inestimable vdne for working 
in hsrd-to-get-at-places. 

Made of drop forged steel, carefully pack hardened with 
a jaw of special steel of high tensile strength. All 
sises from 4-12 inch. 

Bergman Tool Manufacturing Co. 

Boffalo, N. T. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SFEOXA1J.T ADAPTED FOB HABDWOOD WORKIlTa 

The Forstner Labor Saving Auger Bit, unlike other bits, is guided 
^7 its circular Rim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 
_ grain or knots, leaving a true polished surface. It is preferable and 

more expeditious than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, riobon mould¬ 
ing and mortising, etc. 

Mannfactured by THE PBOOBESSIVE MFC. CO., Dept. “A," Torrington, Conn. 

Enquire of Yonr Hardware Johhera, or Write Ui Direct. Supplied in Bets Write for Catalogue 
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-ChicacO- 

MAAK ^■IF 

H 

Swing Trade as Smoothly as Doors 

Every Dealer supplying hinges for build¬ 
ing contracts that call for the Best must 
carry CHICAGO Spring Hinges. 

In every city, from one end of the coun¬ 
try to the other, they are Standard. 

If you do not handle CHICAGO Spring 
Hinges, send for Catalog W-36, which de¬ 
scribes completely the line that will mean 
business and profits to you. 

Chicago iSprios^tttl dlompmoi, 


omoAoo 


MnWTOBK 


EWING-LEWIS CO., San FrancUco, Lo» AngeU», PaMc Coast 
Roprosentativss 



THE **TRIPLEZ’ 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NOBWIOH, N. T.. V. a A. 


The “Pony” Riveter 

Every ‘‘PONY’’ Machine will set both tubular and split rivets 
and is the best riveter made for repairing harness. 

This machine is made of malleable iron and steel and will not 
break if abused. 

MADE BY 

F. H. SMITH MANUFACTURING CO. 

3047 Carroll Avenue, Chicago, Illinois 
Manufacturers of 

Bivet and Fastner Setting Machlnea 
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How the Hardware Dealer 
Can Sell More Levels 


Lots of good workmen don’t feel they need a 
new level until they see a Sand’s. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand’s level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

You not only get the business of the man who 
cannot resist buying when he sees a better level, 
but you get the’ business that goes to the mail 
order house when you do not stock and display 
levels. 

You can hold all the level business with the 
Sand’s line, for there are levels in pine, walnut 
and aluminum for all workmen on every kind of 
work. The price range covers all competition. 
Your jobber will be glad to supply promptly. 

The following features were originated and first 
applied by Sand’s: The walnut level, the aluminum 
level, the solid set spirit glasses, the plate glass lens 

f >rotection for spirit glasses and the friction grip wire 
ocaters to define exact center instantly. 

Write for fully illustrated folder describing Sand's 
levels for accurate workmen on every kind of work. 

J. SAND & SONS 

4855 BIVABD ST. - - DETROIT, MIOH. 



The World’s Standards 

“SPECIAL^' and “No. 1“ Sawsets for 
hand saws not over 16 gauge. 

No. 8 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,“ and 

double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 


lOi Z4tfa7ett6 Bt., 


New York, K. T. 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Bebco Screw Anchors 

Bebco Toggle Bolts 
Sebco Concrete Inserts 
Bebco Star Drills 
Sebco Cold OhiseU 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Tiwde Marie 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 



THE BRAINERD LINE 


BOX, CHEST. REFBIOERATOI 
FUBNITUBE TBHOOI 


CABINET, 

08 


\ ./ IN STOCK FOB FBOBfPT SHIPMENT 
Y the BBAINEBD MFO. CO. 

No 678 Boehester, N. T., U. S. A. 


Sells to Every 
Belt User 

(< V 

ited only b; 
of belt users i 


THE JOBBER'S MFG. 


Tour market 
for Blue Bibbon 
“ Belt Dressing is lira* 

ited only by the number 
of belt users in your vicin¬ 
ity. The quality of the Dressing 
is high enough to suit the most dis¬ 
criminating purchaser. Ask your whole¬ 
saler for it or write for prices and samples. 

S UFI! INI 327 8. Ut SALLE 8T. 

inrila WW« CHICAGO, TT.T. 



THE 

CAN NON 
OILER" 


FORCES 
THE OIL 
ANYWHERE 


GessiM 
CassoB Piap 

Oilen 

Force the oil 
anywhere re¬ 
gardless of po¬ 
sition o.. can. 

1 pt, pt, 

1 qt. 

Write for 
Catalog. 

CANNON 
OILER CO. 

Kelthshiirf, DL 
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The Only Wronulit Iron Anvil Blairafac- 

tured in the United States 




The body is made of wrought Iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FORaiNG 00. 

Oolniubna, Ohio 


SAMSON SPOT SASH CORD 


OHLEN-BISHOP 

SAWS 

band 11 kJ bdtoheb 

Tools and Trowels 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawroncoborg, Ixid. OolnmbHB, Ohio, U. 8. A. 

Western Trade Supplied Thru Branches at 
fiftTi Francisco, Cal. Portland, Oro. 


THE ARROW WRENCH 


DROP FOROED 


HEAT TREATED 




Extra quality, suaranteed free from all Imperfe^lona. 
Oan be distinfuished at a glance by the Colored Spota. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sixes and colors, 
for all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Hope Chalk Lines 

Send for catalogue and samples 

MiaSON CORDAOK WORKS Boston, Moos. 

JOHN T. BOWNTBEE, INC., Bep. 

8aa Francisco, Los AngeleiL SeaUle, 

Denver, Salt Lake City 




A QUALITY TOOL 

“That’s a nice looking tool.” This expression 
is invariably given upon inspection of the Arrow 
Wrench. 

But more important, It has the stuff in it. Arrow 
Wrenches are made to meet the hardest kind of 
usage. 

ABBOW TOOL COMPANY, Inc., Buffalo, N. T. 


Digitized by 


Googl( 










64 


HARDWARE WORLD 




General Service Chest 


500 Dealers 

the country over are finding 
it easy and profitable to sell 
these new sine covered 
chests to carpenters, auto¬ 
mechanics, electricians, fish* 
ermen — everybody who 
wants a strong, convenient, 
low priced tool cheat. 


one for eTery need end eeery Improred Carpenter 
purse — the mechanic who Chest 

needs a tool chest can hardly 
get away from them. ^ i i • • 

Could You Use 
More Profit? 

Then plan to complete your 
stock with this new line of 
Union Tool Chests that mean 
sure, easy, ready tool chest 
sales. 


Shoulder and House¬ 
hold Chest 


Write for descriutive folder 
and details of generous sales 
plan. 


UNION TOOL CHEST CO. 

106 Mill St .... Boebester, N. T. 


HERCULES COLD SODER 

THE METAL HEHDEB 


Mends any leak in any metal quickly and permanentlyt 
without heat or acid. Just apply Hercules Cold ^dsr, 
a semi-liouid, from tube, covering hole or crack. Fixes 
household utensils, brass, granite, aluminum-ware, pipek 
gasoline tanks, auto radiators or cylinders. Finds po^ 
ular sale. National advertising is intensifying demand. 
Ask your Jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

l>^t A OOVNOIL BLUm. XA 

AMERICAN MERCANTILE CO., 610 Battery Street. 
San Francisco, Calif^ Export Representatives 


AMERICAN SEAL 

PAINTS and CEMENTS 

<<MAKE GOOD” 

WITH YOU AND TOUB OU8TOMEB8 

STAND FOB 

QUALFTY and DURABILITY 


WOOD SCREWS 
MACHINE SCREWS 
CAP SCREWS 


SET SCREWS 
BOLTS AND NUTS 
RIVETS 


REED 8e PRINCE MFG. CO. 


MAIN OFFICE ANDjPLANT AT WORCESTER. MASS. 
BRANCH. 121 N. JCFFXRBON ST.. CHICAGO. ILL. 
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SASH CHAIN 


^ ^ ^ ^ ^ 

» ■JT’ ?D •* O 


CABLE CHAIN 


6 Tube Bevolvixig Pcuicli 


S«mco Pnnch 


THE SMITH & EGGE MFG. CO. 

**Origl]iAton of Bull Chain** 
BBIDOEPOBT, CONK., U. 8. A. 


UNCLE SAM 

Supersteel Screw Driver 

BLADE AND HEAD ONE PIECE 

FEBBULE IS MACHINE TX7BNED— 
NOT SPUN 

GENUINE HICEOBT HANDLE- 
WALNUT STAINED 

EACH SCBEW DBIVEB IS 
INDIVIDUALLT TESTED 


No. 100 Regular Pattern. No. 1000 
Insulated Pattern 
3, 4, 5, 6-inch lengths 


VAUGHAN & BUSHNELL MFG. GO. 


For Ovor 60 Years Makers of Fine Tools 


2114 Carroll Ave. 


Clilcaj^o 


The Bridgeport Hdw. Mfg. Corp. Bridgeport, conn. 


THE LITTLE WONDER 
Midget Screwdriver 


A practical high-grade little tool. Made 
just as carefully as the large Drivers. Packed 
on a very attractive red and gold card. 

The ^‘Fastest Seller” of the Year 

No. 42 Assortment 

Four 1^-inch, four 2-inch, four 3-inch 


0. W. CAUSE GO. 
Western Sales Agents 
693 Mission St. 
Sta Frsaciseo, Oal. 


J. O. McOABTY A CO. 
Eastern Sales 
Agents 

New York City 


THE OH-KAY SCREW DRIVER 

High Grade Steel Blade, Black Oil Finish 
and Bright Points 

Bed Stained and Varnished Handle 
Patented Steel Ferrule, Bright hHnish 
List Price, $6.00 


No. 55 Assortment Heavy Cardboard Stand 
2 Dozen 8-4, 8-5, 8-6 inch 
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DIXON’S 

No. 677 Lubricant 

Is the Record Holder 

Practically every record—speed, endurance, 
general service—has been made with the help of 
this superior gear lubricant. 

Dixon’s No. 677 is a grease of medium density. 
It will not squeeze out, no matter how heavy the 
load nor how swift the going. Instead, Dixon’s 
clings to the teeth whether pressure is extremely 
high or gears are idle. Neither hot nor cold 
weather affects it. At all times, gears shift easily 
and quietly; car, truck or tractor is easily handled 
and operating costs go down. 

The smooth lubricating film with which Dixon’s 
No. 677 coats gears and bearings adds consider¬ 
ably to their life. Wear from friction is almost 
imperceptible. 

Dixon’s No. 677 helps to make reputations for 
cars, trucks and tractors—and for dealers in high- 
grade supplies. 

JOSEPH DIXON CBUCIBLE COMPANY 

Jersey City, N. J. 

^ ^ Makers of Quality Lubricants v 

Established 1827 


Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 

TheOnhareairn 





Carrier Lock 

Anti-Battler 
Adapted for use 
on ALL ears. The 
only lock that will 
completely proteet 
tires on the new 
tire-carrier on tbs 
Buick, Overland, 
Oakland, Chevro¬ 
let, Doi^ Nash, 
Haynes, Ford, ete. 


Mch. 11, 1921 ^ ^ let, Dert. Nash, 

Mo. 1098 Haynes, Ford, etc. 
Size across ease 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to 1% inches, insurin^^ a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is V4 of an inch. 

Case—Heavy, east brass, polished. 

Shackle—Formed steel rod, black, rust-proofed. 
Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMAKER HARDWARE GO. 

Iiaacaster, Pa., U. 8. A. 

Western Sales Benresentatives 
H. D. TTZ.EB a 00. 

4th Floor Higgins Bldg., Los Angeles, OaL 
612 Pacific Bldg., San Frandacq, Oak 
874 Holladay Ave., Portland, Ore. 



HI 


GENUINE 

HUNTER’S SIFTER 

Standard of the Wodd 
Since 1880 


Sectional View Order from your Jobber. 
Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered Joints to 
come loosa Elasy to remove all parts for cleansing. 

the feed j. MEYEBS MPa. 00. 

Bsndsr Street Xamlltoii, Ohio 



The complete, compact, distinctire line in handy honae* 
hold cans—fnll-aise, fnll-meaaure. BETAZI*8 26 0BJIT8 
—no larger sisca. Big Value for user; Big Profit for 
Ton. A popular teller with Hardware trace. Aaaort- 
mentt contain all 29 eo-lort; display matter included. 

Dealer's Aaeortment (SO dot.).$64.00 

Jobber's Assortment (12 dos.).21.80 

Open Stock, all colors, per gross.21.00 

2% Freight allowance, F.O.B. N. Y., 2% Oash. 

Write for Color Cord, Ciradar and BooMoi 


169-178 Booond Ave., BBOOKLTM—MBW TOBX 
Townley Metal A Hdwe. Oo., Kansas City, Ho. 
Pacific Wooden Ware A Paper Oo., Oakland, OaL 
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Have Just Built a House 
Out of the Profits of My 
2 Hatfield 
Machines 





was the gleeful 
way one of our 
customers recently 
spoke when g^iving 
us an order for a 
12-blade machine. 
Now running 2 12- 
blade machines. 
Nice—sure and he 
made a living out 
of the business at 
the same time. 


We make 1, 2, 4, 6,12, 18 and 24 blade 
machines. Write for Catalog and Prices. 


Hyfield Mfg. Company 



lARC^ 


Bearing Scraper Set Ne. 339 



202 Church Bt. 


New York City 


A Family of Four Thoroughbrods 

The Origioal UABCY V-Shaped Blade 

Mr. Dealer—Just show these to your cus¬ 
tomer—that’s enough. K you don’t believe 
it—^try it. 

ASK TOUB JOBBEB 

MARCY TOOL WORKS, Inc. 

miTNAM. CONN. 

Padflc Coast 8PRAKB SALES CO., Ine. 

Los Anfsloi, Saa Francisco, Portland, Dsnyar 


ACME 



SELL 




THE 


“Acme” Ice Cream Freezer 

TmS SEASON 

It is economical, sanitary and easy to op¬ 
erate. It will sell because its low price 
enables anyone to make fine ice cream at 
home at a fraction of the cost of buying it 
in a store. Makes the finest cream in five 
minutes. Saves ice, saves time, saves 
money. 

2 Quart SIza Sail far $1.50 

4 Quart Slza Sail far $2.50 

BCADE BT 

RITTER CAN & SPECIALTY CO., Philadelphia, Pa. 

Factory SeUlng Agents: BEH A OO. 

1140 Broadway, Now York 


SHUR-TITE 

BOTTLE CAP 


For perfect 
sealing — and 
re-seaUng—of 
home bever¬ 
ages, ketch¬ 
ups, sauces, 
etc., without 
the use of a 
capper. 


RETAILS 

THREE 


COMPLETE 



Used 

Repeatedly 


Instantly 

Applied 

Seals 

Positively 


At tract ive 
discounts to the 
trade. 


ORDER 

SAMPLE 

OROSS 

TODAY 


MANUFACTURED BY 

POBTEB PBODUGTS GOBPOBATION 

Brewerton.New York 
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Save on Your Buying of Hand Implements 

Your opportunity to buy European Implements for vineyard, orchard, or 
garden direct from exclusive importer. 



Dorian Scythes 

Both Pall Ounre and Half Oarve. ffigheat Grade Steel, tempered by 
secret process. Keeps the edge. 



IDEAL 

Sulphur Machine 



Moot economical machine made. Has 
lonjf stroke; makes work easy, double 
action Mrforming twice the work with 
same labor; one man can do the work of 
two air chambers with double ac¬ 
tion, makes steady overflow. Capoeity 
1% gallons or 85 pounds sulphur. 


Genuine Rieser Pruning Shears 

SisM 8, 8%, 9 



Imported Vineyard Sulphur Bellows 




n . D D I u I***- 8*“ 

Flat Prong Burka Hoes * 9 Hx9 

Lesgth 12 to 20 inches. TUckness of Weight 4 lbs. Sise 
prongs, ^ to 2 inches. 10^x10 



GRANUCCI HARDWARE CO. 

Importiiig Agents for North America 
Send for Prices and Catalog H. W. 

633-647 Front Streei San Francoaoo, OaUfomia 


BELLOWS 

Small sixe used for Inseet pev 
der. Capacity, 1 quart. 
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FnU real!. 260 or 600 ft. 
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Garden Hose 


MR. DEALER. 

Dear Sir: 

Now is the opportune time to 
place your requirements for the 
1922 season. Prices will not be 
lower. The recent advances in the 
cotton and rubber markets vouch 
for that. 

X 

Your orders can be booked for 
delivery after January, 1922, on 
our Clean Cut and Cosmos Moulded 
Hose, furnished in 250 or 500 foot 
reels in one continuous length, or 
coupled in 50 foot lengths, at the 
same price. These brands are made 
by the famous Lead Mould Process. 

We are also prepared to furnish 
Wrapped Construction Hose in all 
the various sizes and plies in either 
red or black cover. 

Order now and be assured of re¬ 
ceiving your hose on time. 

Our stock of all popular styles 
of Nozzles, Lawn Sprinklers, Hose 
Menders and Couplings, is large 
and complete. 

Place your orders now for de¬ 
livery with this Hose. 

DUNHAM, CARRIGAN & 
HAYDEN CO. 

San Francisco, Cal. 
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BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
Hardware Trade 




Garden. Broom 

A itroiur, Ufffat n«. 


A strong, lij^t flex¬ 
ible broom rake made 
from spring steel 
wire with spruce 
handle. 


Opening 


Handle 
Raised Seat 
Encased 
Washer 


Standard Brass Casting Co 


Main Office and Factory 
Oakland, Oallf. 


Sales Office 

823 Monadnock Bldg^ San Francisco 


M. W. WUESTHOFF 
Sales Mgr. 


Pat. H 

Apidled ^ A garden tool which com- 

H bines the advantages of the 

y garden rake with the light- 

P ness and convenience of the 

n broom. It accomplishes sur- 

^ prising results in removing 

^ cut grass, dead leaves and 

I garden litter of every de- 

I scription. 

p Operates with an easy sweep- 

I ing motion like a broom. The 

;; user stands erect and saves 

' tiresome bending of the back. 

i Not only rapid, but thorough 

—nothing escapes the fine 
t. k spring steel wire tines. 

»• n Substantially constructed 

y and will stand hard usage. 

**Bainbow” Lawn Sprinkler 


Throws » fine 
oniform spray 
orer rectangru* 
lar space. 




Strongly bnilt. 
Needed wher* 
ever there is 
a lawn or gar¬ 
den. A ready 
seller. 


Both aboT^rodncts for sale thm Jobhora 
Wnte to ns for folders 

Madewell Pipe & Culvert Works 

East 12th Street and 26th Avenue 
Oakland, Oallfornla 


•lADEWu 
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“The Standard of the West” 



OUR GUARANTEE—We will replace free of charge all Goods that may 

prove defective—the only condition being that defective articles must be returned to us 


BAKER, HAMILTON & PACIFIC COMPANY 

SAN FRANCISCO, CAUFORNIA 



aae usmt orr 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Qtuuranteed Merit, from a 
House Famous for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 



Wholesalers—Jobbers 

Streveil-Paterson Hardware Go. 

BAImT laAKE OITT 

A. M. HOLTER 

Hardware Company 

Helena, Montana 

Estaklislud 1S67 

WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


HONEYMAN 
Hardware Company 

Park at Olisaa Fourth at Alder 

White Mountain and Seeger 
REFRIGERATORS 

TOLEDO STEAM COOKERS 

Nesco Perfect 
OIL COOK STOVES 

Domestic Science 
FIRELESS COOK STOVES 

GAS PLATES 
GARDEN HOSE 
LAWN SPRINKLERS 

CAMP EQUIPMENT 
In Tents, Beds, Cots, Chairs 
Nested Cooking Utensils, 

Etc., Etc. 

HOLIER 

Hardware Company 

Spokane, Wash. 

WHOLESALE 

ONLY 

Auto Accessories 

Plymouth Hope Peninsular Una 

Automatic Washers Furnaces, Baogas 
Sargent Hardware and Heaters 

Acme Paints Schnttler Wagoas 

Bawlings Sportiiig Mill, Mining and 
Qoods Logging Supplies 

Prompt, Courteous Service 
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THERE ARE MANY REASONS 


For the Contiiiaed and Increased Growth of Our Trade 


If yon are one of 
our ooBtomen yon 
t know them. 

If yon are not one 
we want the oppor¬ 
tunity of showing 
yon why it will be 
to jovx interest to 
send ns your orders 


Service —Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware' 


Salt Lake Qty 
Utah 


The Malt Lake 

cHardn 


cHardware Go. 


Pocatdlo 

Idaho 
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Johnson Electric Washer 


The only washing machine selling at this time—WHY ? 
Because the housewife wants a washer LOW IN 
PRICE—EFFICIENT and ECONOMICAL. $110 at 
factory. 

SIMPLE and EASY TO OPERATE—COMPACT and 
ECONOMICAL—^fits into a space 27 inches SQUARE. 
The JOHNSON popularity is created by satisfied own¬ 
ers—^ASK THEM. 

BOILS the water— 

STERILIZES the clothes— 
REDUCES TIME and LABOR— 

As an INVESTMENT the JOHNSON LEADS 



Sold only throagh 
loading atoreo carxr- 
Ing honaohold appn- 

anooa. 

Doalon wanted ortry- 
when. State riglite 
qpon (WaalL.Ore. and 
Oal. ozeopted). Write 
for partiealarfl. 


’ Johnson Electric Washer Co. 

40th and Adeline Streets, Oakland Factory and General Office 



WATER SYSTEMS 

p* FULLER 

PI ^9 '■ JOHNSON 

riF|H ENGINES 

j PUMPS 

PACIFIC PUMP ft SUPPLY CO. 

853 Folsom Street 
San Francisco, California 
Sole Distributors 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942>44-46 Mission Street 
San Francisco 
California 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 
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LET YOUR FALL ORDERS 
FALL OUR WAY 


YAKIMA 

Hardware G^mpzuiy 

YAEI1[A,WA8H. 

Wholesale 


JOBBERS OP STANDARD LINES OF 
HARDWARE AND AUTOMOTIVE 
EQUIPMENT 


Or«en FlUe4 
Samo Day 
aa BaceiTad 



Prompt 

Conrtaona 

Sarrloa 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for us to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE ft FURNACE 
REPAIR WORKS 

Incorporated 


MAX BUBEVS M. M. BUBBBS 


J. Z. BUBBXS 


SPOKANE, WASHIKGTOK 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and llonsehnid Goods for Hardware 
and Implement Dealers. 

SAVINGS FOB 1920 

SOfo OF PREMIUMS 

This is for yon if a member of yonr State Hardware or Implement Assoeiatioa. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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1880 FORTY-ONE YEARS i92i 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 

ARROW ^1^ BRAND 

CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


- 693 Mission Street, San Francisco, GaL 

Samples and Prices on Request 


O. UNDEMANN & CO. 

S5 and 37 Wooster Stt New York Esiaktoked 1863 



BM Cages and Cage Sndries 


A. la. Conctr, 708 Marktt Strsti, Baa Franeiaoo, OaL 
BapraaeiitatiTa for California 
T. D. lIcLoan, L. C. Smith BnUding, Soattlo, WadL, 
BoproaentatlTo for Washington, Oregon. Idaho» 
Utah, Montana and British Coiamoia 


STOVE & FURNACE REPAIRS 

WekUndr for All Mskes Beusirs and Wicks for New Perfectioii and Puritan Oil Stoires and Hesters 

IQ"**** MYER S. RUBENS WHOLESALERS 

DI AXCDC Gold, SUw. Klckel, Breree, Copper, DI AXCDC 
1 1 l!i IV Bnua, Bine end CKm Metal Oildltlng 1 Lj J\ I 1_j IV O 

GALVANIZING REISILVERING RETINNING 

Demoimtable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

_ Silver Ware Kefiniahed 

1009 W. F1B8T AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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Herrick and Alaska 

Refrigerators 

PEKFECT, SCIENTIFIO BEFBiaEKATION 




‘Heirlck’ 


LININaS 

Enameled 

Porcelain 

Spruce 

Opal 


LIFE PBESERVEB FOB FOODS 


Mangnim & Otter, Inc. 

827-831 IKBssion Street 
San Francisco 


The 

Schaw - Batcher Co. 

SACRAMENTO, CAL. 


WE OFFER YOU 


Hardware 

Tinware 

Enamelware 

Ammunition 

Builders* 

Hardware 


OF 

DEPENDABLE 

QUALITY 


Thompson Adjustable 
Sprinkler Head 



PROMPT AND EFFICIENT SERVICE 


Sold Through the Jobbing Trade 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANOELES 
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Stgvgll a 

- - WAWIC 


Makes Stoves Look Like New 

KILLS BUST; PREVENTS BUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
BUPEBIOB LABORATORIES 
General Offices, Dept. 11 
Grand Rapids, Idicli. 
GENERAL SALES CORPORATION 
Pacific Coast RepreseBtatires 
718 Mission St., 737 Terminal St., 
San Francisco Los Angles 
Seattle, Wash. 



TRINER “LIBERTY” 


PARCEL POST SCALE 



With indica¬ 
tor nhowinc 
amo u n t or 
p o a t ac« in 
the re^lar 
atampa and 
add! tlonal 
amount r a- 
q u i r a d in 
war atampa. 


Savaa work 
and p r a- 
yenta inac¬ 
curacy in 
counting 
poa^ga ^ 
q u i red by 
new war 
Ravanua Bill 


Made only 
in 20-pound 
capacity. 


Fumiahad in black enamel finiah, glaaa front, 
ataal top. 

Same atyla, tile top. 

Blue enamel finiah, glaaa front, tile top. 

Xaalat on the Maar. Tour jobber oaa aapply 


TRINEB SCALE ft MFC. CO. 

Weft Twenty-Pint Street Ohicegd, Ulinoia 

W. P. HORN k CO. 

Padllc Coiat BepreeentatiTef 
Rialto Building, San FrancUeo, OaL 
Xioa Angelea, CaL Portland, Ore. Seattle, Waah. 


“Attracts Buyers” 

—so say Dealers who sell 



Triple-service SPARK Range 

Bums Coal, Wood or Gao 
together or separately 

This SPARK Range it a magnet to customers beeause 
of the combined service its utility features give. 
Women are quick to tee in this stove greater con¬ 
venience in cooking, fuel economy (through time 
■aved), special sanitary advantages, more leisure 
hours. Hence, they choose this SPARK triple-eerviee 
Range. 

Why 

It Sells Bapidly 

Becoase it is ae compact at a tool 
chest—only 88 inches wide, 26 
inches deep. 

Because it has three independent ovens 
(two visible overhead gas ovens— 
one will hold 18-lb. turkey; the other 
broils or boils—^no fumes). 

Because its nickel, glass and enamel 
trimminge insure sanitation and easy 
cleaning. (Basie conetmotion is of 
rust-re»sting steel.) 

Because it is as aervieeable at it it 
geod to look at. 

In a word, this SPARK Range sells becanee it 
aattanes. • It proves ita merit on sight. 

If your locality Is nof r e pr es ewfej, 
for ^e oxiduaioo Agency forthUSPARK 
Range—**the slooe of the fatare 

Guaranteed for Five Tean 


U 


Made In a daylight plant by 


-bra/Ca 


lafMtMPr- 

OAKLAND CAllFOftNIA, V.&A. 


Portland 
P. L. Greon Oo. 
Portland Fum. 
Bzon. Bldg. 


Seattle Los Angeles 

P. L. Green Co. D. D. Adams 

62 Pike Street 332 South Spring 
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FOR OVER FIFTY YEARS THE NAME K A. BERG HAS STOOD FOR 

/ ^ Highest Quality on Tools and Razors 

Western States Representatives for this HIGH 
GRADE LINE. We can now make prompt shipment of Pliers, Plane 
Irons, Chisels and Razors. 

8®^® American Representatives for the famous 
/M/ Im m (KRON SAGER) SWEDISH HACK SAW BLADES, the HIGHEST 

Jr R m quality blades made, at prices no higher than 

^ M/ V ORDINARY BLADES. Write for Prices 

BENSON IMPORTING CO., 620 South HiU Street, Los Angeles, Califomia 



BOLLER'S CRANK MOP WRINGERS 

Caa B* UsMl KvaiywlMra 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No puUing or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock onr line. 
PETER BOUER MMIIHK RfORKS, 122-124 R. CarOt St. Cfeicage, IH. 
PtcUle OoMt and Znt«r-Moimtalii RtpremUtlTM 
THAYBB a BOWBB 

845 Monadnock Bldg., Sm Prandseo, 880 Story Bldg., Lob Angoloo 
Seattle aoi? DeoTer 



Gilson Garden Tools 

Have proven laive Sellers wherever 
shown. They get the weeds out of 
gardens and cash into the dealer’s 
till. Write today for catalog and prices. 

J. E. GILSON 00., POET WASHXNGTON, WIS. 


J Michiii 

Anyone ean eat s perfoot 
duplicate any Tala 
type key in leaa thna 
one minute. Maeblne ia 
automatic. No oxporl- 
enca or skill naoaaaary. 
Write for daeoriptiTa 
booklet today. 

I RAOIIRI A T881 G8h Salae Ifflea 148 laartltM Avaaas, AllMitaoa, H. 




Light—Strung—Coiiifurtnbie—lyutiipMci. 

Gold Medal Camp Furniture Mfg. Co., Racine, WIb. 


PHILADELPHIA 

HAND—HORSE—MOTOR 

Largaat Makars of High-Grade Lawn Mowara 
la the World 

THE PHILADELPHIA LAWN MOWER OO. 
Slat and Cheatnat St. PhUadalplila, Pa. 

THE PACKHAM 
Staw n|w Criww ImSi 

MADE BY 

THE PACKMAN CRINPEI CO. 
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NORTHLAND SKIS—TOBOGGANS — SNOW SHOES 

Every one a good seller -and profitable, too. Order early for next season—prices are down now 
NOBTHLAND SKI MFO. CO., 2330 Hampden Ave., St. Paul, Minn. ^ wriu 


WrlU 

for 

Catalog 


Patented Oct. 19, 1920 

Dealers are 

Warned to 
Beware of 

Infringements 



Sells 

for 

$2.50 

To Dealers 

$18.00 

Per Dozen 
F. 0. B. 
Factory 


Famialied with rabber-caahioned bate, 
aa ahotin, or with 10" hardwood base. 


E VERED Y““ 

Bottle Capper No. 3 for Home Use 


Warranted Unbreakable 

Made entirely of Malleable Iron and Steel 


There is no set limit to the amount of Capping that 
can be done with an Everedy. 

The speed and skill with which it is operated 
numbers the amount of bottles that can be capped. 

And all bottles are sealed absolutely air-tight. 

The pressed steel capping head with reinforcing 
flange assures this. 

Packed in individual cartons, half dozen to ship¬ 
ping carton, weighing 23 lbs. See your Jobber. 

Manufactured by 

The Everedy Botde Capper Co. 

Frederick, Maryland 


I 


BEST CUTLERY CO. 

Manofaeturera of all kinds of 

HIGH GRADE 
SOLID STEEL SCISSORS 

Office and Works 

25 WUlonghtoy Street Newark, N. J. 


Gem Jr. Finger Nail Clipper 




The highest perfection in the clipper art. 
THE H. O. COOK 00., Anaonia, Ooi^ U. 8. A. 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Eveoryone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ABBIVAL 

The BELMONT TUMBLER GO., Beihure, Ohio 


EYELET TOOL CO. 

Haniifactiiren of PnnehM mud Bets 
(hand driwe and foot power) for 
Leather, doth and Metal. Pn a e h 
Tubes, Pmnehet and Dies. All kinds 
and sises made to order. Write jobber. 
Booklets free. Established 1858. 

d bv^90 Dorehtsler Awa 
° BOSTOV, MASS. 






















vupw to / 

Detiffn patented No. S8,SOO 


A Wonderful Improvement in Glasbak—the “Heatkwik” Bottom! 

G LASBAK dishes have always been popular. Now, of any oven—never chips or cracks, is easily cleaned and 
with this important new feature, you’ll find them always looks attractive. Women like Glasbak Ware be- 

in greater demand than ever! cause they can take it right from the oven and place it 

' ^ .. / . . .V „ table, thus saving extra dishes. It has a beautiful. 

The ’ Hea^wik bottom (design patented) allows free smooth, lustrous finish and comes in all styles—pie, bread 
circulation of the oven heat underneath each baking dish and cake pans, casseroles, custard cups, bean pots, 

—that means quicker and more even baking, and of ramekins, baked apple dishes, etc, 

course, saving in fuel. 

Glasbak dishes are packed in individual cartons for 

Glasbak Ware is guaranteed to withstand the heat your convenience in handling. Send for Booklet V. 

McKEE GLASS GO., Jeannette, Pa. 



WRITE FOR CATALOG NO. 128 


We now have a L.2urge Stock and Assortment 

of Oil Stoves 


8BMD TOXTB OBDBB8 TO 


We also carry a large 
line of 

COAL BANGES 


QUICK MEAL STOVE CO., DIV. 

OF AMEBIOAir STOVB COKPAVT 

C. H. SCHIEOK 

f Pacific Coast Afoat ' 

715 Indiana 8t.. near lOtk 
8an Franetaeo, CaL 


We al 80 carry a larfa 
line of 

GAS BANGE8 


Short Ohiamoy Oil Stovo 


Ovpola Bunar Oil 8lovo 
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Every Monarch 
Sold Means 


Another booster, because the housewife is proud 
to own a MONARCH and does not hesitate to 
tell her friends about its superior qualities. 

VITRIPUSED Glass Coated Flues used in the 
MONAKCH Malleable Range resist rust — the 
MIRCO Processed Top requires no polish and the 
DUPLEX DRAF'r insures perfect combustion of 
fuel. 

Let us tell you more about these exclusive 
features and the unusual profits you will be 
afforded in selling the 


The'SUy Satisfactory*Rai\ge 


Write for booklet No. 12 


Malleable Iron Range Co. 

BEAVEB DAAI, WISCONSIN 


TABLE 

CLAMP 


IS IT PROFIT ABLE t ARE YOU Jl i 
PROVIDING SATISFACTION? I 

PROFIT AND SATISFACTION 
ARE FIRST ESSENTIALS. With 
your hand on your profit-book, go 
over your egg-beaters thought- ||H 

fully: just sell one for 15c—5c 
profit covers time, paper, string 
and perhaps house delivery. What 
is your loss on that transaction? 

Then pick up the LADD-ALL- 
STEEL BEATERS and notice they 
are AS EASY TO SELL and profit A 

20c or BO against 5c. Now only one of those will give SATISFACTION 
—that must be THE BEST ONE—THE LADD; it can't be any other. 
With your sharp pencil figure further, follow through and then remem¬ 
ber the ringing conviction of a prominent American, “LET US HAVE 
SOME SENSE." 

LADD ALL-STEEL BEATERS—3 sizes for all requirements. 
LADD MIXER CHURNS—1 qt., 2 qts. Removable Beatera 
SATURN REELS—2 finishes, 40 ft. cord. f>iDPCDc 

SATURN CAN OPENEBr-Safety, StaUonary. 

CAN OPENERS--5 usual varletlea 

RAZOR PARING KNIFE. NUT CRACKER. and US 


OPENS CANS OF ANY SIZE OR SHAPtj 


Saturn Clothes- 
Line Reels 


Ladd 

Mixer-Chums 


ReproeentativeB: Omer Cox, Atlas Building. 604 Mission St., San Francisco, Calif.; Sands A Cox, San Fernando Building, 
Los Angeles, Calif.; Strimple A Cox, L. C. Smith Building. Seattle, Wash.; Rankin A Cox, Newhouse Building, Salt Lake 
City, Utah; Taylor, Youngs A Cox, Temple Court Building, Denver, Colo.; Strimple A Cox, Corbett Building, Portland, Ore. 
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The Turning of the Ti 

Prom everywhere come the cheering reports of a return #3 

of business. The lamp season is already on us, and a 
great onrush is expected. Be ready with the goods, and 
the right goods. Meet the new season with the WIOTE- 
LITE, the lamp of repute, that has for years been [[^ 

endorsed by some of the largest distributors in the h ^ 

States. Be sure above all, to get in your stock of the 
DUALITE, the lamp with the double filament, the lamp 
that is two WHITELITES in one. There is no lamp 
more profitable to handle. f* 


The DUALITE is fully protected by U. S. Patents and 
is made and controlled exclusively by 


Whitelite Electric Company 

368-370 Broome St, New York City 



WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the ChiU in It” 

The name “Y7HITB MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow • White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in aU “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 


Maine Manufacturing Company • Nashua, N. IL, U. S. A 

BBAHOH 02TX0B8: 

Wow York Oftj BooIob, Maaa. AilaaU, Wa. Dalian, T«saa San Fraadsoo^ OaL. Daiiwar, Colo. Molbonno, Aas. 

PACIFIC COAST DXSTBIBUTOBS: 

San Frandaoo.Dnnham, Carrlfan A Rajdon Co. Portland.Honojman Hardwaio Co. 

Saeramonto.liUlor-Enwxlglit Co. Seattle .Sekwabiehor Raidwara Co. 



r-Enwxlflit Co. 


Seattle .Sekwabiehor Raidwara Co. 
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. 2 - 4 ^ -'ir 


ROCKER NO 


ROADSTER NO.IO ' - WALKER NO.I8 

PERFECTION MANUFACTURING CO, SlLOUIS.MlSSOURI. 

Leffingwell ave and Montgomery street. 


SWING N0.2 


SWING NO.I 


SPECIAL N0.7 


NEW YORK STAMPING COMPANY 


EsUbllBlied 1873 


MAKUFACrrUBESS OF 


Incorporated 1876 


SHEET METAL SPECIALTIES 

IT WILL PAT YOU TO STOCK OUB 


Fast Moving Line 


Acme Oold Handle Steel Fry Pana 
Acme One Piece Steel Spiders 
Empire Oold Handle Steel Griddles 
Acme Steel Skillets 
Polished or Unpolished 
Steel Stove Shovels 
Eclipse Curry Combs 
Reform Curry Combs 


EMPRESS WARE 
Coffee Percolators 
Chafing Dishes and their accessories 
Casserole Dishes 

Liquor Mixers Tea Kettle 

Baking Dishes Trays Fancy Baskets 

Housefumishing Utensils 
Hotel, Restaurant and Cafe Supplies 
Etc., Etc. 

Made in Solid Brass and Copper 
Nickel and Silver Plated 
FUtrola Percolators 
Gem Egg Slicer 


IF TOUR JOBBER CANNOT SUPPLY YOU WRITE 
Offices and Factory 

NOBTH ELEVENTH AND BEBBY STBEETS, BBOOKLYN, N. Y. 


Portland 


Pacific Coast Representatives 
WM. P. HORN CO., Rialto Bldg., San Francisco 
Los Angeles 


Seattle 


ROCK-A-BYE 

NURSERY ACCESSORIES 
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New Ladd’s Discount Book No. 3 

A new and enlarg^ed edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by tb^ compiler and 
editor, William J. Ladd. 

Is one of the ^eatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to youf 

It contains more than300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60 , 10 , 10 , 7 ^ & 2 %. 


1103.3143 
1903.6066 
1303.7987 
1404.0909 
1004.3881 
1004.6763 
IT 04.96 76 
1006.3697 
19 0619 
9006.8441 



60 , 10 , 10 , 7 % & 6 . 



miti- m 


The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Ddlar showing all discoxmts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per* 
centage, affording an accurate and rapid 
way of making prices with profit added. 

n.S.Money Into Foreign Bloney and Bo- 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Azrangement of Figorod 
Nets brings the diSerent nets toge^er 
numerically and increases the value of the 
other tables. 

Twelfths of a Dosen or Gross. Theoe 
tables, arranged on the plan of the 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8 x 11 inches. Cloth. Price, $10.00, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 


ADDmmnm vxaubt omoai 


nolAB BQildlBff, 

•mi VnuBoiaoo, Oalif. 

•07 VioaMT Balldlaff, 
SMttta. WmIi. 



888 Taylor ooraor TobIB, 
Portia^ OroTOB. 

804-807 80044 BniUUu, 
■«14 XiAko Otty, moB. 


BOATMEK’S BANK BUlLDINa, ST. LOUIS, MO. 
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Quality is the first 

Consideration in build¬ 
ing Marvel Nitrogen 
Lamps 

(ALL SIZES) 

Y OU are assured of a perfect, 
efficient, flawless lamp, and of 
IMMEDIATE DELIVERIES. 
Marvel Lamps are sold by direct 
representatives, and there are still 
a few highly valuable territories 
open. 

V Write or Wire Us 

for Details 


Brite-Lite Lamp fiffg. 
Company 

214 Oxford Street 
ProTidenee R. L 


There are so 
a 


“C-B-CO” Bottle Capper 


No Blocksl 
No Stands! 
No Oastinfs! 


No Kojs! 

No SpilngB! 

No AdJnstoMBts! 


EASY TO 
OPEBATE 


CAPS ANY 
SIZE BOTTLE 


OOMFDETE IN ITSEU' 

A home necessity in bottling home made chili sauce, catsup, 
fruit juices, mayonnaise, horseradish, cider, cooking oils, bever- 
axes, or any liquid or semi-liquid that requires an air-tight 
ieal. **ASK YOTO JOBBBB»» 

Mfs.byCOMSTOCK-BOLTON GO.,Raii8a8aty.Mo. 




AtllLON 


fo 
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MADE IN OHIO, U. S. A. 


ALUMINUM 

“Real Solid” 

The mOIM" LINE hae been for 20 

years, the Stronjr, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
roods of such fiuality that assures him not 
only his PIIOFIT, but the housewife's contin¬ 
ued patronare. 

‘‘REAL SOLID" WARE 

This ia a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rlgidnesa and 
Durability. 



TRIMMINGS — Tinned Iron, usinr Double 
Coated Tinned Iron—The beat on the market 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, b'^th curved and straiaht— 
bottom of handle is protected with Metal 
Trimmings, so that It will be impossible for 
flamea to creep up over bottom and bum off 
hand la 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as hereto fora 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause It does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers* Shelves. 

W« hay* added 25 New Itema, all prac¬ 
tical. This makes the “HEAL SOLID" 
Line the most complete on the market 

Write Today and get our New 
Catalog Just off the Press. 



W0O8TEB, OHIO 



A “Down to the Minute** 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a com¬ 
plete Camp Cooking Outfit, a two burner 
asoline cook stove and a metal service 
ox, in which to carry a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26 MixSl 
inches and with two spacious shelves under¬ 
neath for holding utensils, stove, etc. 

—With the ‘‘Oampen Friend** yon stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

—There’s uo more stoopiug and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—^The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this ** up to-date * ’ outfit. 

Write for Pricee and Hlnftrmtod 
Folder. 

JOHN E. HARDY 

PORTLAND, OBEOOK 
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These Five Advantages Have Won Large 
Contracts for Hygrade Lamps 

1. Standard Quality. 

2. Complete Line. 

3. No reeale reatrictiona or oonidgnmeiits. 

4. Patent Protection. 

5. Up-to-dateneea —new lamps when they are new. 

Yearly contracts for $50,000 each from the 
shrewd buyers of two leading street railway 
companies—for $50,000 and $30,000 from two 
prominent steam railroads-—$25,000 from a 
leading industrial plant—and many others 
from numerous mines and several states and 
large cities. 


Hygrade Lamp Co 



CCNlSALOmCE 

ilNDFACTOKY 


'Sai£mMau 


OICBB OOZ 
Wtfiern 
SepreMiitfttiTt 
Atlas Bnlldiiif 
Saa Frandaco, Cal. 


thecAJcTti] 
executive 
founds his 

•fticts" 


^Licensed I 

lyndbrl/IrTiMfidni I 

I H 

HCMNnlElMtikCe I 


The Ontario Knifo Company, Frankiinviilo, N. Y. 

WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If yoa are a wholesale dealer and have not oor catalog and prieee, yon ahonld write for them at enea. 



BXJTOHEB 

SKlMKINa 

STIOKlNa 

BONING 

SHEATH 

SLICING 

OOBN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives vrith improved Sanitary Alnmimun Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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N o. 1 

COIL SPRING 
N*v*r Br«ak 

$1.65 

PER DOZEN 


F. 0. B. Jobbing Point 


LOW PRICED NO. 1 TRAP. GUARANTEED 

Every strong feature of merit found in either long-spring or under-spring Traps 
is embodied in the *^Coil Spring** Never Break. 

MAIL YOUR ORDER DIRECT TO US and it wiU be bUled through any Jobber 
you specify. Write today. 


No. 2 Coil 

Double Spring 

$3.60 Doz. 




FuUy 

GuaranUed 

Against 

Spring 

Breakaga 

Ready for 
Immidiaie 
Shipment 


With Chain 


TRIUMPH TRAP CO., Inc. ONEIDA, N. Y. 



Announcing 

THE NEWEST 

Faultless Caster 

(Boiler Bearing) 

Of the same high standard that characterizes the 
entire FAULTLESS line. A beautiful caster, neat 
appearing—built with lines that conform to the 
custom of furniture made today—manufactured to 
a precision, no rough comers or unsightly scratches, 
symmetrical. These are a few of the extraordinary 
features that are standard in this new 

FAULTLESS ROLLER 
BEARING CASTER 

Msde in all sixes and finishes, with maple, lignnm-Titae, 
steel, cast-iron, fibre or felt wheel. Send for sample best 
adapted for your purpose. 

Faultless Caster Company 

Executive Offices 

Evansville, Indiana 

Eastern Sales Office: 200 Fifth Avenue, New York 


**Moves the 
FAULTLESS 
Way’’ 
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A TRADE BUILDER 


WITT 


Corrugated Ash Cans and 
Garbage Pails 


Buyers of ash cans and garbage pails in your 
vicinity want the Witt Corrugated kind with 
the yellow label. They learned long ago that 
these superior refuse containers were “Sub- 
tantial—Banitary—Safe.'' 

A Display of the Witt Line means increased 
trade. The bright appearance of Witt cans 
lend distinction; the yellow label marks yours 
as a store of quality. 


Start the silvery flow of dollars with these 
sterling cans and pails. 


FOB ok the PACIFIO 00A8T BY 

Baker, Hamilton k Paclflo Oo.Ban Prandseo 

Doknnann Oommerdal Oo.Ban Franelseo 

Dunham, Oaxrlgan k Hayden Oo.Ban Prandaco 

Hepman-WoU Oo. .Ban ftanclaco 

Holbrook, Merrill k Stetson, Ino.Ban Prandaco 

Mangmm k Otter, Ino.Ban ^andsoo 

BeUer Bros, ft Oo.San Praj^SM 

Whlton Hardware Oo.Beattie. WaA. 

J. BomatelB ft Bona. Inc.Beattie, Wash. 

Bchwabacher Hardware Oompany.Seattle, Wasfh. 

Beattie Hardware Oompany.Beame, Wash. 

Thomson-Dlffs Oo.Ba^an^to 

M. Seller ft Oo.Portland, Seattle, Spokane 

Honeyman Hardware Go.Portland 


MANUFACTURED BY 

THE WITT COENICE OO. 

CINCINNATI, OHIO 

Padflc Coast Repieaentativea 

GBIFFITH SALES CO. 

693 msrioii St., San FrineUeo 


ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD REUABLE 
lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 

White and White 


Sold by all the leading houie 
furnishing 

and hardware houses 


30 yean of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 

MASSILLON, OHIO 

3 PlantM at BaUaira, Ohio, and MatMlUon, Ohio 
covering IS acres of door space 
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THE THOMPSON 




SUBMACHINE GUN 

The Most Effective Portable Fire Arm in EiHetence 

The Thompson Submachine Gun is the lightest automatic gun in 
the world, weight eight pounds. It can be taken apart and assem¬ 
bled in less than a minute without tools. It can be carried under 
the coat ready for instant use. It enables the amateur to fire 
with the precision of an expert machine gunner. There is nothing 
to break, wear or jam. It fires at the rate of 1000 shots per 
minute full automatically from the shoulder or semi-automatically 
a shot for each pull of the trigger. 

Hardware Jobbers ahd dealers can stock tbls remarkable new gun to 
advantage. It has a thousand and one uses. Write for full details. 

Made by Colt'a Patent Fixe Anna Mfg. Oo. for 

AUTO-ORDNANCE CORPORATION « 

302 Broadway, New York City .. 

Cable Address: Antordco, K. T. 


AT $5.00 RETAIL « 

The Most Wonderful Air RifU 
Ever Invented 

Different from All Others 

ORDER NOW from Tonr Jobber or 
write us direct for full information 
reaarding the only ORIGINAL PUMP 
GUN FOR MEN AND BOTS, always 
in great demand. Sample on request. 
AttractiTS discounts. 

BMjanhi Mr Rifle a Mfg. Co. 

Broadway k Wasldagton 
8T. LOUIS. . . MISSOURI 

Padflo Coast Bepresentattees 
MCDONALD k LINFOBTH 
Call Bldg.. San Frandseo 


At.a Popular Price 


The Benjamin 


A REAL PUMP AIR RIFLE 
ONE STROKE OF THE PUMP AND YOU CAN SHOOT 

POWERFUL and ACCURATE. Works on the same principle as Air 
Drills and Air Hammers. Shooting power always under your control. 
Each stroke of the ^n increases the shooting power. One to four 
strokes all that is ordinarily required. Never loses its shooting force. 
Absolutely safe, holding the compressed air for some time. You do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can easily 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Oun is then only 23 inches long. 



A goo^ 

Profit 
for you. 


THE ONLY 
GENUINE 

AL WILSON 


SPINNERS 
BASS SPOONS 
CONNECTING 
LINKS 


AL WlLlbUlN 

Famous from Pacific to Atlantic for workmanship 
and material. 

Order tbrongli your Jobber Wxlte us for cstslog 
AL WILSON CO., Williams Building, San Francisco 



EVERY FISHERMAN 
NEEDS 


Hall Automatic Gaff 


Only Practical Gaff Made. 
Weight, 20 oz.; 
Length 17 in. 

NallAatoanticFisliSpetf 
and Gaff Ct. 

Boaton Week 
MINNEAPOUa VIMV. 
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1921 N. R. A. Indoor Championship 

WITH _ 

AMMUNITION 

Lakewood Rifle Club, of Lakewood, Ohio, made the phenomenal 
score of 9,650 x 10,000 in Prone and Off-hand combined. 

Prone .4,997 x 5,000 

Only three points down for five-man Team 
Off-Hand .4,650 x 5,000 

These Lakewood Champions used exclusively 

Peters *‘Tackhole Special** 22 Long Rifle Cartridges 

The Peters Cartridge Company, Cincinnati, Ohio 

BRAKOHES: NEW YOBX—BAH FBAH01800 

PAOIFIO COAST BBAKOH—585-87 HOWARD STREET, SAN FRANOISOO 

MARSHALL-WELLS COMPANY, Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD. SPENCER, BARTl^TT A CO., Chicago, Ill. SI.OSS A BRITTAIN. Inc.. San Francisco 


The BUTTERHELD & CO. = 

TTHION TWIST DBILL 00. 


MAMUTAOTUBE 

GOOD BETTER 

-- REAMERS - 

AND 

SCREW PLATES 


DERBY UNE, VERMONT 

Ohicago Store Pacific Coast Representatiye 

11 Soath OUnton St. John F. Kegley, Lankershizn, OaL 
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Sell This Low Priced 
Quality Line! 

We offer liberal diacounta on theae famoua ABC 
**Alco'* Electric Waahera, with peg or diac doUiea, 
IK-inch tuba, ^ h. p. motora and quiet underneath 
drive. In their 15th year of favor. Will drive 
ABC Electric Ironera; thia aavea purchaaer $32 
on extra motor.^ Helpful aalea aaaiatance given. 
Get our propoaitlon. 

Altorfer Bros. Co., Peoria, III, 
New York SanFranciaco Brantford, Ont. 

WASHES ••• WRINGS ••• IRONS 


Arcade Crystal Caffee Mill 


A Nationally AdTertised 
Coffee Mill 

The air tight glass hopper, 
keeping its contents ireo 
from dust and atmospheric 
action, has two great advan¬ 
tages — screwing into the 
neck of the frame it can be 
taken off for 
cleaning p u r- 
poses as well as 
packed s e p a- 
rately, avoiung 
breakage. 

The glass cup i& marked 
with tablespoon gradua¬ 
tions, insuring correct 
amount of ground coffee. 

Finishes—Black, Blue and 
White Enamtf — Nickel 
Plate—Oxidised Ooiiper. 

We also manufacture Tovi, 
Banks, Culinery articles. Garden 
Sets, Mop Sticks, Riveting 
machines and several hundred 
other hardware items. 

Ask for Catalogue No. 28 


ARCADE MFO. CO. 

Freeport ... ni. 


Lalance & Grosjean Mfg. Go. 

Manufacturers of the Celebrated Lines of 

Agate {Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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MARBLES 

OUTING 
EQUIPMENT 

Be ready with Mar¬ 
ble's axes, knives, 
sifshts, cleaners, 
etc. Marble's goods 
sold by all first class 
iobbers—if your job¬ 
ber can't supply you. 
write direct. Prices 

are list—liberal dis- . 

counts. 

Field > 
Cleaner 

Softest 
brass 
gauze 
washers on 
steel wire, 

thoroly cleans without injuring finest rifle. Heavy cord, 
with weight-cleaner attaches to any standard rod. List 
price fl.OO. Marble's Shot Oun Pull Thru made same 
as Field Cleaner, list price, 11.25. 

Sheard Gold Bead Front Sight 

Shows up well in darkest timber—will 
not blur. For nearly all sporting and 
military rifles, revol¬ 
vers, etc. List price, 

11.66 

V-M Front Sight 

Aim directly at point of impact—ob¬ 
ject aimed at is not covered up—face 
and lining Pope’s Island Gold. List 
price, $1.65. 

MARBLE ARMS & MFG. CO. 

6380 Delta Ave..Gladstone, Mich. 


Milbradt Ladders 


Will pay for them- 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFG. CO. 

2416 No. Tenth St. • • • St Zionla^ BCo. 



For a Quick Turnover 
The Savage Combination Kit 

A durable box with reinforced metal 
comer8, Hinges and handle. Com¬ 
pletely plush lined with pr^led par¬ 
tition, Light weight. Convenient 
size. Contains M-99 Savage Rifle 
chambered for the new Savage ,S00 
Cartridge^ the, 110 shotjpin barrel and 
cleaning rad. Spaae fir accessories. 


A quick turnover. It’s going to 
sell itself anywhere it’s placed in a 
window. 

Our consumer advertising says 
“Watch your Dealer’s Window.” 
They will. And the attractive ap¬ 
pearance of this latest Savage con¬ 
venience with the special price of¬ 
fer will do the rest. 

Put it in your window and you’U 
owe many other sales to the Savage 
Combination Kit. 

Place your order now so you can 
dress your window early. Then find 
out about our special price to any¬ 
one who buys the complete outfit. 

It’s a business getter for you this 
Fall! 


Savagb Arms Corporation 
UnOA, NBW YOBX 

Executive and Export Offices: 50 Church St., N. Y. 

OvMfs mmS •/ 

J. Stevens Arms Company, Chicopee Falls, Mass. 
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Western Made for Quality Trade and Sold All Over the United States 


Electric Toasters 
Electric Table Stoves 
Electric Heaters 

Low Price and Large Profits for You 

Simplicity of construction, beauty of design, economy of operation, make 
BESTOV one of the fastest selling lines on the market. Rigid adherence 
to the highest standards of manufacture make possible the maximum 
service performance of BESTOV appliances. 



Table Stoves 

Size: 8% inches square, 6 inches high—660 watts. 
No. 201—Uniform Blue Steel. List Price..$5.00 
No. 202—Highly polished blue steel, nickel- 

plated top. List Price.$6.00 

No. 203—All nickel-plated. List Price.$7.00 

No. 204—Same as No. 203, but with C-H 

Switch in cord. List Price... .$8.00 



Lvminoas Heater 

Oxidized copper frame, nickel-plated legs, polished 
copper reflector. 

No. 601—1800 watts. List Price.$30.00 

9 inches deep, 26 inches long, 22 inches high. 

No. 602—3000 watts. List Price.$37.60 

9 inches deep, 21 inches long, 22 inches high. 



Twin Stove 

Size: 9 inches wide, 18 inches long, 
6 inches high. 

No. 401—Blue steel, nickel-plated, 
cast iron legs. 1st hole 550 watts, 
2nd hole 650 watts—total 1200 watts. 

List Price.$16.50 

No. 402—Cast iron, all nickel- 
plated. 1st hole 550 watts, 2nd hole 
700 watts—total 1250 watts. List 
Price.$22.00 



Three Heat Stove 

Size: 9 inches square, 6^ 
inches high. 

No. 403 —Cast steel. All nick¬ 
el plated, 660 watts. List 
Price . $15.00 


Toaster 

No. 301—Size: 5 inches wide, 
9 inches long. 5 inches high. 
All nickel-plated, 400 watts. 
List Price.$5.50 


If you are not stocking this profitable line 
write for further particulars. 


BESTOV MFC. GO., Seattle, Wash., U. S. A. 
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“Best in Creation** 
for 

Heat Radiation 
Majestic Heaters 

The “Best Seller^’ 
Season After Season 


oecause 


MAJCSriC 

CONSTRUCTION 


MAJESTIC 

REFLECTOR 


Majestic Heaters are reliable— 

They are well and favorably known— 

The cost to operate them is small— 

They can be moved from room to room— 
They work at any hom* of the night or day— 
Their usage entails no labor— 

They make no dirt— 

They do not give off fumes— 

They occupy little space— 

They are always ready to give perfect service. 


Why Majesties Excel 

1 . Dead Air Space: Keeps the back always cool. 

2 . Heating Element: Placed horizontally, assures maxi¬ 

mum heat delivery. 

3. Reflector: True Parabolic. Made of pure 

bimnished copper. Will never peel. 

4. Bemoyable (patented feature) Facilitates 

Wire Guard: cleaning. 


y#a don*t have to eeU juei one type of Majeetic Heator^there are 
eeoen portable and three etaUonary typee to eelect from 

MAinir AOTUBED BT 

Majestic Electric Development Company 

(Prodneen of tba Bfajastic Electric Tutantaneons Waiter Heafter) 


SAK FBAMOISOO 


KAEBAB OITT 


PHILADELPHIA 
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BisselFs Fall-Xmas Offer 

AN EXTRA SWEEPER FREE 


with an order for a dozen or more. Orders may be placed 
direct with us or through a jobber for factory shipment. Write 
us or ask your jobber for Fall-Xmas Offer Announcement 
giving full details. 


Sweepers 

for 

Christmas 


Just the thing for 
the Indoor and 
Holiday trading 
season. Stturdy, 
attractive, act¬ 
ually sweep. Re¬ 
tail at 25c and 
50c in Eastern 
and Middle 
states. A few 
cents more else¬ 
where. Yield 
you good profits. 
Prices and color¬ 
ed illustrations 
on request 


(Thu tllttftrafton u of a portion of BisselVt Santa Clans Poster, 21 in. x 28 
in., lithographed in six colors) 


Oldest and Largest Sweeper Makers 
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A SIGN THAT SAYS SOMETHING 

In a corner of a small state is a small 
mill. It has been there for a long time; 
the stream that turns its wheel has been 
turning a wheel there for two hundred 
years. 

Inside the door, where you can’t see 
it from the road, but where the thirty 
men and women who work in the mill 
see it every day, is a new hand-lettered 
sign. Only five words, but notice the 
order in which they stand: 

Shut up. Think. Work. Produce. 

For there is no thinking imtil a man 
shuts up; no work until he thinks, and 
no production imtil he works. Among 
the multitude of blue-sky mottoes, there 
is one that says something. 

One seldom regrets having eaten too 
little. That is temperance. One seldom 
regrets having done the right thing. 
There is satisfaction in a square bar¬ 
gain, honestly fulfilled. There is happi¬ 
ness in both pa3dng and receiving an 
honest day’s wage for an honest day’s 
work. That is one of the four corner¬ 
stones of the American Plan. Its suc¬ 
cess will depend upon the honesty with 
which it is administered and the good 
faith in which it is accepted. 


WOULD YOU HAVE THOUGHT OP 
THIS! 

A correspondent iUustrates the val¬ 
ue of persistent push by telling how a 
woman returned a red cedar chest to his 
store because it was “too knotty.” Most 
salesmen would have let the matter 
drop, considering that the woman was 
fussy, and it did not pay to bother with 
her. 

This salesman began to study up on 
knots, gained the idea that a knotty 
piece of wood used for this pu^ose 
showed up better the sturdy qualities of 
the stock, and when polished made the 
chest look rugged and interesting. Also 
there would be more oil in knotty wood, 
which would help keep out moths. 

Having thus fortined himself with 
arguments, he made a call on the party 
who had objected to the knots, and con¬ 
vinced her so that she reconsidered and 
took the chest back. 

Such salesmen are all too few. But 
the men with initiative and push such as 
shown by the clerk mentioned above, 
progress rapidly and do not long remain 
in the clerk class. 


One thing that you cannot repair if 
you once wear it out is your welcome. 


For the convenience of onr subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correq>ondence will receive prompt attention by addressing the 
office nearest home. 


Boatmen's Bank Building 431 First Nat. Bank Bldg. 70 Fifth Are. Phelan Bldg. 105 8. Houston St. 

Broadwaj and OHts, 8t. Louis Chicago New York San Francisco Dallas, Texas 


888 Taylor St. 434 Higgins Bldg. 505 Pioneer Bldg. 
Portland, Ore. Los Angeles Seattle 


304 Scott Bldg. 
Salt Lake 


330 Pacific Bldg 
VancouTer, B. O., 
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HOW DO YOU TREAT THOSE WHO 
COME TO YOUR STORE? 

If the average clerk, or sometimes 
the average merchant could visualize 
himself; in other words, as Robert 
Burns says, could see himself as others 
see him, there is no doubt but what 
there would be a marked change in the 
attitude and actions of many individ¬ 
uals. 

‘ People like to trade with salesmen 
and merchants who are glad to see 
them, whether in the store or on the 
street. 

They like to be made to feel that 
there is something more to them than 
simply their pocketbook. 

They like for you to take an interest 
in their business and in themselves per¬ 
sonally, to be anxious to really serve 
them, give them what they need, wheth¬ 
er they ask for it or not, and not attempt 
to work off something you wish to get 
rid of. 

If a mistake is made they want to 
be made to feel that they are not crim¬ 
inals because they are asking for the 
correction of some error or the replace¬ 
ment of some defective goods. 

They like to feel that in you they 
have a friend upon whom they can de¬ 
pend to be treated fairly, and that you 
will deal with them as you would want 
them to deal with you were the position 
reversed. 

They don’t like to have stock mis¬ 
represented, or to be told an untruth, or 
to have you attempt to palm something 
off on them in an endeavor to get by 
with it. 

They like for you to feel they are 
also human, and that they should be 
given credit for at least a degree of in¬ 
telligence commensurate with that 
which you possess. 


Don’t imagine that because you wear 
hobnail shoes and a blue shirt that you 
work harder than any man in patent 
leather shoes and silk shirt. Brain 
work can be more killing than brawn 
work. 


“Believe in the world and its bigness 
and splendor: 

That most of the hearts beating round 
us are tender; 

That days are but footsteps and years 
are but miles 

That lead us to beauty and singing and 
smiles: 

That roses that blossom and toilers that 
plod 

Are filled with the glorious spirit of 
God.” 


PART OF A SERMON IN RHYME 

A little more deed and a little less creed: 

A little more giving and a little less 
greed. 

A little more bearing of other people's 
load; 

A little more Godspeeds on the dusty 
road; 

A little less thorn and a little more rose. 

To sweeten the air and lighten the 
blows; 

A little more song and a little less glum. 

A cheery word for the tramp from the 
slum; 

A little less kicking the man that's 
down; 

A little more smile and a little less 
frown; 

A little more of the Golden Rule for 
others; 

A little more charity for burdened 
brothers; 

A little less care for wives not yom* owr: 

A little less reaping what you have 
sown; 

A little less knocking and a little mom 
cheer 

For the struggling fellow that’s left in 
the rear; 

A little more love and a little less hate, 

A little more neighborly chat at the • 
gate; 

A little more flowers in the pathwav of 
life, 

A little less on coffins at the end of the 
strife. 

(From a sermon preached in a Kansas City Church) 


A great many prominent family 
trees were started by grafting. 
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Value of Being Agreeable 

X F you are looking for a job it may interest you to hear what is the one 
quality which employers the world over want most. 

It is agreeableness. 

Agreeableness is the diamond among virtues, for it is the most precious and 
rarest of all. 

It is worth money; for it sells more real estate, hardware, groceries, acces¬ 
sories, dry goods, automobiles, typewriters, furniture, and life insurance than 
any amount of smooth talk and convincing arguments. 

Just be pleasant, and you can walk away with a contract right under the nose 
of the man who knows it all. 

Smile! Not once in a while, so that you look like it hurt you when you force 
a grin. But get the habit. Smile to yourself when you’re shaving. Then it will 
come natural when you use it trying to sell a washing machine. 

Be agreeable! And you’ll be in demand. For in every walk of life they are 
crying for the agreeable person. 

Every wife wants that kind of husband, husbands that kind of wife; children 
want agreeable parents, the workman wants an agreeable boss, the boss an agree¬ 
able workman, and everybody wants agreeable relatives. 

We want agreeable hired girls, hotel clerks, motormen, policemen, janitors, 
icemen, ushers, preachers, governors, and bankers. 

Come, be agreeable, for you will have little competition, and are pretty sure to 
succeed. 

An agreeable person lights up the room like a lamp. 

He is like the shade of a big tree on a hot day. 

He is like a drink of something that tinkles in the pitcher when you’re real 
thirsty. 

He is like love when you’re lonesome, bed when you’re tired, a breeze when 
you’re stifling, food when you’re empty, and money when you’re broke. 

Be agreeable. Study to make people like you. Make love to the world. 

Life’s a mix-up, anyway, that none of us understand. There are all sorts of in¬ 
explicable thorns and tragedies, buffets, and chagrins. And most people are a 
bit sorry for themselves. Hence, ugly. 

But you—you be agreeable. Try it, and see what happens. 

(Copyright by Dr. Prank Crane) 


The road to success is not difficult 
to find by those who honestly strive. 
You turn to the right and then go 
straight ahead. David Starr Jordan 
says: “Wisdom is knowing what to do 
next; virtue is doing it.” 


Laying aside is nine-tenths of get¬ 
ting ahead. 


The man who boasts of having an 
“open mind” often mistakes a vacancy 
for an opening. 
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Vice President Coolidge’s Belief 


T here has been altogether too much med¬ 
dling by the government—meddling in the 
people’s business—in what should be their 
private business. 

Paternalism Hanns 

If you and I want to make a deal, we ought 
to be able to do it, as between ourselves. If 
either one of us takes an illegal advantage of 
the other, then—and then only—we should have 
recourse to the courts. 

As things have been going—under this sys¬ 
tem of governmental meddling—it amounts to 
our taking what should be our private affairs 
into court in the first place. That not unnat¬ 
urally leads the people into a state of depend¬ 
ence on the government that is highly undesir¬ 
able. 

So long as a business man conducts his busi¬ 
ness legitimately, he ought to be let alone, and 
have every possible freedom. Of course, if he 
starts to abuse this privilege, if by reason of 
his having a monopoly he begins to misconduct 
his business—then the government can right¬ 
fully step in and bring him to a halt. But 
whether the government or the local courts, 
even such steps should not be taken until the 
community itself has tried the effect of common 
public disapproval. 

I am strong for personal liberty. I believe 
in it. Prom the time I was a boy it was taught 
to me as an Americanos birthright. But per- 
sonal liberty brings with it personal responsibili¬ 
ty. There seems to me in these days not only 
too much meddling by the government, but an 
inclination on the part of the people to come 
running to the government for aid. 

Baa ProUenui 

Of course, this state of affairs was proper 
and necessary while we were at war. Things 
had to be done on a national scale, and very 
largely by the government. But the propriety 
and necessity of this way of doing business have 
both long since ceased. I regret to say that a 
return to pre-war conditions in this respect has 
been much slower than it ought to have been. 

In this country, as in no other in the world, 
the railways are the key of our whole economic 
structure. We are prosperous or we are not as 
transportation is economically and efficiently 
done or not. Today the railroad situation pre¬ 
sents a problem of great difficulty. Rates that 
have been increased to levels that in many in¬ 
stances have throttled industry and hamstrung 
agriculture have none the less been insufficient 
to make the railroads pay their way. 

Here is an example of what I mean by the 
exercise of personal liberty and personal re¬ 
sponsibility. The problem could be solved, in 
my opinion, if on the part of all three groups 
concerned—employers, employes and the public 


—there could be developed personal, local read¬ 
justments. 

Labor has its national agreement, under 
which scales of pay are identical from one end 
of the country to the other—in small towns, at 
way stations and in great cities. This is ob¬ 
viously an unsound arrangement. Living costs 
in different sections are not so standardized. 
Work cannot be so standardized. 

The government can go at such a problem in 
only one way. The government, because it is 
a government of the whole people, cannot legis¬ 
late locally. We have to strike averages all the 
time. We fix the voting age at 21. That doesn’t 
mean that many boys of 16 or 17 are better 
fitted for the franchise than many men of 50. 
But the government can function only in a 
general way. And this is the reason it should 
stop meddling with matters that can be best 
remedied by local treatment. 

Get Together 

What we want in this country is a growth 
(or should I say a reawakening?) of the live- 
and-let-live spirit that has always been a char¬ 
acteristic of our people. Let us have more of 
mutual, individual getting-together conferences 
between opposing factions, and less of govern¬ 
mental meddling and encouragement of depend¬ 
ence on the government. That, as I see it, is 
a sure way to straighUn out our domestic prob¬ 
lems and regain our prosperity as a nation. 


HAVE YOU EVER MET THE PEOPLE 


Who are so nervy and presumptuous in their 
questions and requests that we haven’t the nerve 
to repulse them ? 

Who are so sensitive that their feelings are 
very easily hurt, and yet who do not hesitate to 
walk roughshod over other people’s feelings! 

Who are quite oblivious to the fact that 
sometimes they are in the way ? 

Who apply all morals to other people but 
none to themselves? 

Who can tell how to settle problems of gov¬ 
ernment but have no knack for handling their 
own affairs? 

Who are an authority on every subject—and 
usually wrong? 

Who make a considerable showing in point 
of achievement and appearance—but at some 
one else’s expense? 

Who always have a good excuse for not hav¬ 
ing made good ? 

Who are exceedingly affable—when some- 
thing is coming their way? 

Who can always give the best of reasons 
why they should do what they want to do? 


To become a top-notcher, keep in top-notch 
fettle mentally and physically. 
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Are You Willing to Worry? 

(By Harry Botsford) 


is the most abused word 
in our modem language; certainly it 
has been booted, muffed, man-handled 
and maltreated by every known variety of the 
genus man from the barrel-a-year cross-roads 
merchant at Hicks Comers to the executives of 
the largest corporations in the United States. 
Every journalist with a spark of life in him— 
yea, and every editor, too, has taken the word 
and used it as the laasic text for much hot 
air anent the business and industrial situation. 

What really constitutes normalcy t The 
writer claims—and he believes this statement 
will arouse argument—that normalcy is really 
the willingness to worry. Before exception is 
taken to this statement let us make one single 
comparison. What constitutes normalcy in the 
average family? Let us assume—and the as¬ 
sumption is sensible, I believe, that such nor¬ 
malcy consists in a man being married, raising 
a family, educating his children, putting aside 
something for a rainy day, holding down his 
job, and, in general, being a decent and law- 
abiding citizen. Now—is there anyone who can 
truthf^ly say that all this is accomplished with¬ 
out worry? Scarcely! 

Worry Develops 

Contrast this phase and condition of normal¬ 
cy with that which presumedly is prevalent in 
industry today and we find a striking and 
dramatic contrast. The average executive of 
any organization—and there are but few ex¬ 
ceptions—^is unwilling to worry and because 
of that unwillingness business is wabbling along 
on a half-portion basis. Show me an organiza¬ 
tion today that is not trying to speed up pro¬ 
duction, to cut salaries and to limit purchases 
to immediate needs and I will show you a whole 
floqk of white black-birds! The average execu- 
tiye today is a modem Dr. Jekyll and Mr. Hyde 
but he hates to admit it. Visualize, if you will, 
this individual of odd and composite character¬ 
istics. He attends a sales conference and talks 
to his salesmen. A hand toys with the golden 
chain draped athwart a well-rounded stomach 
and he mouths well rounded—and insincere— 
phrases. 

He tells his salesmen that there really is 
no depression; that they can go out and sell the 
prospect. He is talking pure bunk when he 
blandly explains to the defenseless salesmen 
that business is really good and that all they 
have to do is to go out and place their proposi¬ 
tion before purclmsing agents and that purchas¬ 
ing agents will begin signing orders with reck¬ 
less abandon. And the executive knows it is 
bunk when he is talking; otherwise he is a 
normal man—^but he doesn't want to worry I 


Let us shift the scene. The executive leaves 
the sales conference for his office. A frown 
creases his brow—and he almost starts to worry 1 
—but an idea comes which will eliminate worry, 
so he gets his chief purchasing agent on the 
wire and says with finality, ''Don't buy a 
damned thing!" 

The above is a statement of facts; it is almost 
a verbatim account of what has happened and 
what is happening today in industry and the 
very insincerity of it is the thing which is mak¬ 
ing this depression purely a psychological mat¬ 
ter rather than an economic one. 

Executives today have lost their ability and 
their willingness to worry. That is why salaries 
are being cut, why office forces are being cut to 
the bone, why advertising appropriations are be¬ 
ing limited and why every known method of re¬ 
trenchment is being used. Just to save the exec¬ 
utive from worry! The average executive has 
had four years of good business, minus worry, 
and he has grown soft and flabby on it. 

Time was when a business problem came up 
and that executive met that problem like a 
fighting man; he ate, slept and worked with 
that problem—every hour of waking life was 
so crammed with that problem that he solved 
it. But he had to worry like the devil to do it! 
Not so today; he leans back in his chair and 
complacently waits for the other fellow to do 
the heavy worrying,-without ever thinking that 
the other fellow is playing exactly the same 
game! He can't and he won't worry. 

What industry needs today is fighting men 
at the head of it; meii with the ability to ana¬ 
lyze and fight—not waiters but go-getters. In¬ 
dustry needs men who will keep purchases of 
today on a par with the same proportion which 
existed three years ago between sales and pur¬ 
chases. . 

Executives whose fighting ability is a tradi¬ 
tion should be relegated to the scrap heap 
given some post in the organization where their 
supine attitude toward present conditions will 
not interfere with the healthy recovery of busi¬ 
ness to "normalcy" which will only comeVhen 
new blood is placed in a position of power— 
new blood with the ability and willingness to 
worry. 

Are you willing to worry ? 


IMPRESSIONISTIC 

"What gives you the impression that he is 
a good hardware salesman?" 

"Well, he bolts his food, tips the waiter, 
squares his shoulders, and gives your hand a 
wrench when he shakes it." 
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KNOWING THIS MAY SAVE LIVES 

Everyone should know what to do in case 
of such accidents as electric shocks, gas asphyxi¬ 
ation or drowning. It may enable you to save 
the lives of some of your employes, co-workers 
or members of your family. It is worth keep¬ 
ing posted in your office and reprinting in your 
local or store paper: 

Oas AspbyxUtioii 

Remove the victim from the poisonous at¬ 
mosphere. If he is still breathing, administer 
oxygen from a tank with a bag and mask for 
twenty minutes. If he is not breathing and his 
jaws are locked so as to interfere with effective 
artificial respiration, pry them open and wedge 
a piece of wood, and remove any foreign body 
from his mouth. Then give artificial respiration 
as shown by illustrations. 


Electric Shock 

With a single quick motion free the victim 
from the current. Use any dry nonconductor 
(clothing, rope, board) to move either the vic¬ 
tim or the wire. Don^t take hold of the live 
wire, and beware using metal or any moist ma¬ 
terial. Send someone to shut off the current. 
If the victim is not breathing remove from his 
mouth any foreign body. Then give artificial 
respiration. 

Begin Artificial Baapiration at Once 

Lay the victim on his belly with his face to 
one side so that his nose and mouth are free 
for breathing. Place the victim’s arms and 
hands exactly as shown in figures 1 and 2, one 
arm straight out beyond his head, the other 
under his head. This position is important as 
is helps to expand his lungs. In drowning cases 
have the head a little lower than the body. 



Drowning 

As soon as the victim is taken from the water 
place him face downward, clasp your hands 
under his stomach, and lift him several times, 
letting his face hang down so as to drain his 
mouth and throat. Remove from his mouth any 
foreign body (tobacco, false teeth, or gum). Do 
not stop to loosen* his clothing. Do not carry 
him any distance. Do not wait for a doctor. 
Treat him yourself. 


Kneel, straddling the victim’s thighs and 
facing his head; rest the palms of your hands on 
his loins (un the muscles of the small of his 
back), with your thumbs nearly touching each 
other and with fingers spread over his lowest 
ribs (see figure 1). 

With arms held straight, swing forward 
slowly so that the weight of your body is grad¬ 
ually, but not violently, brought to bear upon 
the victim (see figure 2). This act should take 
about two seconds. 



VlgUM S. 
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Then, leaving ycur hands in place, swing 
backward slowly so as to remove the pressure, 
thus returning for two seconds to the position 
shown in figure 1. 

Repeat deliberately 16 to 20 times a minute 
the swinging forward and backward—a com¬ 
plete respiration in about four seconds. Keep 
the movements in time with your own breathing. 

While the artificial respiration is being con¬ 
tinued, have an assistant draw forward the vic¬ 
tim's tongue, if it has fallen back (fortunately 
it usually falls forward when the victim is face 
down). Hold the tongue out if it tends to draw 
back, by wrapping a handkerchief around it. 
The handkerchief may also protect the assis¬ 
tant's fingers from being bitten. The assistant 
should also loosen any tight clothing around the 
victim’s neck, chest or waist. 

Do not permit bystanders to crowd about 
and shut off fresh air. Keep the victim warm 
with proper coverings and by placing beside 
his body hot bricks, bottles, or rubber bags filled 
with warm (not hot) water. Wrap bricks, bot¬ 
tles, or bags so as to prevent burning the victim. 

Continue the artificial respiration without 
interruption until natural breathing is restored, 
or for at least three hours. If natural breath¬ 
ing stops after being restored, use artificial res¬ 
piration again. 

Do not give any liquid by mouth until the 
victim is fully conscious. Keep the victim flat. 
If after being partly resuscitated he must be 
moved, carry him on a stretcher. It is dan¬ 
gerous to make an ill person, or one injured in 
any way, sit up or stand. To make him walk 
may cause his death. 


TWENTY - SEVENTH ANNUAL CONVEN- 
TION OP HARDWARE MANUFAC¬ 
TURERS AND JOBBERS 

The twenty-seventh annual convention of 
the American Hardware Manufacturers Asso¬ 
ciation and of the National Hardware Jobbers 
Association will be held at Atlantic City, Oc¬ 
tober 17 to 22. 

On account of the unusual conditions that 
have prevailed for the past few years and of 
the advisability of manufacturers and jobbers 
conferring and comparing methods and obtain- 
tain information, a large attendance is expected. 

The automobile accessory branch of the job¬ 
bers association will be held at the same time. 
Practically all hardware jobbers are likewise 
jobbers of automobile accessories. 

An exhibit will be held in connection with 
the convention. 

A most interesting program has been pre¬ 
pared, which will make the convention full of 
interest and of value to every member. 


‘‘DOG MEAT” METHODS 

Are Hardware Merchants as Short Sighted as This 
Batcher of Whom Hamp Williams Writes? 

Editor Hardware World: 

Ten cents Avorth of dog meat cost a grocery 
man a good customer who had traded with him 
for seven years and whose average monthly 
purchasers were seventy-five dollars per month 
cash, and this is the way it happened: 

This lady customer had a very nice dog and 
this dog had to eat, but she could never find 
any refuse meat at this store. He was always 
out and she had to buy meat every time. So 
one day she had bought her groceries and 
asked for some dog meat. The grocery man 
went into the scrap box, brought out a piece of 
refuse meat, put it on the scales and said to his 
customer, “Twenty cents.” 

She said, “I only wanted a dime’s worth.” 

He placed the old bone on the meat block 
and cut it in two and begun to wrap up half of 
it, when all at once it dawned upon the cus¬ 
tomer that he was a very stingy and penurious 
man and she said to him, “You keep that dog 
meat and sell it to someone else; you may also 
keep the groceries,” and out she walked and 
has never traded another cent in that grocery 
since. This man has been running this grocery 
store on this same corner for thirty years, worth 
no more today than when he began, never 
changes his methods, just depends on people 
coming in and buying just because he has the 
goods and they have to have them. 

He could have well afforded to have fed 
that dog every day for nothing, rather than 
lose that customer, and that was not necessary. 
If he had said, “Twenty cents’ worth, but take 
it along for a dime. You are a mighty good 
customer and we appreciate your trade,” it 
would have been far better. That was all that 
was necessary to hold that customer. 

I wonder how many of us use our regular 
customers as we should. I try to never let my 
regular customers get common; they must have 
at all times special attention in my store. 

If you cannot hold the old, how do you ex¬ 
pect to satisfy the new ? 

Hot Springs. HAMP WILLIAMS. 


INCREASING ENAMEL WARE SALES 

The policy of the Nicholas Hardware Co., of 
Oak Park, Ill., in selling enamel ware and ordi¬ 
nary household goods is to keep them effectively 
displayed on tables and counters, well arranged 
and kept clean, supplemented by good window 
displays and their usual newspaper advertising, 
always endeavoring to offer some special value 
on the popular items. 


Some men are faster than others, and the 
faster the better if real efficiency goes with 
real speed. 


Happiness is like health in that—Irishly ex¬ 
pressed—we never know we have it until we 
haven’t it. 
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Selling More Paint 

The Traveling SiJesman and His Stone Friend Discuss Several Fine Points of the Selling Cktme 

and How It Is Done 


ELL, Jim,’’ exclaimed Steve Burton, 

ww “I’m glad to see you back again. Since 

^ ^ your last trip I’ve been thinking a 
lot about that talk on salesmanship you gave 
us a month ago.” 

“Good,” smiled Jim Baker, genial knight 
of the grip and universal friend of hardware 
store salesmen. “I suppose you know that’s 
my hobby. I like to discuss store problems, 
and as I travel around there are many little 
things to be picked up.” 

“Sure there is,” a^eed Steve, as he con¬ 
tinued to unpack a shipment of paint in the 
Square Deal Store. “And I’ve noticed one 
thing, Jim—you are always willing to pass a 
good tip to someone else. That keeps the good 
work going. But there was one point you 
brought out last month that just came to my 
mind while putting this paint on the shelves.” 

“And what was thatt” asked Baker with 
increasing interest. 

“It was what you said about the difference 
in clerks. You showed that some work en¬ 
tirely for themselves, and others always have 
the store’s interest at heart as well as their 
own. The latter class will advance faster than 
the selfish ones; isn’t that what you meantt” 

“That’s the point I wished to bring out, 
Steve. But how does it happen that you re¬ 
membered it just now? Is there some connec¬ 
tion between that idea and paint?” 

“Yes, this paint made me think of what you 
said, Jim. But I don’t know whether my plan 
is practical or not.” 

“Oh,” encouraged Baker, “you’ve been 
thinking out some new ideas that are built on 
that talk given a month ago. That’s good, 
Steve; it shows the talk was not wasted. But 
let’s hear what you have in mind; perhaps it 
will help matters if we talk it over.” 

Did You Ever TUnk of This? 

“That’s what I thought,” continued Steve, 
warming under his friend’s enthusiasm. “I’ve 
been thinking about our method of selling 
paint, Jim. Take a look at this shipment that 
just came in. See, we have colors in half-gallon 
and quart cans. But if you’ll notice, there are 
twice as many halfs as quarts. That would 
make you think we sell more half-gallons than 
we do quarts, wouldn’t it?” 

“Yes, but do you sell more half-gallons?” 
asked Jim. 

“That’s what I’m getting at. It is custom¬ 
ary for us to sell two half-gallons when we sell 
a gallon of paint. In that way we have sold 
the customer a full gallon. Otherwise, if we 
sold him quart cans, he might buy three quarts 
instead of a gallon.” 


“In other words,” added Baker, “you sell 
on the theory that more paint is sold by pushing 
large containers.” 

“That’s it. But, see here, Jim; there’s more 
to say on that point. I said that we always 
try to sell half-gallons; but I did not say that 
they always stay sold. For Instance, we’ll say 
that a customer buys five gallons of paint. As 
he nears the finish of his job he will begin to 
economize on paint in an effort to save half a 
gallon. He may see that the last half gallon 
is more than enough to finish with, so rather 
than open the last half—when he knows he 
won’t use it all—^he gets along without using 
any of it.” 

“I see what you mean, Steve. The cus¬ 
tomer doesn’t like to open a large can of paint 
when he knows it won’t be used up. He prob¬ 
ably figures that more paint will go to waste 
than what he will use, and then he skimps so 
that he won’t have to open the big can at all.” 

* ‘ Exactly, ’ ’ declared young Burton. ‘ ‘ Now, 
if the customer manages to get along without 
opening the last can, the first thing he does is 
to return it to the store for credit. That’s why 
it happens that we have so much paint returned. 
I’ve noticed that nearly every time we sell an 
order of paint, one or more half-gallon cans 
are returned unopened. 

“In the first place, according to our esti¬ 
mate, the customer will need all the paint we 
have sold him. But the fact that he returns 
a can makes it plain that he must certainly 
economize in order to save paint.” 

“So, after all, you may sell him enough, 
but it doesn’t stay sold,” smiled the traveling 
man. “I suppose you have been devising some 
method to make the customer keep all the paint 
he has bought. Is that your problem, Steve?” 

Onttlng Down Paint Botonied 

“That’s it; at least I figure we ought to 
find some way to cut down the amount of paint 
returned. If less paint is returned, then it is 
a sure thing that more paint stays sold.” 

‘ ‘ Pine! ’ ’ exclaimed Jim. ‘ ‘ That’s good rea¬ 
soning, Steve.” 

“There is one way to do it,” Steve went 
on. “I believe the fault lies in the sale of 
nothing but half-gallon cans. Let us take the 
example I have already used about the man who 
buys five gallons. We will use five for con¬ 
venience; in actual experience there may be 
twenty or thirty gallons involved. 

“But we’ll say he buys five gallons, includ¬ 
ing several quart cans, instead of nothing but 
halfs. After he has used four gallons, he may 
feel that it won’t take but a little more to finish 
the job. Now if he had to open a half-gallon 
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This live western Habdwake World merchant carries his paint stock immediately above his nail bins. He 
knows that when a customer buys nails he is fi^oin^ to use them in something that requires paint, and he imme¬ 
diately suggests the need. Hence it is no wonder that hardware merchants are large distributors of paint products. 


can he might hesitate, but since he has quart 
cans he opens one readily without much thought 
of economy; and perhaps he finds it takes one 
or even more quarts to finish the work properly. 
At any rate, he doesn’t hesitate to open the 
smaller cans so much as if they were larger. 
Then the chances are he may use four gallons 
and three quarts—instead of four and a half. 
And return a quart instead of half a gallon.” 

“You have therefore made a permanent sale 
of four and three-quarters instead of four and 
a half gallons,” nodded Jim Baker. 

“Sure,” added Steve. “A person may dis¬ 
like to open a large can when he feels it won’t 
be used up entirely; so he gets along without it 
all together. But if they have a small can on 
hand there is less thought about waste. So you 
see, my theory is to sell a quart of paint where 
we now have half a gallon returned.” 

“That’s a good idea, Steve. And it’s prac¬ 
tical, too. If I’m painting my house, I don’t 
want any paint left over to dry up and go to 
waste. Naturally if I see that the last half¬ 
gallon is more than I’ll need, I simply won’t 
open it. that’s all. But if I had a quart can, 
the chances are I’d open it without hesitating. 

Another Ps3rcliological Point 

“There is another angle to consider,” con¬ 
tinued the traveling salesman. “Suppose that 
after I have used four and three-quarters of 
the five gallons bought I find I have one quart 
left, unopened. Now if it were a half-gallon 
can I would be tempted to return it for credit; 
but with a quart I feel there are places around 
the house that will need touching-up once in a 
while. And as a result I keep the last quart for 


future use. In that way the store has made a 
permanent sale of the entire five gallons.” 

“You’re right, Jim. All the paint stays sold 
in such a case. Instead of returning a half¬ 
gallon can the customer uses one quart and 
keeps the other for future work; therefore, he 
has none to return. I’m going to try that plan 
from now on, Jim.” 

“And I’ll bet you will find it pays, too,” 
agreed Baker. “But look here, Steve, I’ve no¬ 
ticed this stock of shingle stain here for a long 
while—evidently it doesn’t move very fast. 
What’s the trouble with it?” 

“Nothing,” confessed Steve, “I guess we 
don’t push it enough.” 

Roof Paint and Shingle Stains 


"Well, there^8 an excellent chance for you to try 
your ability as a paint salesman. Boof paints and 
shingle stains mean big sales if they are talked prop¬ 
erly, Don't you see, a building owner is very careful 
t protect the side walls of his wooden buildings, but 
he neglects the roofs. And a roof is subjected to more 
weather strain than any other part of the building. A 
careful owner won't let his side walls decay; then 
-vihy 'should he allow his shingles to go unprotected? 
He does it because he has never thought of it in that 
light. 

"The thoughtful salesman brings out such facts and 
as a result he sells preservative paint for the roof when 
he is selling paint for the walls of a house. It is easy 
to show a customer how to save money by painting 
shingles, instead of renewing them after they have 
decayed. 

* ‘ Then don't forget to ask about fences,'' concluded 
Baker. "Also, barns, sheds and summer kitchens. When 
a buyer is in the market for paint—that is the time to 
sell him all he needs. But it remains for the salesman 
to do the suggesting. And when you have included the 
necessary brushes and an extra supply of oil or turpen¬ 
tine, then you may feel that you nave done your 
as a real salesman." 


Digitized by 


irpe 
duty 

Google 














108 


HARDWARE WORLD 


Guinea Hens to Increaise Business 


Live Missouri Institntlon Puts to Practical Use the Old 
8syin4\ One Flew Bast» One Flew West, But They 
All Enlivened the Business With Zest 


I T WOULD take a Missouri merchant to think 
of using a guinea hen to add zest and in¬ 
terest to his sales plans, for of all the various 
“chickens’’ to be found in either city or coun- 
try» guinea hens can prove the best alibi when 
it comes to being caught. 

Aside from that, the guinea hen is a good 
advertiser, and thej’^ can make enough racket 
to drive all the chicken hawks out of the county, 
but if you turn loose a whole flock of guinea 
hens under hot pursuit bedlam would seem a 
long ways distant. 

0. H. Sayler of the Sayler Hardware Co., 
Hopkins, Missouri, conceived the idea recently 
of adding interest to his three days annual sale 
by turning 20 of these temperamental birds 
loose in the middle of the town and letting the 
townspeople and assembled farmers endeavor 
to catch them, offering a good prize in money 
or merchandise for the capture of each hen. 

Of course no one who knows the guinea could 
believe there was any prearranged or premedi¬ 
tated plot as to when or where or how they 
could be captured. 

The Sayler Hardware Co. have been handl¬ 
ing hardware, implements, furniture, etc., for 
quite a number of years, besides they operate 
the Wray Hardware Co., Pickering Mo., Wray 
Hardware Co., Maryville, Mo., and Foster & 
Shum, Sharpsville, Iowa. 

Here is the way Mr. Sayler himself describes 
the matter: 

“For a good many years it has always been 
our plan to hold a special sale every spring. 
When the time came this year we debated long 


and hard as to the advisability of it. We 
wondered if the expense would be too great or 
the sales too small to justify the attempt. 

Didn’t Want to Court Failure 

“Then we argued with ourselves that to lie 
down on the job was to court failure for the 
year. So we went after the sale. The results 
were a very agreeable surprise. Though the 
sales were not as large as usual, a good many 
prospects developed that we would not other 
wise have discovered. These have made a good 
many sales following the three-day special event, 
and they are still coming. 

“Strangely, in years past we have always 
been ‘favored’ with a big storm, either rain or 
snow, during these special sales of ours. But 
this year the weather was clear and we told 
our customers and friends that all we lacked 
was the bad weather; that if we could have it, 
business would be great. It had become so 
established in the history of our annual sale 
that a storm had to accompany it that the 
peculiar circumstance furnishes us no little 
publicity and keeps the event in the minds of 
the people. 

“It is our custom to arrange special sales 
on each of the three days. This time, on Satur¬ 
day morning, the last day, we released twenty 
live guineas from the roof of our building, with 
prizes of articles of merchandise and mon-ey to 
be obtained at different places of business iu 
town by the captors. This feature of the event 
had always been staged exclusively by our¬ 
selves; on this occasion, however, a few of our 
other merchants furnished some of the prizes. 


Merchants in inte¬ 
rior and country 
towns have many op¬ 
portunities of attract¬ 
ing sales that their 
city brethren do not 
have. 

The Sayler Hard¬ 
ware Co. are typical 
of thousands of our 
readers who know 
how to use such op¬ 
portunities to advan¬ 
tage. 
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We furnished the balance, did all the advertis¬ 
ing and paid all other expenses. The guinea- 
chase helped very much to bring the people to 
town early. A good many stayed throughout the 
day who otherwise would not have come until 
later or not at all. 

“Another of the particularly pleasant events 
of our spring sale was the banquet we gave 
Friday night to the jobbers’ representatives who 
assisted us. The local high school orchestra of 
eighteen pieces furnished music for the occasion. 
A special speaker entertained the men for a 
short while. Then followed short talks by a 
number of those present on timely questions 
having to do with business. This is always a 
part of the annual event. One traveler told us 
he would be here at all future banquets if he 
were within 250 miles. This year our sale took 
place March 17, 18 and 19. 

“No, We Don’t Get That Way*’ 

“Gloomy? No, we don’t get that way. 
There is nothing in the makeup of our force 
that will permit discouragement, pessimism or 
the ‘blues’ to enter. To say ‘business is good’ 
would, of course, not be telling the facts about 
the matter. But to say there is no such thing 
as business would be as radically wrong. 

“Twenty years at one job is enough to 
demonstrate that every day will not be full of 
sales or profits; nor will every month, for that 
matter. But farmers will continue their farm¬ 
ing, automobiles will continue to run, house¬ 
wives will continue to replace worn-out articles, 
new needs will develop at every turn and the 
man w^ho is looking after his business faithfully 
will get his share. That is the gospel we 
preach and we are working hard at the job. 

Advertisiiig More Heavily 

“We are going ahead on the supposition that 
conditions will right themselves in a shorter 
time than has ever happened before, following 
a war period. We believe we are correct. We 
are advertising more heavily than usual, both 
by newspaper and personal letters and we are 
trying to have on hand the articles our custo¬ 
mers need just when they ask for them. Particu¬ 
larly in repairs, we are carrying a heavy stock 
and the result is very gratifying. Every farmer 
who gets the part he wants when he wants it 
will come back after larger items later.” 


WILL NOT TAKE A CHANCE 
Editor Hardware World : 

We don’t want to take a chance of missing 
a single copy of the Hardware World, so in¬ 
stead of remitting you for one year’s subscrip¬ 
tion, we are enclosing check for three years’ 
subscription, for we cannot afford to lose out 
on a‘ single copy. We get so much out of it 
and it is so helpful, besides we enjoy it so much. 
Pueblo, Colo. CURD HDWE. & IMPLEMENT CO. 

What counts is not “How much have you?” 
but “What have you done?” 


THE QUICKSANDS OP CHEAPENED 
QUALITY 

The fear of facing a cold-blooded board of 
directors next January with a red statement 
has driven some business managers to sacrifice 
quality for immediate profits. This practice, 
we are sorry to say, seems most prevalent in 
lines where quality is not apparent, but is in¬ 
trinsic. 

Manufacturers of such products are saying 
to themselves: “We’ve got a reputation for 
quality, we’ll just slide along on it until condi¬ 
tions improve.” And so they cheapen the 
product just as much as possible, and for a 
while it looks like a grand plan. But it isn’t. 
Like the virtuous girl who goes wrong, time 
will find the quality parasite out and the bubble 
will burst. 

Your product will find a lower level, and it 
will cost you a thousand times the few dollars 
you have made this year to put it back on its 
former high plane. Permanent success can 
only be built on quality that assures a fair 
profit. 

The customer who buys on a purely price 
basis is at best a will-of-the-wisp. He is here 
today and across the street tomorrow. To hold 
his trade you are in constant hot water, for 
every new price cutter that bobs up is a tempta¬ 
tion which he cannot resist. 

It is hard to remain honest when you are in 
a world of crooks. It is hard to say “No” to 
the siren song that a temporary sacrifice in 
quality may enable you to meet the new cut 
throat competition that is springing up on every 
hand. But the man who has the courage of 
his convictions and can keep up quality when 
all about him men are sacrificing their business 
right for a few paltry orders, will so establish 
himself that his leadership will be impregnable 
for all time. 


THERE NEVER WILL BE ANY CHANCE 
FOR— 

The idler, the indolent, the lazy. 

The leaner. 

The coward. 

The wobbler. 

The ignorant. 

The weakling. 

The smatterer. 

The indifferent. 

The unprepared. 

The clock watcher. 

The impractical theorist. 

The slipshod and the careless. 

The man who has no iron in his blood. 
Those who do not think it worth while to 
improve their minds. 

The person who tries to save on foundations, 
who does not think it pavs to prepare. T 
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Furnace and Fireplace Accessories 

Opportunities Exist for Making Sales in Every Family 


J UST as the shoe man finds profit in shoe 
findings; and the dry goods man in no¬ 
tions, the hardware merchant will find it 
much to his advantage to call attention to the 
accessories of stoves, fireplaces and furnaces he 
is selling. To achieve the best results these things 
should be advertised in an interesting manner. 

“There is poetry and romance in anything 
if you will just look for it,“ says the philoso¬ 
pher, and the John E. Bassett Co., New Haven, 
Conn., have applied this to the advertising of 
such commonplace things as ash cans and sift¬ 
ers. Take this little gem, conceived by George 
E. Bassett, who maintains that there is nothing 
sold by a hardware store that cannot be adver¬ 
tised in an entertaining manner: 


ASH CANS AND ASH SHIPTEES 
This is the season when our old friend, the fur¬ 
nace, begins to haunt our waking hours. Some of 
us are ^ready shoveling coal and ashes for our 
morning exercise. Have you enough ash cans to 
take care of all your ashes between the ash man^s 
visits! And don^t you need a rotary sifter to help 
save your cinders and your clothes! 

They^re cheaper this year—the sifters, not the 
clothes. 


This was followed by a quotation of prices on 
galvanized ash cans, corrugated ash cans and 
several types of rotary sifters. Coal hods was 
another item successfully sold in large quantities 


by this firm. In order to move quickly a con¬ 
siderable quantity of these more useful than 
beautiful articles they brought them out of re¬ 
tirement and set them in a long row across the 
entire front of their building. 

They also arranged a window display, show¬ 
ing a stove with imitation fire within, caused 
by streamers of red and yellow paper kept in 
motion by an electric fan. Beside it were sev¬ 
eral new coal scuttles. 

A card in the window said: “It pays to buy a 
good coal scuttle.*’ Similar announcements 
were run in the papers, the single phrase being 
repeated on several pages. One of their first 
customers was of the “show me” type, and im¬ 
mediately asked why it paid to buy a good scut¬ 
tle. The salesman asked if the coal bin was 
near the stove and was told that it was some dis¬ 
tance away and that coal had to be poured by 
the hod. “Ever have the handle break just as 
you were gracefully lifting the scuttle up to fill 
the stove!” ”Say, give me three of those hods, 
will you!” said tiie doubter, who at once saw 
the point. 

Ludlow & Squier, Newark. N. J., was an¬ 
other firm that had an excellent showing of fur¬ 
nace accessories. Above the display was a large 
sign: 

Cold Weather Hardware—Tools needed by a 
man who handles a furnace. 



You can materially increase your sales of andirons and fireplace fixtures by just such displays. Your 
customers need to be reminded of their needs. Suggestion plays a large part in successful merchandising of 
all lines. 
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Another suggestive display of stoves and accessories, which made many sales. This Hardware World 
reader tells us that showing stoves already set up or connected is far more successful than any other way. 


In one corner was built up a pyramid of gal¬ 
vanized ash cans with the card “An ash 
sifter saves coal.’’ Grouped about were furnace 
shovel, lantern, coal scuttle, poker, hand shovel 
and flash lights, as well as different lengths of 
stove pipe. A card on the wall showed samples 
of weaker strip and the advice: “Weather 
strips exclude all cold, wind, dust and rain.” A 
companion card had attached to it a number of 
automatic radiator valves. 

How Wannamakers Does It 
When it comes to the accessories for the fire¬ 
place it is far more easy to wax enthusiastic, for 
one has only to conjure up the comforts of an 
open fire in order to show that the pleasure will 
be greatly enhanced through proper appurte¬ 
nances. Wannamaker’s recently ran a chatty 
advertisement: 


ABOUND THE FIRE 

‘‘I love the Autumn, don’t youf I think the 
best part of it all is coming home to a fire in the 
dark,” said one friend to another, as they cozily 
seated themselves by the blazing, sputtering fire of 
the fragrant pine knots. 

If you are waiting to light your fire because you 
have not— 

Fire Screens, Tongs, Spark Arrester, Andirons, 
Fire Set, Poker— 

Order them at once from WANNAMAKERS.^ 

Largest, most complete collection of everything 
pertaining to the fireplace to be seen in the city, 
customers tell us. Plenty of simple, as well as the 
more ornate styles. 


The ad closed with a description and quota¬ 
tion of prices on various fireplace belongings, 
and was made more attractive by a cut of a blaz¬ 
ing log fire at the top of the ad. 


Another Department Store’s Method 
An ad of even greater heart appeal was used 
by Pamous-Barrs, St. Louis, Mo., at the top 
being shown a section of room, with two chil¬ 
dren playing before a blazing grate fire: 


UNUSUAL DISPLAY OP ANDIRONS AND FIRE¬ 
PLACE FITTINGS FOB HOME COMFORT 

The fireplace of quaint dignity and charm still 
holds an irresistible fascination. Tales have been 
told, fates have been sealed, and family ties have 
been drawn stronger in the old chimney corner. And 
today there are many folks who consider a fireplace 
an essential part of a home. Certainly it imparts 
an atmosphere of cheer and comfort that appeals to 
all, and with artistic fittings it becomes a thing of 
beauty. Our showing of andirons is particularly 
interesting and offers suggestions for practical gifts. 

Andirons of Iron. Andirons of Brass. Fire Sets 
of Iron. Fire Screens of Iron. 


Each of these articles had the price quoted, 
and a tag at the bottom of the ad invited the 
public to inspect their display of fireplace furni¬ 
ture and at the same time view the wonderful 
painting, “The Hanging of the Crane.” 

But the best way to visualize the comforts of 
the brass, iron and bronze fireplace goods is to 
arrange a window display, such, for example, as 
that of the Albany Hardware Co., Albany, N. Y. 
In the center background was a simulated brick 
fireplace, with a grate heaped with coal, in the 
midst of which glowed a red bulb. Fronting it 
was a semicircular screen, and at one side a 
brass coal scuttle, while at the other stood a 
brass rack holding tongs, poker and shovel. 

All the articles bore price tags, plainly but 
not glaringly printed. 
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Z. C. M. 1. Mighty Monument to Cooperation 


The Unique and Picturesque Growth of a Salt 
Lake Institution—a Large Factor in Hardware, 
Housefumishing, Sporting Goods and Accessory 
Lines 


(By H. J. Halton) 


I T IS impossible for the non-resident of Utah, 
without having carefully investigated the 
subject, to realize the conditions that ex¬ 
isted in the state during its early days. Merchan¬ 
dise was hauled from the Missouri River by ox 
teams, a long and tedious journey of 1000 miles, 
the actual distance covered being about 1200 
miles, occupying from three to six months. 

The mercantile interests of the state were 
controlled by a few individuals, who were not 
slow to take advantage of temporary scarcities 
of goods in common demand and charge ex¬ 
orbitant prices for them. At this time calico 
cost from 40c to $1 a yard, and sugar 50c a 
poupd. 

A number of the leading men of the new 
locality came to the conclusion that this condi¬ 
tion could only be overcome by co-operation— 
a store owned by the people buying direct from 
the manufacturers and importers. In this way 
it was felt that fair returns would accrue to 
capital invested, the profits being distributed 
among the many, and the best quality of goods 
be bought and sold at reasonable prices. 

Hence, Zion’s Co-operative Mercantile Insti¬ 
tution, better known as Z. C. M. I. of Salt Lake, 
came into existence. Its organization took place 
October 16, 1868, and business commenced 


March 1, 1869, with stocks of (dry goods and 
carpets), (clothingstore), (shoe department and 
factory), (produce), (groceries), (hardware and 
crockery), (sewing machines), (wagons and 
machinery), (wool and hides), (drug store), 
each of these, as indicated by the parenthesis, 
were under separate roofs. 

Virtually Z. C. M. I. became the great 
balance wheel of the mercantile interests of this 
inter-mountain region. 

Quarter Million Capitalization 

The movement once begun grew rapidly, so 
that between the organization and commence¬ 
ment of business over $245,000 had been sub¬ 
scribed. About half of this, however, represent¬ 
ed goods as five of the local merchants had 
fallen in with the movement and turned over 
their goods for stock in the company. 

The difficulties that the new concern had 
to contend with were innumerable. Co-opera¬ 
tion was looked upon in the East with distrust 
and suspicion, and eastern merchants for the 
moment denied credit or recognition to the in¬ 
stitution ’s representative. Furthermore, the ex¬ 
tension of the overland railroad from both East 
and West reduced freight charges very con¬ 
siderably, so that much of the goods accepted 
for stock in the company could be had much 



Note the beginning of 
the largest mercantile 
institution in the Rocky 
Mountain section, popu¬ 
larly known as the “Z. 
C. M. !.,»» some fifty 
years ago. These pio¬ 
neers were deserving of 
all the success that has 
been theirs. Note the 
two - ox - power delivery 
wagon contentedly rest¬ 
ing in front. 
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As the “Z. C. M. I.” 
was the natural source 
of supply in those early 
days, its growth was re¬ 
markable. Note the high 
wall necessary to afford 
protection against those 
who, even in that day. 
were not overly scrupu¬ 
lous in paying for what 
they obtained, if it 
could be had in that 
manner — especially af¬ 
ter nightfall. Besides 
Indians were a goodly 
part of the inhabitants 
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cheaper than when turned over to the institu¬ 
tion. 

For instance, sugar bought and paid for at 
the freight rate of $13.50 per hundred was, much 
of it, unsold when freight rates went down to 
$6.00 per hundred. This was a severe strain 
upon the institution, but it came through the 
ordeal triumphantly, whereas personal or limit¬ 
ed business houses would in all probability have 
failed. 


All DejMurtments Under One Boof 

In 1870 incorporation took place with a paid- 
up capital of $220,000. During 1875 a site was 
purchased on Main Street, and a brick structure 
with iron front, 50 by 315 feet was erected. 
Another building of similar size was soon added 
to the south, and the various departments that 
had hitherto been separate stores were brought 
under one roof. 

Z. C. M. I. was thus the first establishment 
in the West to start a department business. In 


■II 


111® 



Even these modern 
buildings do not give an 
approximate idea of the 
size of this wonderful 
institution, which has so 
materially contributed 
to the development of 
the inter-mountain sec¬ 
tion. 

It is no wonder that 
such an account, such 
distributors, are eagerly 
sought by manufac¬ 
turers. 


Mmu 

m 


fact, many old residents claim that Z. C. M. 1. 
was the first department store in America. Later 
a 60-foot front store was built in 1902, when 
the entire store underwent a thorough renova¬ 
tion and re-modeling. 

In 1895, the period of incorporation having 
expired, the institution was re-incorporated for 
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The hardware department of 
the G. M. I.*’ maintains 
the high standard set through¬ 
out the institution. Note the 
convenience and modem ar¬ 
rangements for displaying 
their stock. It is neealeas to 
add that the buyers and sales¬ 
men have been readers of the 
Hardware World for many 
years. 


50 years with a capital of $1,077,000. This stock 
is held by some six hundred stockholders resid¬ 
ing in all parts of the world. 

In 1905 a warehouse 120 by 200 feet, three 
floors, was erected at a cost of $40,000. 

Encourage Utah Products and Enterprises 

True to the first intention, Z. C. M. I. has 
not only been the patron of home industry, giv¬ 
ing preference to all classes of homemade goods, 
but has also launched out as manufacturers in 
an endeavor to furnish employment to people of 
the state. 

In 1870 the manufacture of shoes was com¬ 
menced, and in 1878 a clothing factory for the 


purpose of manufacturing overalls, jumpers and 
other cotton clothing was started. Under cap¬ 
able and judicious management the factory 
flourished, until in 1888 the volume of busi¬ 
ness handled demanded better and larger facili¬ 
ties and the present factory building was the 
outcome. Its dimensions are 50x165, containing 
four floors and a basement. 

The shoe factory today has a capacity of 500 
pairs of shoes daily, and the clothing factory a 
capacity of 125 dozen garments per day. Some 
150 persons are given steady employment. The 
territory covered by these goods extends from 
Denver to the Pacific Coast, and from Canada on 
the north to Mexico on the south. 


Typical of thousands of our 
readers, the glassware, china- 
ware and house furnishing de¬ 
partment is a most important 
part of this institution. 

No other department will 
help more largely to draw 
trade among the women folk 
of the community than such 
merchandise. 
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PreeflQt Modrt Store and Huge Trade 

Today Z. C. M. 1. is one of the handsomest 
stores in the West, covering a floor space of 
200,000 square feet, and is up to date in every 
respect. The ground floors are occupied by the 
retail departments, while the basement and two 
upper floors are used chiefly for wholesale and 
offices. 

The annual sales of Z. C. M. I. from the be- 
g^inning have averaged more than $3,000,000 and 
are now close to $6,000,000. The average cash 
dividends have been 9 per cent, besides stock 
dividends of $415,000. One thousand dollars in¬ 
vested in Z. C. M. I., March, 1869, has accumu¬ 
lated to $2,014.30 besides earning to its owner 
$6,371.20 in cash. The institution has a reserve 
fund of some $500,000. For some years past the 
dividend has been 12 per cent. 


IT’S A WINNER 

This world is a winner, my masters, though 
troubles may on us descend; we always live 
through the disasters, and everything’s right in 
the end. I’ve lived through a surfeit of sorrow, 
I’ve lived through an ocean of care, I’ve wept 
through the night, and the morrow convinced 
me my woe wasn’t there. Some people are al¬ 
ways abusing the planet whereon we abide; they 
hint that if they had the choosing on some other 
world we would ride. But when ithey are 
scheduled to leave us, and flee to a happier 
clime, they look on the journey as grievous; 
they think their departure a crime. The longer 
I live on this planet, the better and smoother it 
seems; this mixture of gumbo and granite is 
surely the world of my dreams. The knockers 
are dealing in fiction who call it a wilderness 
drear; there’s just enough grief and affliction 
to season the happiness here. There’s just 
enough hustle and hurry to spur us to showing 
our worth; there’s just enough trouble and 
worry to keep us from dying of mirth. If 
others are putting up dirges, your voice to the 
wailing don’t lend; the world from all shadows 
emerges, and everything’s right in the end. 

—Walt Mason, in Chicago Daily News. 


BOSTON HOSE CHIEF IN EUROPE 

Sailing on the ' ‘ Aqnitania'' July 5, George E. Hall, 
president and general manager of the Boston Woven 
Hose & Rubber Co., accompanied by his wife and two 
oldest daughters, will visit the company’s London of¬ 
fice, Paris, and other points of interest on the conti¬ 
nent. Before returning about September 1, they will 
travel in the Touraine country of France, visiting the 
battlefields of the recent World War. 


Young Lady (on first visit to Western ranch): For 
what purpose do you use that coil of line on your 
saddle T 

Cowpuncher: That line, you call it, lady, we use 
for catching cattle and horses. 

Young Lady: Oh, indeed. Now may I ask, what 
do you use for baitf 


“MAKE 1922 THE GREATEST PAINT AND 
VARNISH YEAR” 


This is the first step toward **doabliiig the industry 
by 1926,” as announced by the ”Save the 
Surface” Campaign Committee. 


The “Save the Surface” Campaign Committee, at 
its meeting in the Hotel Astor, decided that the purpose 
of its work for the coming year would be to “Make 
1922 the greatest paint and varnish year.” 

In its statement the committee says: “Conditions 
show that business is really on the up-track and im¬ 
proving. Commodity prices are fairly liquidated and 
inventories are low. It seems, therefore, to be the 
logical time for the paint and varnish industry to make 
a drive within its own ranks to the end that 1922 will 
be the greatest paint and varnish year. 

“While business was at its highest, the industry, 
through the ‘Save the Surface’ Campaign, conducted 
an aggressive national advertising campaign, which has 
resulted in maintaining a demand for paint and varnish 
during the business slump. The trade has already 
cashed in on its investment in this effort. Thousands 


Ox friends have been won to this campaign and a grati¬ 
fying amount of cooperation has been in evidence. 

“The slogan ‘Save the Surface and You Save All’ 
is one of the foremost in public consciousness. There 
is the opportunity now to give the whole undertaking 
a new impetus—to gear up all the activities of this 
campaign to that objective. This objective wi’l be 
“Make 1922 the greatest paint and vainish year” as 
the first step toward doubling the industry by 1926. 

“This determined and realized effort presents an 
opportunity for the employer to play up his sales force 
and provides a background enabling him to put up the 
greatest fight ever to increase his business, whether it 
be through the industrial trade or otherwise, or through 
the medium of dealers. 

“The manufacturers will find this an opportunity to 
create a spirit of rivalry and enthusiasm throughout 
their sales organization and will see the advantages of 
adopting the same keynote, inspiring action in their 
own advertising and promotion literature to the trade. 
There is a great stimulus in this new objective and it 
is certain that with the united industry driving for 
the same goal through their sales and advertising 
forces, the year 1922 can, in fact, become the greatest 
paint and varnish year.. 

“Jobbers and dealers will have much to gain as a 
result of this increased activity. The dealer is think¬ 
ing more actively about bis paint and varnish stock and 
the selling of it than at any previous time, and there 
are more of them who are receptive to ideas. The 
‘Save the Surface’ Headquarters will aim to secure the 
vigorous cooperation of the paint dealers, and will 
furnish cooperative helps to them. In no respect will 
this cooperation conflict with the promotional effort 
by manufacturers, nor can it take the place of the 
manufacturers’ effort. 

Master painters will be urged to make a survey of 
their town, list the painting that ought to be done, 
loviate the owners and begin to systematically cultivate 
them in person and by mail. 

This campaign says to the manufacturers of paint 
and varnish and raw materials, to the jobber, the 
painter and the dealer, that it is up to them to ‘Make 
1922 the greatest paint and varnish year’ that they 
have ever had. 

“The ‘Save the Surface’ campaign advertising will 
continue to use the slogan ‘Save the Surface and You 
Save All’ as far as the public is concerned. The 1922 
objective is for use only within the trade and should 
not be used on literature or in advertising put out for 
public consumption.” 
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What Policy Should Merchants Pursue 

Taken in connection with the letters published in our last issue, the letters given herewith 
comprise a store of information for buyers, that are invaluable. 

Our readers tell us that no other source of information has been more interesting, helpful and 
complete, in enabling them to visualize, as it were, the views of the entire trade—manufacturing, 
jobbing and retail. 


JiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiJiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiH 


INTENSIFY YOUR SALES EFFORTS 
Editor Hardware World: 

If I were a retail hardware merchant my 
policy for the next six months would be to plan 
my purchases on the basis of quick turnover— 
—work to build confidence, and intensify sales 
effort. 

I would be careful not to overstock, but at 
the same time, I would watch my purchases 
closely so as to be sure to have everything nec¬ 
essary on hand. 

While this has a general application, it refers 
especially to the aluminum cooking utensil busi¬ 
ness. In this line there has been a tendency, 
during the past few months, to run special 
sales on inferior grades of goods, with price as 
the chief inducement. I would confine my ef¬ 
forts to the better quality merchandise in which 
I knew my customers would always get better 
value for the money. 

Somehow the notion has become prevalent 
that the general public wants cheap goods— 
that the so-called buyers^ strike has in some 
miraculous manner deadened the sense of val¬ 
ues. True, people have demanded lower prices; 
they really want the best possible value for the 
smallest investment. 

Whether it be in tools, shovels, stoves or 
aluminum ware, I would endeavor to stand out 
in contrast with my competitors. In following 
the cheap, low price policy of everyone else 
about me I know that none of us would stand 
out individually. Realizing this, I would secure 
quality lines, which have a special appeal, and 
then concentrate my efforts on that group of 
lines to rebuild confidence. 

I would have a heart-to-heart talk with my¬ 
self and find a definite answer to such ques¬ 
tions as: Do I know how to buy? Am I a 
good salesman? Am I a good executive? Do 
I understand my own market—my own trade 
and what they will buy?—and other (piestions 
of a similar nature. 

Manufacturers and dealers alike have had 
things too easy for several years—we found that 
goods sold themselves; now we must sell. Ag- 
giessive methods, planning and hard work still 
have their reward, as is evidenced by the fact 
that manufacturers and dealers, who have 
sensed the new conditions and acted according¬ 


ly, are selling phonographs, electric irons, alum¬ 
inum ware, vacuum cleaners, kitchen cabinets 
and a host of other items, and at profitable 
prices. 

I would talk things over with myself, decide 
what must be done—and then get busy ajid do 
it, with quick turnover as my chief objective. 

Very sincerely, 

LEYSE ALUMINUM CO., 

Norman Leyse. 


MANY RETAIL MERCHANTS WILL BE 
CAUGHT NAPPING 
Editor Hardware World: 

As to what would be our policy if we were 
retail merchants, can only say that in such a 
position we would undoubtedly follow our pres¬ 
ent policy, that is, to buy conservatively what 
we have need of to keep our stock well rounded 
up for supplying our usual demand and with 
the view of having goods on hand for our cus¬ 
tomers when they call for them, realizing that 
the merchant who has the goods will be the 
one who will get the business this fall. We 
believe in this state there will be a good fall 
business, for we had good wheat crops and a 
bumper corn crop is now almost assured by 
reason of heavy spring rains. 

We can but feel that many retail merchants 
will be caught napping when the fall comes by 
reason of their not having their usual supply of 
so-called fall and winter items—they holding 
off, expecting lower prices—which may come, 
but we hardly look for any marked declines in 
manufactured goods during 1921. It is true 
raw material, steel, pig iron, etc., are lower and 
may be lower yet, but there yet remains the 
mighty factor of ‘ * labor and ‘‘transportation” 
charges which will offset “price” reduction, as 
we see it. 

We are very careful to instruct our sales 
force not to oversell any of their customers, but 
to preach conservative buying to the extent of 
what they think they will have call for and to 
keep their stock in good shape to handle the 
fall and winter business, which we believe will 
be theirs after the farmers have gathered their 
crops and marketed them. Yours truly, 
OKLAHOMA CITY HDWE. CO.. 

S. E. Clarkson, President. 
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Since our last issue was published a decided improvement is noticeable in many lines, and 
by the time this issue is in the hands of our readers, it is expected that orders will be placed in 
increasing volume. 

Merchants are well aware that sales cannot be made without having goods in stock, and the 
lessons to be learned are apparent. The letters in this issue will be found most interesting and 
helpful. 


CARRY A WELL ASSORTED COMPLETE 
STOCK 

Editor Hardware World: 

As to what would be our policy for the next 
six months if we were jobbing or retail (hard¬ 
ware) merchants, we can say that it would be to 
carry a well assorted stock, not necessarily 
large or speculative, but complete. 

The indications, as well as the reports that 
we get from all parts of the country, show that 
stocks have been well reduced. This is con¬ 
firmed by the business reviews in the trade and 
daily papers, which also emphasize the fact that 
consumption is largely exceeding production. 

We have recently made another adjustment 
in our prices by making further reductions of 
ten to twenty per cent, not because they were 
warranted by reduced costs, but because we 
hope and expect to reduce our costs in the near 
future. 

By revising our prices as we have, we believe 
we have made it possible for the merchant to 
anticipate his requirements for the period men¬ 
tioned above with a fair degree of confidence. 

We also believe that the outlook for build¬ 
ing as indicated by the amount of contracts 
awarded justifies our advice, particularly as it 
affects builders’ hardware. 

SARGENT & COMPANY, 

Geo. F. Wiepert. 


“DREAM OP THE PAST, BUT BE READY 
FOR THE FUTURE” 

Editor Hardware World : 

Common sense, hard facts, regardless of 
where it hurts, must prevail. 

Study your local surroundings applied to 
your business. Let no propaganda of the other 
fellow govern your actions. No time for theoret¬ 
ical experiments based on well-meant advice. 

The game is too big. You cannot change a 
world convulsion. 

Set fast, keep your nerve, talk clean-cut 
business based on the present only. Dream of 
the past. Be ready for any future. 

Yours verv trulv, 

W. H. RICHARDSON & CO., 
Austin, Texas. W. H. Richardson, Pres. 


H. L». Allcorn is preparing to engage in the hard¬ 
ware business at Bangs, Texas. 


WHEN YOU HAVE TO USE TELEGRAM 
AND EXPRESS IS TIME TO BUY A 
DOZEN INSTEAD OF ONE 
Editor Hardware World : 

If I were a jobber. Oh, if I were a jobber, 
I’d forget that there is a telegraph office, an 
express office, or a parcel post. I’d realize by 
this time that the manufacturer has made heavy 
sacrifices, and that it is time to use but one 
order blank for a dozen tools instead of one for 
each tool, and that on standard goods it is safe 
to order them sent by freight without the fear 
that by the time they reach him the market 
will again be off. 

In the end, the consumer pays the peak prices 
of 1920, regardless of the manufacturer’s reduc¬ 
tions. Cut out the expensive avenues of com¬ 
munication and shipment for a time, take time 
to estimate future needs, and order in time. 

I don’t know when a rush for post-hole 
diggers or augers will come, and I don’t look 
for all farmers to rush to their dealers at the 
same time, but fencing is continually rusting 
away and will be replaced. The time to stock 
up with goods is therefore when you feel the 
need of using the telegraph and express, and 
that is now, because the one order you get will 
inevitably be followed by others. 

Yours truly, 

IWAN BROTHERS, 

South Bend. By A. D. Iwan. 


FARMERS PURCHASING POWER 
INCREASING 
Editor Hardware World : 

We feel that conditions vary throughout the 
country, but from information coming to us we 
think that farmers, as a class, are selling their 
crops and liquidating their debts, which means 
that their purchasing power, which has been 
low for so long, will increase very materially. 

In our own line, we find that jobbers are not 
inclined to buy beyond their immediate require¬ 
ments, although in some cases they are carry¬ 
ing stocks. Yours very truly, 

OSGOOD LENS & SUPPLY CO., 
Chicago. By W. B. Bruckeand. 


John E. Balfay, Jr., is the successor to John E. 
Balfay, Sr., in the hardware and implement business 
at St. Paul, Kansas. 
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“YOU MAY NOT KNOW, BUT WE ARE 
PAST THE BOTTOM’’ 

Editor Hardware World : 

You ask, if I were a jobber or a retail mer¬ 
chant, what would be my buying policy for the 
next six months. 

It depends. 

John S. Drum, of San Francisco, president 
of the American Bankers’ Association, said in 
a speech recently: 

“The people of the United States have 
thrown off their depression and have realized 
that the country faces no problems that cannot 
be solved by hard labor, clear thinking and 
courageous action. ’ ’ 

That is why I said it depends. 

If I were a fellow willing to work hard, able 
to think clearly and with the pep to act cour¬ 
ageously, then I would buy according to the 
normal requirements of my business in normal 
times. 

That doesn’t mean war times, which were 
not normal times. Then we sometimes bought 
more than we needed, and sometimes at a price 
more than we needed to pay—for the reason 
that buyers were competing with each other in 
those days, instead of sellers. We used to cuss 
the fellow who asked us a high price, when 
often the price he asked us was simply the price 
some other fellow Had offered him. 

And that doesn't mean after-war times, 
which were just as abnormal, when we bought 
hand-to-mouth, naturally enough, for we were 
buying on a declining market. Our judgment 
may have been good, but the effect was bad, 
for it slowed down business. Perhaps that could 
not be helped. 

But I don’t think anybody believes, who 
knows anything about modem costs of produc¬ 
tion, that the bottom has not about been reached. 
I believe it is safe to buy, and I very much doubt 
if it is safe to wait to buy. 

Sharp buying may be all right, but that is 
speculation; giving service is bound to be right, 
because that is business. Personally I believe 
that being in shape to give service will make a 
man more money in the long run than all the 
study he can give to trying to find that moment 
when things are cheapest. 

As someone has 'v^ell said, “The market does 
not ring a bell when it hits the bottom.” Be¬ 
fore you know you are to it, you are by it. And 
I believe we are by it, passed it, even if we do 
not know it. And, as the colored singer shouts, 
“I want to be ready when the great day comes!” 

So I would buy—but, as I said in the be¬ 
ginning, it depends. If I believed in waiting 
instead of working, groaning instead of think¬ 
ing, following my competitor instead of lead¬ 
ing, then I might hide under the desk until I 
was perfectly sure that it was safe to come out. 

I like what this man Drum, who is president 
of the Mercantile Trust Co., in San Francisco. 


as well as the head of the national association 
of 30,000 banks, said; and I am just going to 
close this reply with a little more of the same 
medicine for what ails us: 

“When the depression came on last fall a 
great many of our people felt that the worst 
was bound to come, and settled back gloomily 
to await it. They waited and waited, and noth¬ 
ing happened, and now it is realized every¬ 
where that ruin is not coming, and that pros¬ 
perity is coming just as rapidly and in just such 
measure as we work to bring it about.” 

H I thought best in spite of what Mr. Drum 
says, to go on waiting instead of working, then 
I wouldn’t buy. Buy, and there will be business 
enough for the workers, whatever may hapi>en 
to the waiters. 

It is a funny thing about the optimists and 
the pessimists—they both generally get what 
they expect. Very sincerely yours, 

THE NYE TOOL & MACHINE WKS., 
Harry G. Nye, President. 


RETAILERS’ REWARD TOO LONG 
DELAYED 

Editor Hardware World : 

Regarding the policy to be observed by retail 
dealers during the coming season, our slogan 
would be one of “watchful waiting.” There is 
nothing to warrant a dealer in anticipating his 
wants. Prices of all commodities, labor, more 
than any other, must recede to somewhere near 
the value of farm products. 

The main producer of wealth cannot go on 
paying high prices for his supplies and sell his 
products at less than cost of production as now 
is the case. When labor, manufacturers, job¬ 
bers and a whole lot of retailers wake up to this 
fact and get down to the producers’ level buy¬ 
ing will commence and business will revive. Our 
policy is to lower our prices as fast as we get 
declines from jobbers and manufacturers. No 
matter what our merchandise cost us we sell it 
based on the present cost and we buy only what 
we need and in very small lots. 

The retail dealer’s life is no downy bed of 
roses, and we believe if there is any special re¬ 
ward on the other side of the “dark valley” 
that he is the one that should receive it. 

For the past few years the press, public, job¬ 
bers and manufacturers have been giving all re¬ 
tailers h— on this side. 

Yours truly, 

THORPE BROS., 

Versailles, Mo. F. C. Thorpe, 


Pastor Brown: Rastus, how is it that you rave giv^r 
up poing to ehurehf 

Rastus: Well, sah, it’s dis way. I likes to take an 
active part, an^ I used to pass de collection basket, hut 
dey^s give de job to Brothah Green, who was in the 
world wah. 

Parson Brown: In recognition of his heroic service. 
I suppose! 

Rastus: No, sah. I reckon he got dat job in reco *ni- 
tion o^ having lost one of his hands. t 
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GIVE THE SAME THOUGHT TO YOUR MER¬ 
CHANDISE AS YOU DO YOUR 
CASH DRAWER 

Editor Hardware World : 

What should be the retailer’s buying and 
selling policies ? 

K this question had been put two years ago, 
any answer would have been accepted without 
critical analysis. For everyone knew the an¬ 
swer then, or thought he did. Today, however, 
no one will make such an admission. 

To us there are two important factors in¬ 
volved : First, stock investment; second, selling 
price. 

The average retailer today could cut his 
stock one-third and do as much, or more, busi¬ 
ness than he is now doing and make a better 
margin of profit; and, if the average retailer 
that is hard up had this one-third value of his 
present stock in cash, it would materially cut 
down his liabilities and relieve his mind to a 
considerable extent. 

There never was a time when it was so im¬ 
portant for the local jobber to keep his lines 
complete and give quick service. The retailer 
realizes that it is to his advantage to buy at 
home. There can be no greater appreciation of 
this fact than that voiced in a conversation 
which the writer had recently with one of our 
customers. 

‘‘Your salesman,” said a merchant, whom we 
will call “C,” “came into my store one morning 
when I was just folding a mail order to an 
eastern house and he asked me to permit him 
to duplicate the order so as to demonstrate the 
advantage in buying from his house. 

“ ‘All right,’ I said, and the second day I re¬ 
ceived the shipment from you, which I sold be¬ 
fore I received the shipment from the Eastern 
house. In the case of your shipment I had col¬ 
lected the money from my sale within the dis¬ 
count terms of your bill, whereas in case of the 
shipment from the Eastern house I had to pay 
the bill in ten days and I still had not received 
the merchandise.” 

“This experience,” our good friend went on 
to relate, “taught me a lesson which I shall not 
soon forget”—and, by the way, this merchant 
didn’t forget either, and this incident took place 
Uiree years ago. 

Your Merchandise Costs You Cash 

It is a strange thing, but a merchant will in¬ 
vest $10,000 in a merchandise stock and put it 
on his shelves and out in his back yard—and it 
goes practically unobserved unless someone calls 
for it—but take this same merchant, and he 
watches closely every dollar he has in his till. 

Daily he will figure up his bank balance. If 
he’s lucky enough to have his liberty bonds left, 
he will get them out of his safe frequently and 
give them the once over. 

But what about that gross of alarm clocks 
an oily-tongued specialty salesman loaded him 


up with by demonstrating “hot airly” the ad¬ 
vantages of an extra five for large scale buying! 
They are still under the counter—and will be in¬ 
ventoried December 31,1921, from the inventory 
sheet of 1920, and save the trouble of counting 
again and getting the hands dirty. All mer¬ 
chants are guilty alike of this offense, be they 
retailers or wholesalers. 

How, then, are some of the successful re¬ 
tailers attacking this problem ! Let us take the 
case of Merchant A, who is located about forty 
miles from Denver. Upon analysis of his ac¬ 
count we found that the number of separate 
and distinct purchases made by him during a 
year’s period averaged 30.7 per month, or more 
than one order a day. This merchant turned 
his stock a little more than four times. 

Now, Merchant B is nearer Denver and is 
consequently in a better position to draw on our 
stock and can make especially profitable use of 
it in filling special orders, and an analysis of 
his account shows that the number of separate 
and distinct purchases during a year’s period 
averaged 43.8 a month, or approximately 1.5 per 
day. Merchant B’s turnover for the period an¬ 
alyzed was four and one-half times. 

The common figure for stock-turn in the 
retail hardware trade as given by the Bureau of 
Business Research of Harvard University is L8 
times a year. Do you think that when the bot¬ 
tom fell out of business last fall that these mer- 
chants had to worry about overstock! Not at 
all—-there was no need for red-lettered price 
cutting banners decorating their windows— 
there was no mad scramble to unload. With a 
turnover of four to four and one-half times these 
merchants’ investments in stock are about 50 
per cent of the average merchant. 

It all gets down to about this: Buy as you 
sell. Buy often and in small quantities and 
strive for turnover. Follow the market in fix¬ 
ing selling prices, both on goods you buy 
and the goods you have in stock regardless of 
the old cost. The public today is looking for 
lower prices and is entitled to the lowest possible 
prices. Yours truly, 

TRITCH HARDWARE CO., 
I>enver. F. A. Bare, President. 


NEW HYGRADE PRICE SCHEDULE BOOK 

We are glad to pass on the announcement of the 
Hygrade Lamp Co. of Salem, Mass., that the company 
has prepared a new standard price schedule book now 
ready for the trade. This illustrates and describes the 
lamps which bear the Hygrade triangle, including reg¬ 
ular B (tungsten vacuum), and C (tungsten gas filled) 
lamps, ^so round bulb, tubular, candelabra, sign, coun¬ 
try home lighting, Daylight, electric street railway, 
train lighting, street series and locomotive headlight 
lamps. 

Any Hygrade dealer who has not reeeived this 
schedule should communicate with his jobber, or with 
the company direct at Salem, Mass. Far western 
merchants may also be supplied from the various offices 
of the Omer Cox organization, western sales agents 
for the company. o 
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Buying Power vs. Buying Willingness 


Editor Hardware World : 

Our faith in the “buying power” and also 
the “buying willingness” of the consumer has 
been verified. During the past sixty days job¬ 
bers and dealers have wired orders for rush 
shipments. A day or two later they frantically 
wired, “When will our order be shipped?” Our 
laconic reply has always been, “Your order re¬ 
ceived—shipped same day.” 

**Wlio Said a Dead Town?” 

Last January while nearing Butte, Mont., 
salesmen on the train said it was no use to stop 
in Butte, for business was dead. A jobber there 
said the same thing; that there was no demand 
for our product or any other merchandise. I 
requested permission to accompany their city 
salesman for two hours Saturday morning be¬ 
fore my train left. Six calls were made. Four 
dealer accounts were opened. One dealer had 
our line, purchased from a Chicago jobber, and 
the sixth dealer was “out.” 

In Seattle, where over 50,000 shipbuilders 
were thrown out of employment due to the 
closing of the government shipyards, several 
jobbers had instructed all buyers to “Cease 
buying.” 

One live jobber “took a chance” in having 
a freight shipment sent at once. He put a spe¬ 
cial salesman out to cover the state, and 
“found” business to the extent of ten times his 
original quantity shipment within six months. 

In Evansville, Ind., in June, a prospective 
jobber claimed the demand had changed to 
cheap merchandise, instead of quality merchan¬ 
dise at a higher price. While we were talking a 
customer saw my sample on the counter, picked 
it up and asked the price. 

I demonstrated it and then told him the re¬ 
tail price. He insisted on buying it then and 
there. I had to sell him one of my samples. “If 
that man will buy a quality article,” said the 
jobber, “send me a gross.” Four weeks later 
he wired remittance by Western Union and in¬ 
structed us to “Double previous order, and 
rush.” 

In Birmingham, Ala. (June), a jobber said 
business could not be increased. The small deal¬ 
ers were not buying. “Where is the nearest 
town?” I asked. “Seven miles to Ensley,” he 
replied. 

We jumped into his “Henry” and drove 
through a driving rain to Ensley. We made 
three calls, opening up two dealer accounts. He 
gave me an order treble in size of any previous 
order, and nine days later wired, “Double our 
last order; business can be secured.” 

Depleted Stocks Mean Depleted Profits 

These are but a few of the cryptic examples 
that have an important message in formulating 
future policy. Go into any department store 


and “listen in” on the conversation between the 
sales clerk and customer. Perhaps the customer 
asks for a nationally advertised article that has 
been featured in advertising by the store for 
years. The clerk replies in a tone, weary from 
repetition in answering similar requests, “We 
are out of that item.” After vain searching 
in other stores, the customer goes home without 
purchasing anything. 

This condition is universal. Ask your wife 
or daughter what their experience has been 
when “out shopping.” Perhaps it is economy 
for you, when she is unable to buy those things 
she wishes. It is lost sales and reduced profit 
for the dealer; when customers get worn out 
trying to buy the merchandise they want ami 
cannot find it. 

A large clothier in Kansas City features and 
advertises “Rocking-chair” summer underwear. 
Yet on June 1 at the very beginning of the sum¬ 
mer season—when I wanted to purchase my 
summer supply, I was informed “We do not 
have your size in stock.” 

I had been buying one style and make of 
shoes and oxfords at one store for over seven 
years. I went in one day this spring and as 
usual told the salesman, “Just duplicate this 
oxford.” 

He gave it the once-over and said, “We did 
not buy heavily this year and haven't had this 
size in stock for several weeks.” I decided to 
wear my old oxfords a few months longer. He 
didn't even suggest they would be glad to order 
a pair special for me. 

And Yet BnsineaB Is Bad! 

We are as zealous in helping our customers 
stop the leaks as we are to make prompt ship¬ 
ments. One customer was ordering an item in 
quarter-gross lots with a shipment by express 
every week or ten days. We suggested that he 
anticipate his requirements and requested per- 
mi.ssion to ship a gross by freight, as "we allow 
full freight to his city on gross lots. He accepted 
immediately and advised he had “Overlooked 
the freight possibility as they had been buying 
from hand to mouth.” 

In this case our service department helped 
conserve some of the “profits” that were spill¬ 
ing out before they got to the yawning “cash 
drawer.” 

Pendulum Swinging Toward Normal 

It is evident that business has been “off- 
form” in many ways. Adjustment of industry 
has been a necessity. From a rampant sellers’ 
market the pendulum has swung to the otluT 
extreme of a buyers' hesitancy. The pendulum 
shows signs of again returning towards nor¬ 
malcy. 

There has been more unemployment recently 
than for several years. It^ lil^wif^true that 
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the dollar has more purchasing power. Mil¬ 
lions of people whose incomes were not swollen 
by war profits and who have been economizing 
in their home purchases are now able to pur¬ 
chase merchandise that has been denied them 
and for which they are in urgent need. 

In view of the widespread rumor that retail 
business is dull, it is refreshing indeed to note 
the report in the Monthly Review of credit and 
business conditions in the Second federal reserve 
district by the Federal Reserve Agent, New 
York, issue of August 1, 1921. The following 
paragraph quoted from the Monthly Review fur¬ 
nishes food for thought: 

“Net sales by representative department 
stares in this district during June were 7 per 
cent below sales of June, 1920, and less than 
1 per cent below those of May of this year. As 
prices on the average are probably 20 to 30 per 
cent below those which prevailed last year, and 
as the number of individual transactions in June, 
1921, was about 11 per cent greater than in 
June, 1920, it is evident that the amount of mer¬ 
chandise sold continues to be greater than last 
year. Sales in June, 1921, show an increase of 
about 20 per cent over sales in June, 1919, when 
prices were more nearly equivalent to those pre¬ 
vailing today. 

“Sales for the first half of this year were 
about 5 per cent less than the first six months 
of 1920, but about 25 per cent greater than dur¬ 
ing the same period in 1919.’’ 

The above indicates that people are still buy¬ 
ing merchandise. 

We had plenty of feverish excitement during 
the war period. Everyone appointed himself a 
committee of one to “cheer on’’ buying. What 
business now needs is not so much a “cheer 
leader’’ or grandstand applause as it needs team 
work, and plenty of it. The opposing team of 
pessimism has been gaining ground and the 
thunders of the calamity howlers have seem¬ 
ingly drowned out the voices of progress and 
optimism. 

Buy Dependable Merchandise 

If I were a dealer or jobber I would first of 
all strengthen my sales force. I would preach 
optimism and teach the secrets of service. I 
would have about me only red-blooded men and 
women who were loyal to the “firm first,’’ and 
who believed in value-giving merchandise. I 
would study and improve my advertising meth¬ 
ods and increase my advertising appropriation— 
whether it be display advertising, dealer or con¬ 
sumer helps or personal presentation. I would 
analyze my sales possibilities and buy sufficient 
quantities of dependable merchandise to enable 
me to meet the normal demand. I would then 
bend every effort to increase that demand. 

If I were a dealer, I would visit the best 
“live wire” dealer I could find—just outside my 
territory—and pay him a visit of a few days to 
learn at first hand that “1921 is rewarding 
fighters.” The lessons learned by observing 


the results secured by those who are going ahead 
will put new faith in your own business. The 
man or business that “hits the line hard” has 
a hundred-to-one greater chance of reaching his 
goal than the one who hesitates, after the ball 
of local sales opportunities is in his own hands. 

Team Work Needed 

A “cheer leader” is an inspiration between 
plays. In the thickest of the fight he is un¬ 
heard. It is the team work alone than then 
counts. The manufacturer alone cannot carry 
all the load. Business needs the team work of 
the jobber and dealer in buying merchandise 
and going after business with increased momen¬ 
tum. Such team work will keep factories run¬ 
ning, will prevent lost business and lost prof¬ 
its because of depleted stock. It will stabilize 
business quickly and satisfactorily all down 
the line. 

It will renew and increase our fighting faith. 
In the language of our Birmingham friend, 
“Business can be secured.” 

Yours truly, 

COMSTOCK-BOLTON COMPANY, 
H. P. Comstock, Gen. Mgr. 


HAVE SEASONABLE GOODS ON HAND 
WHEN NEEDED 
Editor Hardware World : 

Business this spring moved in a very satis¬ 
factory volume, everything considered. 

We find the retail hardware man, as regards 
his credit, in a very healthy condition. There 
is no reason why he should not remain in this 
condition. It is not the time to plunge, and 
he should buy as he needs it, from his closest 
sources of supply. If he keeps his stock well 
filled up, and buys conservatively, he will turn 
over his stock this year, and do so at a profit. 

We find that the consumer is buying what 
he needs from the home merchant, so it be¬ 
hooves the retailer to do two things—keep his 
stock up, and his prices down. That is, he 
should follow the market on all staple lines as 
near as possible. 

We look for a fair volume of fall business, 
and would advise that the merchant have his 
seasonable goods on hand early. 

Yours very truly, 

THE SMITH BROS, HDWE. CO., 
Columbus, Ohio. J. A. Bury, Treas. 


B. F. Heathman has sold his interest in the Ashland 
City Hardware Company at Ashland City, Tenn., to 
Hamilton Williams. 


J. E. Grubbs, D. B. Scohec and B. H. Bartlett are 
erecting a new building, in which their hardware stock 
will be installed, at Winchester, Ky. 


Browder Hardware Company at Duncan, Oklahoma, 
have purchased the stock of C. H. Slaving, and are now 
incorporating their company, with L. A. Browder as 
president. They will remodel the store and add new 
goods and fixtures and will also carry a line of shelf 
hardware, queensware, glassware and house furnishings. 
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BE READY TO SUPPLY YOUR TRADE 
Editor Hardware World: 

In our opinion normalcy is returning and the 
jobbers and retailers need not hesitate to place 
orders for stock in reasonable amounts during 
the next six months. 

Following the post-war extravagance ultra¬ 
conservative buying has prevailed for the past 
year. In order to liquidate stocks prices have 
been slashed. The buyers’ strike has caused 
merchants’ stocks to run low, factories to close 
down, men to be thrown out of employment and 
the public buying willingness to be reduced to 
the lowest ebb we have seen in years. 

Today, we believe that we are on the up¬ 
grade. The low ebb of business depression 
seems to have passed. Crops are generally 
good the country over. This fall the farmer 
will have money which he will spend—sensibly, 
to be sure, but none the less “money to spend.” 
Then too, factories are opening, men are being 
employed again and this must mean improve¬ 
ment. Finally, the soundness of our financial 
condition (thanks to our Federal Reserve bank¬ 
ing system) must mean easier money. 

The lessening of buying resistance which 
we look for means that the retailers must have 
goods to supply the consumer demands. Their 
stocks are so low that they must buy from their 
jobbers. The jobbers’ stocks are also low so 
they must buy from the manufacturers, who in 
their turn must buy from other manufacturers. 
Thus the tide of renewed industrial energy must 
flow back to the producers of raw materials— 
to the mills, the factories, and the workers in 
fields, forests and mines. 

It looks as though the wise merchant of 
today is he who, recognizing these conditions, 
commences immediately to lay in his stock, 
ever remembering that over cautious buying 
now would be as disastrous as was reckless 
buying a year ago. 

The dealer who gets business this fall will 
not be the one who says to his customers, “I’ll 
order it from my jobber and have it here in a 
few days.” The jobber may have to order from 
the factory, the factory may have been closed 
down. In any event, more far-sighted distribu¬ 
tors will probably have bought up the factory’s 
surplus, so the dealer may have to wait weeks 
or months. 

In the meantime, the customer, tiring of the 
delay, will buy from some competitor—one who 
has had his “ear to the ground” and is pre¬ 
pared to supply demand. Goods cannot be sold 
unless they are available to the public and to 
the middleman through whom is found an out¬ 
let to the public. 

In conclusion, our advice is: Study your 
markets while marshaling your resources. Then 
safely and sanely, but none the less surely 
strive to supply your trade by buying to meet 
their requirements. Is it not true that the 


acquisition of good goods is as essential to suc¬ 
cessful merchandising as is their distribution! 
It seems to us that such is the case and that 
acquisition and distribution combine to estab¬ 
lish true selling service. 

Yours very truly, 

THE COLEMAN LAMP CO., 

H. K. Cassidy, Asst. Sales Mgr. 


USE CAUTION, YET DON’T LOSE SALES 
FOR LACK OF STOCK 
Editor Hardware World : 

As to our opinion of the best buying and 
sales policy for retail merchants: Just at this 
time we would pursue a cautious buying policy, 
but would try at all times to have on hand suffi¬ 
cient staple items to take care of immediate re¬ 
quirements. 

In our opinion, merchants very frequently 
lose more by not having the goods called for 
than they have saved by waiting for a declining 
market before placing orders for actual require¬ 
ments. 

As to sales policy: We believe in following 
the market closely and selling on a basis of the 
market rather than cost. 

Just at this time there seems to be a very 
good business from sections governed by agri¬ 
cultural developments, and we are hoping for 
an improvement in industrial business in the 
early future. Yours very truly, 

SUMMERS hardware CO., 

J. A. Summers, President 


DECIDED CHANGE FOR THE BETTER 
Editor Hardware World: 

At the time of your former communication 
there was such a pronounced degree of uncer¬ 
tainty as to just what the best course with ref¬ 
erence to buying merchandise would be that we 
were reluctant to impart a single utterance. 'We 
are very much gratified over what has im¬ 
pressed us as a decided change in this respect 
in the interim, and can say without hesitation 
that our judgment is that the wise course to 
take through the ensuing fall and winter season 
is to buy one’s requirements. 

If purchases are confined to this there is 
but little danger of losses from depreciation in 
value before the goods could be turned over at 
a profit. Therefore, it is not a case of “do as 
we say and not as we do,” but do as we are 
doing. This means that we are placing in 
numbers a good many orders, but they are small 
and confined strictly to a thirty to sixty day 
requirement basis. 

Our expectations are that we shall sell these 
goods at a profit, thereby helping to keep up 
our volume, and incidentally making a little 
profit during the while. 

Yours very truly, 

THOMAS OGILVIE HDWE. CO., INC., 
R. J. Ogilvie, President. 
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SUNSHINE AND PROSPERITY JUST 
AHEAD 

Editor Hardware World: 

The retail hardware dealer at the present 
time should conduct his business on the most 
conservative principles possible, but not to the 
extent that his business will suffer. There are 
many articles that the dealer cannot afford to 
be out of, even though he feels sure there will 
be a decline in price before he sells the entire 
amount he has ordered. 

Those who are looking into the future with 
clear glasses, can see sunshine and prosperity 
ahead, and we will be in the midst of prosperity 
as soon as we all destroy selfishness and give 
in its place cooperation. Many of the prices 
today are too high. Before we can have real 
prosperity all prices must be reduced to what 
would be called ‘‘normal.’’ 

The farmer, the original producer, realizing 
a decline of one hundred per cent in wheat, 
does not feel in a buying mood when he dis¬ 
covers that he is paying the same price for a 
shovel that he paid when the world was at war. 
Potatoes have but little if any value to the 
farmer, and all his other products have reduced 
greatly, yet hotel rates are the same as when 
sugar was thirty cents per pound. 

The railroads insist that they must employ 
their labor at smaller wages, yet tell us it will 
even then be impossible for them to reduce 
their rates. Some manufacturers tell us they 
cannot reduce their prices, overlooking the fact 
that they are not operating full time, yet the 
full overhead is added to their cost. In the 
meantime, Germany is coming to our markets 
with such attractive prices tiiat it is forcing 
many of us to forget the vows made in those 
most solemn times. People are ready to buy 
goods when the right prices are established 

The largest maker of automobiles in the 
world informs us that their production today 
is the greatest ever in their history, but the 
supply is not sufficient to satisfy the demand. 
One of the largest, oldest, and most reliable re¬ 
tail hardware stores in Detroit occupied a full 
page in all our daily papers, the heading of 
which was “People Are Demanding’ Lower 
PWces,” and they succeeded in getting people 
to believe that nearly every article in their 
store was reduced from twenty-five to sixty per 
cent in price. The result was a most successful 
sale. They found it necessary to lock their doors 
a number of times as no more'c»/^ple could be 
accommodated at that time ' \ore. 

In Detroit and vicinity ®'is very fair. 

The automobile industry is po^ibij^ running bet¬ 
ter than other manufactures. There has been 
one or two very large automobile companies just 
organized, and there are one or two more who 
have about completed their organizations and 
their announcements will be made in a few 


weeks. This shows that they have faith in our 
future prosperity. 

Very truly yours, 

BUHL SONS COMPANY, 

Detroit. A. H. Nichols, Asst. Gen. Mgr. 


VISION AND COURAGE NEEDED 
Editor Hardware World : 

It would be useless for anyone to recommend 
any very great anticipation of needs by the 
jobber in a period of falling prices such as we 
are experiencing at the present time. 

However, this does not mean a faint-hearted 
policy which results in orders only upon requi¬ 
sition by the ultimate consumer. While the 
merchant should not plunge, neither should he 
hold off buying from the manufacturer until 
he has actually made a sale. 

Just how prevalent this policy is is shown 
by the large proportionate number of tele¬ 
graphic orders which manufacturers receive to¬ 
day, calling for express shipments of merchan¬ 
dise. This means a greater expense of doing 
business and a loss of prestige and standing by 
the merchant because of his inability to properly 
perform his function in the scheme of distribu¬ 
tion. 

During the past six months the buyer should 
have been cautious and conservative. What he 
needs during the coming period is vision and a 
courage to live up to it. 

Very truly yours, 

THE ELITE MFG. CO.. 

J. W. Friblej, Sales Mgr. 


MONTANA MERCHANT’S POLICY 
Editor Hardware World: 


We are buying conservatively and only our 
immediate requirements. We do not believe 
hardware prices have reached bed-rock as yet, 
consequently are advising our customers to buy 
what tbey absolutely must have and as they 
need it. 

We find that some of our largest customers 
are buying in small quantities, aiming to turn 
over their stocks more often. 

A large dealer told us recently that unless 
he could lay goods down at least 20 per cent 
cheaper from the eastern jobbers than a local 
jobber, he found it more profitable to buy local¬ 
ly. Taking into consideration the amount of 
money involved and the turnover of his stock, 
he found that he was money ahead by buying 
locally as he needed the goods. 

We find merchants are not placing future 
orders, preferring to buy seasonable goods when 
they are in demand. A large number of the 
retail dealers are going on a cash basis and as 
a result collections are improving. 

Yours very truly. 


Butte, Mont. 


MONTANA HARDWARE CO., 

E. 8. Woodland, Mgr. 
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RECOMMENDATIONS FOR FALL BUYING 
Editor Hardware World: 

Buying is now leveling off and getting to a 
sound basis. 

WeVe about over the hectic times of over 
or under-production and of strenuous efforts on 
the part of manufacturers to keep the wolves 
from the door. 

Contrary to all recent predecent we (The 
Hardwear Tire Corporation) are advising our 
customers to studiously avoid overstocking. 

This in spite of the fact that we predicted 
the impending tire shortage. 

It would be a comparatively easy thing to 
feature this shortage as a strong argument in 
favor of buying in advance of actual require¬ 
ments. 

But we don’t believe in it. 

We’ve all been through the period of over¬ 
stocked dealers’ shelves—and it did the manu¬ 
facturers more harm than the dealers, in spite 
of the fact that the manufacturers were much 
maligned and criticized for encouraging this 
overstocking. 

Perhaps they deserve this criticism. 

On the other hand, no one could foresee con¬ 
ditions as they have been, and in urging pre¬ 
paredness for a large business the manufacturer 
sincerely believed he was doing the best thing 
for everyone concerned . 

There were several unfortunate results of 
this—probably the most outstanding of which 
was the seemingly unlimited supply of “gyp” 
tires which were actually the “throwbacks” of 
surplus stocks that had to be turned into cash 
or credit. 

This was due partly to the fact that there 
was a shortsighted post-war overproduction— 
and partly to the extreme reticence of the buy¬ 
ing public to pay prices which would cover the 
seller without loss. 

The obvious sequel to this was a wholesale 
slashing of prices and a general demoralization 
of the market when everyone decided to take a 
loss and get out from under with ks much ne¬ 
gotiable cash or credit as possible. 

There was no price on tires. 

Anyone with real cash money could just 
about make their own price. 

These were halcyon days for the “gyps” and 
obviously everyone who didn’t go broke became, 
in varying degrees, a “^p.” 

The apparently unlimited supply, however, 
finally petered out and those of us who weath¬ 
ered the storm now find ourselves in the posi¬ 
tion of having more orders than it is humanly 
possible to fill for real tires at a real price. 

Nevertheless, experience shows that of the 
two evils, overstocking and understocking—the 
latter is the lesser, and for this reason practi¬ 
cally all of our customers are buying only as 
their current needs require. 

It was in my mind to recommend avoidance 
of “gyp” tires—but on second thought, it is 


probably unnecessary, for conditions will make 
it almost impossible to get them. There aren’t 
enough tires. 

One thing we may be sure of is that if a sup¬ 
ply of such tires is available they are not worth 
any price. 

The days of first class tires being sold at 
less than cost are over, and any tire that doesn’t 
fetch a fair price now is not right for some 
reason. 

A fair price doesn’t mean a high price. 

Tire prices are and will now remain as low 
as good quality will permit—but not lower. 

Probably the most practical way of buying 
is on the same basis used by the average manu¬ 
facturer in selling—that is, by quotas of car- 
owners in given territories. 

Find out how many cars there are in the 
section you want to cover. 

Figure four tires per car per year. 

Compare your organization with your com¬ 
petitors and decide what percentage of the total 
tire business you can get. 

Then on this basis keep your stock full 
enough to cover your requirements for not less 
than fifteen nor more than thirty days. 

Don’t jump at bargain prices without being 
pretty sure of what you are buying—but con¬ 
trary wise, don’t decide that any make of tire is 
everlastingly damned because one of that make, 
or two, should happen to go wrong. 

Remember, that in a good big percentage of 
cases the user is partly to blame and that any¬ 
way it isn’t possible to make 100 per cent of a 
factory’s output 100 per cent perfect. 

Occasionally a bad one gets by the most care¬ 
ful inspections. 

This is true of tires just as it is of watches, 
razors, automobiles, tin cans or any other manu¬ 
factured product. 

It sounds platitudinous to say “Buy the 
best possible quality for the lowest possible 
price,” but the fact remains that everyone takes 
a flyer from this old axiom every now and then 
on the hope that it will work out right. 

The seller who doesn’t give value received 
these days is very short sighted. 

In the effort to give the consumer the most 
for his money a lot of useless overhead expense 
has been eliminated. 

In our business we realized at the start that 
we couldn’t compete with the largest manufac¬ 
turers in consumer advertising. 

But we could and do compete very success¬ 
fully in quality and price. 

So we dc^^ded that the expense usually put 
into consun^ftsia(jvertising would benefit every 
one concerrf^t’ more if it were devoted to in¬ 
creasing quality and decreasing price. 

Another great contribution to lower prices 
was the adoption of a strictly cash basis. 

This b<asis was adopted not to avoid “bad 
risks,” but to avoid the tying up of a large 
amount of capital in accounts. j 
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The expense of thus carrying capital is con¬ 
siderably greater than that involved by credit 
losses from unpaid bills. 

Ejiowing from close experience that this is 
the case, we of course recommend buying for 
cash when the condition of the individual busi¬ 
ness permits it—but not without being sure of 
what you are buying. 

So, in a few words, our suggestions would be: 

1. Don^t overstock. 

2. Avoid tires of questionable quality re¬ 
gardless of price. 

3. Use some practical basis such as quotas 
of car owners in figuring your requirements. 

4. Consider quality first, then if you are 
able to get it for a low price—go ahead. 

Yours very truly, 

BENNETT BATES, 

Secy, Hardwear Tire Corp. 


SUCCESSFUL POLICY OF WISCONSIN 
MERCHANTS 
Editor Hardware World : 

In reference to yours of July 28, too much 
optimism is but little better than the ordinary 
kind of pessimism, inasmuch as both produce a 
twisted view of things in general. 

Therefore, we try to analyze business con¬ 
ditions very thoroughly and allow common sense 
lo shape our opinions as to how cheerful or 
gloomy the situation really is. 

Since the slump started last year, we have 
been reasonably successful in sizing up the sit¬ 
uation far enough ahead as to enable us to 
profit by our judgment. 

While there have been reductions in prices 
from time to time, and in some cases prices have 
come down about as low as can be expected, it 
cannot be denied that the general market still 
is and will, for some time to come, continue to 
be moving downward towards lower price levels. 

If that is true, stocks should be disposed of 
and replaced at current prices in quantity only 
sufficient to meet current demand — nothing 
more. This operation repeated over and over 
has the effect of reducing investment because 
replacements can frequently be made at reduced 
costs. By the same process, we take our losses 
early in the game by declining with the market 
and in so doing we gradually approach the 
point where we will have on hand a stock of 
goods bought at prices which will permit us to 
sell at a profit. 

The forcing of sales up to that time will have 
tended to speed up on turnover. 

Our sales and purchasing policy therefore is 
this: 

Go after the sales, don’t lose any. 

Watch your inventory, unload overstocks. 

Keep well sorted up in small quantities. 

Get rid of slow movers, and avoid restocking. 

Watch the market and get the lowest price 
on your purchases. Yours truly, 

mohr-jones hardware CO. 


. JOBBER AND RETAILER CAN HELP 
IMPROVE CONDITIONS 
Editor Hardware World: 

The policy of this company has been and is 
to as nearly as possible conduct along normal, 
on all business lines. This in an endeavor to 
play its part to bring all things back to a normal 
going business condition. 

With call money on the New York curb on 
July 29 at 3V2 per cent, it is an evident fact 
that the credit situation of the country will 
soon begin to ease off and the normal purchas¬ 
ing power of the consumer will be resumed with 
the cashing in of the crops which are now going 
into the market. 

Banks are beginning to report a considerable 
easing of the situation now. 

The only manner in which we can hope to 
arrive at a normal state of business is not only 
by the preaching of optimistic doctrines but the 
conservative practicing of same. Theory is 
good in some instances, but this happens to be 
one in which the practical application of their 
hopes and aims is the much more logically 
worked out solution along pleasant lines of the 
conditions which we have just passed through. 

Generally speaking, most lines of merchan¬ 
dise have been sold at points below cost of pro¬ 
duction for the past six months. Now that con¬ 
gress has properly advised us that we can an¬ 
ticipate no lessening of tax burdens and with no 
apparent correction of freight conditions for 
some time to come, it is self-evident that there 
is a large possibility the jobber and retailer will 
be buying against advancing market within 
next 90 days. While it is generally true the 
advance may be but slight, nevertheless he will 
have an increased value in his purchases by 
virtue of them costing him more money than 
the same commodities can be purchased for at 
this time. 

Many merchants and jobbers have viewed 
price declines of raw materials and labor as the 
only element entering into cost of production, 
while they themselves have felt pressure of ad¬ 
vance rates and should recognize that declines 
in raw materials have not reached the manu¬ 
facturer of the percentage of decline as indi¬ 
cated on the commodity itself. This is due to 
advance of freight. 

The labor condition of the country is such that for 
the retail channels to benefit as in the last few years 
the present idle labor must to a large degree be put to 
work in order that it can resume its normal purchasing 
power. In order to do this the retailers and the con¬ 
sumers must resume their buying in order that factories 
can again start up and engage this idle labor in actual 
production so that at this time much of correction to 
present situation lays entirely with the jobber and 
retail merchants. Its continuance is at their pleasure, 
when they resume their normal attitude and their nor¬ 
mal purchasing power, the market generally will become 
stabilized, business much better and credit very much 
easier. Very respectfully, 

QUEEN INCUBATOR COMPANY, 

By F. E. Coatsworth. 
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Builders’ Hardware Suggestions 

(By W. A. Cherry) 


B UILDERS’ hardware, as distinguished from 
general shelf hardware, is those goods that 
are used upon all of the different types of 
buildings. This class of hardware includes door, 
window, dresser hardware, and also any miscel¬ 
laneous hardware generally termed “finishing 
hardware.” 

Finishing hardware does not include nails, 
bolts, sliding door hangers, sash weights, win¬ 
dow cleaners’ safety device or any other hard¬ 
ware used during the time that the rough car¬ 
penter work or masonry is being installed in a 
building. 

Architects will avoid many misunderstand¬ 
ings if they will clearly specify what they con¬ 
sider “finishing hardware,” and also what they 
wish considered “rough hardware,” which is 
furnished by the contractor for carpentry or 
masonry. If the architect does not specify this 
clearly the general understanding as given in 
the above paragraph, should prevail. 

Much of *<aiV6 and Take** 

There is so much of the “give and take” in 
the builders’ hardware business that it is hard 
to tell where the stopping point should be. In 
most cases the contractor or architect wants all 
of the “take,” the hardware dealer gets the 
“give” end in ninety p^r cent of disputes. Prom 
a profit standpoint this must be taken care of 
in the making of an estimate for “finishing 
hardware,” either by adding a percentage to 
the cost, or by furnishing a list of the goods 
upon which the estimate is based. 

The first mentioned way is the best, pro¬ 
vided a competent builders’ hai’dware man 
takes the quantities from the plans and has his 
costs checked, this gives a chance to make up 
errors made in one contract by savings made 
in another. 

Making a price based upon a list is always 
a dangerous proposition, the contractor or ar¬ 
chitect depending upon the salesman’s ability 
to make a correct list, expects the “finishing 
hardware” complete for the building even if 
missing items are not included in the list, and 
often refuses to pay for them. 

No Beason for a Loas if Handled Properiy 
The builders’ hardware department of near¬ 
ly all hardware concerns is looked upon as the 
losing end of the business. This is caused in 
most cases by the owners having little or no 
knowledge of contract work. They see only 
the errors and none of the good features of the 
department. Unless a correct method of ac¬ 
counting for contract work is kept, the contract 
department will never get the credit to which it 
is entitled. A system such as mentioned above 
is now in use and has shown fine results. 


Where the contract department accounts 
are kept in the general set of books, it is im¬ 
possible to determine the value of the depart¬ 
ment. The following figures should show on 
the contract ledger: 

Total net cost of all goods delivered for the 
month. Total net amount invoiced for the 
month. Total expenses for the month, plus a 
certain amount for overhead expenses. 

With these figures, it can be determined 
whether the builders’ hardware department is 
making or losing money. “Rough hardware” 
should not be included in the above account, as 
the sales are too general in character. 

The profit end of any business is what, in 
the long run counts. This is particularly true 
of the builders’ hardware business. Any con¬ 
cern that considers that they are going to make 
money out of volumes with low profits is on 
the wrong track, and sooner or later are going 
to get hit, and hit hard. The selling, handling 
and collecting of these accounts are expensive. 

A larger amount is lost through bad debts 
than through the general business, and this can 
only be taken care of through the average 
profit obtained and paid for. In many of the 
states the lien laws are of little value and in 
many cases the credit department allows the 
claim to run beyond the time when the lien 
should be filed to get even such protection as 
the law affords. 

Need of More First Class Men 

The builders’ hardware end of the business 
requires salesmen of peculiar qualifications 
They must have a natural mechanical instinct 
or they will be a failure. They must have 
knowledge of architects’ drawings and specifi¬ 
cations. They must have the will power to 
study the business in all of its angles, and 
above all, they should have the art of making 
money for their employer. A salesman of build¬ 
ing hardware, to be successful in the long run, 
must possess a pleasing personality, know what 
he is talking about and be able to convince 
his prospective customer of this fact. 

The number of first class builders’ hardware 
men is far too few, probably not one-tenth of 
what it should be in our country. A school for 
the education of a large number of young me¬ 
chanical engineers would make a start toward 
supplying the demand, but we are met with the 
question, “What inducement is there for such 
a man to become a builders’ hardware sales 
mant” We can only answer that the supply is 
small and the demand large, thus insuring 
steady emplojonent. The builders’ hardware 
salesmen should be rated much higher than the 
general salesman, because of the greater me¬ 
chanical knowledge he must possess. 


Digitized by 


Google 



October, igsi 


HARDWARE WORLD 


127 



WM. A. CHERRY 

is a recognized authority on builders' hardware and 
speaks from an experience of many years' active con¬ 
nection with manufacturers, jobbers and retailers. His 
long connection with such institutions as Russell & 
Erwin, Tritch Hardware Co. and Joost Bros., is ample 
evidence of his marked ability. He was the first to 
introduce the idea of manufacturing builders' hardware 
from architects’ plans and specifications. As vice 
president and treasurer of the Western Brass and 
Manufacturing Co., he has the opportunity of putting 
into effect some of his ideas in a most practical manner. 

HaTe a Maa or Nona at All 

Mr. Hardware Dealer: If you have an in¬ 
competent man in your contract department, 
make a change at once, and if you can get a 
good man, don’t consider price as much as 
quality. You consider quality when buying 
goods, why not do the same thing when you em¬ 
ploy a salesman? This is the “-^erican Plan” 
it might be a good point right here to mention 
that a large number of people have the impres¬ 
sion that the “American Plan” spells lower 
sdaries and lower wages for all, but this is far 
from correct. 

Under the “American Plan” it is proposed 
to pay a man according to his worth, this means 
higher salaries for the “live ones” and lower 
JJ^es for the man that never gets an3rwhere. 
The day when a good man has a chance to go 
wp the ladder has not passed in this grand 
country of ours, but the day when he must be 
more attentive to business is here right now. 

Soma Bonders* Hardware History 


this company and associated with him were 
Prank and Andrew Corbin. The firm was 
founded in 1852. 

The Yale & Towne Manufacturing Co., of 
Stamford, Conn., was founded in 1869. Many 
other builders’ hardware manufacturing con¬ 
cerns have followed since that time, but the 
three mentioned are the pioneers in this indus¬ 
try. Mr. Phillip Corbin, after the formation 
of the American Hardware Corporation in 1903, 
became the president of that company and re¬ 
mained so until his death a few years ago. He 
was nearly 90 years of age at the time he died. 

Of all builders’ hardware manufacturers Mr. 
Phillip Corbin was without doubt the best 
known as well as the most beloved of all. The 
writer has enjoyed many conversations with 
Mr. Corbin, and from his rich stock of knowl¬ 
edge gained many fundamental business ideas 
that have since been of great value. 

Another Big Bnilden* Hardware ICaa 

Mr. George Sargent of Sargent & Co., was 
also one of the big men in the builders’ hard¬ 
ware business. He also lived a long life of use¬ 
fulness and made many friends who will long 
remember him. Mr. Howard S. Hart was for a 
number of years president of the Russell & Er¬ 
win Manufacturing Co. Through Mr. Hart’s 
management this company made wonderful 
progress, and the line of goods produced showed 
the highest mechanical skill. Mr. Hart also pos¬ 
sessed executive ability of the highest order. 

Henry B. Towne was for many years presi¬ 
dent of the Yale & Towne Manufacturing Co. 
He was retired from the presidency only a few 
years ago. 

The manufacture of modem American build¬ 
ers’ hardware dates from about the year 1880. 
Before that time most of the goods of this line 
was copied from English goods of very cheap 
patterns. Before the date mentioned Russell & 
Erwin Manufacturing Co. had produced a small 
line of compression bronze goods. 

Prior to 1880 hardware had been but little 
featured in buildings, but after that time a 
higher grade of hardware was in demand. The 
larger manufacturers entered into sharp compe¬ 
tition for this new business, and for a period 
of thirty years this competition continued. Dat¬ 
ing from 1910 to the present time little if any 
new ideas have developed in this line of busi¬ 
ness and some of the older concerns have actu¬ 
ally gone backward. 


The first factory established in this country 
manufacture of builders’ hardware was 
me Bussell & Erwin Manufacturing Co. of New 
ontam. This was in 1849. The writer was 
manager of this company’s builders’ hardware 
department in the city of New York for eighteen 


years. 


I- eonoern to enter the field in this 

Biitidn* Corbin, also located in New 


Other Building Hardware Manufacturen 

In former years the manufacture of builders’ 
hardware was confined almost entirely to the 
New England states, but in the past few years 
extension plants have been established else¬ 
where. Reading, Pa., has the Reading Hard¬ 
ware Co., and also the Pennsylvania Hardware 
Co., both large concerns. 

The Pacific Coast is also going ahead, and 


Phillip Corbin was the president of such concerns as the Western Brass Manufac- 
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turing Co. of San Francisco have recently pro¬ 
duced a large line )f builders’ hardware, which 
finds a ready market on the Pacific Coast and 
the mountain states. 

From a list of many a few of the best build¬ 
ers’ hardware salesmen might be mentioned: 
Robert R. Leeds and T. G. Usher, of the Russell 
& Erwin Manufacturing Co.; W. R. Hill and 
John Dalglish, of the Yale & Towne Manufac¬ 
turing Co.; W. D. Holmes and Harry Mills, of 
P. F. Corbin; Frank Robin, of Sargent & Co., 
are all men with national reputations and they 
will be long remembered by the older men in 
the business. 

The Lockwood Hardware Manufacturing 
Company is also of the old school, Mr. Lock- 
wood having formerly been a superintendent 
with tho Yale & Towne Mfg. Co. Fred G. 
Higgin, of Berkeley, is the western representa¬ 
tive of this company. 

In the year 1880 my hardware experience 
commenced. My first position was with George 
Tritch, of Denver, Colo. A few years after the 
George Tritch Hardware Co. was organized. At 
the present time the concern is the Tritch Hard¬ 
ware Company. Strict business rules were al¬ 
ways maintained and the training was of much 
value in after years. 

Some Things to Bememher 
After close association with the hardware 
business for forty-one years my opinion is that 
it is a good business if a man has the right 
qualifications. Maintain friendly relations with 
your competitor. Stick hard and fast for fair 
prices. Don’t let the factory representative tell 
you what margin of profit to add. Remember, 
he is working for sales. 

Figure a margin of profit that will pay divi¬ 
dends at the end of the year. Don’t let anyone 
fool you about 10 per cent profit, for any con¬ 
tract taken on such a margin is a loss. If you 
promise a customer a good line of hardware, 
then give it to him and you will make a satis¬ 
fied customer. Remember, that the salesmen 
who have reached the highest point are not those 
who have used the lowest prices. These men 
are the ones in whom the architect and contrac¬ 
tors have confidence and feel assured that they 
will get a square deal. 


ALL ON THE LOOKOUT 
In enclosing our renewal to the Hardware 
World, we want to tell you that we could not 
get along without it, and everybody in the store 
makes a grab for it, to see who will be first 
when the mail man brings it. 

Santa Cniz. EAST SIDE HDWE. STORE. 


J. L. Tucker ia planning to engage in the hardware 
business at Erwin, Tennessee. 


G. L. Hester, hardware merchant at Greenwood, 
Ird., sustained a fire loss of $ 18 , 000 , but will resume 
business as soon as a building is erected. He is now 
purchasing stock and fixtures. 


SUCK-SESS SEEK-RETS 


t Onst there wuz a Man who went 
into bizness for hisself. He felt that 
he wuz a Big Gun to have his name 
over the doar. 

It maid him swell with Pride at 
the thought of bein’ able to say to his 
employees, “Do this,” or “Do that.” 

Pretty Soon he wuz takin’ things mighty 
Easy. He wood get Down to bizness when 
the morning wuz half Over, an’ he wood take 
a Kouple of hours off at noon, an’ leave 
early. 

If anyone Hinted that he ought to be on 
the Job, he wood say, “That’s awl rite. They 
is plenty their to tend to awl the bizness what 
they is.” 

An’ he wuz rite at that, for they wuzn’t 
any too much bizness to do. The Help took 
things easy an’ each one shielded the other. 
If the Boss come in an’ found only one in 
site, that one wood klaim that the others had 
just gone out on a errand or wuz attendin’ 
to sum important matter. 

Instead of this, like as not, the help wuz 
at home asleep or attendin’ a movie. 

The less bizness they wuz the less knead 
the Boss saw of bein’ on deck. His credit 
got pore, an’ his help maid fun of him behind 
his back Because they had no respeck for 
him. It wuz plane that he wuz goin’ to lose 
all he had if sumthink wuz not Dun. 

Sew he advertised that on Account of 
pore Health he wuz obliged to sacrifice his 
bizness an ’ Seek a more favorable Climate. 

Peppul laffed an’ asked him what disease 
he was Sufferin’ from, an’ he Klaimed that it 
wuz Brain Fag. 

But most foakes though that he wuz Mis- 
takeN, an’ that the trubble wuz Elephantitus 
of the Ego. 

He sold his Bizness an’ got enough out of 
it to partly pay his Creditors. The rest 
stands in judgments against him. He lost 
awl his own money that his father left him. 

Next time—he’ll be wriser. But next 
time is a long ways off. 


BULL DOG SKID CHAIN FASTENER 

The Western Mfg. Company has been formed at 
Flagstaff, Arizona, to manufacture and market the 
trade-marked Bull Dog skid chain fastener. 

It is claimed for the new device that it grips with 
the tenacity of the bull dog and that it can be taken 
off or put on in a few seconds, even in the mud and 
with gloves. The device is also said to eliminate the 
use of equalizers and to keep the chain tighter by the 
powerful fulcrum that is built into it. 

H. R. Paulstone is the inventor of the device and 
with him in the company are H. A. Samsky and Harry 
Paulstone as manufacturing head and sales manager, 
respectively. _ 


B. A. Gietzen, of Columbus, Neb., is the successor 
to Louis Held. 
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WHEN YOU BUY GOODS BY SAMPLE 

(Copyright by Elton J. Buckley) 

When a man buys goods from sample, and, 
when they are delivered, he finds they are not 
according to sample, and therefore not what he 
bought, what should he do to protect his in¬ 
terests in the matter, and particularly how long 
a time has he got, after the goods are delivered 
to him, to inspect them to see if they conform 
to sample, and to return them if they do not? 

This question is constantly arising in the ex¬ 
perience of business men, both large and small, 
and it has occurred to me that it may be useful 
to answer it. 

I should say first that every sale in which 
a sample has been shown the buyer, is not nec¬ 
essarily a sale by sample. Very often a sample 
is produced to the buyer before the sale is made, 
but the order or contract subsecjuently entered 
into will contain its own description of the 
goods. In case of dispute over whether the 
delivery is good, the description in the order or 
contract will govern, and not the sample. A 
sale by sample is a sale made solely on the basis 
of the sample, without any other standard of 
quality, and without any other description. In 
such a sale the well established law is thus 

On a sale by sample the obligation rests on the 
seller to deliver goods corresponding to the sample, and 
if they do not correspond there is a breach of contract 
on the part of the seller entitling the buyer to reject 
the goods and relieving him from liability for the 
price if he returns them, or entitling him to sue for 
and recover the difference if he retains them. If only 
part of the goods are defective and the contract is 
divisible, the buyer may return those not corresponding 
to the sample and retain the remainder. For the pur¬ 
pose of determining whether the goods do conform to 
the sample the buyer has the right to an inspection and 
examination of the goods in bulk. The inspection 
should be made within a reasonable time and at the 
place of delivery. 

You see, therefore, that the buyer has choice 
of three remedies if the goods sent do not con¬ 
form to sample:— 

1— He can turn the goods back and refuse 
to pay for them. 

2— —He can keep them and pay only what the 
goods are worth. This is, of course, not neces¬ 
sarily the contract price. 

3— If any of the goods sent are according to 
sample, he can (if the order and the goods are 
easily divided up into sections or lots) keep 
those that are like sample and return the rest. 

Note that the buyer in such a case is entitled 
to inspect the goods when they arrive, but must 
do it within a reasonable time. What is a rea¬ 
sonable time is a very difficult question; thou¬ 
sands of law suits have arisen out of it. A 
reasonable tim.e is such a period as is reasonable 
under all the circumstances. Therefore, as the 
circumstances would always differ, so a reason¬ 
able time would differ. I have before me the 
decision in a case which an appeal court has 
just decided on this point in which it was ruled 
that two months was not unreasonable under 
the circumstances. This is much more latitude 
than the courts usually give in such cases. 


This case was interesting. The buyer bought 
the goods by sample March 9, and they 'were 
shipped and received shortly after that. The 
buyer didn’t look at them until some time in 
^lay, w^hen he found, as he claimed, that they 
were not according to sample. He shipped them 
back on May 5, and refused to pay the bill. The 
seller sued on two grounds, first, that they 
were according to sample, and second, that even 
if they weren’t, it 'w^as the buyer’s duty to in¬ 
spect them within a leasonable time, which he 
hadn’t done, and his holding of the goods up 
for two months bound him to take them. 

If this case had been referred to me, I should 
have been much inclined to advise that an in¬ 
terval of two months between receipt and return 
v as too great, and that the buyer was probably 
bound. Nevertheless, the jury that heard this 
case decided that two months was not unreason¬ 
able, and the court that heard the appeal af¬ 
firmed this on the ground that the question was 
primarily one of fact for a jury, and the jury 
having decided it in favor of the defendant (the 
buyer), the verdict must stand since there was 
nothing necessarily unreasonable about a two 
months’ interval. The following from the de¬ 
cision is interesting: 

The defense presented to the plaintiff action was 
that the merchandise contracted for wan to correspond 
with the sample shown, that the defendant relied on the 
statements of the plaintiff that the goods would cor¬ 
respond therewith, and that the goods delivered were of 
an inferior quality, different from what was ordered 
except as to a part of the quantity. The remainder of 
the bill was returned to the plaintiff as unsuitable and 
not according to the contract. The plaintiff ^s invoice 
was dated March 9, 1920. The merchandise returned 
was delivered to the carrier May 5, 1920. 

The sale having been made by sample, there was an 
implied warranty that the goods shipped would be like 
sample, and the buyer was entitled to a reasonable 
opportunity to make the necessary comparison and 
where as in this case as the defendant alleged, the goods 
ordered were mixed with other and different goods not 
included in the same contract, the buyer could accept 
the goods which corresponded with the sample and 
reject the rest. 

We are not disposed to hold that the time inter¬ 
vening between the receipt of the merchandise and its 
return was an unreasonable period in which to inspect 
them and ascertain whether they were up to the stand¬ 
ard of the contract. Making due allowance for the 
time probably consumed in shipment (about one week— 
E. J. B.) the period is not so long as to require us to 
say the delay made the defendant liable for the bill. 
It was a fact of which we may take notice that in that 
period transportation was attended with much delay, 
and a considerable time may have been consumed. The 
question of the reasonableness of the time (taken by 
the buyer to examine the goods and act) is a mixed 
question of law and fact under the particular circum¬ 
stances of the case, and is therefore for the jury to 
decide. Regard being had to the extent of the defend¬ 
ant’s business and the actual time between receipt of 
the merchandise by the buyer and its return, we think 
the court below rightly refused to give judgment for 
the amount of the claim. 


In spite of this decision, the general law 
would still be held to be that a buyer must not 
delay in the examination of the goods, but must 
examine them as soon as practicable in the ordi¬ 
nary course of business. ^ I 
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VANCE McCarty now with the 
CHICAGO BELTING COMPANY 

Vance McCarty, one of the moat prominent men in 
the leather belting industry^ has been elected vice 
president of the Chicago Belting Company. He leaves 
the Edward R. Ladew Company, a subsidiary of the 
Oraton k Knight Mfg. Company, where he was vice 
president. 

Mr. McCarty has been brought up in the leather 
belting industry, the first six of his twenty-two years' 
experience in this field being spent in the various 
departments of the manufacturing end of the business. 
For the last sixteen years he has been associated largely 
with sales work, where his intimate knowledge of 
manufacturing conditions, as related to consumers' re¬ 
quirements from an economical viewpoint, proved in¬ 
valuable to him. Although Mr. McCarty is an authority 
on all subjects connected with the manufacture of 
leather belting, it was as a salesman that he established 
his most enviable record. He has built up a record for 
individual sales of belting which has never been equaled 
in this country. 

Vance McCarty started in the leather belting busi¬ 
ness when he was 18 years old. His first job was in 
the Riverside Tannery. A year later be began to make 
leather belts in the belting plant of Fairweather & 
Ladew. Prom 1900 to 1905 he worked in every depart¬ 
ment in the entire plant and at every individual opera¬ 
tion in the manufacture of belting. He started with the 
fleshing of belting leather in the currying department 
and at the time he left tho factory to become a sales¬ 
man, he had charge of cutting and sorting, one of the 
most important positions in the actual manufacture of 
leather belting. 

From 1905 to 1918, he was first a salesman for the 
Pittsburgh branch, and later, in 1907, took charge of 
that branch and built up the largest volume of belting 
sales in Pittsburgh district. 

In 1918, Mr. McCarty went to New York City and 
took charge of belting sales of the Ladew Company. 
During this period of congestion and hurry, he reiUized 
more than ever the necessity of maintaining a high 
standard of quality, which enabled him to guarantee to 
every purchaser a product which came up to specifica¬ 
tions in every detail. This policy Dos been the basis 


of Mr. McCarty's phenomenal success in the belting 
industry. 

Mr. McCarty is familiar with the conditions of 
practically every industry and understands many of 
the individual peculiarities every industry of belt drives 
ir each of the principal belt using industries. In a 
number of cases, his solutions of bmting troubles have 
become recognized as standard belting practice. 

Mr. McCarty will make his headquarters at the New 
York branch of the Chicago Belting Company, 127-129 
Water Street. He will have charge of all sales in New 
York, PennsylvaniiL Connecticut, Rhode Island, New 
Jersey, Maryland, Delaware, Virginia, West Virg^ia, 
District of Columbia, and will fJso have supervision 
over all export sales. 


P. G. MORRIS’ BALANCED EXPERIENCE 

It is seldom that a man has the opportunity or the 
good sense to pick as liberal and **all round" training 
in production and salesmanship as Frank G. Morris, who 
has recently founded the Frank Q. Morris Co., sales 
and advertising counsellors in New York City. 

In view of Mr. Morris' intimate connection with 
both the hardware and implement trade and becanse of 
hib valuable experience, we are glad to call the attention 
of our readers to this new enterprise and commend him 
in it. 

Mr. Morris was brought up on a farm in the middle 
West and attended Iowa Agricultural College. Since 
that time he has spent three years as a farmer in the 
West and South; three years more as sales and adver¬ 
tising manager for the Cutaway Harrow Co., and for 
the last five or six years has been vice president of the 
Charles Advertising Company at New York. Diping 
that time he handled the publicity for such nationm 
industrial products as the Papec ensilage cutters, Burrell 
milkers, Goulds plumps, Henry A Allen drop forgings 
and Scfdecide, "the complete dormant spray." 

Thus Mr. Morris has been on the farmers' side of 
the counter, on the dealer’s side of the counter and on 
the manufacturer’s side of the counter, and he has 
been both the buyer and the seller on the three sides of 
the triangle. With such an endowment, such an ex¬ 
perience and in his present position he snould do good 
and valuable work both for the trade and for any 
manufacturers whom he might represent. 


WEST BEND ALUMINUM COMPANY RE¬ 
DUCES PRICE AND IMPROVES LINE 

An interesting announcement has come from the 
West Bend Aluminum Company to the effect that on 
July 1 its prices were again materially reduced and 
that its product, which is generally known as a standard 
for quality, is being made better than ever. This is 
the second reduction on West Bend ware in 1921, the 
first having been made on January 5. 

West Bend aluminum ware has always been popular 
both with the dealer and the consumer. It is con¬ 
sidered ouality merchandise that sells at a popular 
price. Toe demand for it continues steadily ana the 
company is gradually adding new and popular items 
to its already complete line. West Bend has gotten 
out some new dealers’ helps in the way of new cut-outs 
and hangers, and merchants who have received them 
report that the display matter is unusually attractive 
and useful. Catalog and price lists are ready for dis¬ 
tribution and inquiries should bo addressed to them at 
West Bend, Wisconsin. 


North Bros. Co., Phoenix, Arizona, has added a 
complete line of hardware to their stock of tractors and 
implements. 


Hardware Henderson has purchased the hardwso'e 
store of A. E. Stapwell at Ramona Acres, near Lios 
Angeles, Cal. 
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An Actual Selling Experience 


A Travding Salesman Demonstrates How Sales 
Can Be Made and Proves That Nine Times Out 
of Ten, That Only Suggestions Are Needed to 
Make Sales. Is There a Lesson in This for You? 


HUCKS!’’ exclaimed Bill Hartley, as he 
oi>ened his order book, preparing for 
business. “From what you have said, 
Yates, I suppose you think everybody is going 
to cease buying and leave the jobbers with a lot 
of useless traveling men on their hands.” 

“Well,” replied Aaron Yates, proprietor of 
the Cedarvale hardware store, “I certainly ex¬ 
pect to see things get tighter than they are.” 

The traveling man laughed. “Yates, youVe 
a gloomy old cuss. 1*11 admit that things are 
different today. But merchants have been 
spoiled. During the war almost anything could 
be handed to customers and they wouldn’t kick. 
They almost begged for stuff regardless of 
price because it was hard to supply the demand. 
And the public bought hurriedly to beat ad¬ 
vances in price; but now they are doing exactly 
the opposite.” 

“That may be true. Bill. But the fact re¬ 
mains : People are not buying any more; things 
are tighter than a drum.” 

“Shucks!” exclaimed Bill again. “See here, 
old man, I’m out to sell goods. But before I sell 
you a nickel’s worth I’m going to chase some 
of the gloom from your mental horizon.” 

Aaron Yates grunted skeptically without 
making any comment. 

Begin Bight at Home 

“First of all,” continued the genial traveling 
man, “we will begin right here with Cedarvale. 
You have a dandy little country town here with 
farmers all around to do a lot of buying. Dur¬ 
ing the ‘silk-shirt era’ we know farmers 
equipped their places with modem conveniences 
which they couldn’t afford in former years. 
You can see evidences of this everywhere. 

“There are new houses and farm buildings; 
you see new silos, windmills, new fences and 
more farming implements. You will also find 
these houses have been equipped with light 
plants and modem plumbing with mnning 
water. In short, the farmer, and everybody else 
for that matter, spent money while he had it. 
This created ‘good times’ and many merchants 
now sit and look back regretfully instead of 
looking forward. Those day are over, Yates. 

“But isn’t it plain that these buyers must 
naturally require additional equipment and sup¬ 
plies ; or at least they will need repairs for what 
they already have. Now if a farmer wants a 
windmill repair he will come here to your store 
first. You are close at hand and all of us want 
service. 


“But when he comes here you must have 
the stock. And to keep up your stock you will 
have to buy. Buy judiciously if you wish, but 
don’^t lose sales and allow money to go out of 
town to the mail order houses. It’s simply a 
case of having the stuff and then going after 
business instead of thinking how things used 
to be.” 

Yon BEave Hoard This Before 

“That sounds fine, Bill,” said Yates, still 
skeptical. “But talk doesn’t go far with me. See 
here,” he continued, pointing through the open 
door, “there comes John Burton in his car. He 
is going to stop in here for some trifle. When 
he wants some large orders filled he sends away 
for the stuff. Now John is one of those prosper¬ 
ous farmers you have been talking about—^he’s 
got all those new-fangled things on his place. 
Yet I’ll bet he won’t spend over twenty-five 
cents in my store. Let me see if you can sell 
as well as you can talk. Bill. I’d like to see you 
sell that farmer something more than he asks 
for. Perhaps you can drum up some of that 
loose business that’s lying around here.” 

Yates endeavored to be sarcastic, but Bto,rt- 
ley took him at his word. 

“All right, Yates. I’ll make an attempt; 
let me wait on farmer Burton—here he comes.” 


A Proper Method of Approach 


“I just want a piece of rope,” said Burton, 
as he entered the store. “We have a pesky cow 
that objects when we want to milk.” 

Hartley nodded. “Cows can be mean some¬ 
times,” he agreed, as he weighed the rope. 
“Stanchions in the barn make things better, 
don’t you think?” 

“Yes, I do,” replied the farmer. “I’ve often 
thought about putting in those patented steel 
stalls and adjustable stanchions; they are fine. 
As it is now, we simply tie the cows with a 
rope.” 

“Modem bam equipment is certainly a 
great advantage,” continued the salesman. 
“But instead of tying with a rope here is a 
handy rope halter which makes things easy. 
See, it is adjustable and can be made to fit a 
cow or a horse.” 

“Well!” smiled Burton. “That’s pretty 
nifty. I wonder why Yates never showed these 
to me before. Let me see—I can use four of 
them—no, make it five—one for the horse and 
four for the cows.” 

Bill wrapped the items quickly. 

“I guess that will be all,” said the farmer, 
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glancing at his watch. ‘‘I’ll have to get home 
early to finish my work before dark.” 

“I see,” smiled Bill, without dropping in¬ 
terest in the sale for an instant. “That last 
remark of yours just reminded me of something, 
Mr. Burton. Have you ever been shown the 
advantages of this new gasoline lantern T It 
casts a 300 candle power light and you’ll find 
it mighty handy on the farm. Hung 8 feet 
from the ground, it throws its bright rays 200 
feet in every direction. Let me show how simple 
it really is. ’ ’ 

“I’ve never had much use for lanterns,” 
said Burton. “They won’t give satisfaction 
under bad conditions, and that’s just when we 
need a light most.” 

“Sure; and I agree that the old-style lan¬ 
tern was not practical all the time. But modern 
invention has overcome the difficulty, Mr. Bur¬ 
ton. You see, this lantern can be knocked over 
without danger of setting fire to anything. Just 
one match is needed to Light it, and instead of a 
smoky oil flame you have a brilliant light that 
cannot be affected by rain, wind, snow or 
sleet.” 

“Well, it looks all right to me,” the farmer 
swung the lantern with an effort to put it out. 
“I’ve often wished for a good light for my 
night work. That ought to work fine in my 
milking shed. I’ll tell you what—let me take 
one of these lanterns along with me; I want to 
try it out. Maybe I can use another one later 
on.” 

A few minutes later John Burton departed, 
after handing Bill a check for his purchases. 

Hartley handed the check to Yates. “Does 
that look like twenty-five cents?” he joked. “I 
think that’s what you said Burton would 
spend.’’’ 

In Fact, He Didn’t Tblnk at AU 

“Well, I’ll be jiggered, Bill! I never thought 
Burton would buy so much. Why, he’s one of 
the most tight-fisted customers I’ve got. I 
really didn’t expect you to sell him more than 
what he asked for.” 

“Oh, shucks!” Hartley disclaimed any cred¬ 
it. “Burton may be a close buyer, but he saw 
that you had the goods and he saw what would 
help him with his work. He simply bought 
what he needed. Most buyers will do the same; 
they buy what they need regardless of market 
conditions. But the merchant has to have the 
stock, and he has to be up on his toes to get 
the trade. He can’t afford to sit around cussing 
about conditions. 

“There is another thing, Yates. I learned 
that Burton is in the market for modem bam 
equipment. You are the one who should sell 
it to him. But you’ll have to get busy and 
show him that he can get the stuff from you 
instead of sending away for it. Then sell him 
some modem dairy supplies, a cream separator 
and perhaps he can use a milk cooler or aerator. 


As I said before, there is plenty of business 
everywhere—but merchants have to go after 
it.” 


LEAENING FEOM DEPAKTMENT STORES 

The Nicholas Hardware Co., who are enter¬ 
prising merchants at Oak Park, Ill., tell us that 
they believe that it is up to the retail hardware 
merchants not to allow the department stores 
and the 5 and 10-cent stores to put it all over by 
their methods of display, but if the hardware 
men generally will fall in line and keep pace 
in these days of intensive selling and hard com¬ 
petition they will keep their goods well dis¬ 
played and marked, and in place of behind doors 
they will display them in windows and on coun¬ 
ters and on tables. They recognize the fact 
that sales are often made by suggestions. A 
customer coming in their store for some par¬ 
ticular item will often purchase a dozen items of 
different lines before leaving. 


OPENS BRANCH AT CEDAR RAPIDS 

Harper & Mclntire Co., of Ottumwa, Iowa, 
have concluded arrangements for opening a 
branch wholesale hardware house at Cedar 
Rapids, Iowa. Ground will be broken on Sixth 
avenue at once for a seven-story, fire-proof, 
sprinkler equipped warehouse building 100x140 
feet, with adequate side track facilities. It is 
expected to have the building completed, ready 
to receive merchandise by January 1,1922. The 
headquarters of the company will remain at 
Ottumwa. 

Harper & Mclntire have been in the hard¬ 
ware jobbing business at Ottumwa since 1867. 
and have grown to be large distributors in 
northern Missouri and southern Iowa. The 
branch at Cedar Rapids, where a complete stock 
will be carried, will enable them to extend 
their distributive services to central and north¬ 
ern Iowa and southern Minnesota. 


C. S. Nelson is successor to the Glenn Hardware 
Co., Mesquite, Texas. 


Casebeer & Hubbard are successors to W. A. Cowley, 
at Central Point, Oregon. 


F. J. Gorshans has succeeded F. Poppe in the hard¬ 
ware business at Chester, Neb. 


E. G. Johnson has purchased the business of A. A. 
Sanden & Son at Forest City, Iowa. 


W. S. Bone recently opened a hardware and auto 
accessory business at Sidney, Ark. 


Carlson & Trofast, of Kent City, Mich., have pur 
chased the business of S. I. Briggs, of the same place. 


J. E. Balfay has purchased the interest of J. F. 
Balfay in the firm of J. E. Balfay & Company, St. 
Paul, Kan. 


The J. R. Spragcns Hardware Company, Lebanon. 
Ky., has succeeded to the business of Spragens & 
Reynierson. 
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Let the 
Ford owner 
tell it- 


“What do I know about Ford replace¬ 
ments ? Plenty. This is my fourth 
Ford—it’s nearly ten years since I 
bought my first one and I’ll tell the 
wide world I’ve had trouble finding 
good replacements. 

“Last winter I woke up one morning to 
find my radiator bursted—leaking Uke 
a sieve. I knew that meant a new one. 
I’d heard of the Peerless—I knew it 
couldn’t be worse than other kinds I’d 
tried— 1 . decided to give it a chance. It’s 
on there now and working like the day 
I bought it. 

“A couple of months ago I tried to 
knock another car off 
the road and lost my 
fenders doing it. I got 
Peerless Fenders in 
place of them—and 
they’re just as good as 
the radiator. And that 
tool box there on the run¬ 
ning board that keeps 
me from going under the 
seat after tools—it’s a 
Peerless, too. Next 
thing I’m going to buy is 
a set of Peerless Wheel 


Discs — add a touch of class to the 
flivver, you know. 

“And I’ve learned this — that the 
dealer who sold me the Peerless Prod¬ 
ucts keeps a mighty good line of other 
accessories — I’m buying all my stuff 
from him now. It’s quality goods if 
I’m any judge—and I ought to be after 
ten years of hunting.” 

% ^ 

That’s the story of a real Ford owner. 
And you wouldn’t have to look far from 
your shop to find others just like him. 
They are satisfied customers — repeat 
customers—^the kind of 
customers that spell 
success for any dealer. 
If you haven’t learned 
the value of handling 
the Peerless line—get in 
touch with your jobber. 

If he can’t supply you— 
write us direct. 

1 ? 1 ? 

The Corcoran Mfg. Co. 

Dept. 14 

Section Ave., Norwood, Oindnnati 



PRODUCTS 


FOR FORD CARS 
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Extravagance of Wasted Time 


Sensible Suggestions in This Sales Manager’s 
Letter 


Editor Hardware World: 

For the last twelve months we have been 
liquidating. We have all been wearing our old 
shoes, our old clothes, patching up our tools, 
reducing our stocks and getting along without 
purchasing, excepting only just the various 
essentials absolutely necessary to carry along 
our very much depleted business. We have cut 
out extravagance in so far as purchasing ma¬ 
terials is concerned, but statistics prove that 
we have added another far greater piece of ex¬ 
travagance to our list than any heretofore in¬ 
dulged in, and that is the extravagance of 
wasted time. 

We have reduced our energies more in pro¬ 
portion than we have reduced our expenses, 
and most of us find ourselves today wastefully 
waiting and watching for the gold nuggets to 
come to us. In other words, we have stopped 
hustling. 

It was the writer’s personal privilege to 
visit Japan shortly after the Russian-Japanese 
war, going as far north as the island of Hok¬ 
kaido and as far south as Nagasaki, and at 
that time all Japan had been advised by circu¬ 
lar letter from the Emperor to curtail all ex¬ 
penditures possible; to get along with as little 
as possible. They were certainly doing that. 

People were without shoes in the coldest 
part of winter and were using ordinary sacking 
to wrap their feet in. They were without 
knives and forks to eat with, without chairs to 
sit on and with hardly any of the ordinary com¬ 
forts of life. They were getting along without 
much of any expense, but they were not pro¬ 
ducing. They were undergoing hardships to 
themselves and were not profiting by it. They 
had allowed the idea of curtailment and penury 
to supplant action and work. 

As I view the last twelve months here, I 
can see a considerable comparison to that of 
Japan after the Russian-Japanese War. We 
can get along on very little if we force our¬ 
selves to do so, but what do we gain by it ? The 
world needs products and all kinds of products. 

In our opinion, the best thing for all of us 
to do is to take our losses and start in to work 
and build them up again; mark the prices of 
goods down and cut the price of labor down, 
and insist on more hours’ work from every em¬ 
ploye and more active work from all salaried 
employes. 

Start booming activity and by the reduction 
of prices enable those working for a lower 
wage to procure as much, or nearly as much, as 
during the war period. We all need to stimulate 
activity in business. This slothful waiting is 
going to hurt us all. 


We have reduced the price of saws, in fact 
all the material which we manufacture, to a 
point which we believe is less than the present 
cost of manufacture; and we hope by doing* 
this to so stimulate business that the increased 
demand will allow us to operate at a profit. 

We ask you if you won’t take the idea con¬ 
tained in this letter and send out to your trade 
something along a similar line creating a chain 
of thought that will help toward getting busy, 
for that is the one thing that will change pres¬ 
ent condition. 

Yours very truly, 

SIMONDS MFG. CO., 

J. E. Kelley, Gen. Sales Mgr. 


SUPPOSE YOU WERE THE BOSS 

If you were an employer looking for help, 
would you hire yourself to go to workT 

If you were the boss, would you feel satisfied 
with the kind of work which you have done 
during the past week? 

If you were the boss, would you be convinced 
that you were studying, observing, and really 
trying hard to improve? 

If you were the boss, would you feel that 
your own work was so intelligently done and 
so efficiently handled that you could be ad. 
vanced from year to year, and given an ultimate 
position of trust and responsibility? 


FOREIGN MERCHANTS VALUE OUR 
PAGES 

Editor Hardware World : 

Enclosed find our subscription for your pub¬ 
lication. 

If this is not sufficient to cover, please send 
whatever bill there is for the balance. 

We have been reading a copy of the Hard¬ 
ware World, which has been passed on to us 
by another firm, when they were through with 
it, and we appreciate very highly the excellent 
articles which appear in its pages. 

We are a new firm with the best stand in 
Invercargill, and the prospects for business are 
excellent. 

Please continue your publication. 

Yours faithfully, 

Invercargill, New Zealand. VERNON SMITH CO. 


Frank Burroughs has sold his business to Jas. Hart, 
of Alliston, Iowa. 


.T. S. Barr is the successor to H. W. Allbright, in 
hardware and implements, at Birmingham, Iowa. 


Fred Heyer and H. Blackmore have disposed of 
their hardware business to Carter & Hayer, at Tingley, 
Iowa. 
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RuSCO Clutch Facings engage smoothly— 
never jerk; hold tightly—never slip; release 
instantly—never ‘ ‘ freeze. ’ * 

They contain nothing but asbestos and brass 
wire, solidly woven oversize and compressed 
to the required thickness. Excess treatment 
is baked out. They are thick enough to allow 
countersinking the rivets. Having more mate- 
raial compressed into the same space, they 
wear a remarkably long time. 


The motorist who once uses a Rusco Product 
wants more of it when replacement is neces¬ 
sary, and is favorably inclined to any other 
product that bears the Rusco name. 
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Rusco Products sell because 
th^ give SERVICE 


RUSCO 
CLUTCH 
FACING 
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The service given by Rusco Clutch Facings is 
typical of the entire line of Rusco Products. 
Dealers who know the value of giving real 
service, prefer to sell Rusco. 


Write today for complete 
selling and advertising plans 


THE RUSSELL MANUFACTURING 
COMPANY 
Middletown, Conn. 


Every Rusco Product 
is made for service 


Kusco Brake Lining 
Rusco Clutch Facings 
Rusco Hood Lacing 
Rusco Tow Line 
Rusco Fan Belts 
Rusco Tire Straps 
Rusco Tabbuckler Straps 
Rusco Emergency Brake 
for Fords 

Rusco Transmission Lin¬ 
ing for Fords 
Rusco Denonco Non-Chat¬ 
ter Bands for Fords 
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CARBON MONOXIDE POISONING FROM 
YOUR MOTOR CAR OR OTHER 
COMBUSTION ENGINES 

Of the nuraerous hazards encountered by tlie 
Safety Engineer wherever machinery is in use, 
those that give no warning of their presence to 
the senses are occasionally minimized by the 
workman, by reason of lack of perception. To 
illustrate: 

Gears, chains and sprockets are visible and 
tangible when at rest and in addition are audible 
when in motion; an ordinary poisonous sub¬ 
stance may give warning of its toxic origin to 
the sense of taste; evidence of fire may com¬ 
municate itself to the olfactory nerves. How¬ 
ever, there is a hazard in connection with the 
operation of internal combustion engines that 
is doubly serious by reason of the fact that it 
gives absolutely no warning of its insidious 
activity. 

Beware of Carbon Monoxide in the Exhaust 
Oaaes 

It is colorless, odorless and tasteless. Human 
blood has an affinity for it 250 times greater 
than for that equally tasteless, colorless and in¬ 
odorous gaseous element called oxygen; and this 
is the reason why even the small quantity of 
five parts in ten thousand may become danger¬ 
ous when breathed for any length of time. The 
amount of carbon monoxide in the exhaust gases 
naturally varies with the mixture, load and 
speed, but it averages about 5 per cent. The 
engine of an ordinary light car idling in a closed 
garage would, in ten minutes, form a dangerous 
amount of carbon monoxide. 

It is quite possible to eliminate this hazard 
and make this gas practically harmless by the 
adoption of either one of the two methods de¬ 
scribed below, or better, a combination of both. 
An exhaust system may be applied by direct 
connection to the motor to diffuse the products 
of combustion in the outer air, or else, an ade¬ 
quate supply of fresh air may be introduced 
to dilute the carbon monoxide below the dan¬ 
ger point. 

Adequate ventilation should be secured by 
providing an exit for noxious gases in the roof, 
preferably by means of a louvered skylight, 
and an entrance for fresh air near the floor 
level. Exhaust systems may range from a piece 
of hose slipped over the exhaust pipe and lead¬ 
ing to the outer air, to the installation of an ex¬ 
haust fan and piping in plants where many mo¬ 
tors are being '‘run in.’^* 

Intense headache, nausea, lassitude and loss 
of consciousness, not infrequently resulting in 
death, are the symptoms of carbon monoxide 
poisoning. 

Complete rest, warmth, fresh air and, if 
nec essary, oxygen, constitute the treatment. 

*In this connection, care must be taken to have no 
leaks in the exhaust piping. While the above article 
was being prepared for press one man was killed and 
another overcome by gases escaping from the leaking 
exhaust pipe of a gasoline engine. 


UNITED STATES STEEL CUTS ACCIDENT 
RATE IN TWO 

The accident rate per 1000 employes in tlie 
United States Steel Corporation has been cut 
more than half through the application of or¬ 
ganized accident prevention work, according 
to a report from the corporation. 

This result has been obtained through four¬ 
teen and three-quarter years ^ endeavor and at 
a large cost, the report shows. In the eight and 
three-quarter years from January 1, 1912, to 
September 30, 1920, the corporation spent 
$7,538,241 in accident prevention work. During 
the period mentioned 35,574 employes have 
served on safety committees. 

The exact decrease in 1920, as compared 
with 1906, when the corporation began to do oi 
ganized prevention work, was 54.04 per cent. 
In terms of men, it is estimated that 29,550 em¬ 
ployes were saved from serious injury. 

In the period from January I, 1912, to Sep¬ 
tember 30, 1920, the steel corporation spent 
$23,662,627 for relief of injured men and fami¬ 
lies of men killed. For sanitation it laid out the 
sum of $14,724,964. In welfare work it ex¬ 
pended $14,011,487. 

The report also contains an analysis of the 
causes of 220,707 accidents in the company’s 
plants. 

This analysis shows that 44.42 per cent of 
these accidents, or 98,038, occurred in hand la¬ 
bor, while machinery, excepting accidents in 
connection with overhead electric cranes, caused 
but 4.94 per cent, or 10,903. 


The Hoffman Hardware Company, Ellinwood, Kan 
sas, is a new enterprise. 


The Metcalf Hardware Company, 2143 North 
Lawrence Street, Wichita, Kansas, recently purchased 
the stock of the Gorges Company. 


The Wattles Hardware Company of Battle Creek. 
Mich., desires the address of the manufacturer of “S. 
T. & S. brad sets. 


Sharpe Brothers Hardware Company, 101^ We«t 
Seventh Street. Los Angeles, Cal., have leased the ad 
joining store and are remodeling it and will add to 
their stock. 


Andy Jensen, formerly engaged in the bicycle 
ness in Chicago, recently opened a store in Santa .\na. 
Cal., at 314 Kast Fourth Street. He will also add a 
line of sporting goods. 


The Witwer, Tate & Hefter Hardware Co. has com 
menced business at Centralia. Ill., and will handle 
a full line of hardware, housefurnishings, automobile 
accessories and sjiorting goods. 


The hardware firm of Henderson & Mackey, at 
Baldwin Park, Cal., has been dissolved, D. Henderson 
selling his interest to his partner, W’^alter R. Mackey, 
who will continue the business. 


The Townsan Hardware Company has engaged in 
business at Belmond, Iowa, and will handle electrical 
goods, hardware, tools, sporting goods, automobile ac¬ 
cessories and house furnishings. 

Digitized by 


Google 



October, iffgi 


HARDWARE WORLD 


137 



Two Bonier Kit—In Use 


The Year ^Round 


T here is a big field awaiting the 
enterprising dealer who will push 
the sale of Auto-Kamp-Kook-Kits 
during the Hunting and Trapping sea¬ 
sons. Thousands of these efficient 
stoves are sold every year to hunters 
and trappers and you can cash in on 
this trade if you will stock up now. 


SELL 

TRADE MARK 



Two Burner Kit—Closed 


Auto-Kamp-Kook-Kit bums motor gas¬ 
oline — gives a hot steady blue flame 
that will not blow out in a thirty mile 
wind—heats your tent comfortably on 
a cold day—folds up like a suit case, 
with all equipment inside—flight, com¬ 
pact and efficient. 


All equipment paoked Inside 


Price, with equipment.$17.50 

Pricey without equipment.$16.00 


Auto-Kamp-Kook-Oven, which fits any Auto- 
Kamp-Kook-Kit, makes it possible to bake 
and roast perfectly. Size of oven 12"xl2"xll". 
Folds up fiat to 12''xll"x2". 


Auto - Kamp - Kook - Kits are made in 
various sizes from the One Burner 
Hunter’s Special at $10.00 to the Six 
Party Suit Case Outfit at $47.50. 

Write us for dealer’s terms and prices. 


Prentiss-Wabers Stove Co. 


18 ^ring Street, Wisooiudn Bapids, Wis. 
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SERIES OF SALES WINDOWS MAKES 
SALES 

Ghas. E. Miller, manufacturer, jobber, exporter and 
importer of automobile supplies, hardware and tools, 
with headquarters at 231 West 54th Street, New York, 
are setting a splendid example in their window display 
activities. 

There are a series of window displays which Mr. 
Miller has been running, featuring the lines they dis¬ 
tribute, each showing some manufacturer’s product. 

One week it may be fire extinguishers, next jacks, 
horns, air compressors, windshields, spark plugs, etc. 
By supplementing this with newspaper advertising he 
has made his windows come to be much talked of and 
has caused his customers to go out of their way to sec 
what * ‘ Miller is displaying today. ’' 

This display shows the products of the Elite Manu¬ 
facturing Company, which attracted unusual attention 
and large sales were developed. 

O. A. Wycoff has succeeded Taylor & Wycoff 
Hardware Co. at Tonganozie, Kansas. 

Jones & Owen have purchased the hardware business 
of the late J. O. Probasco at Muir, Mich. 

J. I. Walters of Kansas City, Kansas, is moving 
his hardware stock to 1009 Central Ave. 

White & Jones Hardware Co. have sold out to O. H. 
Buchanan and J. P. Moore, at Fairbury, Neb. 

The Bingham Spair Hardware Co. are successors 
to Bingman Paul Hardware Co., Osceola, Iowa. 

Bell Bros. Hardware Co., Raymond, Wash., have 

g urchased the entire stock of Owen Bros. Hardware 
b. 

The Crawford Marshall Hardware Co., Vancouver, 
Wash., recently filed a petition to disincorporate their 
company. 

W. A. Cowley has sold his hardware business at 
Central Point, Oregon, to Casebeer & Hubbard, late of 
Elko, Nev. 

J. C. Ballard, a hardware and furniture dealer at 
Sparta, Mich., has incorporated, with a capital stock 
of $75,000. 


CHANGES IN N. C. R. EXECUTIVES 

Announcement has just been made of three import¬ 
ant changes affecting leading executives of The Na¬ 
tional Cash Register Company. 

John H. Patterson has resigned as president and 
general manager of The National Cash Register Com 
pany, but will continue actively in directing the affairs 
of the company. As chairman of the board of directors, 
Mr. Patterson will advise the directors and help formu¬ 
late the policies of the company. His son, Frederick E 
Patterson, was elected to succeed him as president, 
while J. H. Barringer was made general manager. 

John H. Patterson has been president of the Na¬ 
tional Cash Register Company for 37 years. He is re¬ 
garded as one of the world’s greatest business leaders. 
The institution he has built in Dayton is regarded as 
the world’s model factory. 

He built it from a workshop of one room with two 
employes to an organization employing more than 
ten thousand men and women in all parts of the world. 

Frederick B. Patterson is 29 years old. His first 
work was on a farm. He attended school for two years 
in England, and has been connected with the N. C. B. 
for 11 years. He has been taught the principles of 
business by his father, learning the N. C. R. business 
from the ground up. He started in as a workman in 
the foundry. 

In the interests of the company, he has visited all 
of its agencies, except Africa, Australia, India, Russia 
and Mexico. He was manager of the foreign department 
for two years, and until he entered the service of his 
country in 1917. In the late war he rose from a private 
in the ranks to a commission in the air service. 

This change in the official family of the N. C. B. 
places more responsibility on F. B. Patterson. The 
N. C. R. business is one of the largest businesses in the 
world. There are many problems to be solved. He has 
stated time and again tnat the policies of his father 
are the ones which will govern him in all that he does. 
This means that the world situation will take much of 
his time and attention in an effort to help bring order 
out of chaos. 

J. H. Barringer, the new general manager, was pro 
rooted from the ranks. He started with the company 
14 years ago, holding a minor position. He earned 
promotion very rapidly and in 1918 was made first vice 
president and assistant general manager. Mr. Barringer 
is only 38 years old. It is a remarkable tribute to 
his perseverance and ability that he has been chosen 
to manage one of the world’s greatest industrial insti 
tutions. 


Louis Davis has purchased a half interest in Hale 
Davis Hardware Store and the name will be changed to 
the Davis Brothers Hardware Store, at Granton, Wis. 

The Dixie Hardware Company, at Middlesboro, Ky., 
has been incorporated, with a stock of $20,000. The 
incorporators are Jacob Schultz, W. B. Schultz and 
D. Z. Gibson. 


The Athens Hardware Company, at Athens, Tenn.. 
have increased their capital stock from $25,000 to 
$50,000. 


The Jager-Asmus Hardware Company, Wyandotte. 
Mich., have increased their stock to $50,000, and are 
adding new lines and increasing their stock generally. 
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SAFETY DEMANDS 

That YOU and Every Other Driver Have a 

SEES-ALL Mirror on His Car 

—Ed. Kennard, President Seee-All Mfg. Co. 


SlY 


Beveled Plate. Non- 
r u 8 t i n K E n am 0 1 
Frame. Weight 156 ■ 

lbs. per gross, packed. I* * 

Comes In Individual I 

cartons. In ordering I 

be snre to specify I 

open or closed types, I 

as clamps differ. - 


I Sees-AIl Mirror I 

(Patente d) ] 


A Dealer writes: ‘‘I have received your Sees- 
AU Mirror and have installed it on my ear with 
greatest satisfaction. I find that it is all that 
yon claim for it.*’ 


A Jobber says: ''Never have 1 appreciated 
anything on my car so much as the Sees-AU 
Mirror. The duplex feature enables me, either 
as driver or passenger, to fully command the 
view behind. No ear is complete without the 
Sees-All Mirror, and I am tellmg this to all my 
friends. * * 


It’s the best thing in the world for avoiding automobile accidents and goodness 
knows there are enough accidents these days. 

My little Sees-All Mirror is really two mirrors in one—heavy beveled plate glass 
mirrors—in a neat and substantial metal frame, and are at the exact angle which per¬ 
mits the driver and his companion to see the road, both sides and behind, while looking 
ahead. 

It is quickly and firmly attached to the top center windshield, right before your eyes. 

- Try This Sees-All KDrror on Your Car 

10 Days Free 

So positive am I that when you once 
use this mirror on your car that you will 
recommend it to every car owner and 
sell it readily, that I am willing to send 
you one right now to try for yourself. 

JUST SEND THIS COUPON and 
the Sees-All Mirror will come to you 
postpaid. If you don’t like it, just send 
it back. If you keep it, remit $2.50. 
Please enclose your card or letterhead. 

Dealm and Jobben Write for Our Propoeition 

ADDRESS OFFICE NEAREST TO YOU 
1220 Boatin«n'8 Bank Bldg. 866 Phelan Bnildlng 
St. Lonla, Mo. San Frandaoo 

1810 Weatlake Ave. 388 Taylor St. 

Beattie Portland, Ore. 





LIST PRICE, $4.00 




Ed. Kennard, SEES-ADL Mfg. Co. 

Alright, Ed: I'll try your old Sees-All 
Mirror on my wagon for ten days that you 
offer to readers of the Hardware World. If 
I don’t like it, I’ll return it to you. Other¬ 
wise I'll remit you trade price, $2.50. 


My Car is Open Model ( ) Closed Model ( ) 
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N o. 1 

COIL SPRING 


LOW PRICED NO. 1 TRAP. GUARANTEED 

Every strong feature of merit found in either long-spring or under-spring Traps 
is embodied in the "Coil Spring** Never Break. 


.‘N«V«r Br«ak mail your order direct to us and it wiU b« bOlad throuch any Jobber 



With Chain 


you specify. Write today. 


$1.65 

PER DOZEN 

F. 0. B. Jobbinc Point 

No. 2 Coil 

Double Spring 

$3.60 Doz. 


FuUy 

CuaranU^d 

Againti 

Spring 

Breakage 


Ready for 
Immediaie 
Shipment 


TRIUMPH TRAP CO., Inc. mSrrrinio -c^iJS^T^ ONEIDA, N. Y. 


NOBODY HIRES YOUR TIME 

Nobody pays you for putting in so much 
time. 

Your time isn^t worth anything to anybody. 

It's only what you do that counts and that 
anybody will pay for. 

A man might punch the clock at six o’clock 
in the morning and stay inside the works for 
eight, ten or twelve hours, yet not have earned 
a dollar. Another man might be inside the plant 
only a few hours and have earned a good day’s 
pay. 

Perhaps you have sometimes remarked that 
the big fellows around the place often put in 
very little time, that they seem to take lots of 
time off. But corporations or other employers 
never measure the value of a high-salaried man 
simply by the number of hours he spends at 
his work. He is judged solely by the value of 
what he accomplishes. One man in an executive 
position might work twelve hours a day and yet 
not be worth $2000 a year, while another might 
be on the spot only half as many hours and yet 
be worth $20,000 a year. Incidentally, most 
men holding responsible positions devote a great 
deal of thought to their duties while they are 
away from business. 

The wise, willing, ambitious worker will 
strive to do so much work and to do it so well 
that he will sooner or later be promoted to a 
position where his pay will be governed not by 


so much per hour, but by the worth of the ser\'- 
iees he renders. 

This thought that your time is not worth a 
nickel to anybody is a helpful one to keep al¬ 
ways in mind. 

Don’t try merely to ‘‘put in the day.” Strive 
with all the energy and vigor you possess to put 
something into the day. 


CO-OPERATE WITH MANUFACTURERS 

Robert E. Nicholas, president of the Nicholas 
Hardware Co., of Oak Park, HI., tells us that 
one of the most effective methods of reaching 
the consumer, in addition to good local news¬ 
paper advertising, has been the frequent dem¬ 
onstrations made in their display windows by 
representatives of the manufacturers. 


CAN’T BREAK THE HABIT 
Editor Hardware World : 

I have not been in the hardware business for 
over five years, and I am now running a large 
poultry ranch of several thousand leghorn ! 
chickens, but I like the Hardware World so 
nuich I want it to continue to come. 

Naturally, in my business I use some hard¬ 
ware, and I like to keep in touch with what is 
going on in the business world. 

California. FRANK WEIGHT. 


The Salem Hardware Company, Salem, S. D., are 
the successors to E. M. True. 
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The 6//p'Shod Driver 



'Xhe s/i>>8hod driver leaves Weed Tire Chains in 
the locker when careful drivers put them on their 
tires. The s/f^hod driver comes recklessly put of 
side streets; the 5/i>>shod driver cuts comers; the 
s/i^'shod driver never inspects his brakes and steer¬ 
ing; gear; the s/i^shod driver does not signal before 
turning or stopping; the s/f^-shod driver does not 
give a warning signal of his approach. 

Help us concentrate the light of a condemning 
public opinion on the sA>shod driver—tAe greatest 
menace of motoring. 

Help us forge an endless chain campaign for motor¬ 
ing safety for everyone. 

Show this advertisement to aU slip-shod drivers 
you meet and ask them to spread its doctrines to 
others in their class. 

Reprints of this advertisement will be mailed on 
request. 


AMERICAN CHAIN COMPANY, Incorporated 

BRIDGEPORT CONNECTICUT 

In Canadat Dominion Chain Company, Limited, Niagara FaUt, Ontario 

General Sale* Office: Grand Central Terminal Building, New York City 
District Sale* OffioMt Boston Chicago Philadelphia Pittsburgh Portland, Ore. SanFrandsco 

THE LARGEST MANUFACTURERS OF CHAIN IN THE WORLD 
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Enterprising New Factory Sales Organization i 



Hessra. Tyler, Jones and Trenholm are the handsome trio of the live wire quintet of western sales represents* 

tives, mentioned below. 


As mentioned in one of our recent issues, the H. D. 
Tyler Go. has lately taken on the representation of 
some of the most important factory lines going to the 
western trade, and in line with our happy privilege 
so often in the past, we are glad to introduce or re¬ 
introduce the members of the Tyler organization to 
our western buyer-readers. All trade is but the coup¬ 
ling of goods with personalities, and neither can get 
very far without substantial help from the other. Thus 
we know that our readers, in common with every 
good merchant everywhere, are as much interested in 
the men they buy from as in the goods they buy. The 
two are so closely interrelated. 

The Tyler Co., through their offices at Los Angeles, 
San Francisco, Portland and Seattle, cover the jobbing 
trade of the western states in the interests of such 
standard lines as the padlocks of the Fraim-Slaymaker 
Hardware Co., the wrenches and pliers of the Barcalo 
Manufacturing Co., the cobblers’ outfits of the Fate 
Root-Heath Co., the bread knives of the Burns Manu¬ 
facturing Co., the electric fixture chandelier chain of 
the National Chain Co., and others. 

They represent Howard woodenware and washboards 
and Sunset mopsticks. 

Their woodenware department also sells Setter Bros, 
candy sticks and meat skewers and the Imperial line 
of rolling pins. 

Before organizing H. D. Tyler & Co., Mr. Tyler was 
district manager for the Crunden-Martin Mfg. Co. of 


KNOWIdSON 8PBIKO 8PBEADEBS 

1 Xlcksl Plaksd 
polished.. .12.00 



Emj to operate. Fits asy apriof. All dealers, or sent prepaid 
Spring Lmf Isbrlcetor Go., 1002 ForosI Avo., Am Aitor, Midi. 

Wactern lUpraMitlativa, Walter A. Scott Co.. HilU Bldg., San franciitoo. Cal. 


St. Louis, Mo., successively at Los Angeles, Portland 
and Seattle, with a general knowledge of sales methods 
throughout the hardware and woodenware business, his 
experience has dealt with the jobbing trade, and he is 
thoroughly familiar with the entire field. 

Earl H. Jones, in charge of the San Francisco office, 
was formerly associated with the A. C. Riddell Co., 
which has now been absorbed by H. D. Tyler & Co. He 
needs no introduction to the territory in which he has 
full charge. Mr. Jones is highly regarded by the 
trade, and his friendships extend all over the territory. 
He was formerly with the Whiton Hdwe. Co. in the 
sales department. 

T. L. Jackson is in charge of the Northwest, with 
headquarters at Portland. At Los Angeles W. J. Tren¬ 
holm is a new members of the firm. He has a wide 
acquaintance among the jobbing and manufacturing 
trade throughout the Southwest, inasmuch as he was 
connected For several years with such well-known 
firms as R. L. Craig & Co. and the Standard Wooden 
ware Co. C. L. Dawes was formerly engaged in man¬ 
ufacturing in Minneapolis, Minn^ and is covering the 
jobbing trade east and south of Ix>s Angeles. 


Electric Appliance Company 

807-809 Mlaaion St., San FrandBoo 


JOBBERS OF ELECTBICAL AND AX7TO 
SUPPLIES AND ACCESSORIES 


Electric Ranges 
Suction Cleaners 
Fan Motors 
Wiring Materials 


Wadilng Machinee 
Ironing Machines 
Heatij^ Derloee 
Auto Aocessorlee 


Tir e s Tubes—Ford Parts 


Genuine Crank Shaft and Connecting Rod 
Bearings, Etc. 
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America’s Best Cut-Out 

Operates easily/Lever adjustable to 
no strain on iSanRles. Costs 

cxh;iii8t pipe. y \^j^l^st^ttach. 

tightly on from heat— 

pipe. 'T doesn’t lose 

All exhaust expelled to rear (not down) 
through megaphone opening. Highly mach¬ 
ined valve stops duttenng. 

THE RETRY CUT-OUT 

“The Sdentific Detector” 

Why do particular motorists demand the Petry <?at-Out 
in preference to all others! Motorists find that the 
Petry Cut-Out is a carefully designed, well made prod¬ 
uct, and not some eastings carelessly assembled. The 
Petry Cut-Out appeals, on sight, as a ’’good job.** 
Compare it yourself with any other cut-out—and your 
verdict will be that it is ”4meriea*a Beat Cut-Out** and 
“Scientific Detector’* for tuning up and locating trouble. 
Sixteen sises for all makes of cars. 

If annf acinred by 

N. A. Mnr 345 N. Rasdolpli St, PMtodtIpaia 

**lCaktn of Petry Pnmp. VontUator and Pedal" 
Western Distributor: 

Homan Oowaa Oempany, 445-61 Bialto Building, 

San Francisco. Oalifomia 

Csdyrffdl mt, N. A, Fifty Ce.. /•«. 


AUTO TOPS and 
Seat Covers 

Top Becovors, Seat Oovws 

Badiator and Hood Oovers 

mde Onrtaina, Bain Guards 

Tire Covers, OnoLinaa Ford Tdpa 

Trimmers’ Material and Supplias 

Teuta, Paulins, Wagon Oovem 

Cotton Picking Bags 

Clifton Manufacturing Company 

Main Office and Paotory 

Waoo, Teocas 

■an Pranelooo. Oalifenda 

Omoa: SS9-41 Larkin St. 

Loo AngOloa, Oattfonda 

Offioo: 619 Koffth Broadway 




MQTOI^ MeI^CAIWIIB nOMRWY 

Wholesale Exclusively 

Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EZCLUSIVB DI8TBXBUTOB8 FOB THB 
FOLIiOWZHO LIMBS 

Motel Oil Momoeo Tool Bilta 

Oewaoe Peake Ignition Parte 

Motile Taboo Lockwood Boat Oovan 

Btroaborg Oarbnroton Eadlator Oorara. 

0 .«|jgr-Ot» 0 O«,.B,-S. 

for Fords Arrow O^ Obaino 

Oabxtel SnnbboxB Dq Pont Material 

Gllaoro Fai Balte Laidlaw Saat Oovar 

Kay Boo Spot liipite Material 

Moaeeo Bronaa DrCKnro Botraadora 

And a Ooaplote Idno of Mocbairtca* Tools and Oarage 
Equipment 

New 1920 Catalog Fuxniglied on Haqnast 

Motoi^ Mei^camhb Company 

lia-117 Sontli Wote Toapla Straot Salt Lite Olty 


REUAglE 

T 

Do You Sell Reliable Jacks? 

Do the jacks you handle 
satisfy your customers by 
giving them efficient and 
dependable service 1 Do ^ ^ 

they satisfy you by yield- 
ing a fair proht and a good 
turnover t 

Then tie up to the '^Reli- 
able” line! There is a 

Reliable Jack made for 
every type of motor car, in 
capacities from one to ten 
ton, thus meeting the re- 
quirements of every possi- 

Write today and let us send you 
our new catalogue 

Elite Manufacturing Co. 

Ashland, Ohio 
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WHY DOES ONE MAN GET MORE TIRE 
MILEAGE THAN ANOTHER? 

Sometimes the reason is the difference be¬ 
tween standard and “gyp’^ tires, but frequently 
it is a question of reasonable care. Ninety-nine 
per cent of the tires on which adjustments are 
asked show distinct signs of being run under¬ 
inflated, although there may be other contrib¬ 
uting abuses. Twenty to thirty per cent of tires 
are handicapped by neglect in delivering the 
mileage built into them by the maker. 

The motorist who drives with care saves 
extra wear. For example, though it is commonly 
understood that a 5 to 10 per cent lower infla¬ 
tion pressure may be used in cord tires than in 
fabrics to obtain the same relatively high mile¬ 
age, 5 inch cord tires are frequently run with 
only 50 to 60 pounds of air when they should 
have 80 pounds. 10 per cent reduction does not 
mean 45 pounds lower pressure. This is only 
one example of the carelessness that is so costly 
in lost mileage. 

The effects of ill treatment can be seen much 
sooner on a car than on a tire. In a tire the 
most delicate parts are concealed, and it is im¬ 
possible to take it apart for examination. As a 
result when the tire finally goes to pieces, the 
motorist has forgotten the abuses that ruined it. 
The tendency is to blame the tire rather than 
the driver. 


HELLS THAT ARE AND AINT 

Just what is meant by this word ‘‘Hell?^’ 

They say, sometimes, ^‘It’s cold as Hell 
Sometimes they say, **It^s hot as Hell;’^ 

When it rains hard, *‘It’s Hell,’’ they cry, 

It’s ‘‘Hell when it is dry.” 

They “Hate like Hell” to see it snow; 

It’s “a Hell of a wind,” when it starts to blow. 
Now “how in Hell” can anyone tell 
“What in Hell” they mean by this word 
“Hell”? 

This married life is “Hell,” they say; 

When he comes in late, there’s “Hell to pay.” 
It’s “Hell” when the doctor sends his bills. 
When he starts to yell, it’s “a Hell of a note.” 
It’s Hell” when the doctor sends his bills, 

For “a Hell of a lot” of trips and pills. 

When you get this, you will know real well 
Just what is meant by this word “Hell.” 

“Hell, yes!” “Hell, no!” and “Oh, Hell!,” too; 
“The Hell you don’t” and “the Hell you do!” 
And “what in Hell,” and “the Hell it is!” 
“The Hell with your,” and “the Hell with his!” 
Now “who in Hell!” and “Oh, Hell, where?” 
And “What the Hell do you think I care?” 

But “the Hell of it is,” “it’s sure as Hell,” 

We don’t know “what in the Hell” is “Hell.” 


Harry Brownlee has purchased the stock of Anton 
Peterson at Stockholm, Wis. 


MILES OF CORD IN ONE TIRE 

Here are some interesting facts about cord 
tires. A 30x3^/^ cord tire contains almost 9000 
feet of cord or over a mile and a half. A 35x5 
has over 30,000 feet of cord or over five and 
a half miles. This cord is made of long fabric 
cotton of far better grade than is used in or¬ 
dinary cotton goods. In appearance the cord 
is similar to medium weight fishing line. Each 
cord is insulated in rubber. Each cord or ply 
is separated from the next by a layer of rubber 
insulating which gives additional strength. 

Tests show that the strength of each cord 
is approximately fifteen pounds. To this is 
added the strength given by the rubber, which 
is approximately 3,000 pounds per square inch. 
A standard make of five inch cord tire has 
20 to 26 cords per inch. Eight plies or layers 
of these cords make up the carcass. This gives 
the 5-inch tire a strength in fabric carcass alone 
in excess of 2400 pounds to the square inch, 
irrespective of the strength given by other 
parts. 


L. P. Gauthier has opened a hardware store in 
Vivian, S. D. 


A. Pomerance has opened a hardware business at 
Linton, N. D. 


J. D. Drummond has opened a hardware store at 
Denton, Mont. 


Bietz & Grits have recently engaged in the hard¬ 
ware business at Wayside, Neb. 


Ireland & Grace have purchased the North Side 
Hardware Co., at Bertrand, Neb. 


Devener & Son have been succeeded by the Edge- 
ley Hardware Co., Edgeley, N. D. 


B. M. Hallening, a hardware merchant at North- 
ville, S. D., recently suffered a fire loss of $10,000. 


Walton & Williams have engaged in the hardware 
business at Hollywood, Cal., at 5101 Hollywood Boule¬ 
vard. They will handle a full line of hardware and 
housefurnishings, automobile supplies, paints, stoves 
and sporting goods. The new firm is composed of 
H. A. Walton and A. C. Williams, formerly of Ohio. 


C. E. Goody & H. S. Livingston, have purchased the 
stock of the Ledbetter & McEennon Hardware Com¬ 
pany at Davenport, Wash., and have added it to their 
plumbing and heating business. Ledbetter & McKin¬ 
non had previously purchased the Turner & Morse 
Hardware Company at the same place, removing part 
of their stock to their store at La Grande, Oregon, 
and are now disposing of the remainder of its to Messrs. 
Goody and Livingston. 


The Gray Nurse Hardware Company, Oroville, Cal., 
are the successors to the Ophir Hardware Company, 
having purchased the business, with the exception of 
the farm implements department, which has been pur¬ 
chased by George M. Westwood, who will continue that 

E ortion of the business at Oroville. H. C. Gray, mem* 
er of the new firm of the Gray-Nurse Hardware Com¬ 
pany, is the grandson of the original organizer of the 
business. He has been manager of the business for 
some time. His father, Prank C. Gray, becomes senior 
member of the new firm. 
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“HEXALL” 

Trad* Mark Bag. U. 8. Pat. Off. 

SOCKET WRENCHES 

Sold ander this guarantee: 

••Btmak any •HEXALL^ Wrmnch and We 
Repair it^No Charge** 

“HEXALL”—the beet aocket wrench in the world— 
comes in tweWe aete—a “HEXALL” for every need. 
A mechanically perfect tool that gets to the seat of the 
trouble quickly and efficiently. Handles are drop-forged; 
sockets made from bar steel, broached and pack- 
hardened. 

R. F. SEDGLEY, Inc. 

Also Mahen of **BABY** Hammoriou Rooohon 
2311-13>15 North 16th 8t. Philadelphia. Pa. 

Pacific GmbC Represeautivca. McDoaald ft Lioforth, San Frandsoo 


“Critchley-Six** 

Expanding Adjustable Beamer. Genuine original 
six or five blades are made only by 

CHADWICK & TBEFETHEN 

Portamonth, N. H. 

Rofimentod by CALDWELL SALES CO. 

San Frandaeo, Cat 







With New Era Visors in stock you will be prepared 
lu offer your car owners every feature of real value 
that can be obtained in other visors, some of which sell 
for much higher prices. Rain gutter, awning ends, 
sturdy throughout and a price of $10 makes the New 
Era line ideal. Write for Catalog. 

NEW ERA SPRING ft SPECIALTY CO. 

66 Cottage Grove Ave., Grand Baplds, Mich. 
Mamfrs. alf Ntw Era SpringM and Ntw Era BumPan 


DeLi 


(All Metal) VISORS 


“OIL RUINS TIRES’^ 

Motorists realise what a grant manaaa oil 
is to inner tnbas and, therofora, look for 
the place whara they ean fill tiraa with 

CURTIS AIR-FRKK 
FROM OIL 

Plva diffarant sisaa of oom- 
rassor. 125 diffarant oom* 


stock at moat Jobbart. 
Priea is right. A raanlt of 
25 yaars* azparianoa in 
compraasor manufacturing. 



Ceilis Pms. Mclgr. Ce. 

1512 Klanlan At., 8t. Louis 
580-L Hudson Tarm.^ V. T. 


IPORTANT 

8 UP PL Y HOn8B8: 


Wztta for our BxcluslTa i 
your 


Ajgmgi^^ropoMtlOB (HW) for 


ALERT TOOL COMPANY 

2S7.S9.41 north Sixth St., FhUodolphU, Po. 


Sioux Tools ara tha standard tools in garages averywhara 
for 

BEMOVIMO BU8HZN08 
BB-PAOIKO, BB-8EATINO, OBINDINO 
ANT AND ALL 8IZB VALVEfi 
ALBERTSON ft CO., Manufacturers. SIOUX OITY, lA. 


THE ONLY VALVE GBINDEB THAT 
DOES GBIND VALVES PBOPEBLY AND 
ON AN ABSOLUTELY COBBEGT PBIN- 
CIPAL. 

PROPERLY BALANCED AND GEARED. 
. USER CANNOT RING VALVES OR WEAR 
STEMS. 

ITS BALL BEABING BELIEVES USEB 
OF ALL STBAINS. 

WRITE US TODAY FOB SPECIAL TRADE 
DISCOUNTS 

UNIVERSAL EQUIPMENT k SUPPLY GO. sYBAmE.N.Y. 

Manufacturer of Simidicity Valve Tools 
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PROMINENT HARDWARE AND TOOL MAN¬ 
UFACTURER PASSES AWAY SUDDENLY 

Frank Edward Parr, founder and owner of the 
Clipper Tool Company, 284-286 Mills Street, Buffalo, 
N. Y., died suddenly recently, after an illness of only 
three days, death being caused by neuralgia of the 
heart. 

Mr. Parr had just returned to this country, after a 
ten week trip abroad and his sudden death has been 
received as a great shock. 

The hardware and tool world has lost one whose 
prominence in the manufacturing and development of 
small tools was well-known. 

Mr. Parr was born in Buffalo 52 years a^o and 
since the age of sixteen had been connected with the 
hardware and tool manufacturing business. Throughout 
his career he was recognized as a genius and authority 
on all hardware and tool business matters. 

In 1911 he organized the present Clipper Tool Com¬ 
pany, starting in a very small way. The company's 
growth was very rapid and is today recognized as one 
of the most completely equipped hardware tool com¬ 
panies in the country. 

Mr. Parr was well-known throughout the trade and 
social world. Much of his time in the past few years 
was spent on charitable and welfare work. He was 
looked upon as a real friend of the needy and at all 
times was greatly interested in the welfare of bis em¬ 
ployes. 


The Tucker Hardware Company have opened at Er¬ 
win, Tenn. 


The Seibert Hardware Company at Belleville, HI., 
report a very satisfactory season's business. 


The Foose Hardware Company has been incorpor¬ 
ated with a capital stock of $7000, at Tchula, Miss. 


The Canadian Hardware & Furniture Company of 
Canadian, Texas, have increased their capital stock. 


J. C. Klein & Son at Redmond, Ore., are improving 
their store and adding to their stock. 


The Hurdle-Stribling Company are the successors to 
George D. Hurdle at Quitman, Texas. 


J. N. Rummage at Trezevant, Tenn., recently suf¬ 
fered a fire loss and is replacing his stock. 


Hardware" Henderson has opened a store at 2026 
New Avenue, Ramona Acres, near Los Angeles. 


Grubbs-Scobee & Bertlett have purchased the stock 
of the Franklin Hardware Company at Winchester, Ky. 


The Heavener Hardware Company at Heavener, 
Oklahoma, are planning to add to their stock this 
fall. 


' The H. S. Betts Hardware Company at Paris, Texas, 
are adding new lines and preparing for a busy fall 
trado. 


Hoke & Harwood, in San Dimas, Cal., have taken on 
the Winchester line of merchandise and are improving 
their store. 


Steward & Warner of Grabill, Ind., are successors 
to W. B. & F. Klopfenstein, and are handling full lines 
of hardware, housefurnishings and accessories. 


John McKay, manager of the Alhambra Hardware 
Company at Alhambra, Cal., is planning to erect a new 
building, in which a hardware stock will be installed. 


Do You Sell 

Hack Saw Blades 

That Do Not Break or Shell Teeth? 

D HOSE are the two important features about Blades. They are the 
two things which will make users say you sell first-class hack saws. 
They are the two chief features around which the whole success of 
SIMONDS HARD EDGE Hack Saw Blades for hand use has been built. 
It hasn’t increased the cost of the blades to put this wonderful steel 
quality in them, but it has increased their attractiveness as a selling 
proposition for any Dealer—Read our offer on next page. 


Simonds Manufacturing Company 

PorUand, Oregon **The Saw Makers** Seattle, Wash. 

San Francisco, Calif. Vancouver, B. C. 
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MERCHANT'S PINAL REWARD 

(By S. J. Linder) 

Saint Peter stood at the gate one day, 

While a sad looking man approached that way; 

Paasing at the top of the golden stair, 

Asking permission to rest a while there. 

No thought of entering seemed to occur to him then, 
For he was a blackslider since he couldn’t tell when. 

The sad looking man had been a merchant long years, 
A partner of his customers, in their joys and their 
tears; 

Attended their funerals, as each was called hence, 

And extended their credit beyond reason or sense. 

But last year they broke him, they said ^ ‘ he had 
failed,’’ 

‘*And if he hadn’t died, he’d sure have been jailed.” 

Saint Peter was attentive, his face showed deep guile. 
As he questioned the stranger in true lawyer style. 

He knew what was right, and was a good judge of sin. 
And knew a store keeper when ere he walked in. 

At last his face softened, he said, ”Why so sadf” 
“Sure your life wasn’t perfect, but it wasn’t ALL 
bad.” 

“Your labors and worries are well known to me, 

For didn’t I sell fish down by Old Gallileef 
And the ways I got skinned! I remember them yet, 
Though years have gone by and I’ve tried to forget; 
And I want to say here, as with glad hand I greet. 

You are one of the boys that gets favors from Pete.” 

W. J. King has moved his hardware store at Mar¬ 
quette, Mich., into new quarters. 

Akers Brothers recently purchased the hardware 
department of the Van Gundy-Everson Company of 
Oakesdale, Wash. 


A BIRD OF A SALESMAN. 

A young man with very little experience in 
the sales line kept continually pounding a sales 
manager for a position on the road. Instead of 
stating that he was shy on experience he ex 
aggerated his ability to sell, and the sales man¬ 
ager finally decided to give him a trial. When 
he started on his trip he was given $50 for trav¬ 
eling expenses for a week. 

After his first week he wrote to the sales 
manager as follows: “I have interviewed all th'j 
large buyers in this city, and while they have 
not favored me with their orders, they promise 
on my return trip to place some business with 
me. This I consider a great feather in my cap. 
Please send me fifty dollars for expenses.’’ 

Upon receipt of this letter the sales manager 
advanced the money. The following week a sim 
ilar letter arrived; no orders, but more “feath¬ 
ers in his cap.’’ For the next three weeks the 
sales manager received the same report. No or¬ 
ders, but requests for money, and still more 
“feathers.” 

Finally, the boss could stand it no longer, and 
answered, “We have received your various let¬ 
ters and, as you know, have advanced you 
money each request. We have noted that you 
fail to send in any orders, but that you have 
a hat full of feathers. We would now suggest 
that you paste these feathers behind your 
shoulders and fly home.” 


That is the Kind 

Most Economical for Your Customers 
and Most Profitable for Yourself 

HESE Blades are made in 8, 9,10 

_ and 12 inch lengths, 14,18,24 and 

32 teeth per inch. A “silent sales¬ 
man” stock cabinet to set on your 
counter, bright colored, attractive de¬ 
sign, holds four gross assorted blades 
and he^s you sell them by its unique¬ 
ness. One of these given free with an 
order for four gross of blades to be 
billed at regular Dealer’s discounts. 

This involves such a small amount 
only, that you ought to order today 
and get in line for Hack Saw Blade 
profit. 

This picture of the free cabinet 
doesn’t do it justice. You ought to 
see the real thing. 
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DEATH OP CHARLES E. McKENNEY 

News has been received of the passing of Charles 
Edwin McKenney, son of Mr. and Mrs. Frank B. 
McKenney of Venice, who was associated with his 
father in the hardware business of Frank B. McKenney 
& Son. 

Mr. McKenney was a native of Bockford, Ill., and 
with his family moved to California when he was 
nineteen years old. 

He was one of the first to volunteer for service and 
upon the close of the war returned to Venice to resume 
business with his father. 

In January, 1920, he was married to Miss Mary 
Ward Sanderson. He is survived by his widow and 
one son, his father, mother and one sister. 

His illness was due to exposure while he was in the 
serv’ice in France. 

He and his father have been identified with every 
movement and enterprise that would be for the wel¬ 
fare of their community, and filled their post well in 
thosi things that contributed to the development and 
happiness of their home and city. His passing will be 
learned of with sincere regret by the many friends that 
Mr. McKenney has made on the Pacific Coast, as well 
as by their friends in Illinois, where his father was 
for many years connected with the Illinois Betail 
Hardware Association. 

ANOTHER IF— 

(By Fred H. Calvin 
(After Kipling) 

If you can keep your head while all about you 

Are losing theirs and trying to turn things back; 
If you can hold yourself while times are changing. 
Keep looking forward, see the onward track; 

If you can run your shop when business slackens, 

Nor profit by the workers’ need for bread; 
Refrain from using power though you have it, 

But keep on doing what is right instead; 

If you can see competitors cut wages, 

Because there are two men for every job; 

See them forget the profits they’ve been making, 

And talk about their people as *^the mob”; 

If you can see that past years’ extra profits 
Should partly go to pay for this year’s loss; 

That you must play the game with utmost fairness. 
Because the world expects it of a boss; 

If you can see how much depends upon you 

At times like this, when others yield to greed; 

If you can hold now to the best that’s in you. 

Refuse to profit by your workers’ need; 

If you can hold the weak-kneed to their duty 
And make them see that selfishness is wrong; 

That strife and struggle can bring naught but losses. 
That naught but harmony can make us strong; 

If you can keep yourself from present grabbing; 

Can show tne weak that meanness never pays. 

Can hold the path of right without a falter; 

Can show them how it leads to better days; 

If you can make your fellows see that losses 
Must come to all who do not play the game. 

Yours is the Earth, my son, and all that’s in it; 

You’ll be a man—and win a place of fame! 

—N. Y. Times. 


Ernest Mitchell has opened a hardware store at 
Mellen, Wis. 


The Billings Implement Company recently opened a 
branch at Wheat Basin, Mont. 


John Botten has purchased the hardware business 
of Thompson & Son at Troy, Idaho. 


HARDWARE CONVENTIONS 

Pacific Northwest Hardware and Implement Asso¬ 
ciation Convention to be held at Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. Secretary, E. E. Lucas, Hutton 
Bldg., Spokane, Wash. 

Western Retail Implement, Vehicle and Hardware 
Association Convention to be held at Kansas City, Jan. 
17, 18, 19, 1922. Secretary, H. J. Hodge, Abilene, Kan. 

Oregon Retail Hardware and Implement Dealers’ 
Association Convention to be held at Portland, Ore., 
Jan. 24, 25, 26, 27, 1922. Secretary, E. E. Lucas, Spo¬ 
kane, Wash. 

Indiana Betail Hardware Association, Inc., Conven¬ 
tion and Exhibition to be held at Indianapolis, Ind., 
Jan. 24, 25, 26, 27, 1922. Secretary, G. F. Sheely, Argos, 
Ind. 

Kentucky Hardware and Implement Association 
Convention to be held at Louisville, Ky., Jan. 24, 25, 
26, 27, 1922. Secretary-treasurer, J. M. Stone, Sturgis, 
Ky. 

West Virginia Hardware Association Convention 
and Exhibition to be held at Wheeling, W. Va., Feb. 
1, 2, 1922. Secretary, James B. Carson, Schwind Bldg., 
Dayton, Ohio. 

Nebraska Betail Hardware Association Convention 
to be held at Lincoln, Neb., Feb. 7, 8, 9, 10, 1922. Sec 
retary, George H. Dietz, Little Blag., Lincoln, Neb. 

Wisconsin Retail Hardware Association Convention 
and Exhibition to be held at Milwaukee, Wis., Feb. 8, 
9, 10, 1922. Secretary, P. J. Jacobs, Stevens Point, 
Wis. 

Michigan Betail Hardware Association Convention 
and Exhibition to be held at Grand Rapids, Feb. 7, 8, 
9, 10, 1922. Secretary, A. J. Scott, Marine City, Mich. 

Pennsylvania and Atlantic Seaboard Hardware Asso¬ 
ciation, Inc., Convention and Exhibition to be held at 
Philadelphia, Pa., Feb. 13, 14, 15. 16, 17, 1922. Secre¬ 
tary, Sharon E. Jones, Fulton Bldg., Pittsburgh, Pa. 

Illinois Betail Hardware Association Convention to 
be held at Chicago, Feb. 14, 15, 16, 1922. Secretary, 
Leon D. Nish, Elgin, HI. 

Minnesota Retail Hardware Association Convention 
to be held at St. Paul. Minn., Feb. 14, 15, 16, 17, 1922. 
Secretary, H. O. Roberts, Metropolitan Life Bldg.. 
Minneapolis, Minn. 

Ohio Hardware Association Convention and Exhibi¬ 
tion to be held at Columbus, Ohio, Feb. 14, 15, 16, 17, 
1922. Secretary, James B. Carson, Schwind Bldg., Day- 
ton, Ohio. 

Missouri Retail Hardware Association Convention 
and Exhibition to be held at St. Louis, Mo., Feb. 21, 22, 
23, 1922. Secretary, F. X. Becherer, 5106 N. Broadway, 
St. Louis. 

New England Hardware Dealers’ Association Con¬ 
vention and Exhibition to be held at Boston, Mass.. 
Feb. 21, 22, 23, 1922. Secretary, George A. Fiel, 10 
High St., Boston, Mass. 

New York State Retail Hardware Association Con¬ 
vention and Exhibition to be held at Rochester, N. Y., 
Feb. 21, 22, 23, 24, 1922. Secretary J. B. Foley, City 
Bank Bldg., Syracuse, N. Y. 


B. B. Rose & Sons have purchased the controlling 
interest in the Three Rivers Hardware Company, at 
Three Forks, Idaho. 


Stiles & McCoy are moving their stock of imple¬ 
ments into a building at Montesano, Wash., which will 
give them facilities for cairying increased stock. 


Carr-Howard-Cramm Company, hardware and auto¬ 
mobile dealers, have sold their stock at Ellensburg, 
Wash., to E. J. Cheatham & Sons of Spokane, Wash. 


The Mount Vernon Hardware Company at Mount 
Vernon, Wash., have moved into a new building, which 
will give them the facilities for carrying an increased 
stock. They report a very satisfactory season’s trade. 


Digitized by 


Google 



149 


October, 1921 


HARDWARE WORLD 


DO FULL CREDIT TO ELECTRIC HOUSE¬ 
HOLD LINES 

The Western Agencies Co., through the ag¬ 
gressive enterprise and constructive imagina¬ 
tion of General Manager N. Abrams, is a west¬ 
ern institution that does full and ample justice 
to the electrical household devices, for which 
they are sales representatives and factory 
agents. 

After many years handling sales in various 
lines in the western territory, Mr. Abrams has 
worked out an original policy, along the lines 
of which the institution is developing into one 
of the most important in its field in the West. 
No better evidence of the course of the institu¬ 
tion could be desired than a visit to the new 
headquarters, two views of which we are glad 
to show on this page. 



A sample sales window put in by Mr. Abrams to 
show merchants the display as well as the sales possi¬ 
bilities of electrical appliances. 

It is Mr. Abrams’ established policy and slo¬ 
gan to sell quality merchandise through trade 
channels. He has also found that by centering 
on the electrical household lines, a service could 
be created equally valuable to the manufacturer, 
the jobber and the retailer, which whom he is 
doing business. So he has built up an organiza¬ 
tion trained to be specialists in this particular 
field, he has won the confidence of the electrical 
goods trade, and he has secured the lines of 
large and representative lines, so that he can 
offer the trade a complete and standard assort¬ 
ment of devices. 

One of the sales axioms the Western Agen¬ 
cies has worked out, discovers that electrical 
goods, like all others, must be shown to be sold, 
and that the better shown the surer sold. 

An up-to-date, elegantly appointed show 
room is one of the main features of the Western 
Agencies System. There are few manufactur¬ 
ers’ agents in the country in this line so well 
housed and equipped to receive the trade “at 
home.” 

Stoves, heaters, lighting fixtures, labor-sav¬ 
ing devices are installed and connected, so that 



The Western Agencies practice what they preach in 
having an up-to-date display room. 


the trade can see them at work. When the 
dealer is in town he can call and see the full 
line at its best. A prospect for a cook stove or 
a water heater may be taken to a model sales 
and show room and offered such a demonstra¬ 
tion as few if any of the separate dealers could 
give. 

The new San Francisco headquarters of the 
company are located on Mission Street, at the 
very center of the wholesale electric district, 
most conveniently located for any dealer or 
prospect in the metropolitan area. A store front 
and window display such as the picture sug¬ 
gests serves as a model to many an electrical 
dealer. 

Within, the fittings and fumishisngs are in 
mahogany with plush hangings, and heavy car¬ 
pets on a polished floor. Show cases and dis¬ 
play tables flank the front display floor, and 
the company’s offices are toward the rear. Pass¬ 
ing through doors at the rear, the visitor either 
passes into the executive offices, or into the 
sample and sales room, where the equipment is 
installed and connected. Here, too, every step 
has been taken to provide for the visitor’s com¬ 
fort and ease. 

Other branch distributing offices of the 
company at Seattle and Los Angeles are being 
refitted and remodelled, so that within a very 
short while these model sales plants will be 
setting a standard in all the important buying 
centers of the West. 


MARXMILLER IN MARVIN BUILDING 

In a recent issue, in mentioning C. G. Marx- 
miller, far western representative of the Sani¬ 
tary Specialties Co. and other manufacturers, a 
typographical error caused Mr. Marxmiller’s 
address to be given, incorrectly. His headquar¬ 
ters are in the Marvin Building, 24 California 
Street, San Francisco. 


The UUrich Hardware Store, Mt. Clemens, Mich., 
is a new enterprise recently opened. 


Curry B. Atherton has succeeded Geo. K. Leedle in 
the hardware business at Marshall, Mich. 


John M. Nelson is preparing to open a hardware 
and sporting goods store at Goose Creek, Texas. 


The Greenville Hardware Co., Greenville, Texas, 
has incorporated, with a capital stock of $120,000. 
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THIS MAY BE YOUR CUSTOMER 



This picture, which the Rochester Can €o. has sup¬ 
plied us, miffht just as well be a customer of yours, 
and if you have taken advantage of low sugar and 
plentiful fruit this summer, she was supplied with a 
preserving set from your stock. Although the height 
of the season is past, the thrifty, industrious housewife 
is tempted to pack and preserve all the year round, 
and it may easOy be your part to lead her more easily 
into the temptation by demonstrating modern equip¬ 
ment and methods in cold pack canning. 

As appears in the picture, a special rack holds 7 or 
12 quart jars, fitting into a 5A charcoal heavy tinplate 
canner with tight fitting cover. The Rochester Can 
Co. also suggests that many housewives have found 
Iron Horse wash boilers most satisfactory as cold pack 
canners. The cold pack canner does away with stir¬ 
ring over the fire in an open kettle, and preserves the 
fruit in its texture, form, and color. The cooking is 
done right in the jar. 


Sharon No. 9 Garage Set 



The only hanger that can be used inside 
or outside, and allows the doors to fold 
back against the building without having 
costly adjusting brackets or built out 
arrangements. 

The box track and brackets for the No. 
9 are hung flat against the wall and 
cost very little to erect. 

T. F. STUART, Pacific Coast Agent 

1616 West 11th Street^ Los Angeles, Oalifomia 



1922 MODEL ABC WASHER OUT 

The new 1922 model of the ABC Electric Laundress, 
it is announced by the makers, Altorfer Bros. Com¬ 
pany of Peoria, Ill., embodies no less than 24 refine¬ 
ments in construction. The factory regards it is the 
nearest to a service-proof washer that the industry has 
beheld. 

New features include an aluminum wringer with 
two-spring tension, 12-inch rolls, instantaneous safety 
release, and nickeled adjustable ^uminum drain board; 
an improved wringer control mechanism with positive 
locking device that automatically locks the wringer in 
any of 20 different positions; the use of machine eut 
gears throughout; a threaded drain spout set at a 45 
degree angle; a sediment drain groove in bottom of 
tub; the use of aluminum rivets to attach tub to 
frame; a nutmeg push button switch; large pressed 
steel quiet casters; spring latch on cylinder cover; one- 

E iece **cord tire’’ belt; oil grooves in main gear ease 
earings; lock nuts on set screws to preserve align¬ 
ments of shaftings—and numerous other minor but vi¬ 
tal betterments. 

The new A B G is listed as Model 65E (**Armeo” 
galvanized iron tub) and Model 66E (heavy copper 
tub). The motor is h. p. Wringer is detachable to 
permit attaching and driving the ABC Electric Ironer 
without use of a motor on the ironer. Zinc or maple 
cylinders are optional. 


NEW No. 65 UNIVERSAL TRY AND MITRE 
SQUARE 


!■ 




An improved try and 
mitre square, designed es¬ 
pecially for carpenters ’ 
use, has just been put on 
the market by The Lufkin 
Rule Company, Saginaw. 
Michigan. It consists of a substantial steel blade 
marked both sides 8ths and IGths, with figures and lines 
clear and distinct, fitted with a moveable head, which 
can be securely clamped at any point. 

Though selling at a popular price, it is a tool of the 
higher grade in every respect, is accurate, durable and 
well designed. Primarily a try and mitre square, with 
blade adjustable in length, it serves well also because 
of this adjustable feature as a marking gauge, depth 
gauge, for measuring mortises, etc., and with head set 
at extreme end, as a height gauge. The blade can 
readily be removed and used as a separate rule. 

This square is known as Lufkin No. 65 and made in 
the popular lengths—9 and 12 inch blade, retailing at 
$1.75 and $2.00 each, respectively. 
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GARDEN PLOW SPECIALISTS 

There is mnch talk about this being an age of 
specialization. It is quite true. The wonderful achieve¬ 
ments of the last two decades may well be attributed 
to concentration of thought and energy toward single 
purpose, rather than to plurality of interests. 

Thus, in specializing on Superior garden plows and 
hand cultivators, the Bridgewater Plow Corporation 
has produced a line of garden tools whose unqualified 
excellence could scarcely have been attained by any 
other method. 

The manufacture of implements for hand plowing 
and cultivation is their business. Their entire factory 
and organization is devoted to this, no side lines being 
attempted. A nearby truck farm of their own is also 
maintained that every improvement may be tried out 
and subjected to exacting tests before being incor¬ 
porated in the Superior line. 

Drafting and designing experts have made exhaust¬ 
ive experiments from a scientific as well as practical 
standpoint to determine the most efficient equipment, 
machinery, and materials for the production of these 
tools. 

In order to secure superlative strength, durability 
and service, different grades of steel have been care¬ 
fully chosen that certain properties best adapted for 
each individual part be applied where their particular 
type of resistance to the lorces of wear would be most 
effective. 

Bending and shaping is done over accurate dies 
instead of by hand and guess. Each implement is 
therefore an exact reproduction of the tested and ap¬ 
proved model. 

The finish of the Superior line enhances its merit. 
The best agricultural paints and varnishes obtainable 
are used, and in addition each implement is then lac¬ 
quered to resist and prevent rust. 

The final finish of hand striping furnishes a most 
attractive appearance. In spite of these exceptional 
features, however, the exclusive quality of the Superior 
line has been maintained at a reasonable price to the 
purchaser and a fair profit to the dealer. 

Superior garden tools are distributed by the jobber. 
In the Middle West and Mississippi Valley, the Bridge- 
water Plow Corporation is represented by Chas. O. 
Janssen. 816 Chemical Building, St. Louis, and in the 
Rocky Mountain and Pacific Coast territory by the 
Sprake Sales Company, with their various offices in the 
principal trade centers. 


AN X7NUSUAI. OPPORTUNITY 
Owing to the death of the principal owner of the 
Almnlnnm Jobbing biudnees of O. S. Hamrick Com¬ 
pany of Los Angelee is offered for sale. The busineas 
has been established almost ten years, over seven 
hnndred accounts regularly sold. Everyone who handles 
aluminum In Southern half of California is a customer. 
The stock will Invoice approximately $15,000. 

For further particulars address Q. 8. Hamrick Com¬ 
pany, 413 East 4th Street, Los Angeles, California. 



At Last— 

A SELF BLOWING 
ALCOHOL BLOW TORCH 

THE DUPLEX 

Just what Electricians, Auto Mechanics, 
Dentists, Battery Repairmen have been 
waiting for. 

ABSOLUTELY AUTOMATIC 

Thm lineMt thing in th* torch lino ever mad*. 
Write for price* and particulan. 

MANUFACTURED BY 

PEERBLOW MFC, CO., Leetsdale, Pa, 



MYERS NEW CATALOG 

The catalog number 55 of F. E. Myers & Bro. Co., the 
world-wide manufacturers of pumps, hay tools and door 
hangers, has just been issued. 

This is a splendidly gotten up book of almost 400 
pages, illustrating their complete line and (D^ing facts 
and information that every merchant will find of much 
assistance to him. 

This is the largest and most complete edition which 
any manufacturer in this line has put out and it is just 
at an opportune time with reduced list and discount 
sheet, wmch mean a reduction of twenty-five to forty 
per cent in prices in their entire factory output. 

Unlike most other manufacturers, F. E. Myers Sb 
Bro. Co. have shown their confidence in the situation the 
past year in a most optimistic and splendid manner, 
and where other manufacturers have been inclined to 
lessen their production and sales efforts and advertis¬ 
ing, F. E. Myers & Bro. Co., with that energy which has 
been characteristic of the institution, have continued 
their aggressive policy, cooperating with their repre¬ 
sentatives and distributors and dealers, realizing it was 
a part of the duty of every American citizen and busi¬ 
ness man to do his part toward bringing conditions to 
a normal basis. 

Naturally they have been so long before the buyers, 
however, that merchants, both wholesale and retail, 
have confidence that the policy of F. E. Myers & Bro. 
is a splendid guide and an example to follow. Their 
goods are thoroughly dependable and their customers 
have confidence that they will be properly treated in all 
of their dealings. Their continued aggressive adver¬ 
tising methods have set an example, which it is well 
not only for manufacturers but for merchants every¬ 
where, to follow. 

Aside from this catalog they have issued a smaller 
booklet of almost two hundred pages, giving the talking 
points about Myers Honor-Bilt line. 

Their branch transfer houses are located at Albany, 
Cedar Rapids, Milwaukee, Harrisburg, St. Louis, Kansas 
City, and their export office at New York. 

Over five hundred employes and friends of the 
McLennan-McFreely Hardware Company of Vancouver, 
B. C., recently held their seventh annual picnic, at 
which prizes were awarded for various sports and 
games, and a general good time reported. 


**I hate to be a kicker, 

^Cause it doesnH make for peace; 

But the wheel that does the squeaking 
Is the wheel that gets the grease.'V 
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SAFETY RAZOR WITH OSCILLATING 
BLADE 

The Lee Safety Razor with a blade that oscillates 
and slides automatically back and forth, hence giving 
a perfect diagonal stroke, is being placed on the market, 
this being an entirely new principle in a safety razor. 

A talking point with those using the old fashinoned 
razor is they were able to give the sliding stroke, which 
is the secret of successful shaving, which previous 
safety* razors do not embody in their const^'uction. 

The principle of the Lee Safety Razor is that it 
gives this sliding stroke automatically, and no matter 
how inadept one may be with the razor, or how poor 
results they have had with any other razor, the manu¬ 
facturers claim that with the Lee Safety Razor one 
can become an expert. 

There is no such thing as trying to * * cultivate ’' the 
slide stroke, by holding the razor at any particular 
angle, or drawing it over the face diagon^ly. 

All that one has to do is to furnish the motive 
power, and the razor does the rest. The blade con¬ 
stantly oscillates, sliding from side to side, all the 
shaving being done with a sliding stroke automatically. 

Manufacturers claim that there is no question about 
the angle of the blade against the face, the roller and 
the guard take care of that, and one can’t help but use 
it correctly. 



The razor is scientifically designed and mechanically 
perfect in its construction. It comes in two finishes. 
The standard razor is silver plated. The box is beau¬ 
tifully polished and nickel plated. It is also put out in 
gold plated finish, gold plated ease, retailing for $4.00 
for the silver plated razor and $5.00 in gold plate. 

They make two styles of blades, single edge and 
double edge, and with each oscillating razor they fur¬ 
nish one aozen double edged blades. These blades are 
in packages of one dozen and one half dozen, the prices 
being $1.00 per dozen for the double edge blades, and 
for the single edge 60 cents per dozen. 

They admit they make strong claims for their razor, 
but their guarantee is such that they are willing to 


sell the razor on thirty days ’ trial, or refund the money 
in case one is not thoroughly satisfied with it. 

L. H. Chance, formerly connected with the Ghicaro 
Flexible Shaft Co., the well known manufacturers, is 
a< the head of the organization, and this is sufficient 
guarantee of its success. 

The Lee Safety Razor Co. will be glad to quote 
prices and give full information to any of our readers 
upon request. 


POPULAR HUNTING KNIFE, OFF THE 
MARKET FOR SOME TIME, AGAIN 
MANUFACTURED 

Many sportsmen and woodsmen want 
a strong, rigid knife, but object to the 
sheath variety. These men will find Mar¬ 
ble’s safety hunting knife just to their 
liking. For some time the Marble Arms 
k Mfg. Co., Gladstone, Mich., discontin¬ 
ued making the hunting knife, owing to 
the scarcity of raw materials, etc., but 
they are again offering it to the trade. 

It has a long blade with a short han¬ 
dle, the extension guard acting as a safety 
lock when the knife is open, making it as 
rigid as a one-piece knife. Both guard 
and blade are held in position by a spring, 
when either open or closed. 

The hilts, bolsters and linings are of 
German silver, with staghorn side plates. 

It lists at $3.50 for the 4^-inch blade and 
$4.00 for the 5-inch blade—subject to 10 
per cent revenue tax. 



BOWMAN COMBINED TOY CATALOG 

Of timely interest to the up-to-date merchant who 
is planning to feature his toy department this year in 
November and December is the new catalog of the 
Bowman Associated Toy Factories, issued from the 
^neral offices of the company at 224-8 Euclid Ave., 
Cleveland, Ohio. 

The Bowman Associated Companies, as well as Cata¬ 
log No. 4, include **Like-mother^s” toy sets and ‘‘Am- 
pico” coaster wagons of the Geo. H. Bowman Co., 
SiJem; **Minerva’’ wheel toys of the Minerva Mfg. 
Co., Minerva, Ohio; **Columbia” steel trains of the 
Bowman-Hosterman Co., Carrollton, Ohio, and ”Bee- 
Vee” steel toys from the factory of the Bowman- 
Vaughan Co., at Lisbon, Ohio. The consolidation of 
these companies does not in any way impmge npon their 
independence or individuality. Rather it is desisted 
for economy in the sales department, reducing overhead 
and duplication, so that the company’s customers re¬ 
ceive the benefit. All shipments are made from the 
factory whose goods are bing ordered, but advertising 
and orders are handled from the Cleveland general 
offices. 


Roy A. Gage Hardware Co. are preparing to move 
to a new location at Lewiston, Idaho, which will give 
them the facilities for carrying increased stock. 

The Northwest Stove Works has been incorporated 
with an authorized capital stock of $10^00, by H. A. 
Holmes, J. A. Moulton and William P. Lord, at Port¬ 
land, Oregon. 
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INCREASING DEMAND FOR TOOL CHESTS 


Many hardware dealers will see in the new line of 
metal covered tool chests, now being offered by the 
Union Tool Chest Company of 52 Mill St., Rochester, 
N. Y., an opportunity to add many new sales in tool 
chests. 



These new zinc covered chests are made in many 
styles and sizes. They are designed for carpenters, 
electricians, plumbers, steam fitters, garage mechanics, 
auto owners, repairmen, conductors, house and general 
use, and for fishermen. 

In mechancial construction they are abreast of the 
other Union tool chests that have been on the market 
for many years and have given such complete satisfac¬ 
tion to machinists, toolmakers, patternmakers, etc. 

These new chests are unexcelled for convenience. 
Made with the tray that automatically raises with the 
top and always remains level and out of the way—an 
exclusive Union feature. Furnished without trays if 
desired. 



Anyone mechanically inclined will appreciate the 
mechancial superiority of these chests. 

Government tests prove the lock-comer used the 
strongest comer joint known. Only best of lumber is 
used. Zinc covering is of best quality lacquered zinc, 
carefully formed over edges and properly attached. 
Will not mst or corrode. Genuine leather handle. All 
comers, catches, clamps and locks are brass plated and 



lacquered steel, securely riveted on. hHirnished with 
special Corbin twelve change lock. 

The Union unconditional guarantee covers every 
chest put out. 

It is unnecessary to state that they meet the urgent 
demand for a low priced chest that is at the same time 
strong and durable, and capable of giving long, hard 
and continuous service. 

The illustrations show only three of the new styles. 
I^ill information will be sent gladly to interested 
dealers 



NEW NAIL CLIPPER 

The H. C. Cook Co., Ansonia, Conn., are placing on 
the market their new Gem. Jr. Nail Clipper, which has 
just been perfected, and is designed in such a way 
as to meet the requirements of the most fastidious. 

Its construction is different from all other clippers, 
yet it is one of the most sightly, useful and well made 
clippers on the market. 

It is made of a special nigh grade tool steel, with 
jaws thoroughly hardened, tempered and ground, and 
with ordinary usage will remain sharp for twelve to 
fifteen years. Owing to the length of the clipper and 
its special design, it has a powerful leverage, which 
gives it superior cutting qualities and makes it easily 
handled, so that it is capable of manicuring the nails 
in any shape or length, leaving a clean edge without 
either tearing or piUling. Beiug equipped with keen 
cutting jaws, a nail file and cleaner, it has all the 
requirements necessary to give one a perfect manicure. 

Attention is particularly called to the thin cutting 
jaws, the compactness of the clipper when closed, its 
graceful lines and the ring attachment, whereby it may 
be worn either on the watch chain or the key ring. 

It has been designed and manufactured to sell to the 
retail trade, so it may sell at 25c, and is one of the 
best articles on the market to be retailed at that figure. 

There has been a large demand for it, although it 
has not been advertised. 

They are attractively carded, mounted twelve clip¬ 
pers to the card and packed one gross to the box, size 
of box being 4 inches by 8 inches oy 11 inches. 

The H. C. Cook Co. will be glad to give full 
information to any of our readers upon request. 


H. D. Aden is adding a line of hardware and am¬ 
munition to his stock at Wilsonville, Cal. 


W. J. LeRoy has purchased the Haase Brothers 
hardware stock at Atkinson, Neb. 


Herman R. Prank and Arthur Saxon recently pur¬ 
chased the interest of S. D. Jones in the Clovis Hard¬ 
ware Company at Clovis, Cal. 


Bell Brothers Hardware Company, Raymond, Wash., 
who recently purchased the Owen Bros stock, report 
a very satisfactory season of trade. 
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Ko manufacturer cooperates to a greater extent with their dealers than do the Aluminum Goods Mfg. Go., in 
not only providing attractive material and matter for sales window displays, but in the personal interest they 
show in the success of their representatives, and in giving them most complete service. Their sales suggestions, 
merchandising bulletin and much matter of an educational and instructive nature always results in a marked 
increase in the sale of aluminum ware. Attractive window material and helps are liberally provided. 

Here is shown a reproduction of an attractive way in which to trim an aluminum ware window to the 
best advantage. Full information can be obtained by writing them at Manitowoc, Wis. 


MARCY TOOL WORKS INCORPORATED 

The Marcy Tool Works, formerly owned and 
conducted by A. W. Marcy, has been incorpor¬ 
ated, with an authorized capital stock of $100,- 
000, of which A, W. Marcy is president. 

The purpose of this incorporation is to fur¬ 
nish additional working capital, increasing 
equipment for the better handling of their busi¬ 
ness, which is continuing to grow year by year, 
their products now having attained a world 
wide distribution. 


PACIFIC COAST REPRESENTATIVES 

The Cincinnati Tool Company announce that 
they have arranged with Messrs. Carlson & 
Frahm, 258 Market Street, San Francisco, and 
1242 West 36th Street, Los Angeles, to repre¬ 
sent them on the Pacific Coast. Both Messrs 
Carlson and Frahm have been established with 
the hardware trade for many years and have a 
wide acquaintance throughout the entire terri¬ 
tory. They will be glad to give full information 
to our readers on the Pacific Coast relative to 
this excellent line of tools. 


Pearl Miller has purchased the Stroupe Hardware 
Co., Ira, Iowa. 


C. H. Cody & Son, Champion, Neb., have engaged 
in the hardware business. 


The Hillsboro Hardware Co., Hillsboro, Texas, are 
successors to J. H. Wilson. 


I. R. Thomas Hardware Company has. been sold to 
F. D. Stevenson at Colfax, Iowa. 


Hurdle & Stribbling have succeeded George D. Hur¬ 
dle Hardware Co., at Quitman, Texas. 


R. E. Penn is a new merchant at Strawberry, Ark., 
handling hardware and housefumishings. 


Bell Bros, recently succeeded Owen Bros, in the 
hardware business at Raymond, Washington. 


Jos. L. Delaney is preparing to engage in the hard¬ 
ware and housefumishing business at Perry, Okla. 


J. T. Todd, at Smithville, Ark., is preparing to 
engage in business, handling hardware and housefur- 
nishings. 


The Opheim Hardware & Implement Company of 
Opheim, Mont., report a very satisfactory season of 
trade and a good outlook. 


H. E. LeSchofs has purchased the interest of J. A. 
Richardson in the Richardson & LeSchofs Implement 
Company at Santa Paula, Cal. 


The Camas Cooperative Co., Camas, Mont., handling 
hardware and housefumishings, have incorporated with 
a capital stock of $50,000. 


Greenville Hardware Company at Greenville, Texas, 
is incorporated, with a capital of $12,000. Incorporators 
are Mrs. W. P. Hull, L. R. Cambrell and J. A. Hull. 


Sturgis & Storie are preparing to move their stock 
at Walla Walla, Wash., to the building formerly occu¬ 
pied by the John Smith Company. 
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A XEW DISHWASHER THAT GOES L\TO 

THE CUPBOARD WHEN NOT IN USE 

The housewife who insists that her kitchen 
must be entirely cleared of equipment not in 
actual use, and she who cooks and washes dishes 
in a kitchenette will both welcome the Torrent 
Dishwasher. It fits into the cupboard out of 
the way when it is not being used. This is one 
of the advantages claimed for it by the Tor¬ 
rent Utilities Co., of Cleveland, the manufac¬ 
turers. 

The Torrent washes dishes perfectly, because 
it is hand directed like a vacuum cleaner; the 
40 pounds pressure torrent of hot soapy water 
from the washing nozzle can be concentrated 
on the stubborn dishes. The housewife can see 
what she’s doing—a real advantage. This wash¬ 
ing nozzle, which attaches to the hot water 
faucet, furnishes by means of a small thumb 
lever either soapy or clear water. 

Specially designed wire baskets hold the 
dishes firmly in place. A splash-guard which 
pulls up telescope style during washing keeps 
the splash inside; it is because this splash-guard 
drops down out of the way that the Torrent 
goes into a cupboard. 

The Torrent has all the advantages over the 
old dishpan that a dishwasher is expected to 
have—it does the job more quickly (5 or 6 
minutes) ; it washes the dishes cleaner and in 
a more sanitary way (by running water); it 
keeps Milady’s hands out of dishwater and so 
does its share toward keeping them soft and 
white. And very important, she can see what 
she is doing and know the dishes are clean. 

Many dealers are accepting the manufactur¬ 
er’s offer to ship a Torrent for try-out, attracted 
by the immense sales possibilities of the washer. 


Ravalli Company is planning; to open a branch 
Jitore at Stevensville^ Mont. Their headquarters are in 
Hamilton. 



CRESCENT DISPLAY BOARD 

The Crescent Tool Company of Jamestown, N. Y., 
recently issued a most attractive stock display board for 
Crescent Wrenches, known as assortment No. DB 5, 
iUustrating nine of their most popular wrenches. 

The board is made of selected quartered oak, five 
ply veneered to prevent warping. It is 25x26 inches, 
surrounded by an ornamental moulding. Each wrench 
is in its natural color and upon the board is mounted a 
decaleomania transfer showing each wrench in its nat¬ 
ural and full size with the lettering in black and bold. 

This board carried a complete stock of all sizes of 
Crescent Adjustable Wrenches. One can sell right off 
the board and renew their stock from time to time. 
All sizes are directly before the customer, so he may 
easily make selections. 

This beautiful stock display board will certainly 
assist in making sales. This is the kind of boards 
usually seen only in jobbers^ sample rooms, but it is 
a part of their policy of helping dealers create sales for 
their lines. 

They will be glad to give full information to any 
01 our readers upon request. 


BORN’S NEW RANGES 

After a long study of the stove consuming market 
The Born Steel Range Company, Cleveland, has brought 
a new improved line of ranges that they say their 
investigation shows fits the needs of seventy-three per 
cent of the customers of most any hardware store. 

The new ranges are made of steel, have absolutely 
non-leakable joints and the larger size is equipped 
with a ten gallon reservoir. Burns either coal or wood. 
Highly finished, the top being in Mosaic blue. A com¬ 
bination range with notable improvements will also be 
announced. 

The Born Company states they have been able by 
standardized construction, improved patterns, automat¬ 
ic machinery and straight line production methods, to 
manufacture ranges at low unit cost, thereby affording 
big range values at market prices that are exceptionally 
low. 

Dealers are being supplied with window cards, news¬ 
paper advertisements, etc., to assist in selling the new 
line. 


Aber-Morse Co. is a new hardware store in Berrien 
Springs, Mich. 


Buckeye Hardware Cc., Delaware. Ohio, suffered a 
less by fire of approximately $25,000. 


E. Vicory is the successor to Wm. Fagan in the 
hardware business at Greenleaf, Kansas. 


The Meriden Cutlery Co., Meriden, Conn., makers 
of the Anvil Brand of cutlery, have opened a New York 
office at 98 Chambers St. Messrs. Nixon and Merron 
of long standing in the hardware field are their rep¬ 
resentatives in the Metropolitan district. 

This is owned by the Landers, Clark Co. 
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GREAT ACTIVITIES PLANNED FOR DAVIS- 
MADE PRODUCTS 

The Davis Sewing Machine Company of Dayton, 
Ohio, is entering the arena of big business this fall 
on a greater scale than ever before in the company’s 
fifty-nine years of existence. Davis-Made products— 
the Blue Bird Electric Clothes Washer, the Davis Sew¬ 
ing Machine, Blue Bird Sewing Machine, Dayton Bicy¬ 
cles and other well known specialties—are to be mer¬ 
chandised in even more aggressive manner than in the 
past, and plans are rapidly nearing completion for 
these pretentious Davis activities. 

Immense Davis factories at Dayton are expected to 
operate at capacity, in the manufacture of the various 
Davis-Made utilities. 

The Davia organization is favorably known the na¬ 
tion over as a leader in its fields. For more than 
half a century its products have lightened human 
burdens and increased human efficiency. Many Davis 
sewing machines, built fifty years ago, have hummed 
in service through three generations in the same sewing 
rooms. The same machine that stitched * ‘ something 
old, something new, something borrowed, something 
blue” for the bride of 1870, has performed the same 
happy service for her daughters and their daughters. 

Davis factories at Dayton cover 35 acres of ground. 
There are sixty Davis Buildings in all, which afford 
700,000 square feet of floor space. 

Shortly after the signing of the armistice, the 
United States Government conferred on the Davis sew¬ 
ing machine the offical certificate of merit for distin¬ 
guished service in performance of war work. The same 
degree of efficiency with which Davis plants served the 
nation in war, marks its service in peace. 

Cooperation with the dealer who sells Davis-Made 
products is one of the outstanding features of the com¬ 
pany’s plans for coming activities. Complete an¬ 
nouncement concerning these new plans will shortly be 
forthcoming. 


WRINGERS A UNIVERSAL SELLER 

The Lovell Mfg. Co. of Erie, Pa., have adopted the 
slogan, “Wringers are just like noses—everybody has 
one. ’ With this as their motto, the trade is urged 
to see that every new household in the community aa 
well as every household where the wringer has worn 
out is equipped and renewed with an Anchor Brand 
Lovell wringer. 

It is pointed out that a wringer is not like many 
another household labor saving device that has to be 
sold on principle as well as on the merits of the goods. 
Every housewife realizes that a wringer is a necessity, 
and it^ is only a matter of competition between sorts 
and kinds. The Lovell Mfg. Co. is said to be the 
largest manufacturers of clothes wringers in the world, 
and very naturally Anchor brand has a firm grip on 
the bottom of the clothes wringer business in every 
section of the country. 


A. T. LLOYD IN FURNITURE EXCHANGE 
BUILDING 

A. T. Lloyd has moved his offices from the Monad- 
nock Bldg.^ into the new Furniture Exchange Bldg., 
San Francisco, and now have adequate facilities to 
display samples of the pioducts of the various manu¬ 
facturers whom they represent in the West. 

L. H. Nordeen is also on the staff of the Lloyd 
Sales Co. 

Other Hardware Agents In Same Building 

Among other members of the hardware fraternity at 
San Francisco who have moved their offices into the 
new Furniture Exchange are: Baker-Smith Co., Bath- 
bone Sard Co.. U. S. Stamping Co., West Bend Alumi¬ 
num Co. and the Pneuvac Co. 


RETRY HEATER AND TUNING-UP VALVE 

The Petry Heater and Tuning-up Valve is the out¬ 
come of a demand for the proper heating of motor 
busses, gasoline propelled railway ears, enclosed body 
automobiles and passenger airplanes. 

This heater and tuning-up valve is attached on the 
exhaust pipe between the motor and muffler. A sep¬ 
arate valve in the top of the device is adjustable from 
the driver’s seat to divert the hot exhaust gases to 
heating pipes or radiators. A separate valve in the 
same device enables the operator to shut off the gases 
from the muffler for ”tuning up” the motor. All of 
this is accomplished without back pressure and with 
no strain on the exhaust pipe. 

Other uses to which the Petry heater and tuning-up 
valve may be put are: The blowing of motor vehicle 
whistles or horns; and also, by means of flexible me- 
t^lic hose, the thawing out of frozen fire plugs, water 
pipes, etc.—cooking, in fact, any use to which portable 
heat may be put. 

This combination heater and exhaust valve obviates 
the necessity of placing two different valves in the 
exhaust line. 

Several of the larger truck and motor bus manu¬ 
facturers are installing Petry heater and tuning-up 
valves after thorough tests, especially the manufactur¬ 
ers of the big passenger busses requiring adequate heat 
in cold weather. 



“YANKEE^’ CUTTER No. 2000 

North Bros. Manufacturing Company of Philadel¬ 
phia are placing on the market a brake lining cutter 
No. 2000. This is a very powerful cutter designed to 
give a quick clean and easy cutting of brake lining 
and belting of all kinds up to six inches in width and 
three inches thick. It is not intended for cutting metals. 

Power is secured through rack and pinion movement 
operated by lever. The bevel and cutting angle of 
knives are the result of careful study and experiment 
and insures durability, clean cut and ease in operation. 

The knives are of the highest grade steel carefully 
ground and fitted. Adjustment in case of wear or 
regrinding is provided for. 

The extreme length is eleven and a half inches, and 
width, seven and one fourth inches, and weight twenty- 
two pounds. 

Tnis is in keeping with the well known quality of 
the North Bros, lines and they will be glad to give full 
information to any of our readers upon request. 


Boy Wisser has purchased the hardware business of 
H. J. Schmidt, at Isle, Minn. 


A. A. Moore Hardware Co. has been sold at Bein- 
becx, Iowa, to Harry H. Stniwe. 


Madsen & Rasmussen are successors to L. J. Ras¬ 
mussen at Belle Plainc, Minn. 


The Andrews Paint k Hardware Co., Cleveland 
Ohio, have incorporated with a capital stock of 
$10,000, with A. V. Andrews, D. H. Hopkins, O. F. 
Goudy and A. F. Hansen as incorporators. 
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BICYCLE PNEUMATIC TIRED 
VELOCIPEDE FOR BOYS 

For half a century velocipedes for children have 
been made with steel tires and solid rubber tires, but 
credit is due The American-National Oompany of To> 
ledo, Ohio, for producing a boy’s velocipeae with real 
bicycle pneumatic tires, also ball-bearing wheels. This 
high class vehicle has met with big success and is fast 
becoming the popular velocipede for children, whose 
parents realize that the health as well as comfort of 
their boys depends upon them exercising and playing 
with a vehicle equipped with real bicycle pneumatic 
tires. The boys themselves take great pl^sure in 
keeping the tire pumped up with a hand pump or a 
foot pump, and they can also get free air at any gas 
station in the neighborhood. 

The invention of this velocipede marks a revolu¬ 
tion in this business. 



“YANKEE’' DRILL CHUCKS 

‘‘Yankee” Drill Chucks is an addition to the well 
known line of North Bros. Manufacturing Company of 
PhUadelphia. 

These chucks are the same as those used on the 
'‘Yankee” breast and hand drills. They are simple in 
construction, accurate and efficient in use. 

The chuck body is of steel, polished and nickel 
plated. The jaws are of tool steel hardened. 

They are made in sizes to hold up to one half inches 
in diameter, the outside diameter one and a half inches. 

North Bros. Manufacturing Company or any of their 
jobbing connections will be glad to give further infor¬ 
mation to any of our readers upon request. 


The Helper Hardware & Furniture Co. is a new 
enterprise at Helper, Utah. 


Cal Jackson Hardware Company has been succeeded 
by J. M. Carlson, at Madrid, Iowa. 


Joe 8. Decker of Pavenden Springs, Ark., is the 
successor to J. B. Carter, in the general merchandise 
and hardware business. 



WIDE-AWAKE MERCHANT IN “A TOWN 
WITH A FUTURE” 

Wasilla, Alaska, seat of operations of one of our 
good subscribers, the Knik Trading Co., is so interest¬ 
ingly located in the midst of such vivid color that we 
know our other readers will be interested in a little 
intimate acquaintance with the company and its enter¬ 
prising proprietor, O. G. Herning. 

WasUla is on the main line of the government rail¬ 
road from Anchorage into the coal fields of the interior. 
It is also 15 miles by auto to the famous Willow Creek 
mining district. Among the resources of Wasilla are 
free gold, quartz and coal mining, ranching and fishing 
in the immediate vicinity, with good roads leading to 
all points. 

Mr. Homing writes us that Wasilla Lake teems 
with rainbow trout and there are oil lands in the 
vicinity. In fact the Wasilla Commercial Club has 
adopted the progressive slogan for the town which we 
quote in our caption and announces that residence lots 
may be obtained for $25.00. 

The Knik Trading Co., established in 1905, is one 
of the up-to-date institutions in this section. Three 
thousand square feet of floor space and one-quarter of 
a mile of shelving furnish adequate space for adequate 
stocks. 


S. C. Bacon is opening a hardware business at Green¬ 
field, Iowa. 


The Weller Hardware Co. recently opened for busi¬ 
ness at Stevens Point, Wis. 


W. I. Nozes, Beaverton, Oregon, will move his hard¬ 
ware stock to a new location. 


J. J. Shimek is successor to Bert Pentico in the 
hardware business at Clyde, Kansas. 


Perry Folck is the successor to Cal. Jackson in 
the hardware business at Madrid, Iowa. 


H. W. Fortune is engaging in the hardware and 
auto accessory business at Maxville, Ark. 


,Tas. Hart is the successor to F. S. Burrough, hard¬ 
ware and garage business at Allison, Iowa. 


O. H. Buchanan & J. B. Moore are the successors to 
the firm of White & Jones, at Fairbury, Neb. 


W. H. Foster is the successor to Foster & Spidel, 
handling hardware and implements at Atlanta, Ind. 


Chas. Kurtz is erecting a new building, which will 
be occupied by his hardware and furniture stock, at 
Mulberry, Kansas, when completed. 


,T. N. Bumage, who suffered a fire loss at Trezevant, 
Tenn., of approximately $10,000, is resuming business. 


Denton Bros., handling hardware and auto acces¬ 
sories, are preparing to engage in business at Center, 
Ark. 
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The Pathway to Business Power 

(By Walter J. Matberly) 


T he first step in the pathway to business power is the right start. If you start wrong, 
you are lost from the very beginning. Many a man has failed because he had a false 
start. To reach your goal you must travel in the right direction. 

To start right, you must start now. Don’t wait. Delay is dangerous. The immortal 
present is the only time you have. Tomorrow is a myth. 

Begin your quest for business supremacy with a study of yourself. The biggest 
problem you have is not the forces surrounding you, but you yourself. 

Analyze your talents, your abilities. 

Discover your defects and weaknesses. 

Take a complete inventory of your mental and physical stock. 

With this data before you, proceed to master yourself. You cannot get very far as 
long as you are a slave to your passions. You cannot scale the Pike’s Peak of success 
unless you develop an indomitable will. You cannot conquer the world until you have 
first conquered yourself. 

Self-management comes before business management. 

Self-mastery precedes the mastery of business enterprises. 

Know human nature. You must not only get acquainted with yourself, but you must 
also get acquainted with men. You cannot handle men in your employment unless you 
are familiar with the workings of men’s minds. You cannot manufacture and sell goods 
unless you understand the tastes and distastes of consumers. 

A knowledge of psychology is just as indispensable as a knowledge of economics. 

Develop mental acuteness. Rule of thumb is passing away in mills, workships, stores 
and factories. Present-day business requires intellect. Without brains, there is little 
or no chance for business success. 

Subject your establishment to scientific analysis. Look at it from every angle. 
Devise scientific standards. If you are to get the greatest profits out of twentieth cen¬ 
tury business, you must use twentieth century methods. 

Push your concern; don’t let it push you. Move forward; don’t stand still. Radiate 
enthusiasm. 


The only establishment that does not need enthusiasm is a morgue. 

The only institution that can move forward and increase its size without pushing its 
wares or seeking new customers is a penitentiary. 

Keep your business in such shape that you could take an immediate inventory. You 
cannot adequately control your activities and take advantage of every opportunity unless 
you know where you stand at any moment 

A slipshod system of accounting is a relic of industrial barbarism. 
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Eliminate errors. Search for possible defects. If there is a hitch anywhere, find it 
and provide for its removal. 

Prevent wastes and leakages. Many a company has failed because the profits were 
consumed by spendthrift methods of doing business or leaked away in the process of put¬ 
ting goods on ^e market. 

Study related trades and industries. See what others in your line are doing. Their 
experiences may save you a ton of trouble, show you the way to innumerable economies, 
and stimulate you to greater achievements. 

Analyze markets. If you are to operate on wide margins of profit, you must know 
when and where to sell. 

Successful manufacturing depends upon successful marketing. 

Be attractive to everyone. Cultivate personal magnetism. If you cannot make 
people like you, you are deficient as a business executive. If you cannot inspire your 
men to stand by you, you are a failure. 

In the best business concerns there is no place for grouches, slave drivers and disagree¬ 
able personalities. 

Be faithful. 

Be honest. 

Be fair. 

Faithfulness, honesty and fair play beget confidence and good will. Confidence and 
good will will beget strength. With enough strength, you can overturn the world. 

Finally, be omnipresent. Use your organization as a means of keeping in touch with 
everything. Let nothing escape your watchful eye! 

To be a dynamic business man, you must keep your fingers on every pulsation of the 
economic organism which you direct. If you let go for a single moment, you are likely 
to lose your whole business soul. 


YOU’RE WEALTHY 

Don’t worry just because you’re poor; 

If you were rich you’d worry more— 

That’s certain. 

You get your three square meals a day; 

You couldn’t eat more anyway— 

’Thout hurtin’. 

Don’t think the fates have been unkind; 

There’s many millionaires you’ll find— 

Complainin’. 

There’s lots of men with so-called means 

Who’d like to wear your old blue jeans— 

’Thout strainin’. 

You fellows in your working clothes 

Can shake ’em when the whistle blows^ 

’Thout frettin’. 

The boss with dollars to your dime; 

You bet he’s working overtime— 

And swettin’. 

There’s them who’d give up every sou 

If they could stand up strong like you— 

And healthy. 

You’ve got your children and your wife. 

You’ve love and happiness and life— 

You’re wealthy. 


O. E. Baring has bought the interest of Harry 
Tally in the Baring & Tully plumbing business, at 
Jerome, Ariz., and the partnership has been dissolved. 


A WORD OF APPRECIATION 
Editor Hardware and Plumbing World: 

Enclosed find renewal of my subscription 
to the Hardware and Plumbing World” for 
three years and in addition we wish to add two 
additional copies each month for three years. 

Find check enclosed for three subscriptions. 

The “Hardware and Plumbing World” is 
one of the most valuable publications that we 
know of and you no doubt will be interested to 
learn that the Master Plumbers of Pasadena are 
advertising your publication and are telling all 
of their members who are not already receiving 
it, that it is the best publication they know of at 
this time and should be in the hands of every 
plumbing and heating contractor throughout 
the West. 

Recently those of us who were familiar with 
the many good points of your magazine spoke 
at one of the recent meetings. 

Pasadena, California. C. E. GRAY. 


PREFERRED RUNS TO THE RACE 

‘‘Ernest,'* said the teacher of geography to a Kan¬ 
sas City hardware dealer's hopeful, “tell what you 
know about the Mongolian race." 

“I wasn't there,’' explained Ernest hastily. “I 
went to the ball game.'' 
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The Wicked Flea, When No Mam Pursueth 

(By Harry O. Nye) 


The two most famous 
animals mentioned in scrip¬ 
ture are the “wicked flea’’ 
and the “consecrated, cross¬ 
eyed bear.” The latter, 
come to think of it, is men¬ 
tioned in a hymn instead; 
that is the best that the 
little girl could make out 
the words when she heard 
the choir intone them. 
There are all sorts of 
fleas on this earth besides those that David 
Harum said were so beneficial to a dog, because 
they kept a dog from remembering that he was 
a dog. There is only one sort that we are going 
to discourse about this morning, and that is the 
flea to be found in any business—Overhead. 

For verily it biteth like an adder and sting- 
eth like a serpent, to quote a little more of our 
early training. In fact it not only biteth like 
an adder but is an adder of the deepeth dye. 

Now a moderate amount of overhead is 
necessary, as in the case of the dog. It Ireeps 
a man from remembering he is a plumber, or 
whatever else he happens to be. I am not talk¬ 
ing in this discourse about necessary overhead, 
but the wicked flea when no man pursueth, the 
cver-overhead due to our neglect. The flea of 
overhead becomes the wicked flea when no man 
pursueth. 

In other words, you have got to keep after 
your overhead and keep it down, or it will sting 
you in the end—and it won’t be particular as 
to which end. Let me say it again, that the 
flea of overhead becomes the wicked flea when 
no man pursueth. 

It is remarkable how many of us fellows go 
around plugging up the leaks in other people’s 
plumbing and never plug up the ones in our 
own business. We wouldn’t think much of a 
woman who would let a bad joint keep her 
laundry floor afloat, or let a busted something 
else spill soapsuds on the dining room below 
the bath—and yet there are little leaks like 
that in any business that could be plugged up 
with benefit to our peace of mind and profits. 

There are often two entirely different kinds 
of fellows in business, and they are both wrong. 
One is the kind that never thinks of anything 
but the money that is coming in, and the other 
is the kind that never thinks of anything but 
the money that is going out. The latter kind 
watch their overhead so closely that they reduce 
it to the vanishing point—and their volume, too. 
They are the kind that never advertise, or write 
a letter, or send a circular, or have a decent 
show window, or use a little linoleum and paint 



or do any of those snappy things that indicate 
an up and going business house. 

In all my life I have known only one man 
of that sort who had got his overhead down 
w'here he wanted it. He was a plumber (not in 
any small town, but right here in Chicago) who. 
when I asked him what he figured his overhead 
was, said he didn’t have any. 

“You see,” he said, “I own the property, 
and I do all the work myself, and don’t have any 
helper, and when I am out the wife tends the 
shop—so I don’t have any overhead at all.” 

I guess that he had put himself in at the 
right figure, but I think he ought to have 
charged up something against the business for 
the assistance of the wife, although of course he 
didn’t pay her anything. And the interest on 
his investment in the property ought to have 
been something, seems to me, considering what 
we have to pay at the bank for money. 

And the other kind of fellow is just as bad 
the other way. He is the one who is watching 
only the money that is coming in and isn’t 
watching at all the money that is going out. He 
thinks that as long as he can “keep it coming” 
he can keep going, and he can—until it stops 
coming for some little reason like some of the 
reasons we have been having lately. 

Things are better now, but there was a spell 
when fixing leaks was about all there was to 
do—and that would have been a good time to 
fix up some of our own. And it isn’t too late 
yet. If I wanted to save money in the plumbing 
business I think about the first thing I would do 
would be to spend some. 

I’d be glad to pay a helper’s time to straight¬ 
en up the stock and to take some of the pipe off 
the floor and put it where it belongs. It would 
be cheaper to sell it for old iron than to walk 
around on it and handle it over every time I 
wanted something. 

I’d make sure my tools weren’t adding to 
my overhead by inefiiciency—by being out of 
order or out of date. The dollar you save using 
a poor tool has about the same value as a Rus¬ 
sian ruble. I never saw a boss plumber turn a 
high-priced man loose on a job with a low- 
priced tool that I didn’t wonder how he figured. 

It is the little leaks of disorder in the shop, 
caielessness in collections, inefficient tools, and 
things like that that make the flea of overhead 
the wicked flea, when no man pursueth. 


E. E. Jackson is erecting a building to be used as 
a plumbing and sheet metal shop at Coachella, Cal. 


Moeller & Flynn, Venice, Cal., are erecting a new 
building to be occupied by the Venice Sanitary Plumb 
ing Co., this being the firm name under which thev 
operate. 
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LIKEWISE CATER TO HUMAN PLUMBING 
SYSTEM 

Editor “Hardware and Plumbing World": 

We are enclosing renewal covering our sub¬ 
scription to the “Hardware and Plumbing 
World," which I find necessary in my business 

If I should ever overlook sending this 
promptly, covering renewal of my subscription, 
do not hesitate to let me know. 

I have been pretty busy this summer with 
the plumbing business and it may interest some 
of your readers to know that I have also estab¬ 
lished a southern chicken dinner inn, called the 
“ Maplehurst." It is one mile north of Eaton- 
ville, which is proving very popular with all 
tourists coming my way. 

Any of the readers of the “Hardware and 
Plumbing World" who should happen to be in 
the neighborhood, it will be worth while to get 
what is said to be the finest chicken dinner 
anywhere on earth. 

Eatonville, Washington. R. POTTER. 


William Griffin has opened a plumbing shop at 806 
South Fernando Road, Glendale, Cal., and will carry 
a complete assortment of plumbing accessories, hard¬ 
ware and lubricating oil. 


Hughes k Tornier, Mount Vernon, Wash., have been 
awarded a plumbing contract for $5,893 and the heating 
for $6,861 in a new building being erected for the 
Northern State Hospital, Sedro-WoolTey. 


Dependable Service 
Quality Goods 

We are exeliuive agents for 

Homestead Qnarter-Tnxn Blow-Off Valves 
Witt Piiiiq> Oovemors sad Begnlating 
Valves 

/ Valve Disos 
\ Bod Paeldiig 
Bnrabla \ Sheet Paddng 
I Union Gaskets 
V Gauge Glasses 

Distributors of 

Wm. Powdl Valves and Specialties 


The M. L. Kline Co. 

WholUBileii 

PLVMBING, HEATINO AND STEAM 
SUPPLIES 

S4-86-87-89 Front Street, PortUnd, Oie. 


Church White Pyralin 

Closet Seats 

are made in our own wood 
working shop and covered with 
genuine white sheet Pyralin 
which is applied by our patent¬ 
ed process and should. not be 
confused with enameled or 
sprayed coatings. 

The surface of Church Seats 
is non-porous and requires only 
soap and water for cleaning. 
They can never turn yellow, 
chip nor crack. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Room Supplies 

Holyoke, Man. 

York San Frandaco Chicago 

These goods can be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get them, 
address for information W. E. Oilchriat, Pacuic Coast B^reaentatlve, Monadnock Building, San Francisco, Om. These 
goods are sold by the leading jobbing and supply houses. 
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WHEN IT COMES TO PROTECTING YOUR 

RIGHTS, BE JOHNNY ON THE SPOT 

(Copyrighted by Elton J. Buckloy) 

I think I should devote one of these articles 
to some explanation of the law of waiver as it 
occurs in everyday business. I have tried very 
hard not to be too technical in these articles. 
Waiver is a pretty technical subject, but the 
principle of waiver occurs so often in ordinary 
business transactions that it ought to be ex¬ 
plained, for a knowledge of it at times is a very 
useful thing. 

To give an illustration of the operation of 
the law of waiver as it occurs in business, I have 
taken an ordinary case which is arising every 
day. This incident transpired in my own ex¬ 
perience only last week. A jobber ordered 
certain goods. The specifications were written 
out in detail. Shipment was made, the goods 
unloaded and some placed on the shelves and 
some in the warehouse. Though there was 
every chance to do so, the buyer made no 
effort to closely examine them, and not until 
several weeks later did he discover, as he 
claimed, that they were not in exact accord 
with the specifications. Meanwhile the market 
had dropped on the particular goods bought, 
and the buyer rejected them because they were 
not, as he alleged, what he bought. 

In this case the court held that the buyer, 
by neglecting to examine the goods and hold¬ 
ing them so long, had waived his right to reject. 
Waived in this case, and in practically every 
case, means lost or given up. Let slide, to be 
colloquial. 

It is useful for men constantly dealing in 
business to remember that every day situations 
arise when they must act at the time or not at 
all. 

There are exceptions to this, of course. I 
remember a case which was very bitterly fought, 
the principle of waiver being the only legal 
principle involved. Here, too, a buyer ordered 
certain clearly specified goods. Goods were 
sent him which were immediately examined and 
found not to be as ordered. Unfortunately, 
however, he could not reject them because he 
needed them or something like them, so he 
made them do. Later he refused to pay the in¬ 
voice as rendered, claiming that goods sent 
were worth less than those ordered and also 
that he had had to go to certain expense to 
make them do. The seller sued, on the ground 
that by accepting and using the goods the 
buyer had waived his right to claim damages. 
But the court said no, and adopted a well 
known principle of or exception to the law of 
waiver, which is that when a man, under press¬ 
ure or in a pinch, accepts goods which were dif¬ 
ferent from what he ordered, he does not there¬ 
by waive his right to claim damages. The 
reason underlying this is that acceptance is not 
of the buyer’s own free will or negligence, but 
is under the pressure of an emergency. 


Another form of waiver, which many a busi¬ 
ness man forgets, occurs when he treats as 
good a contract which the other party has al¬ 
ready violated. When he does that he waives 
his right to cancel. For instance, not long ago 
two people made a deal by which one was to 
sell and the other to buy certain merchandise, 
delivery to be made by a specified date. The 
date came and went, but delivery was not 
made. A few days later the parties met and the 
buyer, who, of course, could have rejected for 
failure to deliver, failed to do so, but discussed 
the contract as if it were alive, and asked the 
seller when he now proposed to deliver. The 
seller named a date and had the goods there 
at that time, but the buyer rejected them on 
the ground that delivery had not been made 
within the time. This case got into court and 
it was held that the buyer, by treating the 
contract as good at a time when the seller was 
already in default by reason of non-delivery 
had waived his right to cancel. In other words 
his failure to act on his rights had made a bad 
contract good. 

Leniency or generosity to one’s creditors 
sets all sorts of traps for one’s feet. Continual 
ly allowing a debtor to take longer than his 
usual credit period may fix you so you can’t 
hold him up to the mark until you have given 
him notice of your intention to do so. This 
kind of waiver occurs in so many ways that 
I couldn’t begin to enumerate them. 

The thing to remember always, when some 
situation arises in which you may have to do 
something to protect your rights is this: I 
had better take this up now and see if it doesn’t 
require instant action, rather than let it slip 
along. 


A TRUE PROPHET 

Editor “Hardware and Plumbing World”: 

Your September issue received and noted. 

The statement that the writer made to you 
in previous letter has already come true. Prices 
are advancing slightly in many lines during the 
last few days. The demand for goods has in¬ 
creased quite materially also in the last few 
weeks. 

We look for fairly good business during the 
next two or three months. Especially in our 
seasonable lines, which always are called for 
during the fall months. 

Yours respectfully, 

THE BEATON & CADWELL MFG. CO., 
New Britain, Conn. W. H. Cadwell, Pre.s. 


The Graham Plumbinjr & Electrical Works, at 1721 
Manchester Ave., Graham, a suburb of Los Angeh's, 
is a new enterprise. 


E. W. Manning of Chchalis, Wash., was awarded 
the plumbing contract for the construction of the Napa- 
vin' school at Napavinc, Wash., the amount being 
$3,733. 
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We manufacture east brass or 
bronze hardware (except lock) of 
every description. 

Casement Fasteners. 

Cremome Bolts. 

Surface Bolts, Door Pulls. 

Push and Kick Plates. 

Door Guards and Push Bars. 

Door Bumpers and Base Knobs. 
Cabin Door Hooks. 

Lever Handles, Sash Lifts. 

Write for PrieoM Stating Quantity Deeired 

Pacific Ooaat Hardware Manufacturers 

Latfatory Spring Hingn, Lavatory Lag$, Angles €uid RaiUnga 


217-219 Ttthama Street SAN FBANCfISOO, OAL 


Front Door 
Handles 


Six Leaders are illustrated; they 
are our six leaders. We manufac¬ 
ture over fifty styles of handles, all 
are of solid brass, well finis hed. We 
make many that are more ornamen¬ 
tal and larger than those illus¬ 
trated. When ordering, specify 
finish. Sample orders sent subject 
to your approval. Sold from coast 
to coast. Liberal freight allowance 
to Middle West, Southern and 
Eastern States. 
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Nelson k Wagner, enterprising plumbing and heating contractors of Oak Park, Ul., know the advantages of 
featuring their products in their sales windows. 

Such a display as this, showing a completely equipped bathroom, even to the necessary toilet accessories— 
soap, tooth powder, shaving brush, towels, etc.—makes a wonderful appeal, and resulted in many sales. 

This is no line of merchandise that lends itself to greater advantage to the salesrooms and sales windowi 
display than plumbing goods. 

To see such a neatly equipped bathroom, instantly reminds passersby of their own bathroom, and anyone 
who does not possess such a convenient and well arranged room with up-to-date accessories, it is sure to create 
within them a longing and a desire that will lead to definite results if it is properly followed up by dealers. 

Such a display as the one shown herewith could be made by any of our subscribers at little expense, and 
is sure to result in many sales. 


I 



Sold by Jobbers of Plmnbiiig Sap- 
piles Everywhere 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL'S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on hamlle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozsle-outlet. Saves splashing. 

THOMAS SAVILL’S SONS, Wallace and Watts Sts^ PhHadelpliia, Pa. 

Send postal card for catalogue showing 28 styles. 



Plates that Please 

OBDEE NOW 

and be ready with a stock 
Increasing Demand for “B dc 0” Styles 

Catalog on request 

THE BEATON A OOBBIN MFG. CO. 

Largest and Oldeat Plate Company in the World 

Pacific Ooaat Repreaentatii 
W. EBWIN GILOHBIST 

««1 Market 8t. 

San Franelaeo, Onl. 
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AN ARGUMENT FOR A KNOWLEDGE OF 
METHOD FOR RESUSCITATION 


A fatal injury was recently reported which 
is not at all unusual, in fact, there are many 
similar cases recorded in recent years. 

Two men were at work pulling pipe from a 
well located at the side of a county road. This 
well supplied the water which was stored in a 
tank for the sprinkling carts used in laying the 
dust on a section of the road. The men were 
hoisting the pipe from the well by means of a 
block and tackle fastened to the headframe. On 
this headframe, which was located directly un¬ 
der a 2300-volt power line, was mounted a wind¬ 
mill which was normally connected to the pump. 
The pipe was in standard 20-foot lengths and 
several of these had been hoisted to the surface, 
disconnected and lowered to the side of the 
road. When it came to the last two lengths of 
pipe the men decided to hoist them both in one 
continuous 40-foot length, with the result that 
the pipe came in contact with the 2300-volt line. 
Both men received severe shocks and were ren¬ 
dered unconscious. 

The foreman of the crew drove up to the 
scene of the accident just as one of the men was 
recovering consciousness. The other man was 
removed at once to a hospital, aoout two and 
one-half miles from where the accident oc¬ 
curred. Newspaper reports read, ‘‘The patient 
was beyond medical aid and died soon after.'' 


SCAIFE ^'Copper-Brazed'’ 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


VBXm FOB OATAIXWXJES 


WM. B. SCAIFE AND SONS CO. 

FITTSBUBOH, PA. 

38 Boatt ]>earboxn 8t. Ohleago, DL 


The coroner states that there was no sign of 
a burn on any portion of the man's body, and 
that death was undoubtedly caused by electric 
shock. It is probable that if artificial respira¬ 
tion had been administered immediately after 
the accident, the story of a widow left with ten 
dependent children would not have to be told. 
The importance of the knowledge of resusci¬ 
tation cannot be too greatly emphasized. 


ENLARGING STOCK AND FACILITIES 

The Missouri Water & Steam Supply Co., of 
816 South Sixth street, St. Joseph, Mo., has pur¬ 
chased the stock of the Horigan Supply Co. 

Harry Hollihan is manager and president of 
the Missouri Water & Steam Supply Co. The 
Horigan stock was originally valued at $60,000. 

The Missouri company has leased additional 
storage and warehouse space and plan to do a 
general wholesale and jobbing business. 

Frank Flynn will be in charge of sales. They 
will be glad to send catalog and give full in¬ 
formation to any of our readers upon request. 


The Exeter Plumbing & Sheet Metal Co., of which 
J. L. Dean and Paul Lambell are proprietors, have pur¬ 
chased the Herbert Askin Plumbing Co., at Visalia, 
and will operate the business in connection with their 
business at Exeter. _ 

George Purviance is just completing a new store at 
Artesia, Cal. He has been engaged in the plumbing 
business for some years, but will likewise handle 
electrical supplies and appliances and other lines. 


Garden Hose Valves 

- o F- 

Recognized Quality 

Which command repeat orders for jroa 


Sizes to 2 V 2 '* inclasiTe. Both bent 
and straight Hose Spout. 

HAYS MFC. GO., Erie, Pa. 

W. Erwin Oilohrist 

Pacific Coast RepresentatiTe 
681 Market Street, San Francisco. 
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PROFITS AND NET PROFITS 

A man can figure himself rich, is a well 
known saying, but when he totals the results 
of his efforts at the end of the year, how often 
does he come out at the short end of the horn. 
How often is his mind disabused as to the results 
of his efforts. 

The mistake of so many merchants is that 
they don^t know what it costs them to do busi¬ 
ness, or knowing, they fail to take that into 
consideration in their sales work. 

One must bear in mind that it is better for 
him to have his goods in his warehouse, or on 
the shelves of his store, if he is going to send 
them out and not obtain the money for them. 
He at least has something to show for the money 
he is spending. 

Then on the other hand unless he can sell 
these same goods at a profit, he had better keep 
them himself than to attempt to do business at 
a loss. 

There are too many merchants out to get the 
business regardless of how they get it, or what 
they obtain for their goods. How can a man 
sell a line on a gross profit of 20 per cent and 
25 per cent and pay all his overhead expense, 
his freight, carry his customers anywhere from 
sixty days to six months, discount his bills and 
make a living t 

These are times that test the ability of a 
merchant, and is the time, too, when a mer¬ 
chant should take stock and see whither he is 
going. 


Are you worsted in a fright? 

Are you cheated of your right? 
Laugh it off. 

Don’t make tragedy of trifles, 

Don’t shoot butterflies with rifles— 
Laugh it off. 

Does your work get into kinks ? 

Are you near all sorts of brinks? 
Laugh it off. 

If it’s sanity you are after. 

There’s no recipe like laughter. 
Laugh it off. 


Perfect Blow Torches 

Tho Tomor Nmt Um Blww:ToreliM 

operate perfectly on either faaoline 
or kerosene, and they stay gener¬ 
ated. THE BAFFLE DOBS TT. 

The adjusting needle is separate 
from the shut-off. No more trouble 
from enlarged fuel opening or eor- 
rosion. 

Air and fuel are correctly pro¬ 
portioned automatically by the 
flared tube. 

These and other improved fea¬ 
tures give you BLOW TORCH 
SATISFACTION. 

Prices no higher than for or¬ 
dinary torches. 

The Turner Brass Works 

Sycamore, minoia, U. 8. A. 

Fifty Years of Manufacturing Experience 



D 0 n*t 
another 
without 
baffle in the 
bnmer tube. 
TURNER 
PATENT 


INCREASING DEMAND FOR ELECTRIC 
WATER HEATERS 


Det^chMcPh 


When all 

dealers find _ 

out (asthou8- 
ands have) 
that selling electric 
heating devices is a 
very simple and eas¬ 
ily understood busi¬ 
ness, besides being 
highly profitable, 
they will stock and 
push them. 

As a matter of 
fact, there are only 
two things to consid¬ 
er, Wattage (amount 
of energy consumed, 
based on how much 
heat is needed for the 
result wanted) and 
voltage (pressure of 
current as supplied 
by the local power 
company). 

In other words, if 
you are competent to 
sell your customer a 
40-watt, 110-volt in¬ 
candescent lamp, you 
are competent to sell 
any electric house¬ 
hold heating device. 

Take, for instance, 
the ‘ ‘ Coppersert ” 

Electric Water Heat¬ 
er, shown in the illus¬ 
tration. This consists of a seamless hard drawn 
copper tube, which screws into the hot water 
outlet of any upright range boiler, and which 
contains the heating element. It will readily 
be seen that this is 100 per cent efficient, as 
every heat unit must go directly into the water 
with which it is surrounded. 

It can be installed at very slight cost by 
any mechanic. It does not interfere with any 
existing method of heating water from a range, 
furnace or by gas, and there is a good profit 
to the dealer. 

The ''Coppersert” and many other electric 
heating specialties are sold by McSorley & Co., 
Factory Distributors, 218 Thompson building, 
Seattle, Wash. 



Discipline is that kind of training that causes 
us to do willingly the things we used to hate to 
do. 


Good times are diffident about rushing in 
where bad times are expected. It is always 
good policy to look for the best. 
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As you mingle with people in home, social, 
and business life, make a definite effort to ob¬ 
serve the leading interest and strong points of 
each. Learn to be a good listener. Many sales¬ 
men fail because they talk too much. The 
prospect likes to have his say, and in having it 
he will practically lay the cards face up on the 
table. The observant and alert salesman will 
then read these cards into his own play, and 
in the majority of cases he is bound to win. 


The salesman who isn’t observant, and who 
sees nothing in particular in an ordinary situa¬ 
tion, will talk constantly. Empty wagons rat¬ 
tle and they do not carry any loads to market. 
The truly tactful individual is always the ob¬ 
servant one. He knows what will please, not 
wholly by instinct but by a close watch of 
mannerisms, facial expressions, and conversa¬ 
tion. He has learned certain subjects to avoid 
as a matter of course, and so it becomes second 
nature to be alert, and to read tact and courtesy 
and good judgment into his daily contact with 
people. 


No man can be utterly unhappy who has the 
consciousness of doing good work. 


You can never help others by climbing onto 
the hill of self-righteousness; you’ve got to stay 
down on the level and lift. 



No. 208 Torch 

Lilt Price Each f 17.00. Aik for Dlieouit 

Improved Up-to-Date 
Torches 

There are more new improved features in the O. k L. 
Double Needle Torches that are of actual value to the 
user than in any other Torch made. Burner has greater 
generating power, producing about 300 degrees more 
heat. Upper needle cleans the orifice; lower needle 
regulates. Both needles are BLUNT, which prevents 
ruining the burner by enlarging the gas orifice. Gasoline 
or kerosene can be burned by changing the ^et block. 
Tank is strongly braced. Fitted with ouick acting pump. 
They save both time and fuel. Jobbers supply at factory 
price. Send for our latest catalog. 

CLAYTON a LAMBERT MFO. 00. 

10611 iCiMMiaii ATS., Dvtarott, Mich., TT. & A. 


"^wTRIMO 

Trimo pipa wrm^ stands for good tools made by the Trimont 

j ^ which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter (Hand) 



The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFC. COMPANY 

ROXBURY (BOSTON). MASS. 



Trimo Chain Wronch 
Eight tizet, take pipe to 15" 



Trimo Knt Wrench 
•teel handle only 
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No. 208 Torch 
List Prico 
Each 117.00 
Ask for 
Discount 


MORE HEAT—LESS FUEL 

The No. 208 Improved Double 
Needle Torch produces about 300 
defirrees hotter flame than any other 
make. Powerful generator con* 
aumes less fuel. The savin? will 
soon pay for the Torch. Burner 
orifice is cleaned by upper needle; 
lower regulates. Both needles are 
BLUNT — not sharp-pointed, thus 
overcoming sixty ner cent of 
burner troubles. The best and the 
cheapest Torch for inside or out¬ 
door work. Jobbers supply at fac¬ 
tory price. Ask for catalog. 

Clayton & Lambert Mfg. Co. 

10611 Knodell Ave. 

Detroit, .udlch., U. S. A. 



Coveri-d by several 
psients. 


Torches & Furnaces vs. 
Poor Gasoline 

It IS generally known that the 

f ;asorme sold today is of a very 
ow gravity. As a result, 
many mechanics are experienc¬ 
ing much trouble with torches 
and furnaces. 

It is our pleasure t*! notify 
the trade that satisfactory re¬ 
sults are obtained from our line 
when used with this I w grade 
fuel. This is due to the pat¬ 
ented burners which we use. If 
you ore having troub e. order 
some of our tools and obtain 
quick and correct results in your 
work. 

Jobbers supply at factory prices 


No. 05 Quart Torch OTTO BERMZ CO., Rcwark, N. J. 


06 P.nt Torch 


The *‘Always Reliable** Line 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 2.3 4 Water St. Pacific Coast 
Representative, Wm. P. Horn & Company, Rialt.* Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Aneeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St., Chicago, 111. Western Canadian 
Agents, A. E. Hinds & Co., Chamber 
of Commerce, Winnipeg. Manitoba. H set ous ri 
Southwestern Representative, J. R. I catauxjoi, 1 1 
Devereux, New Btrks Building, Mon- i 1 SwurfS 1 I 
treal, Quebec. Canada. , J. j LI 



Nye til# Dl# Man 


When a Cat Has Fits 

It runs around in circles. It doesn^t know where it’s 
going, but it’s on its way. 

When a dog goes mad, it climbs trees, jumps ash-cans, 
and acts up generally. 

But when a tool bucks or a cutter-wheel breaks in the 
middle of a job— 

You Ought to See What a Plumber Does! 

It doesn’t need to happen, if you buy Nye Dies. 

The Nye Die was designed to keep plumbers from 
going mad. 

The Nye Die is made of the finest tool steel tempered 
in oil—and absolutely guaranteed. 

THE NYE DIE 

is as much better than other dies as other dies are better 
than nothing. 

The Nye Die works best, lasts 
best, is best—so it pays best! I 

HABBT O. MYE 

The Nje Tool & Machloo Works 


Ny# Solid Die 


108-128 North Jefferson Street 
Chicago, HI. 


Nj# Annftrong DU 
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PLUMBING GOODS—RETAIL SELLING PRICES 

The following are the present market telling prices (corrected up to the time of going to press) of various 
lines of plumbing goods, ruling in some of the larger western cities. At the request of some of our subscribers 
among the plumbing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
up their prices and costs often, we are giving these prices as some we have obtained that are being charged by 
plumbers in the larger cities. These prices are usually based on the cost of goods, plus the overhead or cost 
of doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 
be gladly answered. 


BATHS AND LAVATORIES 

(Bmh Tub Prices l.ets Fittinri) 

BATH TUBS—K64, C370, PI090, Essex, on Feet. 4-ft., $44.00; 
4H*ft.. |44.00; 5-ft.. $42.00; 6H ft.. $47.50; 6-ft., $66.70. 

K57. C360, P1991, Essex, on Base—4$55.50; 6 ft., 
$55.50; 5V4 ft.. $61.50; 6 ft.. $82.70. 

K80. PI993, Knickerbocker—5 ft., $^5.50; 5H ft.. 68.50. 

KlO to KlO^, P2160 to P2178, Conred Enam. Allover, 
Cardinal—4 4 ft.. $76.00; .S-ft., $80.00; 5V4 -ft.. $86.70. 

KlO to KlO^, P2160 to P2178—Conred, Enameled Inside, 
Cardinal-l^ ft.. $60.00; 6 ft.. $64.00; 5V4 ft.. $70.70. 

KlO^, P2180 to P2186, Rerona, Enatn. Allueer, Cardinal 
—4H ft.. $72.00; 5 ft.. $74.70; 6V4 ft.. $81.50. 

K10V4. P2180 to P2186, Recona, Cardinal (Enam. Inside) 
—4H-ft.. $60.00; 5-ft., $64.00; 5H ft., $70.70. 

F12 to F15, C316 to C3I9, P2305 to P2313, Pembroke, 
Viceroy, Sierra (Corner)—IVI ft.. $90.70; 6-ft., 94.70; 5V4* 
ft., $102.70; 6-ft.. $133.50. 

F16 to F17, C320 to C321. P2315 to P2318. Pembroke. 
Viceroy. Sierra (Recess)—m-ft.. $81.50; 6 ft., $86.70; 5V4- 
tU $94 70; 6-ft., $128.00. 

FlO to Fll, P2319 to P2322, Pembroke, Viceroy (Pier)— 
5-ft.. $199.50: 5V4-ft.. $141.50; 6-ft., $157.80. 

F7 to F8, P2380 to P2388, Woodmare, Imperator 'Comer) 
—5-ft., $177.50; 5H ft.. $184.00. 

F9, P2390 to P239.3, Woodmare, Imperator (Recess)—5-ft., 
$166.70; 5^-ft.. $177.50. 

F5. Imperator (Standing Pattern)—5-ft., $261.50; 5Vi-ft., 
$278 70. 

F6. Imperator (Wall Pattern) 5-ft., $230.70; 6 Vi‘ft.. 
$244.00 

BATH TUBS. PORCELAIN— H5015. 2028N, Remilar selection, 
light weight. Corner— 5-ft.. $145.35; 5 Vi-ft., $158.35. 

H5015, 2028N. Special selection, light weight. Comer— 
5-ft.. $177.00: 6 Vi-ft., $198.35. 

H5020. 2029N. Regular selection, light weight. Recess— 
5-ft.. $133.33; 5Vi-ft.. $146.70. 

H5020, 2029N. Special selection, light weight. Recess— 
5-ft.. $166.70: 5Vi-ft.. $183 35. 

SHOWER RECEPTORS-K112. P2510, with Strainer and 
Waste—36x36 in., $84.00; 42x42-in., $112.00. 

K 108 , r25Il, with Strainer and Waste—36x36-in.. 
$113.50; 42x42-ln.. $150.70. 

K107. P2512. with P2530 Drain—88x38.in., $149.50. 

KlO.5. P2525. with P2530 Drain—36x36-in.. $120.00; 
42x42 in.. $153 .50. 

SHOWER MIXING VALVES—NCl, H15. P2745. $30. N(?l, 

H12, P2746. $30.00. NFl, HIO, P2747. $30.00. P2748, 


$30 on 

SHOWERS— 

H965. P2766. Shower and Rose Sprays.$110.00 

H1014. P2771. Shower and Needle Bath. 109.00 

NF12O0. 11911, P2790, Shower. 54.70 

H909Vi, P2791, Shower and Shampoo. 64.00 

NCIOO. h952Vi, P2803, Shower. 29.35 

H953V4. P28n4. Shower. 30.70 

NCllOO. H954Vi. P2807, Shower. 41.35 

NCllOO fwith stops), H954Vi, P2809, Shower. 40.70 

H943Vi. P2«15, Shower. 48.70 

H94 4Vi, P2816. Shower. 46.70 

H945»4, P2P19. Shower. 56 70 

H946Vi. P282n. Shower. 55.35 

NClino*4. H956. P2821, Shower and Shampoo . 47.70 

P2‘»23, Shower and Shampoo... 54 70 

H1402. P2826, Shower. 16 00 

Hi406. P2«27. Shower. 15.70 

H1400. P2®28. Shower and Shampoo... 31.70 

Hi404. P2^29. Shower and Shampoo. 30.70 

H1410, P2836. Shower. 36 70 

H1411, P2837. Shower. 88.00 

Hi 408. P2841, Sh''wer and 8h.*tmpoo... 50.70 

HI 40'^ P2842. Shower and Shampoo. 52 00 

NE10.50. H900. P285.5. Shower. 38.70 

NFl 0.50 14 . P2856. Shower and Shampoo. 51,00 

NFl 055. H895. P2857, Shower. 46.70 

H904. P2860. Sho er.. 45.35 

P2®61, Shower and Shampoo. 58.00 

Hl2t6. P2<»68. Shower. 34.70 

H1250. P2870, Shower. 27.70 

Hi 000 . Tnduatrinl Mlx^'meter Shower. 34,70 

Hi 62 5. Tndnatrial Combination Valve Shower. 14.15 

H1202. P2Q14. Shower. 52.00 

H 1200 . P2916. Shower. 66 35 

Hl 2 or.. P2918. Shower. 44 35 

HI 204 . P2919. Shower. 46 00 

P202n. Shower and Shampoo. 59.00 

P2921. Shower and Shampoo. 60.35 

P rtahle Showers— 

Hi 275, P2946. Portable Shower. 22.70 

8124. Portable Shower. 15.00 

Wall and Ceiling Showers— 


H1270, P29.50, Wall Shower. 18.00 

H1268, P2952, Ceiling Shower. 18.00 


LAVATORIES—(Less Fittings)- 

C105, P3050, P3055, P3067. (3opIey—18x27-in.. $52.00; 
S2x33-in.. $66.65. 

Cl 14, K205, P3110, P3115, P3117, Laton—20x24-in,, 

$87.35; 22x27 in., $42.65; 22x30-in., $51.80. 

C145, K382, P3840, P3845, P3846, P3847, Ophir—17x21- 
in., $14.50; 18x24-in.. $18.20; 20x24 in., $22.30; 22x27-in^ 
$38.70. 

CMS. K332, P8847, Ophir—20x24-in., $22.80; 22x27-in., 
$88.70. 

Cl 45, K832, P3850, P3855, Ophir—20x24-in., $22.30. 
0152. K582, P4045, Ralwon—17xl9-in., $12.80. 

P4125. Arion—19x24-in., $22.65. 

P4205, Othello—18x21-in., $13.80. 

K580, Cl 50, P4206, Othello—18x21-in., $13.80. 

K608, C162, P4335, Beverly—18x21-in., $13.20. 

K614. Cl64, P4845, Crescent—17xl9-in.. $10.00. 

K752, P4365, Alva—16x24-in., $10.00. 

K668, C180. P4940, P4945, Athena—20-in., $30.00. 

K668, Cl 80, P4946, Athena—20-in., $80.00. 

K672, C182, P4950, P4955, P4956, P4957, Anglo—19-in., 
$ 20 . 00 . 

K690, C184, P4980, P4985. Verdun—16-in., $15.20. 
P5080, P5085, P5086, P5087, Everett—19-in., $18.70. 
K732, C190, P5110, P5115, Yale—16-in., $11.50. 

K762. C192, P5145, Aida—16 in.. $11.50. 

Add for Waste when required—PI 1285, Imperial, $9.85; 
PI 1289, Empire. $8.00; PI 1290, Princess. $6.70. 

BRASS AND RUBBER CK>ODS 
BATH FTTTTNOS, BUILT-IN- 

H7025 Special, PI 1000—Oompreation, Valvet, 2- 

in. Waste (End Will), $29.00. 

PI 1001—%-in. Valves, 2V4‘in., Waste, $42.70. 

H7025 Special. P11002—Vi-in. Valves, 2-in. Waste (Back 
Wall). $31.70. 

PI 1003—^4-in. Valves, 2V4*in. Waste, $45.85. 

PllOlO—Vi-in. Valves, 2-in. Waste, $87.35. 

PI 1011—%-in. Valves, 2V4‘in. Waste, $44.70. 

PI 1012—Vi-in. Valves, 2-in. Waste, $42.70. 

P11013—%-in. Valves, 2V4 in. Waste, $47.35. 

Pi 1015. “Quicko”—Vi-in. Valves, 2-in. Waste, Top 
Nozzle, $42.70. 

PI 1016—%-in. Valves, 2V4-in. Waste, Top Nozzle, $47.35. 
P11017—Vi-in. Valves, 2-ln. Waste, Top Nozzle, $45.35. 

Pi 1018—%-in. Valves, 2V4*iD. Waste, Top Nozzle, $50.00 
Compression— 

PI 1025—Vi in. Valves, 1%-in. 0. W. A O., $28.70. 

FI 1026—%-in. Valves, iVi-in. C. W. A O., $28.35. 

PI 1030—Vi-in. Valves, 1%-in. O. W. A O., $27.35. 

Pi 1031—%-ln. Valves, iVi-in. C. W. A O., $32.00. 

Pi 1040—Vi-in. Valves, lH*in. Waste, $46.70. 

P11041—%-in. Valves, 2-in. Waste, $51.35. 

NC2570—Fittings for Por. Tubs, %-in. Valves, 2V4*in. 
Waste, $64.00. 

H2466—Speakman Dishler, Vi-in. Valves, 2-in. Waste, for 
Por. Tubs. $36.00. 

Exposed for Essex Baths—Compression— 

Plin65—Vi-in. Valves, 2-in. Waste. $34 70. 

PI 1066—%-in. Valves, 2%-in. Waste, $50.70. 

* ‘Qnicko”—— 

PI 1090—Vi-in. Valves, 2-in Waste, $46 00. 

P11091—%-in. Valves, 2 Vi-in. Waste, $50.70. 

Exposed for Conred Tubs— 

H6978 Special, 11115—Vi-in, Valves. 2-in. Waste, $30.85, 
Exposed for Pembroke and Woodraere Baths— 
Compression— 

H6978 S ecial. Pi 1115—Vi-in. Valves, 2 in. Waste, $40.00. 
%-in. Valves. 2V4-in. Waste. $40.00. 

Pin25—Vi-in. Valves. 2-in. Waste. $48.00. 

Bath Cook Combination Fittings—For Essex Baths— 

Pi 1150—Compression Supply and Waste Fitting, 9-16-iB. 
O. D. Annealed Supplies. $8.70. 

P1115.5—“Quicko” Supply and Waste Pitting, 9-16 in. 
O. D. Annealed Supplies, $8,70. 

PI 1160—Compression Supply and Waste Fitting, 9-16-in. 
O. D. Annealed Supplies. $21.3 .t. 

P1116.5—“Quicko” Supply and Waste Pitting, 9-16-in 
O. D. Annealed Supplies, $22.70. 

BATH WASTES—PI 1175—Imperial 2-in. Waste, $17.25. 

PI 1176—Imperial 2 %-in Waste. $18.70. 

PI 1179—Imperial 2-in. Waste, $18.00. 

Bath C. W & O .— 

Pill85—1%-in. N. P. O. W. A O. for Essex Bath, $3.10. 
PI 1188—1-%-ln. N. P. C. W. A O. for Conred Bath, $6.15. 
iV^-in. N. P. C. W. A O. for Conred Bath. $6.70 

PI 1189—1%-jn. Rough O. W. A O for Conred Bath, $5.00. 
lV4-in. Rough C. W. A O. for Conred Bath. $6.70. 

P11190—lV4-in. Rough C. W. A O. Perabrokej^ Bath. 

Digitized by VjOO^iC 
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HARDWARE WORLD—PLUMBING AND HEATING 


PLUMBUTG goods—BETAIL SELXJNG PBI0E8—Oontianed 


Brut and Babber Oooda—Oontinnad. 

COMBINATION L.AVATORY FITTINGS— 

PI 1260—Verona, Compression, Enamel Lavatory, $23.35. 
P11263—^Verona, Compression, Vitreous Lavatory, $23.35. 
UAVATOEY WASTED 

P11285—Imperial, China Knob. 9.85 

P11288—Imperial, China Knob . 9.35 

P11289—Empire, China Knob. 8.00 

P11290—Princess, China Knob. 6.70 

P11291—Princess, China Knob. 6.70 

P11293—Princess, China Lever. 6.70 

P11294—Princess, China Lever. 6.70 

P11295—Princess, China Lever. 6.70 

P11296—Princess, “B” China Handle. 6.70 

P11297—Princess, 4 Ball Handle. 6.70 

SHAMPOO FIXTURES— 

P11858—Quicko Double Basin Cock.12.00 

P11859—Pedestal China Soap Dish with Drain.2.70 

P11860—Compression, as described.20.00 

P11868—Quicko, as described.20.00 

MIXOMETER FIXTURE—H2285—Built-in Mixometer. $58.35. 
LAVATORY SUPPLY PIPES—Strictly I. P. Siie—Pipes to 
Wall—Short Pattern, 6-in. x 7-in. 

P11871—With W. H. Stop, %-ln., $7.45: H-in., $8.70. 
P11872—With 0. I. Stop, %-in., $8.15; H*in., $9.85. 

PI 1878—With L. K. Stop, %-in., $7.45; %-ln., $8.70. 
LAVATORY PLUGS AND CHAIN S^AYS— 

P11895—P. O. Plug for Porcelain Enameled Lavatory.. 1.00 

P11896—P. O. Plug for Vitreous Lavatory. 1.70 

PI 1897—Chaim Stay for Vitreous Lavatory.70 

COMBINATION SINK AND SUPPLY FAUCETS—PI 1425— 
Quicko, Swing Spout, No. 100, Classic or Faultless, $10.70. 
NICKEL PLATED SINK AND LAVATORY TRAPS— 

Tubing Pattern, less Cleanout— 

P11450—l% in. Plain “P,” $2.00; 1%-in.. $2.00. 

P11451—l% in. Vented “P,” $8.00; 1%-in., $3.15. 
P11456—l%.in. Bag, $4.70; 1%-in., $4.60. 

P11462—l% in. Plain “S,** $2.70; 1%-in., $2.70. 

P11463—1%-in. Vented “S,” $3.60; l% in., $A00. 

With Cleanout— 

P11450—1%-in. Plain “P,»* $2.80; 1%-ln., $2.70. 

Cast Brass Traps with Cleanout— 

P11450—lV4 in. Plain “P.” $2.75; IH-in., $2.70. 

P11451—1%-in. Vented “P." $3.75; 1%-in., $3.95. 
P11456—l% in. Bajr, $3.75: 1%-in.. $4.75. 

P11458—1%-in. “P^’ (N. Y. Reg.), $2.70; 1%-in., $8.10. 
P11462—1%-in., Plain “S,” $3.20; 1%-in., $3.40. 

P11463—1%-in. Vented “S,*’ $4.15; 1%-in., $4.35. 
COMPRESSION BIBBS—HlOO—%-in. Rough Plain BS8, 
$1.05; Finished, $1.30; Nickle Plated, $1.55. %-in. Rough, 

$1.35; Finished, $1.65; Nickel Plated, $2.00. 

H102—%-in. Rough Hose SSS, $1.20; Finished, $1.50; 
Nickel Plated, $1.70. %-in. Rough Hose, $2.20; Finished, 

$1.85; Nickel Plated, $2.10. 

HllO—%-in. Rough Plain SOT. $1.20; Finished, $1.45; 
Nickel Plated, $1.70. %-in.. Rough Plain SOT, $1.65; Fin¬ 

ished, $1.90; Nickel Plated. $2.05. 

H112—%-in. Rough Hose SOT. $1.35; Finished, $1.65; 
Nickel Plated, $1.90. %-in. Rough Hose, $1.70* Finished, 

$2.04; Nickel Plated. $2.30. 

H185—%-ln. N. P. Plain AdJ. Flange, $2.25; %-in.. $2.80. 
H187—% -in. N. P. Hose Adj. Flange^ $2.45; %-in. $3.00. 
H140—%-in. N. P. Plain Set Screw Flange, $2.10; %-in., 
$2.50. 

H142—%-in. N. P. Hose. $2.25; %-in.. *2.70. 

H365—%-in. N. P. Comp. Stub W. T. Bibb. Plain, $1.50 
H367—%-in. N. P. Comp. Stub W. T. Bibb, Hose, $1.70. 
QUICK COMPRESSION BIBBS— 

H410—%-in. Nickel Plated. Plain SOT, Metal Handle, 
$2.55; %-ia., $2.95. 

H412—%-in. Nickel Plated. Hose. SOT. Metal Handle, 
$2.75; % in., $3.20. 

H418—%-in. Nickel Plated, Plain SOT, China Handle, 
$8.15; % in.. $4.29. 

H414—%-in. Nickel Plated, Hose SOT, China Handle, 
$8.20; %-in. Nickel Plated. Hose SOT. China Handle, $4.60. 

H435—%-in. Nickel Plated, Adj. Flange. $2.85; %-in., 
$8.80. 

H487—%-in. Nickel Plated. Adj. Flange. Hose, $8.10; 
%-in., $3.50. 

H438—%-in. Nickel Plated, Plain, $3.30; %-in., $3.70. 
H439—%-in. Nickel Plated. Hose, $3.50; %-in., *3.95. 
H440—%-in. Nickel Plated, Plain S. S. Flange, MeUl 

Handle. $2.65; %-in.. $3.05. 

H442—% in. Nickel Plated. Hose. S. 8. Flange, Metal 

Handle, $2.90; % in., $3 30. 

H448—%-in. Nickel Plated, Plain, 8. S. Flange, China 

Handle. $3.05; %-in.. $3.50. 

H444—%-in. Nickel Plated, Hose, S. S. Flange, China 

Handle, $3.30; %-in., $3.60. 

SELF-CLOSING BIBBS—H478—%-in. Finished, Plain SOT, 
$2.80; Nickel Plated. $3.00. 

FULLER BIBBS—II510—%-in. Nickel Plated, Plain SOT. 
$2.25; %-in.. $2.60. 

H512—%-in. Nickel Plated, Hose SOT, $2.50; %-in., 

$2.85. 

H540—%-In. Nickel Plated, Plain S. S. Flange, $2.90; 
%-in., $3.30. 

H542—Vi-in. Nickel Plated, Hose S. S. Flange, $3.15; 
%-in.. $3.55. 

GROUND KEY BIBBS—H575—%-in. Finished, Plain SSS. 
$1.45; %-in.. $2,05. 

H577—%-in. Finished, Hose SSS, $1.75; %-in., $2.25. 


H585—%-in. Finished Plain SOT, $1.65; %-in.. $2.25. 

H587—%-in. Finished. Hose SOT, $1.85; %-in. $2.35. 

COMPRESSION STOPS—H600 and H603—%-in. Rough I. P. 
both ends T. H., $1.15; %-in., $1.45. %-in. Nickel Plated 
both ends T. H., $1.95; %-in., $2.35. 

H605 and H608—%-in. N. P. I. P. both ends W. H., 
$2.15; %-in., $2.65. 

H615 and H618—%x%-in., O. D. T. H. or W. H. N. P.. 
$1.50. %x9-16-in. O. D., $1.60. %xll-16-in., O. D., $1.75. 

H620 and H623—%-in. I. P. both ends Finished. $2.15. 
% -in. I. P. Nickel Plated, $2.60. 

SELF CLOSING STOPS—H640 and H641—%-ln. I. P. both 
ends N. P., $3.65. 

COMPRESSION SILL COCKS—H650 to H654—%-in. Angle 
Pattern, $1.45; %-in„ $1.60. 

BOILER DRAIN COCKS—H655 and H658—%-in., $1.10; 
%-in. Rough N. P. Male, $1.10; %-in., $1.45. 

H656 and H659—%in. ^ugh N. P. Femal^ $1.10; %-U.. 
$1.45. 

H700—%-in. TH or LH Stops, Solid Head, $1.46; %-Ib. 
$2.05. 

H703—%-in. TH or LH Stop and Waste, $1.50; %-U.. 
$2.10. 

GROUND KEY STOPS AND STOP AND WASTES—H780 and 
H731—%-in. TH or LH Stops, Loose Handle, $1.80; %-iB.. 
$1.85. 

H738 and H784—%-in. TH or LH Stop and Wastae, Loose 
Handle. $1.35; %-in., $1.90. 

COMPRESSION BASIN COCKS—H852—No. 1% Midget Bs 
sin Cocks, Pair, $3.40. 

H855—No. 2 Medio Basin Cocks, Pair, $A20. 

H856—No. 2A Medio Basin Cocks, Pair, $5.25. 

No. H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. 

QUICKO BASIN COOKS—H901—No. 1%, $8.85. 

H902—No. 2 Quicko Basin Cocks, $4.00. 

H903—No. 8 Quicko Basin Cocks, $7.50. 

H908—No. 5 Quicko Basin Cocks, $7.50. 

“Allwite” Quick Comp. Basin Cocks, $10.95. 

PULLER BASIN COCKS—H925—No. 0 Fuller Basin Cocks, 
$5.25. 

H926—No. 0 Fuller Basin Cocks with Union, $6.90. 

SELF CLOSING BASIN COCKS—H950—“Standard” Ball 
Bearing, Cross Handle, pair, $8.40. 

H951—“Standard" Ball Bearing, China Level, pair, 
$10.05, 

H970—“Standard" Boston, pair, $10.05. 

Junior Size liall Bearing 4 Arm Indexed Self Closing, pair, 
$7.90. 

DOUBLE BASIN COCKS—H980—Quicko Double Basin Cocks, 
each, $12.35. (For China Soap Cup, see U11859.) 

Glauber “Winton," Nu-Rapid—Double Basin Cock with 
Gooseneck and China Index Lever Handles, 12-in. C to G of 
Cock Holes, $19.35. 

PANTRY CrOCKS— 

HIOOO—No. 1 Compression, pair. 7.37 

HlOlO—No. 1 Quicko, pair...8.65 

H1015—Quicko, Double, each.10.85 

H1030—No. 1 Fuller, pair...8.80 

SLOP SINK COCKS— 

H1070—Compression.19.50 

H1075—Fuller.19.50 

DOUBLE BATH COCKS— 

HI 100—No. 3 Compression. 4.00 

H1105—No. 3A Compression... 5 25 

H1142—No. 1% Quicko. 5.60 

HI 150—No. 2%L Quicko . 7 >0 

H1152—No. 2% Quicko. 7 90 

H1160—No. 10 Quicko...13 50 

HI 170—No. 5%L Fuller. 4 90 

H1172—No. 5% Fuller. 5 25 

HI 175—No. 4%L Fuller. 4 90 

H1177—No. 4% Fuller... 5.25 

CHICAGO FAUCET COMPANY’S BRASS GOODS— 

AlOO—“Classic" N. P. Quaturn Swing Spout Mixinf 
Faucet with Index Lever Handles, $10.70 each. Extra 
Washers for same. $2.35 per hundred. 

A500—N. P. Quatum Plain Bibbs SOT, Deta^able Ts- 
pered Shank, %-in., $3.00. 

A900—N. P. Quatum Plain Bibbs with Detachable ERiank. 
Adjustable Screw Flange, %-in., $3.35. 

A1600—N. P. Quatum Single Pantry Cock with Chins 
Lever Handle, $5.90. 

A1700 N. P. Quatum Double Pantry Cock with Chins 
Indexed Lever Handle, $17.40. 

A1900—N. P. Quatum Basin Cock with Top China Indexed 
Lever Handle, $3.50. 

A2000—N. P. Quatum Basin Cock with Side China In 
dexed Lever Handle, $4.90. 

A2100—N. P. Quatum Double Basin Cock with China In¬ 
dexed Lever Handle, $14.70. 

A4500—No. 102 Amazon Basin Cocks, N. P. with Chins 
Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all “Qms- 
turn" Bibbs. Basin Cocks, Bath Cocks, Pantry Cocks, Ball 
Cocks, etc.. Hot or Cold. 40c each. 

N. P. BRASS ANNEALED TUBING—%-in. O. D. N. P. Brass 
Annealed Tubing. $24.00 per hundred ft. 

O. D. N, P. Brazed Brass Tubing—Per 100 ft.— %-in., 
$37 50; %-in.. $41.25; %-in.. $48.75; 1-in., $39.00; 1% in., 
*42.75; 1%-ip^. $48.00; 1 %-in., $52.50; 1%-in., $56.25; 


*42.75; 1%-ip^. $48.00; 

DigitizJdbyi^OOgle 
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PLXTMBINa GOODS—BETAIL SELUNO PBIOES—Ooatinned 


Brua and Bnbbar Qooda—Continued. 

SEAMLESS BRASS PIPE—1. P. Size, per lb.— ^-in..61c; 

57c; %-in., 53c; ^-in., 50c: %-in., 47c; 1-in., 47c; 
1^-in., 47c; 1%-in., 47c; 2-in., 47c; 2^-in., 47c; 8-in., 
47c. 

Add 70 per cent for Nickel Plating Pipe. Add 10 cente 
for cut lengths. Add 75 per cent for Copper Pipe. 
MISCELLANEOUS BRASS TRIMMINGS— 

IViin. Laundry Tray Plugs, O. D. Tail Piece, doz.,. 19.90 
IH-in. Laundry Tray Plugs, 1% I. P. Tail Piece, doz.. 119.90 


Fin. Brass Wash Tray Plugs, Ihi Met. Stopper, doz... 5.50 

N. P, Chain Stays, No. 1, doz.4..50 

N. P. Chain Stays, Nos. 1, 2, 3, dozen. 5.20 

China Chain Stays, doz. 9.60 

N. P, Chain Stay and Cock Hole Cover. 6.75 

N. P. Basin Cock Hole Cover, doz. 4.40 

N. P. Basin Chain wf. Snaps, No. 00, do. 1.50 

N. P, Basin Chain wf. Snaps, No. 0, doz. 1.70 

N. P. Bath Chain wf. Snaps, No. 00, doz. 2.00 

N. P. Bath Chain wf. Snaps, No. 0. . . . .. 2.40 

N. P. Basin Chain 12 Yd. Box, No. 00, >.. 2.10 

N. P. Basin Chain 12 Yd. Box, No. 0, be. 2.50 

N. P. Basin Chain 12 Yd. Box, No. 1, ba. 3.10 

N. P. Basin Chain, No. 00, per 100 feet. 5.50 

N. P. Basin Chain, No. 0, per 100 feet. 6 .ho 

N. P. Basin Chain, No. 1, per 100 feet.. 8.50 

N. P. Basin Chain, 500-foot reels. No. 00.. 5.30 

N. P. Basin Chain, 500-foot reels. No. 0... 6.40 

N. P. Basin Chain, 500-foot reels. No. 1-. 8.30 

Beaded Basin Chains, per dozen. 3.50 

Beaded Bath Chains, per dozen. 3.90 

N. P. Chain Snaps, large, per dozen. ,26 

N. P. Chain Snaps, small, per dozen. *.24 

N. P. Chain “S" or “8’^ Hooka, per dozen. .48 

^-inch Threaded Brass Rod, per foot.37 

^-inch Rough N, P. Brass Nuts, threaded through, 100. 6.40 

*4-inch N. P. Brass Cap Nuts, per 100. .. 5.60 

FAIRPACTS BUILT-IN BATH ROOM ACCESSORIES— 

P 1—Built-in Paper Holder, 6x6. 8.80 

FI 15 and F125—Built-in Soap Holder, 6x6. 4.40 

F140—Built-in Grab Rail. 6x6... 8.80 

F150—Built-in Comb. Rail and Soap, 6x6... 8.80 

F160—Built-in Tumbler Holder, 6x6. 4.40 

F170—Built-in Sponge Holder, 6x6. 7.10 

BRASSCRAFTERS ALL WHITE ACCESSORIES— 

14086—Slab Soap Dish. 3.00 

14039—Wall Soap Dish ... 2.90 

14076—Wall Soap Dish... 3.35 

14049—MTall Soap Dish ... 4.30 

14073—Wall Soap Dish .... 3.00 

14044—Tub Rim Soap Dish. 2.60 

14080—Tub Rim Soap Di.sh... 3.50 

12306-6-inch Three arm Swinging Bar. 4.50 

12103—14-inch Three arm Swing Bar... 5.90 

12518—%xl8-inch Towel Bar. 3.35 

12524—24-inch Towel Bar. 8.75 

12530—30-inch Towel Bar. 4.55 

11818—%xl8-inch Towel Bar. 4.00 

11824—24-inch Towel Bar. 4.40 

11830—30-inch Towel Bar. 5.00 

11612—lxl2-inch Towel Bar. 5.90 

11618—18-inch Towel Bar. 6.40 

11624—24-inch Towel Bar. 6.60 

11630—30-inch Towel Bar. 7.35 

11912—lHxl2-inch Towel Bar.12.00 

14241—Wall Pattern Soap and Sponge Holder.11.70 

14502—^Wall Towel Baaket.19.90 

15124—Tumbler and Toothbrush Holder. 4.80 

15118—Tumbler and Toothbmah Holder. 4.95 

15167—Tumbler Holder. 3.40 

15235—Combination T. T. B. and Soap.11.90 

15222—Combination T. T. B. and Soap. 8.15 

15150—Tooth Brush Holder. 1.40 

15103—Tooth Brush Holder. 1.60 

15176—Tumbler Holder. 3.40 

15195—Tumbler and Toothbrush Holder. 4.80 

15192—Tumbler and Toothbrush Holder. 4.95 

15298—Tumbler and T. B. and Soap.11.90 

15291—Tumbler and T. B. and Soap. 8.15 

15297—Tumbler and T. B. and Soap. 6.95 

15293—Tumbler and T. B. and Soap.12.70 

14811—Comb Tray . 5.70 

14800—Comb Tray. 6.95 

15752—6x24 Shelf .10.95 

15706—5x20 Shelf . 8.00 

15710—5x18 Shelf . 7.70 

15712—5x24 Shelf . 8.20 

15714—5x30 Shelf . 9.50 

15301—5x20 Rail . 4.55 

15202—5x24 Rail. 5.00 

15304—5x30 Rail . 5.70 

15307—6x24 Rail . 5.75 

154.3.5—Paper Holders (Roll) . 6,15 

15420—Paper Holders (Roll) . 2.90 

15451—Paper Holders (Sheets) . 4.95 

15510—Hooks .60 

15.528—Hooks . 1.10 

1.5.513—Hooks . 1.30 

15534—Hooks . 2.55 

15533—Hooks . 3.20 

15521 — Hooks .. ... 1.15 

15520—Hooka . 1.20 


15501—Hooks . 1.75 

14510—Stool .12.70 

CHURCH BATH ROOM TRIMMINGS— 

No. 2 White Pyralin Routh Bath Stool, Rub’r Bumpers. 19.15 

; No. 7 White Pyralin Square Bath Stool, Cork Top.22.20 

No. 1 French Beveled Plate Glass Oval Mirror with 

White Pyralin Frame, 16x4.84.80 

No. 2, same, 20x28 .48.85 

No. 1, same. Oblong with Square Corners.42.50 

No. 2, same, 20x28 .42.20 

No. 3, same, 20-iuch Round. 86.70 

No. 4, same, 24-inch .48.35 

BRASStJRAFTERS NICKEL PLATED ACCESSORIES— 

1612—lxl2-inch N. P. Towel Bar. 4.55 

4600—20-inch Roller Towel Bar with Lock. 5.75 

.2112—14-inch 2-arm Crystal Swing Rack. 8.40 

2113—14-inch 3-arm Crystal Swing Rack. 4.55 

2818—%xl8-inch Crystal Bar. 2.15 

2824—24-inch Crystal Bar. 2.40 

2918—lxl8-inch (Crystal Bar .. 8.75 

2924—24-inch Crystal Bar. A.21 

2930—30-inch Crystal Bar. 5.00 

2936—36-inch Crystal Bar... 6.70 

2618—%xl8-inch Opal Bar . .. 2.15 

2624—24-inch Opal Bar. 2.40 

2718—IxlS-inch Opal Bar. 3.95 

2724—24-inch Opal Bar. 4.35 

2730—30-inch Opal Bar. 5.10 

2736—36 inch Opal Bar. 6.80 

5610—5xl8-inch Crystal Shelf. 4.95 

5612—5x24 inch Crystal Shelf. 6.40 

560G—5x20-inch Crystal Shelf. 6.10 

5301—5x20-inch N. P. Shelf Rail. 8.50 

5101—Crystal Tooth Brush Holder.95 

5150—Opal Tooth Brush Holder. 1.00 

5108—N. P. Tooth Brush Holder.55 

5146—Comb, Tumbler and T. B. Holder. 1.70 

5191 and 5117—Tumbler Holder .. 2.40 

5170—Tumbler Holder. 1.15 

5196 and 5141—Tumbler and Toothbrush Holder. 8.35 

5222—Tumbler, T. B. and Soap Holder. 6.60 

5291—Tumbler, T. B. and Soap Holder. 6.60 

5293—Tumbler, T. B. and Soap Holder. 9.00 

5298—Tumbler, T. B. and Seap Hold-er. 9.35 


DRAIN COCKS—El739—T. H. Ck)mpre8sion for Range Boiler 
Hose or Plain Rough, N. P.. ^-inch $1.00; $1.10. 

URINAL COCKS—El765—Self Closing N. P.. %-inch, $8.10. 
BALL COCKS—E1771—Silent %-inch 0. D. without Integral 


aixix 

BASIN COCKS— 

El876—N. P. Oomp. 4-arm China Index Brass Handle 

with Nut for O. D. IHibing. 1.95 

E1887—N. P. Comp. 4-arm, All ' China Index Handle 

with Nut for O. D. Tubing. 2.90 

E1902—Rapidac N. P. China Index Side Lever Handle 

with Nut for O. D. Tubing. 2.70 

E1905—Rapidac N. P. China Index Top Lever Handle 

with Nut for O. D. Tubing. . .. 2.20 

E1912—Rapidac N. P. 4'arm, AH China Index Handle 

with Nut for O. D. Tubing. 2.98 

E1915—Rapidac N. P. Double China Index Side Lerer 
Handle with Special Br. Y. with Nut for O. D. Tub. . . .10.40 
El926—Rapidac N. P. China Index Side Lever Handle 

(large pattern), Nnt for O. D. Tubing. 5.30 

E1985—Self Closing N. P. 4-arm Braaa Handle Ohina 

Index Nuts with Nut for O. D. Tubing. 8.60 

E1995—Self Closing N. P. China Index Lever Handle, 

Plain Brass Nut with Nut for O. D. Tubing.. 4.20 


CLOSETS AMD TEHmiMOS 


CLOSET SEATS— 

L3500—White Seat, less Cover.18.85 

L3600—Birch Mahogany, less Cover. 5.56 

L3700—Oak, less Cover. 5.85 

L3501—White Seat and Cover.14.85 

L3601—Birch Mahogany and Cover.. 5.55 

L3701—Oak and Cover. 6.85 


B. O. T. Church, B326, 47-lA, L8503—All White Seat 


and Cover, White Hinge.22.70 

L3515—White Crescent Seat.14.40 

L3615—Birch Mahogany Seat.10.15 

L3615%—Birch Mahogany, Cantonment Type. ..5.20 

L3715—Oak Seat, Mahogany, Cantonment. 4.90 

L3715—Oak Seat, Cantonment Type. . 4.70 

L3516—White Orescent Seat and Cover.18.20 

L3616—Birch Mahogany Crescent Seat and Cover.10.70 

L3716—Oak Crescent Seat and Cover.10.70 

L3520—White Horseshoe Seat .16.70 

L3620—Birch Mahogany Horseshoe Seat.10.16 

L3720—Oak Horseshoe Seat.10.15 

L3521—White Horseshoe Seat and Cover.21.80 


T>3621—Birch Mahogany Horseshoe Seat and Cover... 10.70 

L3721—Oak Mahogany Seat and Cover.10.70 

L3535—White Extended Seat Closet Front.20.00 

L3635—Birch Mahogany Extended Seat Closet Front.. 18.35 

1.3735—Oak Extended Seat Closet Front .13.35 

L3536—White Extended Closet Front wifrh Cover.25.00 


L3636—Birch Mahogany Ext. Closet Front with Cover. 16.70 


L3736—Oak Extended Closet Front with Cover.16.70 

T.3.565—White Extended Open Front and Back.21.70 

L3765—Oak Extended Open Front and Back.16.90 

L3566—White, Ditto, with Cover.26.70 

L3766—Oak. Ditto ...20.00 
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HARDWARE WORLD—PLUMBING AND HEATING 


PLUMBING OOODB—BETAIL 8ELLINO FB10B8—Cktttlnaad 


DRAINS 

DRAINS. CESSPOOLS, ETC.— 

Extra HaaTy Stable Cesspool—12x12x10, $8.75 each; 16xl0x 
10. $11.25. 

C. I. Plain Top Cesspools—6x6x2. $1.10 each; 9x9x8, $1.90; 
• 12x12x4. $3.85; 13x13x4, $3.05. 

C. I. Extra Heavy. Hinged Top—6x6x2. $1.75 each; 9x9x8. 

5 3.15; 12x12x4, $7.50; 13x13x4, $9.40. 

▼anised Refrigerator Drains, lV4*in. I. P., $1.60 each. 
Blake, Iron wf. B. W. Valve—^102, 2-inch. $10.15 each; 
0103, 8-inch, $16.50; 0104, 4-incn, $24.75. 

J08AM DRAINS— 

I. P. Oovt. Pattern—203A. 5x2-ineh, $14.40 eaeh; 207A, 
6x8-inch, 820.00: 2003A. 6x2 inch. $21.00. 

800—4-inoii M. P. Strainer, 2-inch I. P.. $8.15 eaeh. 

Roof Drains—400. 4 inch. $14.40; 401. 5-inoh, $17.55; 402. 
6-inch. $19.20. 

Wood Roof Drains—400A. 4*inch, $19.20 eaeh; 401A, 
inch $22.55; 402A, 6-inch, $24.00. 

Floor Drains, 4-inch I. P.—500A. 10-inch. $18.15; 600, 8 - 
inch, $9.00. 

1C. A J. SAFETY DRAIN WITH B. W. VALVE— 

2-inch Flat Iron Top, $19.80 eaeh; 4-ineh Flat Iron Top. 
$28.95; 4-inch Raised Iron Top. $37.95. 

SHOWER STRAINERS— 


8%-inch N. P. Top by 1%-ineh I. P. Female Ontlet. P2998. 

$2.40 each; 4-inch ditto by 2-inch ditto, $2.70. 

5-inch N. P. Top by 2-inch I. P. Outlet Combination Drain 
and Trim. P2086. $10.35. 

PKNBERTHY AUTO CELLAR DRAINERS— 

No. 1, $82.25 each; 2, $54.00; 8. $74.40. No. 1. Kon-Anto* 
matie, $21.00. 

Washing Machine Drainers, $4.20 eaeh. Hose and Adapters, 

fTBB AND R08B GOODS 

FIRE HOSE, RACKS. EXTINGUISHERS, ETC.— 

No. 901—Antex Electric Light Extension Reel with 

25 feet of Flexible Waterproof Cord.16.00 

No. BllOl—2H'gsli Badger's Chemical Extinguisher. .20.00 

No. B1107—Extra Hose with Nozzle. 1.50 

No. B1108—Hanger.25 

No. B1106—8-os. Acid Bottles.25 

No. B1114—Universal Soda and Acid Recharge.75 

No. 0—Fire Gun Extinguisher, 1 qt.10.00 

No. 1—Fire Gun Extinguisher. 1% qt.12 00 

No. 2—Fire Gun Extinguisher, 114 Qt.14.00 

Universal Liquid for Recharging Fire Gun, per ouart. . 1.75 
No. B1113—214 'gnL Foamite Firepan Extinguisner.. .80.00 

No. B1118—Pump Tank Extinguisher, 5-val.15.00 

No. M1201—1-pint Safety Gasoline Cans. 8.00 

No. M1204—1-quart Safety Gasoline Cans. 8.85 

No. M1202—2-quart Safety Gasoline Cans.4.65 

No. M1205—1-gal. Safety Gasoline Cans. 5.85 

No. M1203—3-gal. Safety Gasoline Cans. 8.60 

No. M1206—5-gal. Safety Gasoline Cans.10.00 

No. M1207—6-gal. Justrite Oily Waste Can.0.65 

8-gal. Justrite Oily Waste Can. 7.85 

10-gal. Justrite Oily Waste Can. 8.00 

No. 8502—Small First Aid Kit. 7.50 

GAS WATER HEATERS 

AUXILIARY TYPE— 500, iH-inch. 80.00 

No. 1V4, Lion. No. 25 Ruud, AUTOMATIC TYPE— 

Double Copper Coll. 19.70 Pressure Valve, Pittsbnrgh— 
No. 2, Lion, No. 85 Ruud, No. Each 


Triule Copper Ooil. .43.50 
STORAGE TYPE— 

Pittsburg or Ruud Multi- 
Coil Storage Heaters— 

No. Each 

80 . 50.00 

50 . 60.00 

100 .240.00 

200 .285.00 

800 .350.00 

500 .570.00 

Moment Valve Thermostate 


No. 


Each 

80, 

%inch. 

.. . 40.00 

50, 

14-lnch. 

. . . 40.00 

100, 

% -inch. 

. . . 65.00 

200, 

l-inch. 

... 70.00 

800, 

1-inch. 

. . . 70.00 


2 (Old No. 50).105.00 

2V4 (New No, 50)... 120.00 

8 (New No. 60).1C5.00 

Thermostat Type Pittsburgh 
No. Each 

2V4 (New No. 55)... 185.00 

8 (New No. 65).190.00 

4 .240.00 

6 310.00 

8 410.00 

Combination Boiler and 
Heater- 

No. 80, Royal Auto.. 89.40 
No. 40, ditto with 

Thermostat .103.15 

Marvel, ditto, less 

Thermostat .41.25 

No. 40, ditto. 50.00 

LEAD GOODS 

HAT>P AND HALF SOLDER—500 lb. lots, $29,85; 100 lb. 

lots. $30.70; Less, $32 00. 

EXTRA WIPING SOLDER—500 lb. lots, $25.85; 100 lb. lots. 
$26.70; T.pss, $28.00. 

Wire Solder, Smooth, $35.25. 

PIG LEAD—2000 lb. lots, $7.80; 500 lb. lots, $8.15; Less, 

$8.50. 

CALKING LEAD—2000 lb. lots, $8.15; 500 lb. lots, $8.15; 
Less, $8.80. 

LEAD PIPE—^-ineh to IH-inch, full reels and coils, $11.50; 
2, 8 4-inch T.ead Soil Pipe, full lengths. »11.50: Other 
sizes 2V4 to 5-inch, full lengths. $12.15; Cut Pieces, all sizes, 
$12 80. 

SHEET LEAD—InlP Rolls. $12 80; Cut Pieces, full width, 
f#13.15; Cut Pieces, odd sizes. $14.15. 

Vii-inch Lead Tubinsr, $15.10. 

Vt-inch Lead Tubing, $16.60. 

Bar Tin. $60.00. 

Block Tin Pipe, full reel and coils, $63.35. 

Block Tin Pipe, cut pieces, $78.35. 


LEAD WASHERS—$26.20 per 100 lbs. 

LEAD WOOL—$18,70 per 100 lbs. 

Note—Add to lead pipe when fall reels are taken $2.70 
per reel. 

Wood reels when returned to American Smelters Securities 
Co., San Francisco, Cal., direct via prepaid freight will he 
credited at $2.00 each net, no freight allowance, on receipt 
of orepaiu B. L. 

LEAD BENDS—4x5HxlO, $1.50 eaeh; 4x5Hxl2. $1.70; 4x 
5V4xl5, $2.00; 4x5V4xl8. $2.30; 4x5V4x20, $2.50. 4x10x10, 

$1.95: 4x10x12, $2.15; 4x10x15, $2.45; 4x10x18, $2.75; 
4x10x20 $2.90. 

TRAPS—Standard—114 Short “P,'* 50e eaeh; 114 Long "P,” 
75c; 114 Short *‘P,** 75e; 114 Long “P,” $1.05. 114 

Short **o. ' COc; 114 Long ^‘S,** 95e; 114 short “8," 90e: 
114 Lon* ••8.” $1.85. 

Extra Heavy—114 Short "P,** 80e each; 114 Long **P," 
$1.15; 114 Short “P,” $1.10; 114 Long • P," $1.50. 114 
Short "S.'* 90c; 114 Long “8.'*^ $1.45; 114 Short *‘8," 
$125; 114 Long *‘S,’* $1.95. 

COMBINATION BENDS AND FERRULES—4x6 74x12, $2.30 
each; 4x514x14, $2.40; 4x514x16. $2.60. 

COMBINATION FERRULES, LEAD AND IRON—4x4, 50e 
each; 4x6, 85c; 4x8, $1.05; 4x10, $1.25; 4x12, $1.40; 
4x14, $1.60; 4x16, $1.75. 

Lead Traps and Bends not shown above—Barrel lots, 
plus 40 per cent; Less, 50 per cent. 

Lead Drum, Traps, Comb, Lead and Iron Ferrules and 
Bends, and Soldering Nipples—Barrel lots, plus 40 per ceat; 
Less, 50 per cent. 

PIPE 


PIPE— 

Wrought Steel 

Wrought Iron Standard 

Random 

Blk. 

Gal. 

Blk. 

Gal. 

Thread 

14.. 

5.15 

7.35 



.16 

2.. 

5.35 

7.75 

ii.is 

1630 

.16 

%.. 

5.35 

7.75 

12.75 

16.30 

.16 

14.. 

6.90 

8.50 

13.50 

17.00 

.16 


8.60 

10.70 

17.05 

21.07 

.16 

1 

12.20 

15.40 

24.55 

80.55 

.18 

114.. 

. . 16.55 

20.80 

33.20 

41.80 

.22 

114.. 

19.75 

24.90 

89.70 

49.85 

.24 

2 .. 

26.70 

83.35 

56.00 

60.10 

.80 

214.. 

. . 43.70 

54.95 

90.80 

104.70 

.46 

8 . . 

57.15 

72.00 

118.75 

187.85 

.60 

814.. 

. . 74.70 

92 35 

142.80 

196.60 

.76 

4 .. 

. . 88.40 

109.35 

169.20 

232.95 

1.06 

5 . . 

.. 124.70 

154.30 

254.35 

816 20 

1.66 

6 . . 

7 .. 

. . 161.70 
. . 220.00 

200.00 

273.35 

829.95 

410.20 

2.10 

2.56 

. 8, 25 

9 . . . 

lb. 232.00 
. . 820.00 

288.00 



8.00 

8.76 

10, 82 

12 . . . 

lb. 846.70 
. . 446 70 




4.50 

7.50 

Cutting Charge—14 

Standard 

Threading. 

All prices quoted 


per 100 feet. 

Plugged and Reamed—2-in., $40.00; 214-in., $65.95; 8-la.. 
$86.40. 


FITTINGS, PIPE—Black- 



V4 


% 



1 

1 % 

1% 

1 

Bushings. 


.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

Caps . 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.30 

Counlings . 

.10 

.10 

.10 

.10 

.15 

.20 

.25 

.30 

.45 

Crosses . 



.15 

.20 

.25 

.40 

.40 

.50 

.85 

Elbows, 90 deg. 

.io 

.io 

.10 

.10 

.10 

.15 

.20 

.25 

.40 

Elbows, 45 deg. 


.10 

.10 

.10 

.15 

.20 

.85 

.40 

.55 

Elbows, Reduo.. 


.10 

.10 

.15 

.20 

.20 

.30 

.85 

.65 

Elbows, S. 0.. . . 



.10 

.15 

.20 

.35 

.50 

.65 

1.00 

Elbows. Street. . 



.10 

.10 

.20 

.20 

.25 

.80 

.55 

Floor Flanges. . . 


.20 

.20 

.25 

.25 

.80 

.35 

.45 

.65 

Lock Nuts. 

.io 

.10 

.10 

.10 

.15 

.80 

.85 

.35 

.50 

Plugs. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

‘Reducers . 


.10 

.10 

.10 

.15 

.20 

.20 

.20 

.40 

Ret. Bends, CL. 



.15 

.20 

.20 

.40 

.50 

.65 

1.00 

Tees. 

.15 

.10 

.10 

.10 

.10 

.15 

.25 

.35 

.55 

Tees, 4-way . . . 



.10 

.15 

.20 

.35 

.60 

.85 

1.35 

‘Tees, Reducing 


.is 

.15 

.15 

.20 

.20 

.85 

.40 

.75 

Unions. 

.20 

.20 

.20 

.20 

.25 

.30 

.40 

.50 

.70 

NIPPLES— 













% 


% 

1 



8 

Close . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Long . 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

4-in. Long. 

..10 

.10 

.10 

.10 

.10 

.15 

.15 

.15 

.20 

5-in. Long. 

..10 

.10 

.10 

.10 

.10 

.15 

.20 

.20 

.25 

6-in. Lon*. 

..10 

.10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

FITTINGS, PIPE 

—Galvanized— 









% 

% 



1 


IH 

2 

Bushings. 


.10 

.10 

.15 

.20 

.20 

.20 

.35 

.40 

Cups. 

.io 

.10 

.10 

.10 

.15 

.20 

.30 

.80 

.50 

Couplings . 

.10 

.10 

.15 

.15 

.20 

.80 

.40 

.50 

.60 

Crosses . 



.20 

,25 

.40 

.60 

.70 

.90 

1.50 

Elbows, 90 deg. 

.is 

.io 

.15 

.10 

.15 

.20 

.35 

.40 

.70 

Elbows, 45 dog. 


.10 

.10 

.15 

.20 

.25 

.50 

.55 

.85 

Elbows, Roduc.. 


.15 

.15 

.15 

.25 

.25 

.40 

.50 

.00 

Elbows, 8. 0... 


. - . 

.20 

.15 

.30 

.50 

.70 

.90 

1..50 

Elbows. Street. . 



.10 

.15 

.25 

.25 

.40 

.50 

.00 

Floor Flanges. . . 


.40 

.45 

.50 

.55 

.60 

.75 

.90 

1.30 

Lock Nuts .... 

.i2 

.10 

.10 

.15 

.30 

.40 

.50 

.50 

.80 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

‘Reducers . . . . 


.10 

.10 

.15 

.20 

.25 

.30 

.35 

.60 

Ret. Bends, C?l.. 



.25 

.30 

.30 

.60 

.90 

1.00 

1.60 

Tees. 

.20 

.io 

.20 

.20 

.20 

.25 

.40 

.60 

1.00 

Tees, 4-way.... 

... 

.. . 

.15 

.25 

.80 

.50 

.85 

1.20 

2.00 
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BETAIIi BBLXJMO PBHOBS-^HlotlBiMd. 




Ptpa Oontlnnad. 





*Tees, Beduo... 


.2u 

.20 .20 

.80 

.85 

.65 

.70 

1.25 

Unions. 

..25 

.25 

.80 .30 

.40 

.50 

.65 

.90 

1.00 

NIPPLES— 

4 

4 

% 4 

4 

1 

14 

14 

2 

Close . 

..10 

.10 

.10 .10 

.10 

.10 

.15 

.20 

.25 

Long . 

..10 

.10 

.10 .10 

.10 

.15 

.15 

.20 

.25 

4-in. Long. 

..15 

.15 

.15 .15 

.10 

.15 

.20 

.25 

.80 

5-in. Long. 

..15 

.15 

.15 .15 

.15 

.20 

.25 

.30 

.85 

6*in. Long. 

..15 

.15 

.15 .15 

.15 

.25 

.80 

.85 

.40 

FITTINGS. From 2 4 to 

4-inch—Black Only— 






24 

3 


84 


4 

Bnshings . 



.80 

.40 


.50 


.70 

Caps . 



.45 

.65 


.80 


1.05 

Couplings. 



.60 

.90 


1.20 


1.50 

CroisfS. 



1.80 

2.15 


2.35 


4.10 

Kibuwa, 90 degrees. . . 


.86 

1.25 


1.50 


2.50 

Elbows, 45 degrees. . . 


.75 

1.05 


1.45 


2.10 

Plugs . 



.25 

.30 


.50 


.50 

^Reducers . 



.60 

.85 


1.15 


1.45 

Tees . 



1.15 

1.70 


2.30 


8.50 

Unions . 



1.45 

2.10 


8.10 


8.75 

nippi.es— 



2 4 

3 


84 


4 

Close . 



.30 

.35 


.50 


.60 

5 Inches Long.. 



.40 

.60 


.80 


.95 

6 Inches l«ong. . 



.50 

.60 


80 


.95 

8 Inches I.K)ng.. 



.75 

.95 


1.20 


1.35 

10 Inches Long. 



.95 

1.20 


1.35 


1.60 


*Rfduct*rt and Reducinfr T^et l*inch and larger, reducing to 
-IH-inch and imaller. advance 50 per cent over prices sho%»u. 
PIPE OUT TO ORDEB 

On Pipe cut to specified len^hs, where the loss occasioned 
by culling up stock lengths is assumed, a higher price is 
charged than for pipe in random lengths. This advance covers 
the pipe nnly, and there is an extra charge for cutting and 
ihreadiuL' at follows: 

< 1 ^ Pipe cut to special lengths and threaded both ends, two 
threads are charged for each piece of pioe furnished* and no 
charge made for the cut. 

(2) Where one end of the pipe is left blank, the charge is 
for one thread and one cut on each piece, the price of the cut 
beinr one-half of the threading list. 

<3) Where both ends are left blank, a charge is made for 
all cuts and for the one thread necessary to make the remain* 
ing scrap salable. This applies to whatever the number of cut 
pieces mav be. 

(4) Woen pipe Is mode up to sketch, all couplings ns d 
ar^ charged for snd all pipe is charged nt cut length prices. 

(5) When pipe of anv aise is furnished in exact ienitths 
longer than one random length by coupling on a short piece, 
the cut price is charged for the entire length. All couplings 
fumishecl are charged for, but • niy two threads. This applies 
to whatever number of random lengths may bo included in the 
run 

tf>) A customer can make his own measurements, and to 
call for the exact lengths necessary to make up the run 
required, which will be charged at the cut price with two 
threads with additional charge for any extra coiiplincs fur 
nisht'd. 

(7) fn the case of an order for specified amount of pipe, 
WHERE EXACT MEASl-REMENTS ARE NOT ABsOl.UTEI.Y 
NECESS.VRY, the rut length price may be charged for the last 
piece forniMhed necessary to equal the amount called for after 
the rand"'m ineoaureinents have lM»en ascertained. 

(8) When pipe is furnished in random lengths by customer 

(he assuming the loss on the scrap), to be cut to order, the 

actual work d ne ia charged tor: that is, all cuta and all 

threads uctnally made. In such cases the scrap belonging to 
the customer, and no credit allowed for same. 

(9) In charging cut nipe, no allowance is msde for coup* 
lings or for threads already on the 

(10) Where pipe in sizes to 2 feet Inclusive Is cut on 
roller cotter in pieces of 12 Inches or less and not resmed or 
threaded one cut is chsrged for each piece at one-quarter of 
the Threading list. 

_ PLUMBEB8' TOOLS 

810(fKS AND DIES—Walworth Standard Stocks snd Dies 
fSo’id Die Type)—No. 0, complete, ’'-inch to V4-lnch, 

$12 00 each: No. 1, V4*inch to l-lnch, $15.75: No. 1 H, %i* 

inch to 114-inch. $14.25: No. 1%. $14 25; No. 2. 1%-inch 
. to 2-inch. $25.75; No. 3. 2H-inch to 8-inch. $52.50. 

Extra Dies and Bushings—List plus 50 per cent. 

Miller 8 Reversible Ratchet Stocks and Dies—*‘B’* com¬ 
plete, ^ Inch to 1-inch, $22 82 each; “C. l*inch to 1%* 
inch. $25 90: "D,” 1^-inch to 2-inch, $30.25. 

Extra Dies, Bushings and Die Frames. T.ist plus 40 per 
cent. All other Parts. T ist nliis 50 per cent. 

Armstr'ng Stocks and Dies—No. 1. % to H-lnch, $12 00 
each: No. 2, to 1-inch, $10 80: No. 2H, % to 1^-inch, 
$19 00; No. 3. 1 to 2-inch, $29.40. 

Extra Dies—List plus 40 per cent. All other Repairs 
list nlus 40 per cent. 

To’edo Stocks and Dies—No, 00 complete. H to %-inch. 
$32 00 each; H to %-inch, $27.20: Vz to -inch. $16 00. 

Dies with Heads—% or %-inch, $4.80; %or %-inch, 
$5 ro 

Extra Dies (4 segments), all sizes, $3.20 each. 

Ratchet only. $4.80. 

No, O complete. % to ^-inch, $25.00. R. H. Dies, com¬ 
plete, 3 sets, $12 00. Ij. H. Dies comnlete, 5 sets, $20.00. 

No. 1 mmolete. 1 to 2-inch. $31.2i'> 

1-A Ratchet complete. 1 to 2-’nch. $39 04. Dies comolett 
(3 sets). 1 Vi. IV^, $8.30. Same. Single Set, 4 nieces, $2.76. 

2-inch Dies for No. 1 or 1-A, $3.76. 


No. 2 complete, 2H to 4-incb, $110.00. Dies, eompleta, 4 
set^ $35.20. Dies, single sets. 5 pieces, $8.50. 

No. 8 complete, 4 to 8 inch, $330.00. i^ies, complete, 
5 sets, $66.00; Dies, single sets, 5 pieces, $13.20. 

No. 4 complete, 9, 10 snd 12-inch, $550.00. Dies complete 
8 sets, $66.00. Dies, single set. 5 pieces, $22.00, 

No. 10 complete, 1 to 2-inch, $36.40. R. H. Dies complete, 
4 pieces, $5.52. L. H. same, $5.52. 

No. 10-A Ratchet, complete, 1 to 2-incb, $44.20. 

No. 25. complete, 2V4 to 6-inch, $253.04. Dies, complete, 
4 p^ieces, $8.80. All other repairs, list plus 30 per cent. 
Toledo Power Drive, D. C. or A. C. Motor, $660.00 each. 
Beaver Stocks and Dies—No. 8 Ratchet, complete. % to 
l-lnch, $48.20 each. Extra Die Heads and Dhasers. %-inch, 

S 5.40. Same, H or %-inch, $6.30; 1-inch, $7.20. Extra 

hasera. any size (4), ^4.50. 

No. 6 Besverette, complete, ^to %-inch, $24.00. Extra 
Dies, ner set. $4.50. 

No. 25. complete, 1 to 2-ineh, $89.00; Extra Diet per aet, 
$5.7 5. 

cio. 26 Ratchet, complete, 1 to 2-ineh, $45.60. 

No. <* 1 . complete, 2 Vh to 4-inch, $118.00. Extra Diea 
per set, $18.50. 

No. 6. complete, 2H to 6-Inch, $264.00. Extra Diea, 
per set, $28.00. Other Repair Parts, List plus 50 per cent. 
WRENCHES—Wsrnock Brass Pipe Wrenches—12 incl^ H to 
2-inch, $5.00 each: IR-inch, 1 to 5-inch, $10.00. Extra 
Straps-— 12-inch. $1.00; 18-ineh, $2.00. Basin Wrendi, 
$2 .30; Spud Wrench for Radiator Nipples, $3.00. 

Vulcan Bijsw Pipe Wrenches—No. 80 or 10, ^ to ^-ineh. 
$4.50 each: No. 81 cr 11, % to IH-inch, $6.30; No. 82 or 
12. % to 2V4-inch. $9.00; No. 83 or 18. % to 4-inch, $12.60; 
No. 33 nr 13. 1 to 6-inch, $16.20; No. 84 or 14, iVh to 
8 inch, $19.80: No. 85 or 15. 2 to 12-inch, $82.40. Extra 
Parts, List plus 100 per cent. 

Agrinna rhsin Wrenches—No. 21, % to lV4-inch. $6.50 
each: No. 22. % to 2^-inch, $9.30; No. 23. % to 4-Inch, 
$18.00: No. 23 4. 1 to 6 inch. $16.75; No. 24. 1% to 8* 
inch, $20.50; No. 25. 2 to 12-inch, $83.60. Extra Parta, 
List plus 100 per cent. 

Walworth Bustong Wrenches—No. 0, 1 to 4-inch, $18.00 
each; No. 1, 2 to 6-inch. $32.00; No. 2, 2 4 to lO-inch, 
$64.00; No. 8. 3 to 14-inch, $120.00. 

Walworth Reversible Bostong Wrenches—No. 2, 4 to 2* 
inch. $13 20 each. 

PIPE CUTTERS—Barnes Three Wheel Tyne—No. 1, 4 to 1 
inch, $5.00 each: No. 2. 4 to 2-inch, $7.00; No. 8, 14 to 

8-inch. $11.50: No. 4, 2 4 to 4-inch, $23.00; No. 5. 4 to 

6-inch, $34.00; No. 6, 6 to 8-inch, $46.00. Extra Parts, 
List plus 20 ner cent. 

Knurled Wheels—No. 1, 70c each; No. 2. 84e; No. 8 

$1.12; No. 4. $1.40; No. 5. $1.54. 

Saunders Holler Type—No. 1. 4 to l-lnch, 4.20 eacn; 
No. 2. 1 to 2-inch. $6.50: No. 3. 2 to 8-inch, $15 50; i>o. 4, 
2 4 to 4-inch, $31.00; No. 5, 4 to 6-inch, $40.00. Extra 
Parts. Tdst plus 40 per cent. 

Knurled Wheels—No. 1, 70c each; No. 2. 84c; No. 8, 

$1 12 . 

Trimo—No. 1, 4 to 14'inch. $10.00 each; No. 2. 4 to 
2-inch. $14.00; No. 8, 14 to S-inch, $28.00. Extra Parta, 
List pins 20 per cent. 

Beaver Square End—No. 1, 4 to 1-inch, $27.00 each; 
No. 5. n to 2 inch, $30.00: No. ID, 2 4 to 4-inch. $120.00. 

Extra Knives, per set—No. 1, *1.80 each; No. 5, $2 24: 
No 10. $3 74. 

Toledo—No. 250. 2 4 to 6-incb, $168.00 each. Extra 
Blades (Set of 4), $1 76. 

MISCELT ANEOU.S CUTTERS—Cfhesterton or Fletcher Oaupe 
b»as8 Cutter. A5903. $4.00 each. 

Gasket Cutter, $1.80. 

PIPE TAPS AND REAMERS—R H. A4201—4 to l-lnch, 
Idst less 20 per cent: 1 4 to 2-inch, liist less 10 ner cent; 
2 4 to 3-inch. List plus 40 per cent; 3 4 to 4-inch, List 
plus 70 per cent.. 

L. H. A4201 and Reamers A4202—4 to l-l-ach. List plus 
10 per cent; 14 to 2-inch, List plus 82 -er cent; 2 4 to 

3-inch, Tdst plus 70 per cent; 3 4 to 4-incii, List plus 110 
per cent. 

Combined Drill snd Tap—A4203, 4 to 4-inch, List plus 
10 ner cent. 

Mueller Ratchet Reamer—ER E4850, % to 14*in., $12.48 
each; E48.51. 4 to 3-inrh, $18.16. 

Reed No. 6 Bit Brace Taper Burring Reamer —% to 8-inch, 
$19 20 each. 

TORCHES AND PTRE POTS, 0. A L.—No. 31 Torch. 1 qt., 
814.60 each; No. 32. 1 qt.. $15.36; No. 37, 1 ot.. $13.06r 
No. 38, 1 nt.. $17.66; No. 108. i qt., $14.60. 

No. 1 Firenot. 7 nts., $26.12 each: No. 5 .5 pts., $23.«2; 
No. 10, 1 gal., $14 40; No, 20. 1 gal. with Pump, $15.94; 
No. 21, 1 gal., $20 36. Parts. T ist less 4 per cent. 

RANGE EQTT.EBS 


Standard Galvanized Ver- 

100. 22x60 _ 

_76.00 


ticnl Pattern, 

High or 

120, 24x60 _ 

. .. . 86.70 


Low Top— 


144, 24x72 _ 

_12 1.00 

No. 


Each. 

l^Q 2ix«4 _ 

. . . . 1 46 70 

18. 

12x36 . 

. 12 70 

192. 24x96 _ 

_1.58.70 

24. 

12x48 . 

. 13 70 

Standard Galvanized Hori- 

znntnl— 

30. 

12x^0 . 

. 13 00 

No. 

.. Eneh. 

40. 

14x60 . 

. 18 70 

30. 12x60 .. ... 


52. 

16x60 . 

. 31 35 

40. 14x60 . 

.22 75 

66, 

l^^xOO . 

. 45 35 

.52. 16x60 . 


82. 

20x60 . 

. 54,70 

66, 18x60 . 

. . . f. 66.00 


Digitized by 


.T.66. 

oogle 
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HARDWARE WORLD—PLUMBING AND HEATING 


BETATL SELLmO FBI0E8—Continned. 


BMige Boileri—Continned. 


Extra Heary Galvanized 
Vertical or Horizontal— 


No. Each. 

80, 12x60 . 14.70 

40, 14x60 . 21 35 

52, 16x60 . 36.35 

66, 18x60 . 63 35 

82, 20x60 . 76.00 

100, 22x60 .106.70 

Double Extra Heavy, Ver¬ 
tical, six- year i^aran- 
tee— 

80, 12x60 .28.00 

No. Each. 

40. 14x60.37.35 


Graves 800 1b. W. P. 6- 
year guarantee Boiler, 
coated with heat proof 
blue enamel— 


No. Each. 

80, 12x60 .47.50 


or Vertical, with 1* 
inch Steam Coil— 


30, 12x60 . 48.85 

40. 14x60 . 57.35 

52. 16x60 . 81.65 

66. 18x60 .111.35 

82. 20x60 .129.65 

100, 22x60 .166.65 

Boiler Stands— 

Hawks Universal.2.70 

Sanders Adjustable . . . 2.15 

Foster . 2.15 

12-in. American Ring. . 2.20 
14-in. American Ring. . 2.55 
16 in. American Ring. . 3.60 
18 in. American Ring. . 5.00 
20-in. American Ring.. 6.00 
22-in. American Ring. . 8.00 
24-in. American Ring. . 9.35 
Vi-in. Range Boiler Belief 
Valves . 2.00 


Vi-in. Stack Combination 
Relief Valves & Faucets. 


40, 14x60 .57.85 Set 85 lbs. 7.35 

Extra Heavy, Horizontal Ditto, Set 150 lbs.7.35 


SINKS AND FOUNTAINS 


WASH SINKS—(Less Bibbs and Trap)—F910, P6450—8-ft., 
$64.50; 4-ft., $82.20; 5-ft., $100.00; 6-ft., $185.50. 

P6495, Enameled inside, less Supply Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in.. $60.00; 72x24-in., $73.35. 

P6496, Enameled inside, less Supply Pipe and Bibbs— 
4x24-in., $60.00; 5x20-in., $76.00; 5x24-in., $85.35; 6x20- 
in., $96.70; 6x24-in., $112.70. 

DOUBLE WASH bINK COCKS—H1645, P6500, $7.35; P6501. 
$8.00; H1640. P6502, $8.85; H1685, P6503, $10.00; P6504, 
$ 10 . 00 . 

CHICAGO FAUCET DRINKING FOUNTAINS—A6700, $20.00; 
A700, with Trap, $18.00; A7100, Self Closing, $7.00; A7200, 
Self (Tlosing, $5.35; A7400, Self Closing, Swinging, $11.00; 
A7700, Self Closing, $8.70; A7800, Self Closing, $7.00; 
A8000, Self Closing, Swinging, $14.00; A8100, Self Closing, 
Swinging, $12.70; A8600, Nozzle, V4*in., I. P., $1.50. 
GLAUBER DRINKING FOUNTAINS—H503A, $11.35; H504E, 
$10.40; H510A, $12.00; H510B, $12.00. 

MUELLER DRINKING FOUNTAINS—E3728, $8,95; E3729, 
$10.65. 

RUBBER MATS—P6990, for Interchangeable Drain Board— 
18xl8-in., $3.50; 18x24-in., $4.50; 20xl8 in., $3.70; 20x24- 
in., $4.70; 22xl8-in., $4.00; 22x24-in., $5.35. 

P6991, P6706-7. P6715-16, P6720-21—20x24-in., $3.70; 
20x30-in., $4.35; 22x36-in., $5.35. 

P6710—20x30in., $4.35; 22x32-in., $4.70; 22x36-in., 

$4.70. 

P6730-31, P6230-31—30x30-in„ $4.35; 22x36-in., $5.35. 
P6814—22x26-in., $4.00. 

P6815-16—20x24-in., $3.70; 20x30-in., $4.35; 22x30-in., 
$4.50; 22x36-in.. $5.35. 

P6817-18. P6822-23, P6826-27—20x30-in., $3.50. 
ADJUSTABLE SINK LEGS—P6992—Type “A”—Painted, 
$2.65 each; enameled, $4.00. 

Tvp® “B”—Painted, $3.50 each; Enameled, $5.35. 

The Adjustable Sink Legs have an adjustment of 6 inches, 
making it possible to set the Sink at any height ranging 
from 30 to 36 inches from floor to top of rim. 

SINK BACKS—Kl 176, C730, P7010—20-in., $5.70; 24-in., 
$6.80; 30 in., $7.50; 86-in., $10.90; 40-in., $12.50; 42-in.. 
$16.40; 48-iB., $18.70. 


END PIECES—K1182, P7012—IS-in., $5.70; 20-in.. $6.20; 23- 
in., $6.90. 

PLAT RIM SINKS—K1160, C725, P7020, with Nickel Plated 
Duplex Strainer—12xl8-in., $6.80; 14x20-in., $8.80; 16x24- 
in., $9.60; 18x24-in., $9.70; 18x30-in., $9.80; 18x36-in., 

$14.40; 20x24-in., $9.80; 20x30-in., $10.00; 20x36-iii., 

$15.70; 22x36-in., $18.50; 20x40-in., $20.00. 

STEEL SINKS—New Era Galvanized—16x24-in., $5.30; 

18x30-in., $6.90; 18x36-in., $7.80; 20x30-in., $7.80; 20x36- 
in.. $9.30; 20x40-in., $10.70. 

New Era. Painted—16x24-in., $4.40; 18x80-in., $5.60; 
18x36-in., $6.70; 20x30-in., $6.40; 20x36-in., $8.00; 20x40- 
in., $9.35. 

GREASE TRAPS—No. 27 Wade—5-gal., 10xl2-in., $58.40; 10- 
gal., 12V4xl4-in., $93.40. 

SLOP SINKS—(Less Fittings)—K1200, C750, P7200—16x20-. 
in., $38.00; 18x22-in., $44.00; 20x22-in., $46.70; 20x24-izu. 
$49.40. 

K1212, P7235—16x20-in., $84.00; 18x22-lil„ $40.00; 

20x22-in., $42.00; 20x24-in., $44.70. 

K1230, C760, P7274—Enameled inside, with 2-in. outlet 
and N. P. Duplex Strainer—16xl6xl0-in., $11.40; 16x16x12- 
in.. $12.40; 20xl4xl2-in., $12.40; 20xl6xl2-in., $14.00; 
22x20xl2-in., $18.00; 24xl8xl2-in., $16.40; 24x20xl2-in.. 
$18.70; 30x20xl2-in., $28.00; 36x20xl2-in., 33.40. 

SLOP SINK TRAPS—P7280 to P7298—Enameled inside. 
$12.70; Enameled all over, $16.70. 

SEWER PIPE 

VITRIFIED SEWER PIPE—3-inch, 22o per foot; 4-inch, 27c; 

6-inch, 38c; 8-inch 52c; 10-inch, 75c. 

BRANCHES AND CURVES—3-inch, 85c each; 4-inch, $1.10; 

6-inch, $1.50; 8-inch, $2.15; 10-inch, $3.00. 

TRAPS—3-inch, $2.15 each; 4-inch, $2.70; 6-inch, $3.75; 
8-inch, $6.40; 10-inch, $8.95. 

TRAT8 AND ENAMELED URINALS 
LAUNDRY TRAYS—Less Fittings—K1248, P7800, $102.70. 
For additional hardwood Wringer Holder between aectiona, 
add $4.00. 

K1250, P7320—l-Section, $62.70; 2-8eotion, $118.40; 8- 
Section, $164.00. 

P7838—1-Section, $56.70; 2-Section, $102.70; S-Section, 
$153.40. Without Wringer Holders, deduct $4.00 each. 
K1268, C830. P7350—1.Section, $29.40; 2-8ectioit, 

’ $58.70; 3 Section, $88.00. 

For Wood Covers, each section, add $6.70. 

For N. P. Union Strips, add $2.40 each. 

For N. P. Union Strips with hardwood Wringer Holdera, 
add $5.00 each. 

K1276, C830, P7880—1-Section, $25.00; 2-8eetion, $50.00, 
8-Section, $83.40. 

For N. P. Union Strips with hardwood Wringer Holders, 
add $3.70 each. 

SINK AND TRAY COMBTNATTONS—Leas Fittings— 

P7425 and P7426, $90.00. 

For Combination Drain Board and Tray Cover add $10.70 
each. 

URINALS—K1479, <3960, P9960—Enameled Inside UHnal 

with Concealed Wall Hangers, Brass Bee Hive Strainer, 
Tank with Autematio Fittings, Flush Pipe, Tee and Brass 
Washdown Pipe, less Trap—2-ft., $66.70; 2Vi-ft., $78.40; 
8-ft., $78.70; 8^-ft., $83.50; 4-ft., $90.00; 5-ft.. $106.70; 
6-ft.. $123.50. 

P9965—Add to List Price of P9960 Urinal the List Price 
for Polished Brass Perforated Washdown Pipe fitted along 
back, ends and front. The length given refers to length of 
P9960 Urinal desired—2-ft., $13.40; 2Vi-ft., $14.70; 3-ft. 
$15.40; 8 Vi-ft., $16.00; 4-ft., $16.70; 5-ft., $18.00; 6-ft., 
$19.40. 


-BUSINESS OPPORTUNITIES- 

Announcements in this department will be inserted at the rate of five cents a word, including address, 
with a minimum charge of $1.00; payable in advance. Copy should reach this office not later than the 
tenth of the month to secure insertion the following issue. 


POSITION AS MANAGER 

Are you in need ef a man capable of 
taking charge of your business; who is 
thoroughly versed in modern methods of 
merchandising and store arrangement, and 
has made a success managing big business. 
Reputation speaks for itself. Highest ref¬ 
erences furnished. Address Box 24, care 
HARDWARE WORLD. 

REPRESENTATION WANTED 

Factory Sales Organization, with staff 
of efficient salesman calling on jobbers 
and retailers in Hawaiian Islands, open 
to represent Pacific Coast lines—com¬ 
mission basis. Address Box 957, Hono¬ 
lulu, T. H. 

TO BUT HARDWARE STORE 

Would like to hear from owner of good 
Hardware Store for sale. State cash price, 
description. D. F. Bush, Minneapolis, 
Minnesota. 


REPRESENTATION WANTED 

Manufacturers’ Agent doing a jobbing 
business on hardware and electrical goods 
and calling on all the hardware, furniture 
dealers in Southern California, would like 
to represent one or two firms exclusively. 
.Address Box 653, care HARDWARE 
WORLD. 


FOR BALE 

Prosperous Hardware and Implement 
bii8ine.ss, 75 miles from Los Angeles, on 
the Coast. Stock and fixtures will invoice 
about $30,000; gro.ss sales last year, 
$80,000. Several valuable exclusive agen¬ 
cies go with this business. Building may 
be purchased on easy payment plan if so 
desired. Owner wishes to give entire time 
to other investments. Finest climate in 
Southern California. Address H. W. W., 
care HARDWARE WORLD. 


WANTED 

Salesman calling on Hardware and Fur¬ 
niture dealers to sell polish and mops for 
following territory: San Francisco, Fres¬ 
no, Arizona. Address Box 1217. care 
HARDWARE WORLD. 

MERCHANTS—DO YOU WANT 
IMMEDIATE CASH PROFITS? 

Let us tell you how we turn goods on 
the shelf to cash in the bank. Investigate! 
The French Sales Co., Originators of the 
Community CHub Sales Plan. 288 Fifth 
Street, Portland, Oret'on. 


SALESMAN WANTED 

Calling on the Implement, Hardware, 
House Furnishings, or Electrical trade to 
8el> well known line of washing machines 
in Texas and New Mexico. Liberal com- 


mitsion to good representative. Write 
for details. THE DEXTER COMPANY 
Fairfield, lowa./^ ^ ^ 
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Retail Selling Prices 


The following are the present market retail selling prices of merchants in some of the large citiea At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Csrtridsst—Metallic 

Box 

Semi- 

Blank Rim Fire— Smkla Smkls 


22 Short .. ... . 

.20 


32 Short . 

.40 

- 

Blank, Center Fire — 



32 S AW . 

.65 

. T T 

38 S A W. 

.85 


38 Long Colt . 

1.85 

... 

44 W 0 F. 

1.80 

- . . 

Shot, Rim Fire— 



22 Long . 

.60 

.70 

82 Long . 

1.20 


Shot, Center Fire — 



32 S A W . 

1.10 

- - - 

32 W 0 F . 

1.55 

- . * 

38 S A W . 

1.30 


38 W 0 F . 

1.80 


44W0F . 

1.80 

2.15 

44X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

2.15 

Rim Fire. Ball— .... 



BB Caps . 

... 

.40 

CB Caps . 


.50 

22 Short . 

.30 

.35 

22 Short H P ... 

.35 

.40 

22 Long ...... 

.35 

.40 

22 Long H P. 

.40 

.45 

22 Long Rifle. 

.40 

.45 

22 Long Rifle H P. 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F, HP. 

.65 

.70 

22 Win Auto. 

• • • 

.65 

22 Win Auto, H P. 

• • • 

.70 

25 Short Stevens . 

,70 


25 Stevens . 

1.00 


32 Short . 

.70 

. . . 

32 Long . 

,80 


38 Short . 

1.15 


38 Long . 

1.25 


41 Short . 

1.05 

. . . 

Center Fire Pistol— 



22 Win 8S . 

1.60 

1.80 

25 Colts Auto . 


1,60 

25-20 Single Shot. 

1,76 

2.00 

25-20 Win . 

1.55 

1.90 

25-20 Win HV . 


2.20 

7.63 MM-Mauser. 

.. . 

2.75 

7.65 MM-Mauser . 

.. . 

2.75 

9 MM-Luger . 


2.80 

32 Colta Auto . 

• * • 

1.75 

32 Colt's Short . 

1.05 

1.15 

32 Colts Long . 

1.15 

1.30 

32 Colts Police Positive. 

1.15 

1.30 

32 S A W . 

1.05 

1.15 

32 S A W Long . 

1.15 

1.30 

32-20 Marlin . 

1.55 

1.90 

32 Winchester . 

1.55 

1.90 

32-20 Win HV . 

.. . 

2.20 

35 S A W Auto . 


1.90 

38 Colts Auto . 


2.50 


38 Colts Short. 1.30 1.50 

38 Colts Long. 1.40 1.60 

38 Colts Police Positive. 1.40 1.60 

38 8 & W. 1.40 1.60 

38 S A W Special. 1.60 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA.1.60 1.80 

41 Colts Long DA. 1.85 2.10 

44 Bull Dog . 1.55 

44 S & W Amer. 2.00 2.30 

44 S A W Rub .2.10 2.30 

44 S A W Special.2.15 2.35 

44 Webley . 1.75 

44 Winchester. 1.85 2.30 

45 Colts. 2.35 2.60 

45 ColU Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. ... 1.50 

25 Remington Rimless. 1.40 

6 MM U S N. 2.30 

7 MM Spanish Manser. 2.30 

7.65 MM Bel Mauser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. 2.30 

303 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester . 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester SIf Ldg. 3.10 

32 Winchester Special. 1.60 

33 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 3.15 

351 Winchester Slf Ldg. 8.35 

38-55 Winchester Lead.. 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester.1.60 1.80 

40-60 Marlin . 1.60 

40-60 Winchester. 1.50 

40-65 Winchester. 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester .1.60 1.95 

40-82 Winchester .1.65 1.95 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45-60 Winchester. 1.60 

45-70-405 Government. .. 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 1.95 


SHELLS, LOADED— 
MEDIUM GRADE. 

BULK—SMOKELESS. 

12 8 drs. X 1 os., 24 grs. z 1 


os., drop shot.$1.80 


8 drs. z 1H os., 24 grs. z 

1% os. drop shot. 1.25 

8^ drs. z 1^ os., 26 grs. 

z 1^ oz., drop shot.1.25 

8^ drs. X 1% oz., BB shot, 

drop shot. 1.85 

8 drs. z Buck shot, drop 

shot . 1.85 

16 2^ drs. z % os., 22 grs. z 

% os., drop shot. 1.15 

2% drs. z % os., BB shot, 

drop shot . 1.25 

20 2^ drs. z \ oz., 18 grs., z 

% os., drop shot. 1.15 


HIGH GRADE SMOKELESS 


12 8^ drs. X 1% os., 25 grs. z 

IH os., chilled shot. 1.40 

8H drs. z IH os., 28 gn, x 

1% os., chilled shot. 1.45 

15 2^ drs. z % os., 22 grs. z 

% os., chilled shot. 1.80 

20 2^ drs. z os., ehiUed 

shot . 1.25 

2V4 drs. z % os., chilled shot. 1.85 


Trap Loads— 

12 8 drs. z 1^ oz., 794 ekilled 1.85 
8 94 drs. z 1^ os., 7 94 ehilled 1.40 
Black Powder—Loads— 

12 894 drs. z 194 os., drop shot 1.05 


Caps and Primers— 

Percussion . 

Musket Caps . 

Primers, 100 in box... 
Primers, 250 in box... 


.20 

.25 

.85 

.80 


Empty Paper Shells—BIsek pow.— 
12. 16, 20 Ga., per 100. ... 1.50 

10 Gs., per 100. 1.65 


MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 100 .. 1.80 

10 Ga. per 100. 2.10 


HIGH GRADE SMOKELESS:- 


12, 16, 20, 28 Ga. 2.80 

10 Ga. per 100. 2.40 

Empty Brass Shells— 

Best Quaf. 12, 16, 20 

28, Box 25. 2.75 

2nd Qual. 12, 16, 20 

28, box 25. 2.10 

Wads— 

Cardboard, box 250. .20 

Black Edge, Reg., box 

250 .5$ 

Black Edge. 94 in., 125 

in box. .40 

Black Edge. 94 in., 250 

in box. .88 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $5.50; 
larger, $6.00. 

Lippincotts—House, $3.50; Ship, $4.00. 

Vmites or Bartons—House, $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 8 to 8 94. $5.00; Standard Slicks, $4.75. 


ALUMINUM WARE, OAST- 


Griddles— 


Size 8 . 

. . 7.00 

Size 7 . 

. 2.85 

Pans, Lipped Sauci 

9- 

Size 8 . 

. 3.25 

2 qts. 

. . 3.85 

Size 9 . 

. 8.75 

8 qts. 

. . 4.25 


. 3 35 


. . 4.75 

Size 12 .. 

. 3.90 

Skillets— 


Kettles, Berlin— 


Size 6 . 

. . 2.85 

294 qts. . 

. 4.75 

Size 7 . 

. . 3.00 


. 5.50 


. . 3.50 

5 qts. 

. 6.50 

Size 9 . 

. . 4.00 

6 qts. 

. 7.25 

Spoons, Basting— 


Kettles, Maslln— 


15-inch . 

. . .80 

4 qts. 

. 4.25 

Spoons, Mixing— 


fi qtR ............ 

. 4.75 

18-ineh . 

. . .30 

8 qts. 

. 6.25 

Waffle Moulds— 


12 qts. 

. 8.65 

Size, 7, Low. 

. . 4.00 

Kettles, Tea— 


Size 8, Low.. 

. . 4.25 

Size 0 ............ 

. 5.75 

Size 7, Deep. 

. . 4 25 

Size 7 . 

. 6.25 

Size 8, Deep. 

. . 5.75 


ALUMINUM WARE. PRESSED— 


Boilers, Rice— 


8 quart . 

5.25 

1 94 quart . 

1.75 

Ladles— 


3 quart . 

2.75 

94 pint .. 

.25 

Cups— 

ifoulds, Jelly— 


Collapsible . 

.15 

2841 to 2848 . 

.10 

Measuring . 

.25 

Pans, Biscuit— 


Covers, Pot— 


11%x7 94x 194 inch. . . 

.65 

794 inch . 

.25 

Pans. Bread— 


8 94 inch. 

.25 

9%x5%x2% inch... 

.65 

9 94 inch . 

.35 

Pans, Cake— 


1094 inch. 

.40 

Round, Plain, 8 94 in.. 

.85 

1194 inch. 

.50 

Round, Plain, 994 in.. 

.40 

Kettles, Convex— 


Rd., Loose Bot., 8 94 in. 

.45 

2 quart . 

1.10 

Rd., Loose Bot., 9% in. 

.50 

4 quart . 

1.75 

Square, Plain, 9 94 in.. 

1.00 

6 quart . 

2.10 

Tube, Plain, 9 inch... 

.90 

8 quart . 

2.50 

Tube, Plain, 9% inch. 

1.25 

10 quart . 

2.85 

Mountain, 9^ inch.. 

.45 

Kettles, Preserving— 


Pans, Com Cake— 


3 quart . 

1.10 

6-cup . 

.80 

6 quart . 

1.75 

12-cup . 

1.60 

10 quart . 

2.35 

Pans, Dish— 


14 quart . 

3.50 

10 quart . 

2.75 

Kettles, Tea— 


17 quart . 

4.00 

5 quart . 

3.50 

Pans, Fqr— 


6 quart . 

4.75 

A!*-'??, a" • vr\intT 

2.65 


4.75 994 inch i. - 2.65 

Digitized by V 





























































































































































176 


HARDWARE WORLD 


BBTAIL gBUiOrO raiOBa Ooattowd. 


L. * O.—BOYAL BMAMBL WABB 


Biggiaa, Oott— 

6 . 1.00 

40 .$6 

Ladles, Daap 

100.85 

84.70 

Plates, Deep Pie 

89.86 

Cupa and Saneara 

800 .45 

$6.86 

00 . 1.25 

120 .40 

Pans, Milk 

0.25 

11 .80 

20.40 

40 . .80 

080 . 1.50 

080 . 1.70 

BolUrs, Coffss 

60 . 1.85 

8008 .26 

Cuapidorn 

10.60 

111 .40 

Meaauraa 

02.40 

Platee, Shallow Pis 

37 .25 

80.40 

80.85 

04.66 

40.50 

Plataa, DInaer 

30.40 

Pole, Firaleaa Oookar 

1450 . 1.90 

1850 . 8.75 

Pots, Ooffae 
’ aVk .60 

80 . 1.85 

100 . 8.16 

Bollm, Rie« 

14 . 1.16 

18 . 1.45 

800 . 1.40 

Dippera, Cup 

10 .85 

Dippera, Windaor 

110.46 

06 . 1.25 

11 Graduated. .66 
Pails, Cbauber 

8 . 1.86 

40 . 2.60 

60.70 

100.90 

120 . 1.00 

Pans, Convex Sauce 

02 .70 

88 . 1.85 

86 . 8.50 

Dippers, Suda 

4.70 

Paile, Water 

04.95 

06 . 1.15 

B«wls. Wash 

86 .60 

00 

Dishaa, Soap 

60, GO.40 

Fillers, Fruit Jar 

20 .86 

Flasks, Cuffaa 

10.76 

Funnels, Pieeed 

01 .85 

114 . 2.00 

Pans, Bad 

. 1 . 8.65 

Pana, Doueha 

8 . 8.40 

Pans, Braad 

11 .60 

010 . 1.65 

013 . 3.00 

Pans, Combination 
Sauce 

ID . 1 85 

5.75 

25.95 

46 . 1.15 

04 .60 

Baekata, Cavarad 

81 . 60 

88 .75 

Pots, Tan 

00.65 

lOT . 2.85 

Pans, Lipped Sauce 

10 .85 

0.80 

20 . 1.00 

86 . 1.05 

Oil .80 

88 . 1.85 

03.60 

18 .70 

14 .45 

101 . 1.00 

88 . 1.85 

160.66 

860 .85 

460 . 1.00 

660 . 1.25 

860 . 1.65 

05 .70 

06 .85 

Kelt las. Convex 

03 .80 

05 . 1.00 

08 . 1.40 

Pana, Caka 

9 .85 

10, 09, 70.40 

2UU .46 

Pans, Oorn Caka 

706 .75 

18.65 

24.75 

28 . 1.00 

Pans, Straight Sauce 

2oU.80 

450 . 1.05 

102 . 1.10 

Piita. Straight Sauce 

018.95 

022 . 1.25 

026 . 1.85 

1060 . 1.86 

010 . 1.75 

709 .90 

650 . 1 SO 

Puts, Sonp Stock 

818 . 9 75 

836 . 18.75 

218 . 7.50 

236 . 11.25 

Roasters 

150 . 2.90 

1860 . 3.16 

Buakats, Dinner 

110 . 8.00 

lit . 2.85 

014 . 2 25 

020 . 8.15 

Kettles, Lipped 
Preserving 

14.45 

712 . 1.10 

Pans, Muffin 

406 .60 

412 . 1.00 

860 . 1.40 

Pans, Stew 

8 .40 

5 .50 

6 .65 

118 . 2.75 

Pans, Deep Pudding 

60 .30 

602 . 1.65 

18 .55 

Pans, Oblong Stove 

04.45 

§08 . 1.86 

22 .70 

l.'iO .40 

Chaabera 

1 .65 

26.86 

800 .60 

too. 60 

180 . 8.60 

80 . 1.15 

5o0.60 

800 .85 

Skimmers, Flat 

12 .85 

8 .95 

86 . 1.05 

8o0 . 80 

350 . 1.05 

8 . 1.00 

40 . 2.50 

1000 .90 

450 . 1.35 

650 . 1 .HO 

Puus, Square Stove 

110 .80 

Spuona, Beating 

10.20 

It .25 

18 .85 

Ckaaikar Covars 

10.80 

80 .40 

50 . 8.75 

Kettles, klilk 

71 .70 

Pans, Disk 

15 . 1.86 

80 . 1.10 

80 .60 

Oolandara 

1.65 

8 .95 

78 . 1.00 

74 . 1.20 

110 . 1.50 

210 . 2 00 

112 .95 

114 . 1 25 

Steamers 

7 . 1 50 

Kettles, Tea 

80 . 1.00 

800 . 3.90 

400 . 4.40 

116 . 160 

120 . 1.85 

8 . 1.75 

Steepert, Tea 

8 .70 

104.65 

60 . 125 

Pans. Rinsing 

08 . 1.05 

Pitcliera, Mnlasses 

601 .75 

806 .90 

70 ... 1 00 

Tubs, Oval Foot 

0 . 1 .50 

Cups 

8 Ifng).85 

6 .85 

$ .20 

9. 10. 11. 25., .25 

90 . SIS 

Oil . 1.-35 

Pitchers, Water 

2 . 1 20 

100 . 2 60 

017 . 1.60 

2 . 8 00 

100 . 1 60 

180 . 2 10 

190 . 2 50 

Pans, Lipped Fry 

80 .40 

82 .55 

4 . 1 55 

5 . 1.20 

10 . I..35 

4 . 825 

Turners, Cske 

14.25 


ALUMINUM WARE, 

PRERHED—Cnntiniied. 


10% Inch . 

. .. 8.00 

Puns, Convex 

Ssuce— 

Pans. Milk— 


1 qiinrt . 

.65 


.. . 1.65 


. 1.85 

Pana. Pie— 


6 quart . 


9% Inch . 

.. . .40 

Pots, Fireless 

Cooker— 

Pana, Pudding— 


4 quart . 


1 quart . 

... .50 

6 quart . 

. 1 65 

2 quart . 

. . . .75 

8 quart .. 


4 quart . 

.. . 1.25 




ANC1IOK8—Screws p«r 100, 8-10, (-4.15: H# 06.86. 

Scbco. 3 I«xV4 in. •% in. I In., f5.0(1 per hundred list; 
HxH in \ in. 1 in.. f.5.A0 per hnnilred net. 


j^NVILS—Vnlcnn No. 3, 20-lb., 07.50; No. 8, 301b., 09 00; No. 
4, 40 Ib., $10.(»0; No. 6, 50 lb., $11.50; No. 6, 00-Ib., $18.00; 
No. 7, 70-lb., $14.50; No. 8, 801b., $10.50. 

Columbinti—<^0 to 425 lbs., H2c per lb.; 70 lo 70 lbs., 82V4e 
Ih.; GO to (>9 lbs., 83e lb.; 50 to 59 lbs., 84o lb. With Clip 
Horn. 2i per Ib. extra. 

ANTIMONY—Slab. 25r Ib. 


APRONS—Carpenters—California T.eg, $2.25; No. 12 Long 
Rr ,1 fi 7* V-. 2 S'">r» tt-Mwn. 76c. 

AUGERS—Snell’s Carpenters* Nut— 

Si/e . W % 1 


Size . 

. . Vk 

% 

% 

% 

1 

1% 

Each . 

. . .$1.15 

$1 15 

$1.-30 

$1.50 

$1.75 

$2.25 

Size . 




2 

2Vk 

3 

Each . 


$.3 00 

$3.40 

$3.85 

$G 75 

$11 75 

Itilbs . 

... 8-10 

1112 

13 

14 

15 

10 

With Screw 

...$1.-50 

$1 r.o 

$1 75 

$1.75 

$2 00 

$2 00 

No Screw . . 

... 1 HO 

1.95 

2.10 

2 10 

2 35 

2 35 

lOtbs . 

. . . 17 

18 

19 

20 

21 

22 

With Screw 

...$210 

$2 10 

$2 40 

$2 40 

$2.70 

$2.70 

No Screw . . 

... 2 60 

2 GO 

2 85 

2 85 

3 25 

8 25 

ir.fhs . 

. . . 23 

24 

25 

2(i 

27 

28 

With Screw 

...$2 45 

$2 45 

$4 00 

$4.00 

$4.85 

$4.85 

No Screw . . 

... 415 

4 15 

4.83 

4 85 

5.75 

6.75 

It'tha . 

. . . 29 

.30 

.31 

32 



With Screw 

.. .$.5 75 

$5 7.5 

$G.75 

$G.75 



No Screw . . 

. . , 6.85 

6 85 

8.10 

8.10 



(’GFRS—Pont 

Hole—Iwnn, 6-inch, $3 00 each; 

7-inch, 

$3.25; 

8-inch, $3.25. 

Vaughan 

's, 4 to 

8-inch, 

$2.75. 




A8BK.ST08— 

Mill board, 80e lb.; cut, 85o Ib. 

Pai>er. 80c Ib ; rut. 85c lb. 

Wieking, H Ib. balla, 40e each. 

Wirking, I lb. Iota, 75c. 

Cement, per sack, $0.o0; per Ib., 12V4c. 

AXES—Plumbs* Hunter’s handled. 12 os., $1.50; 1 lb., 01-65; 
m Ib.. $1.75. 

Hoy Siiiut — Handled with sheaih. $2 35; wlthont nheath. 
02 .00; aheatba. R.'Sr, 

Double Bit—Handled, $2.75; unhandled, $2.75. 

Single Bit — linndicd warranted, $3.00; second ^ads, 
$2.7.5: unliandled. $2 00. 

Mnrb’o * Pocket—No. 2, $8.25; No. 8, $3.50; No. 5, $2.00; 
No. 0, $2.2-5. 

BAGS—WATKRr— 


Closed Tup 

1 -gal.. 

_1.25 

Ranitanr Top— 

1-gal. 

. . 1.40 

2-gal. 

. ... I 75 


. . 1 85 

3 V4 gal. 

.. . . 2 65 

8ft gal. 

. . 2 8 .5 

5-g;il. 

_8.50 

6 gal. 

. . 8 75 


BABBITT—Frirtionloas, 4-5c Ib.; Magnolia, 45c Ib.; No. 4. 
11 Ib.; No. .3. l.-»c Ib.; No. B, 22c Ib.; No. A (genuine), 
70c Ib.; XXXX Nickeled. 75c Ib. 

BARS. CROW—Pinch Point. Wedre or I.inine. 15c Ib. C In /. 

2.') Ib.. 20c lb.: ,30 lb., 20c Ib. Ripping or Wrecking. ^12- 
in.. 2.5c each: %x20-in., 50c; %x21-in., 55c; %x24-in., 60c; 
^A.v.TO-in. 75c. 


BATTERIE.S—Dry Cell—Columbia. Ever Ready, Red Seal, Red 
Devil or Red Label, etc., N"8. 6 and GS, 50c each, liutsbot 
Multiple, 4 cell, $2.75; 5 cell, $-3.00; 0 cell. $-3.50. See 
also Sparkers. 


BED.S—AUTO—B 1 Red Seal Auto Bed. $28.45; C-5 Red Seal 
Bed. Tent and Dust Bags. $.50.00. 

BELLS—Alarm—Hoiiae. 85c each. Call, steel, iron bas«. SOe 
each; Call, bell metal, bmnxe bane, fl 10: G. ng. gold br«t|ix«>d 
steel, 90c: Gong, polished bell metal. 5 inch. $1 35 eaeh; 
6-inch, $2.f 

Digitized by * 


|2.^; 8-inch. $4.00; 10-inch, $6.50. 
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BELLS—Oontiaued— 

la-ineh, $10.50; Rotary Door, No. 168. $1.25; No. 8241. 

$ 1 . 00 . 


BKLL8—Farm-*(100 1$.), $16.00. 

BELLS— Cow— No. 0, $1.60 ooeh; 1, $1.25; 2, $1.00; 8, 75e: 
4. eSo; 5. 55e; 6, 45e. 

BELLS—Eloetrie—2)$-iaolit EeUpoo Iron Box, $0o oooli; 8*ia. 
Noaparoll, $1.00. 

BELL STRAPS— 

Gbfr—IH Ibn $ 1 . 00 ; 1 % 1$.. $1.25; 1 % lb., $1.85. 

BEVELS—Slidinf T—No. 18, 6-In., $1.15; 8 in., $1.40 ; 10-ia., 
$1.60. No. 25: 6-in., 76c; 8-in., 86e; lO-in., OOe; 12 in.. 
$1.00. No. 1—Odd Jobs, $1.10. 

BIBBS—Oomprouion—(See alio Plumbing Prices)— 

H-ln. H-in. %-in. l-in. 

Plain—^Rongh braaa.05 1.25 1.65 .... 

Finished brass. 1.25 1.75 2.10 8.75 

Nickel plated . 1.45 1.80 2.85 4.15 

Hose Rough brass. 1.10 1.85 1.80 8.76 

Finished brass. 1.45 1.75 2.25 8.70 

Nickel plated. 1.65 1.06 2.50 _ 

BITS— Anger— 


lOths Jen’s Pat’n R. J. Irwin Jen. Oar Wood 
8.45 .75 .40 1.20 .25 

4 .40 .65 .40 1.20 .25 

5 .40 .65 .40 1.20 .25 

6 .40 .66 .40 1.20 .80 

7 .40 .65 .40 1.05 .85 

8 .40 .65 .45 1.20 .40 

0.45 .75 .50 1.85 .45 

10 .45 .75 .55 1.45 .45 

11 .55 .00 .66 1.60 .50 

12 .55 .00 .65 1.75 .50 

13 .65 1.06 .75 1.85 .65 

14 .65 1.05 .75 2.00 .60 

15 .75 1.20 .85 2.15 .65 

16 .75 1.20 .85 2.86 .70 

17 . 1.60 1.00 .... .75 

18 .05 1.50 1.00 .... .85 

20. 1.10 1.60 1.10 .... .00 

22. 1.70 1.25 .... .95 

24. 1.80 1.85 .... 1.25 


Bits in Sets—Oonunon, 6 bits, $4.00; 8 bits. $5.00; 
18 bits, $7.50. R. J., 18 bits, $12.50. Irwin, 18 bits, $0.60; 
8 bits, $5.50. 

Ship Auger Oar Bits ssms prices ss Ship Angers. 
Expanaire—Clarks* small, $8.00; large, $8.00; Steers, 
small, $3.00; large, $4.00. 

Expaasiee Bit Ontters—Clark's No. 1, 85e; No. 2. 45e; 
No. 8. 65e; No. 4, 76e. Steers, No. 1, 65o; No. 2, 65e; No. 
3. 70e; No. 4, 75e. 


BIT HOLDERS—Extension— 


Millars Falls. No. 8— 

12 .2.00 

15 . 2 15 

18 .2 25 

21 . 2 85 

24 .2.50 

Millers Falls, No. 5— 

12 . 1.75 

15 . 1.75 


18 . 1.90 

21 . 2.00 

24 . 2.85 

Stanley, No. 1— 

12 . 2 00 

16 . 2 15 

18 . 2 25 

24 .. 2.85 


BLOCKS—^Tackle— 

Wood— 8-in. 4-in. 5-in. 6-in. 8-in. 10-In. 

Single, Plain Bushed.. .75 .90 1.00 1.20 2.00 8.80 

Double, Plain Bushed.. 1.85 1.65 1.85 2.15 8.50 6.50 

Single Roller Boshed.. 1.20 1.25 1.85 1.60 2.75 4.25 

Double Roller Bushed.. 2.15 2.40 2.55 8.10 6.10 7.50 

Triple Roller Bushed. 8.60 8.75 4.75 7.50 10.50 

Snatch Roller Boshed. 4.75 6.75 10.00 

Steel— 8-ia. 4-in. 5-in. 6-in. 8-in. 10-in. 

Single. Plain Bushed.. .70 .85 .90 1.15 1.80 8.00 

Double, Plain Boshed.. 1.85 1.65 1.80 2.00 8.15 5.00 

Triple, Plain Bushed.. 1.80 2.15 2.25 8.00 4.65 6.90 

Single Roller Bushed. 1.65 ... 2.25 5.50 8.75 

Double Roller Bushed. 8.30 ... 4.10 10.00 15.00 

Triple Roller Bushed. 4.65 ... 5.75 14.25 20.00 

Snatch, Plain Bushed. 4.19 6.00 8.75 

Snatch, Roller Bushed. 7.00 9.75 15.25 

BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 I^ncaster, complete, $31.50. 

Royal H, without Tyere Irons, $46.00; complete, $48.50. 
No. 200 Buffalo, complete—12-in.. $44.00; 14-in., $50.00. 
No. 700 Climax—12-in., complete, $28.00. 

BOARDS. IRONING— 

With Table—No. 2, Plain, $2.50 eaeh; No. 10 Springe^ 
60x15 in., no sleeve board, $5.25; No. 20 Springer, 64x18 
in., no sleeve board $5.26; No. 40 Springer, 50x12 in., no 
sleeve board, $4.50. 

Without Table (skirt boards—4-foot, $1.00 eaeh; 5-foot, 
$1.50; 5%-foot, $1.75; 6 foo $2.00. 

BOARDS. WASH—Brass. OOo each: Toy. sine, 25c: Single 
Zinc, 55c; Glass, 95o; Blue Enamel, $1.15; Single Zinc, 60c. 


BOLTS—Common Carriage— 



8-l« * 

5-16" 


7-16" 




10 

100 

10 

100 

10 

100 

10 

100 

10 

100 


.15 

.85 

.15 

1.15 

.20 

1.66 

.26 

2.00 

.85 

2.00 

2 

.15 

.85 

.15 

1.25 

.25 

1.70 

.26 

2.16 

.85 

2.90 

2H 

.15 

1.00 

.20 

1.35 

.25 

1.85 

.80 

2.85 

.85 

2.00 

3 

.15 

1.10 

.20 

1.46 

.25 

2.00 

.80 

2.56 

.40 

8.20 

8Vi 

.15 

1.15 

.20 

1.55 

.25 

2.05 

.85 

2.70 

.45 

8.45 

4 

.15 

1.25 

.20 

1.65 

.80 

2.25 

.85 

2.90 

.46 

8.70 

4V4 

.20 

1.35 

.25 

1.75 

.80 

2.35 

.40 

8.05 

.60 

8.95 

5 

.20 

1.40 

.25 

1.85 

.80 

2.50 

.40 

8.25 

.55 

4.20 

5% 

.20 

1.50 

.25 

1.95 

.85 

2.65 

.45 

8.45 

.55 

4.45 

6 

.20 

1.55 

.25 

2.05 

.85 

2.75 

.45 

8.60 

.60 

4.70 

6% 

.25 

1.80 

.80 

2.85 

.40 

8.15 

.50 

8.80 

.65 

4.96 

7 

.25 

1.90 

.80 

2.45 

.40 

8.30 

.50 

8.95 

.65 

6.25 

8 

.30 

2.10 

.85 

2.65 

.45 

8.60 

.55 

4.35 

.70 

5.70 

9 



.35 

2.90 

.50 

8.90 

.60 

4.70 

.80 

6.20 

10 



.40 

8.10 

.55 

4.20 

.65 

5.05 

.85 

6.70 

11 




.... 

.55 

4.45 

.70 

5.40 

.90 

7.20 

12 





.60 

4.76 

.75 

6.76 

1.00 

7.76 

14 








• • • • 

1.10 

8.75 

16 







• • • 

• • • • 

1.20 

9.75 

18 




.... 


.... 


• • • • 

1.80 

10.76 

20 




.... 



• . . 

• •• • 

1.50 

11.76 


BOLTS—Bxpansion—(8ee SHIELDS). 
BOLTS ™ 'Stove — 




5-82" 

9-16" 


9 # 

5 16*' 


%.... 

.10 

.45 

.10 

.45 







><.... 

.10 

.45 

.10 

.45 

.io 

.60 





%.... 

.10 

.45 

.10 

.45 

.10 

.60 





%.... 

.10 

.45 

.10 

.45 

.10 

.60 




, T - 

%.... 

.10 

.45 

.10 

.45 

.10 

.65 





1 .... 

.10 

..45 

.10 

.45 

.10 

.65 

.is 

.95 

.20 

1.40 

1%.... 

.10 

.50 

.10 

.50 

.10 

.70 

.15 

1.00 

.20 

1.45 

IH.... 

.10 

.55 

.10 

.55 

.15 

.75 

.15 

1.05 

.25 

1.55 

1%.... 

.10 

.60 

.10 

.60 

.15 

.80 

.20 

1.10 

.25 

1.60 

2 .... 

.10 

.60 

.10 

.60 

.16 

.80 

.20 

1.15 

.26 

1.70 

2%.... 



.10 

.65 

.15 

.85 

.25 

1.20 

.80 

1.80 

2H.... 



.10 

.65 

.15 

.90 

.25 

1.25 

.80 

1.90 

8 .... 



.15 

.75 

.15 

1.00 

.25 

1.85 

.80 

2.10 

8 %.... 



.15 

.85 

.20 

1.10 

.25 

1.50 

.85 

2.80 

4 .... 



.15 

1.00 

.20 

1.20 

.25 

1.65 

.40 

2.50 


BOLTS—Machine, Square Head and Nnt— 

(4" 6-16" H" 7-16" 


11% .. 

.15 

1.15 

.15 

1.85 

.20 

1.65 

.25 

2.10 

1 .... 

.15 

1.20 

.15 

1.45 

.20 

1.70 

.25 

2.25 

2 %.... 

.15 

1.25 

.20 

1.50 

.20 

1.85 

.80 

2.40 

8 .... 

.15 

1.85 

.20 

1.60 

.25 

1.95 

.80 

2.55 

8%.... 

.20 

1.40 

.20 

1.70 

.25 

2.05 

.35 

2.70 


.20 

1.45 

.20 

1.75 

.25 

2.15 

.86 

2.85 

4H*. 

.20 

1.65 

.25 

2.05 

.80 

2.60 

.85 

8.00 

5 .... 

.20 

1.70 

.25 

2.15 

.80 

2.65 

.85 

8.15 

5% . .. . 

.20 

1.75 

.25 

2.20 

.35 

2.80 

.40 

8.80 

6 .... 

.25 

1.85 

.80 

2.80 

.85 

2.85 

.40 

8.45 

6H . . - . 

.25 

1.90 

.80 

2.40 

.85 

8.00 

.45 

8.80 

7 .... 

.25 

1.95 

.80 

2.50 

.85 

8.10 

.45 

*8.76 

8 .... 

.25 

2 05 

.85 

2.70 

.40 

8.40 

.50 

4.05 

9 .... 

.25 

2 20 

.85 

2.85 

.45 

8.60 

.50 

4.85 

10 .... 

.80 

2.30 

.85 

8.05 

.45 

8.85 

.55 

4.66 

11 .... 

.80 

2.40 

.40 

8.25 

.50 

4.10 

.60 

4.95 

12 .... 

.80 

2.55 

.40 

8.40 

.50 

4.86 

.60 

5.25 




% 



%" 

11% .. 

.85 

2.70 

.45 

8.90 

.70 

5.80 

.90 

7.90 

2 .... 

.35 

2 90 

.50 

4.20 

.75 

6.20 

.95 

8.40 

2%.... 

.85 

8.10 

.55 

4.50 

.80 

6.60 

1.05 

8.95 

8 .... 

.40 

8.80 

.55 

4.75 

.80 

7.00 

1.10 

9.46 

8%.... 

.40 

3.50 

.60 

5.05 

.85 

7.45 

1.15 

10.00 

4 .... 

.45 

8.70 

.60 

5.35 

.90 

7.85 

1.20 

10.50 

4%.... 

.45 

8.90 

.65 

5.65 

.95 

8.25 

1.25 

11.05 


.50 

4.10 

.70 

5.90 

1.00 

8.65 

1.80 

11.55 


.50 

4.30 

.75 

6.20 

1.05 

9.10 

1.40 

12.10 

6 .... 

.50 

4.45 

.75 

6.50 

1.10 

9.50 

1.50 

12.60 

6% . . . . 

.55 

4.65 

.80 

6.75 

1.15 

9.90 

1.55 

18.15 

7 .... 

.60 

4.85 

.80 

7.05 

1.20 

10.30 

1.60 

18.65 

8 .... 

.60 

5.25 

.90 

7.60 

1.80 

11.15 

1.70 

14.70 

9 .... 

.65 

5.65 

.95 

8.25 

1.40 

12.00 

1.95 

15.75 

10 .... 

.70 

6.00 

1.00 

8.7S 

1.50 

12.75 

1.95 

16.80 

11 .... 

.75 

6.40 

1.05 

9.80 

1.55 

13.60 

2.05 

17.85 

12 .... 

.80 

6.80 

1.15 

9.90 

1.65 

14.40 

2.15 

18.90 

13 .... 

.85 

7.35 

1.20 

10.45 

1.75 

15.25 

2.80 

19.95 

14 .... 

.90 

7.55 

1.25 

11.00 

1.85 

16.10 

2.45 

21.00 

15 .... 

.95 

7.95 

1.30 

11.60 

1.95 

16.90 

2.55 

22.05 

16 .... 

.95 

8.85 

1.40 

12.15 

2.00 

17.75 

2.65 

23.10 

17 .... 

1.00 

8.75 

1.50 

12.75 

2.10 

18.55 

2.80 

24.15 

18 .... 

1.05 

9.15 

1.55 

18 85 

2.20 

19 40 

2.90 

25.20 

19 .... 

1.10 

9.50 

1.60 

18.90 

2.85 

20.25 

8.00 

26.26 

20 .... 

1.15 

9.90 

1.65 

14.45 

2.45 

21.00 

8.15 

27.80 

21 .... 

1.20 

10.30 

1.75 

15.00 

2.55 

21.85 

8.25 

28.85 

22 .... 

1.25 

10.70 

1.80 

15.60 

2.65 

22.70 

8.40 

29.40 

28 .... 

1.80 

11.10 

1 «»5 

16.15 

2 70 

23 50 

8.50 

30.45 

24 .... 

1.85 

11.50 

1.90 

16.75 

2.80 

24.85 

8.60 

81.50 

25 .... 

1.40 

11.85 

1.95 

17.25 

2.90 

25.16 

8.76 

82.66 

26 .... 

1.45 

12.25 

2.00 

17.85 

8.00 

26.00 

8.85 

88.60 

27 .... 

1.50 

12.66 

2.10 

18.45 

8.10 

26.80 

8.95 

84.65 

28 .... 

1.55 

13.10 

2 20 

19.C0 

8 15 

2 7.65 

4.10 

35.70 

29 .... 

1.60 

13.50 

2.25 

19.60 

8.25 

28.50 

4.20 

86.75 

80 .... 

1.65 

13.80 

2.85 

20.15 

3.35 

29.25 

4.85 

87.80 
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HARDWARE WORLD 


RETAIL SELLINa PBIOES— Oontinned. 


BOLTS—Barrel— 

Cast Iron, Japanned— 

4- inch .15 

5- inch .20 

6- inch .25 

8-inch .45 

Lipht WrouRht Steel, Jap.— 

2 H inch .16 

8-inch .15 

4- inch .20 

5- inch .25 

6- inch .80 

CHAIN— 

Cast Iron Japanned— 

6-inch .50 

8-inch .60 

10-inch .85 

Cast Iron, Amber or 
Bronzea— 

4-inch .45 

6-inch .60 

8-inch .75 

Cast Iron, Ant. Copper 
or Dull Brass— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.10 

CUPBOARD, Japanned— 

3-inch .75 

6-inch .75 

10-inch . 1.75 


Cupboard, Other Finishes— 

8-inch .75 

6-inch . 1.00 

Flush, T. Head—All Fin¬ 
ishes—Cast Brass— 

3- inch .65 

4- inch .75 

6-inch . 1.00 

Wrouifht Brass—All 
Finishes— 

3- inch .35 

4- inch .40 

6-inch .50 

FOOT— 

Oast Iron, Japanned— 

6-inch .45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6-inch .55 

8-inch .75 

Other Finishes—. 

4-inch .75 

6-inch .95 

8-inch . 1-10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

3-inoh .50 

6-inch .80 

10-inch . 1.85 


BOLTS—Toggle—(See Toggle Bolts). 


versa!— 


% Pint. 

... 1.50 

1 Pint . 

... 1.75 

1 Quart . 

. . . 2.00 

JNCH KITS— 


'Thermos- 


392 and 896 . 

... 4.50 

393 and 897 . 

.. . 5.00 

394 and 898 . 

... 5.75 

Universal— 


810 . 

... 4.75 

820 . 

... 6.26 

410 . 

... 5.00 

610 . 

... 5.50 

4070 . 

... 6.26 

8070 . 

... 4.26 


BOTTLES—^Vacuum— 

Thermos— FILLERS’—Thermos and Uni* 

A 4 50 versa!— 

In . 6 25 H Pint. 1.50 

?? . o 75 1 . ^ 75 

. 1 Quart . 2.00 

IIQ . til LUNCH KITS— 

1^ . Thermos— 

14Q . 4.75 392 and 396 . 4.50 

14H . 2,75 393 and 897 . 5.00 

16 4.00 394 and 898 . 5.75 

15 Q . 5.75 Universal— 

1 nIt B 50 810 ••••••••••.•••• 4.75 

TTfiiYAraii.1— . •••••••••• 5.00 

21 . 2.25 4070 6.26 

22 . 3.50 8070 4.25 

71 . 2.75 Thermos—Food Jars. Fillers 

irn A on 600 4.00 2.00 

i; . I nn 601 . 6 00 2.25 

. J-JO 002 . 6.75 3.00 

62 . 5.50 Thermos— Jogs. Fillers 

91 . 3.50 556 . 9.50 4.00 

92 . 5.00 557 .10.00 4.76 

592 . 5.00 Thermoe—Ossee— 

104 6.25 

Ferrostat— 194Q .9.25 

114 9.76 

504R .11.00 114Q .14 75 

505R 2-qt.16.00 130 9.75 

505N .16.50 130Q .14.75 

BOXES—Mitre— 

Ooodell— 

1285 26x4 .27.75 73 21.50 

1305 25x5 .80.75 74 26.00 

1306 30x5 .30.00 75 24.00 

Stanley— New Langdon Imp.— 

50 H .11.50 72 .21.50 

246 .24.50 73 .23.00 

358 .29.00 74 26.25 

460 . 85.00 75 81.25 

Acme— Steam’s Perfection— 

72 22.50 20 . 4.50 

BRACES— 

P. S. ft W., No. 7008. $5.00 each; No. 7010. $5.25; 7012, 
$5.50; 8010B, $6.50; 8012B, $6.75; 8014B. $7.00. 

Stanley, No. 921. 8-inch, $5.25 each; 10-lnch, $5.50; 12- 
inch, $5.75; 14-inch, $6.00. No. 945, 8-inch, $3.25; 10-inch, 
$3.50; 12-inch. $3.65. No. 965, 8-inch, $2.35; 10-inch, $2.50. 
No. 966, 8-inch, $1.25; 10-inch, $1.25. 

BRACKETS—Shelf- 


Thermos—Food Jars. 

600 . 4.00 

601 . 6.00 

602 . 6.75 

Thermos— Jogs. 

556 . 9.50 

557 .10.00 

Thermoe—Ossee— 

104 . 

194Q . 

114 . 

114Q . 

130 . 

130Q . 


73 .21.50 

74 .26.00 

75 .24.00 

New Langdon Imp.— 

72 .21.50 

73 .23.00 

74 .26.25 

75 .81.25 

Steam’s Perfection— 

20 . 4.50 


Japanned— 

Pair 

Copper, Brass, 

Nickel—Pair 

3x 4 . 

... .15 

3x 4 . 


4x 5 . 

... .20 


. 

. . . fiO 

6x 7 . 

... .30 

5x 7 . 

! 70 

6x 8 . 

... .35 

6x 8 . 

...... .85 

7x 9 . 

... .40 

7x 9 . 

. [ps 

8x10 . 

... .45 

8x10 . 

.95 

10x12 . 

.60 

10x12 .... 

1.15 

12x14 . 

... .85 

12x14 . 



BRADS—Wire— Bulk per lb. H lb. pkgs. ^-Ib.pkgs. 

Vb and %-inch.80 .20 .15 

% to iH'ineh.25 .15 .K) 

1% to 2-inch.20 .15 .10 

BRASS—Sheet—Soft, per lb., 75e; Half Hard, 60e; Sign. 80e; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2 75 each. 
No. 4, $3.50 each; No. 8, $4.50 each; No. 44, $3.25 each. 

Cake Maker, No. 1, $3.50; No. 2, $4.50. 

BRIGHT WIRE (K)ODS—See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., $1.50 each; second grade, 14Vi 
in., $1.35; third grade, 14 in., $1.10; common. 85c; Ware 
house, $1.25; Railroad or Smelter, $1.25; Switch, amall, 65c, 
large, 90c; Toy or Hearth, 1 sew, 30c; 2 sew, 40c. 

Push or Street 


Bassine, 14-in. 1.25 

Bassine, 16-in. 1.85 

Steel Wire, 14-in. 1.65 

Steel Wire, 16-in. 1.85 

BRUSHES— 

CASTING— 

Round .75 

Oblong.70 

Counter— 

Dusting, com.1.00 

E.xtra quality . 1.25 

White bristles .... 2.50 
FLOORr— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch . 2.65 

Mixed, 12-inch. 1.75 

• Mixed, 16 inch . 2.15 

Bristles, 14-inch. 5.00 

Bristles, 18-inch. 6.25 

Garage— 

Fibre, 16-inch. 2.00 

Fibre, 18-inch. 2.25 


Paint— (Chlness bristles)— 


Rattan, 6 rows, 12- 
Rattan, 6 Rows, 14 
Rattan, 6 rows, 16 
Rattan, 4 rows. 14 
Handles, only. 


•in. 1.50 
in. 1.60 
in. 1.75 
in. 1.25 

. . . .15 


Fibre, 20-inch. 

Fibre, 24-inch. 

Hand or Nail. 

Horse— 

Rice Root, 12% lb... 

Rico Root. 13 lb. 

Palmyra Fibre, 12% 

lb. 

Palmyra Fibre, 13 lb. 
Mixed Fibre, 13 lb.... 
Ox Fibre, 3 % x9 in. . . 
Ox Fibre, 4%xll% in 
Kalsomine — 

7'in., single. 

3x7% in. blocks. ... 
Marking—(Round) — 
White Bristles— 

in. 

1-1% in. 


Grade. 

1 

2 

8 

4 

6 

2%-inch . . .. 

. . . .35 


.70 



3inch . 

. . . .50 

.70 

.80 

1.35 


3 %-inch . . . . 

. . . .65 

.85 

1.10 

1.85 

s’oo 

4-inch . 

. . . .80 

1.10 

1.50 

2.25 

4.25 

4 % -inch . . . . 


1.65 

... . 

8.25 

5.75 


Roofing—Knotted— 

3 knots, 14-lb. 

4 knots, 18-lb. 

Sash—Chisel Point— 

%xl %-in. 

^ xl4i-in. 

%x2-in. 

1x2 %-in. 

8cm b— 

Gray Tampico, 10". 
Gray Tampico. 12". 

Ox Fibre, 7". 

Ox Fibre, 18". 

Ox Fibre. 12". 

White Tampico, 8". 
White Tampico, 11" 
White Tampico, 12" 
Shoe— 

Dauber, wood. 

Dauber, iron ...... 

Brush only, %-in..*. 
Brush only, 1%-in.. 

Combination . 

Extra bristles. 

Best 1%-in. bristles 


BUCKETS—(Ses Gslr. Wsrc)- 


Sink- 

Ox Fibre . 

Split Bamboo . 

Shaving—Rubber Sat— 
Ebonized handle .... 
Boxwood, small .... 
Boxwood, medium. .. 

Boxwood, large. 

White Bone, small... 
White Bone, medium. 

Octagon Bone . 

Octag. Bone, polished 
Stencil— 

1%-in., 2%lb. 

1%-in., lb. 

1%-in., 5-lb. 

1%-in., 6-lb. 

Window— 

Orsy fibre. 

Black borssbsir .... 

Pope’s Eye. 

Squeeges, 10-in. 

Squeeges, 12-in. 

Squeeges, 14-in. 

Squeeges, 16-in. 


BURNERS—Lamp-^H*iAeh wick, 15c sseh; 1-insk, aoc; 1% 
inch, 85c. . . , u 

Lantern—For Cold Blast, %-inch wick, aOc aacb; l-inch, 
80c; for Kerosene, %*inch, 20c; 1-inob, 80c; Lard, Sperm 
and Sig. Oil, %-inch, I6c; 1-incn, 20c. 

Rubbish—No. 1. 80-inch Steel. $9.00 each: He. 8. 80 
inch Steel, $15.00. Wire, 11-14-inch, $2.25-$3.25. 

BUTTS— (Bee Hingea)— 
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BBTAlIa SELUKa PBIOBS-Oontiiuiad. 


OANTEENfr—BEAK BRAND AND BOYCQ—Covered—No. 2. 
$1.25; No. 3. $1.40; No. 4, $1.65; No. 6, $1.85; No. 8. 
$2 .20. GK>Temmeiit, $1.45; American, $1.50; Army, 3*pt., 
$1.40; Army, 5-pt., $1.60; Do Luxe, 8 pt., $1.75; De Luxe, 
5-pt.. $2.10. 

RUNNING BOARD OUTFITS— 

Bojco Serrice Units—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40; No. 312, $8.60. 

Bear Brand—Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 300, $2.85. 

Auto Cans-—Covered, No. 1, $1.95; No. 2, $2.30; No. 8, 
$2.70; No. 5, $3.35. Plain, No. 1, $1.45; No. 2, $1.70; 
No. 3, $2.00; No. 5, $2.50. 

OANT HOOKS— Maple Hdl. Hickory Hdl. 

2^4x4^ . 3.25 4.25 

2V4x4V4 . 8.50 4.85 

GAPS—Roofing. Per lb., 22c. 

CARBORUNDUM—Grain, per lb., bulk. 65c. 

CARRIERS—Timber—No. 425, 4>ft. maple, $4.25. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $14.50 each; using wire cable or manila rope for steel, 
wood, cable track, $18.50; Sling. $25.00; Steel Hay Carrier 
Track, 45c foot; Steel Hay Carrier Hanging Hooks, 80e 
each; Rafter Brackets, ISc. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka. 85c; 16G. 
$2.25; G5, $2.50; lOG, $2.75; 12G. $3.25; 9, all duck, $2.65; 
11, all duck, $2.75. 

CHAINS—Tire— 


Size. 

Pair. 

Size. 

Pair. 


Tire—Weeds 


4M:x33 . 

. 7.25 

3 

x30 . 

. 4.50 

4Hx34 . 

. 7.50 

3Hx30 . 

. 5.00 

414 x 35 . 

. 8.00 

3Hx32 . 

. 6.50 

4Hx36 . 

.8.00 

4 

x31 . 

. 6 00 

4Hx37 . 

. 8.75 

4 

x32 . 

. 6.00 

5 x35 . 

. 9.00 

4 

x33 .;_ 

. 6.50 

5 x36 . 

. 9.00 

4 

x34 . 

. 7.00 

5 x37 . 

. 9.75 

4 

x35 . 

. 7.50 

514 x 36 . 

.12.00 

4 

x36 . 

. 7.50 

514 x 37 . 

.13.00 

4Hx32 . 

. 7.00 

5Hx38 . 

.14.00 


Dozen pair lots, 10% off. 

CHAIN—Yankee Straight Link (Coil)— 

6-0, 13c ft.; 5-0. 11c; 4-0, 10c; 3-0, 10c: 2-$, 9c; 0, 8V4c, 


1, 8c; a, 8c. 


35c lb.; %, 35c lb.; %, 


lb.; 

Ms, 

lb.; 


V 4 . 20c 
15c lb.; 

25c 

, 25e lb.; 

3 0, 15c 


Universal 

0 . 2.00 

1 2.50 

2 . 8.00 

3 4.00 


501 - 

602 . 

T08 _ 

CHISELS— 


5 ; 


.2.25 

.2.75 

.8.50 

Socket 
Firmer 
Bot. Edge 
.. 1.15 

.. 1.20 


0 R 

1 R 

2 R 
8 R 

Whites 
No. a 
1.80 
1.85 


Russwin 


Pocket 
Bev. Edge 
1.80 
1.85 


% . 


1.40 

1.50 

1.85 

H. 


1.45 

1.55 

1.40 

% . 

. 1.35 

1.50 

1.60 

1.50 

H. 


1.55 

1.65 

1.66 

%. 

. 1.50 

1.65 

1.75 

1.76 

1 . 

. 1.65 

1.75 

1.80 

1.85 

1% . 

. 1.85 

1.90 

2.00 

2.00 

IH.. 

. 2.00 

2.00 

2.25 

2.25 

IH. 

. 2.35 

2.15 

2.40 

2.50 

2 . 


2.30 

2.75 

2.75 


1 

IH 

lU 

1 % 

1^ 

1^ 

2 


Bucks No. 4 
. . . .90 


1.45 


1.50 

2.00 

2.25 


Blacksmiths' 
Cold or Hot Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 
3.00 



Cold 

Co\A 


Round 

Diamond 


Com. 

Special 

Capo 

Nose 

Point 

%. 

. .15 

.35 

.45 

.50 

.50 

5-16. 

.. .15 

.35 

.50 

.50 

.55 

%. 

. .15 

.40 

.55 

.55 

.60 

u> . 

. .20 

.45 

.65 

.65 

.75 

%. 

. .25 

.55 

.85 

.70 

.85 

H. 

. .35 

.65 

.90 

.90 

1.00 

% . 

. .50 

.90 



1.25 

1 . 

. .70 

1.00 



1.50 

CHURNS—Barrel—No. 
3, $13.50; 4, $16.75; 

0, $9.50 each; 1, 
5. $19.50. 

$11.00; 2 

, $12.50; 

Improved 

$8.75. 

(Cylinder- 

—No. 1, $5.50; 2. 

$6.50; 8, 

$7.50; 4. 


Norway Straight Link (coil) — 
dOe lb. 

Passing Link (coil)—4-0, 15c ft.; 8-0, 13c ft.- 2-0, 12c ft. 
Proof, Straight Link (coil)—3-16 Black. 22c 
lb.; 5-16, 18c lb.; •%, 17c lb.; 7-16, 15c lb. 

%. 15c lb.; 15c lb.; %, 15c lb. 

Proof Twisted Link (coil)—3-15 black, 80c 
lb.; 5-16, 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil)—6-16, 25e lb.; < 

H. 20e lb.; %, 20o lb.; 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft. 

ft.: 2-0, 15c ft.; 0, 15c ft. 

Jack, Iron—No. 20, 7He yd.; No. 18, 7Hc; No. 16, 10c; 

No. 14, 10c; No. 12, 10c; No. 10, 10c; No. 8, 15c. 

Jack. Bmae—No. 120, 10c yd.; No. 118, 10c; No. 116, 

10c; No. 114, 20c; No. 113, 20c; No. 112, 25c; No. 

110 35c. 

Safety Brass and Nickel Plated—00 and NOO, 15c yd.; O-NO, 
20c yd.; 1-Nl, 20c yd.; 2-N2, 25c yd.; 3, 30c yd. 

Saah—01 Copper Plated, 5e ft.; 02 Copper Plated, 5o ft.; 

XXXX Oomr Plat^ fOe ft.; 02P Steel Plain, 8He ft.; 
10 Cable, 80e ft.; 56 UnlTarsel, 7e ft. 

Snab Ohefn Faetenere 10, tOe eel; 100, 45e set. 

CHALK LINE—Yellow, 85c per 100-foot hank; 20c per 50-foot 
bank. Braided White, 20-foot hanks—120, 10c each; 220, 
10c: 320, 15c. 50-foot balls—150 15c; 250. 15c; 350, 15c. 
CHESTS. TOOL—A, Leather Covered, $26.50; AA, Leather 
Covered, $30.25; B, QnarteredOak, $24.25; BB, Quartered 
Oak, $26.50; BBB, Quartered Oak, $32.00; D, (Quartered 
Oak, $16.25; DD, Quartered Oak, $17.75; DD, Leather Cov¬ 
ered. $19.00; DDD. Leather Covered, $20.25; DDD, Quar¬ 
tered Oak, $20.00; E, Quartered Oak, $24.25; EE, Quartered 
Oak, $28.50; F. Quartered Oak, $20.00; F, Leather Cov¬ 
ered, $20.25; FF, Leather Covered, $23.75; FF, Quartered 
Oak. $22.25; G. Plain Oak, $14.00; OG. Plain Oak, $15.50 
(CHECKS—Door—All makes. Liquid CJhecks—A-11, $7.00; 

B-12. $9.50: C-13. $10.75; D-14. $12.75; E-15, $16.85; 6, 
extra large. $22.50. For hold onen arm, add $1.25 each. 
Screen Door C!heck—No. 01, $3.85. 

CHOPPERS—Meat and Food— 
l^terprise 

5 8.00 

10 5.00 

12 4.50 

22 8.00 304 8.00 

82 .10.00 


Glass Family, Universal—No. 15, $2.75 each; 125, $3.25; 
135, $4.00; 145, $4.50. Dazey, No. 10, $1.75; 20, $2.25; 30, 
$2.75; 40, $3.50. Extra Jars, Dazey, No. 10, 50s; 20, 85c; 
30, $1.10; 40, $1.35. 

Tin without Dasher —IH gal., $1.50 each; 3 gaL, $1.65; 
8 gal.. $1.60: 4 gal., $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gal., $2.75; 6-gal., $8.25. 
Dash and Handle—25c extra. 

CLAMPS—Steam’s Special Joiners*—Opens 1 ft., pair, $6.50; 
IH ft., $7.00; 2 ft., $7.25. 

Carriage Makers—Common—2Hin., 70c; 3-in., 80c; 4-in., 
$1.10; 5in., $1.50; 6-in., $2.00; 8-in., $3.00; 10-in., $3.75; 
12-in.. $4.75. 

Quilt Frame—No. 1, 10c each; 8, 20c; 82, 20c; 83, 20c. 

CLEANERS—Window—Rubber — 10-inch, 45c each; 12-inch. 
5Uc; 14-inch, 60c: 16 inch, 65c; 18-inch, 75c. 

Wood Floor Cleaners—14-inch, 60c; 16-inch, 75c. 
CLEANING COMPOUND— 

Cedar Sweep—IH-lb. carton, 20c; 4H'lb. carton, $60c; 
33-lb. box, $2.00; 100-lb. drum, $3.75; 250-lb. barrel, $8.50. 
Kleen-A-Pipe—1-lb. can, 75c; 10-lb. can, $3.00. 
Shineoleum—1 quart, $1.00; 1 gal., $3.50; 5 gals., $12.50. 
Cedar Mist—1 gal., $3.50; 5 gals., $12.50. 

Sweeping Compound—No. 2, Green, 3o lb.; No. 8, Brown, 
2Ho lb.; No. 4, Black, 2He lb. 

CLEVISES—Malleable, 85e lb. Stool, 4", 85e; 6", SSe; 6", 
80c; 7", 80c; 85o. 

CLIPS—Wiro Ropo "Bulldog"—8-16 to % iae., ooob, 15c., 
H. 80e; %, 25e; H. 85o; H, 50e: l-in., 65o; IH-ia., 60o 
CLIPPERS—Bolt- 

Extra Cnttori 


No. 0. 

_3.75 

No. 0 ....... 

.a.25 

No. 1. 

_5.00 

No. 1 . 

.2.75 

No. 2. 

_7.00 

No. 2 . 

.B.75 

No. 8. 

- 8.76 

No. 2 . 


0 . K.— 

lO-inch . 

- 2.86 

14-ineh . 



CLOCKS, ALARM—America. $2.00 each; Circle, $8.25; Flash, 
$3.25; Gale, $4.50; Ideal $3.00; Indian, $1.85; Iron Clad, 
$3.00; Lookout, $2.65; Peerless, $3.00; Pershing, $3.50; 
Practical. $3.00; Sleepmeter 2, $2.75; Slumber Stopper, 
$4.50; Startle, $8.50. 

NOTE—A OoTommoBt War Tax of 6 por o&ax baa baoi 
lo^od on all retail aalea qt eloeks. The ratall daaUa la ra- 
rairod to keep a record of an aaloa and paj tbo tax IM tbo 
OoUoctor'i offleo each month. 

CLOTH—Emery, Nos. 00 to 2H, 10c straight; No. 1 to 3, 
15c. Carborundum or Axolite—Nos. FF 90, 15c straight. 
CLOTH, WIRE—Hardware Galvanized—Per lineal foot— 
Mesh 


... 2.50 
. .. 3.00 
... 8.50 
. . . 4.75 
Inside or 
Outside 
Bevel 
1.85 
1.85 


24-in. 

30-in. 

86-in. 

42-in. 

48-in. 

.36 

.45 

.54 

.63 

.72 

.28 

.35 

.42 

.49 

.56 

.28 

.35 

.42 

.49 

.56 

.20 

.25 

.30 

.35 

.40 

.20 

.25 

.30 

.35 

.40 

.20 

.25 

.30 

.35 

.40 

.21 

.26 

.32 

.37 

.42 

.21 

.26 

.32 

.37 

.42 

.22 

.28 

.33 

.39 

.44 

.24 

.30 

.36 

.42 

.48 


CIjOTH. SCTREEN WIRE—Per lineal foot—Retail prices have 
been figured on the following basis; 12M Black, 4Hc; 14M 
Galv., 5He; 14M Opal, 5c per sq. fi- 
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Na. 


Bach 

7-laeh... 

1.85 

Ball— 

Mineh. 

. 1.25 

8*inch... 

9.10 


S Inch. 

. 1.50 No. 


Eaeh 


% Ineh. 

. 1.85 Ga* Hose— 

H-inch... 

.80 


1 Ineh. 

. 8.86 

H-inch... 

.85 

Floats— 

5-inch. 

. .65 

^ -inch... 

.65 


O'lueh. 

. .95 



Sarrlca, 

Standard- 

-Square or Flat Haad- 

— 




1- 

IM" IH" 

8" 

B*ch .... 

... .50 

.55 .60 .70 1.15 

1.85 8.50 

4.50 


DRILLS— 

Goodell-Pratt Baneh Drill* 


COMPASSES—No. 40-4, 45e each; 6, 56e; 8, 75e. 

COOKERS—Firoleu—Duplex—No. 25, $16.50 ach; No. 80, 
$27.50; 85, $20.00; 50, $30.50; 55, $32.50; 60, $85.50; 
70, $40.00. 

Lofcs—Set, $0.00. 

Soapatono Dliea—Eaeh, $1.60. 

COOLERS—Water—OaWanixed IJned—02, $5.00 eaek; 08, 
$6.00; 04, $7.00; 06, $8.25; 08, $10.26; 010, $12.85. 

OOPPER—Shaat. 65a lb.; Bara, raoad, 70a lb.; Tnblag, 75e lb. 

COPPER WARE—Roma Nickel Plated— 


Tea Kettlaa. 


6 pint* . 

. 2.50 

8H inch . 

.. 2.75 

Te* Pot*. 


9Vk inch . 

.. 8.00 

2 pints . 

. 1.65 

10 Vb inch . 

.. 8.25 

8 pints . 

. 1.85 

Coffoa Pots. 


4 pints . 

. 2.10 

8 pint* ' . 

.. 1.«5 

Wash Boilers. 


4 pint* . . •. •. 

.. 8.10 

848 . 

,. 7.75 

5 pinu . 

.. 2.25 

849 . 

. 8.25 


OOPPERS, SOLDERING—FamilT— 

1. per eat . 1.65 

8, par aat .-. 1.50 

Tlnnera— 

% pound, per pair.80 

1 pound, per pair.80 

1 H pound, per pair.85 

8 p'tund. per pair.45 

8 to 14 pound*.45 

CORD—Saab, Common—Per hank: No. 6, $1.00; 7, $1.85; 
8, $1.60; 10, $8.60; 18. $8.00. 

surer T^ke—Per hank: No. 6, $1.50; 7, $2.00; 8, $8.50; 
10, $4.00; 18, $5.00. 

CORD. TINNED PICTURE— 

No. 00. 15e pkr; 1, 25c; 8, 80e; 8, 40e; 4, 50c. 

CRAYON—Lumbar, 10c; Soapstone, 5e. 

CULTIVATORS— 

Norero**, 1 GO-5, aach, $1.85; 5N, $1.50; 8N, $1.85; 
Mid vet 60e. 

Pull Easy. PEC, aach, $8.00; PE5. $1.65; PEW8, $5.00. 

CUTTERS— Pipe—Barnea, No. 1, $3.50 each; 2, $4.75; 8 
$8.00; 4. $15.75; 5, $2.8..50. 

Sniinder*—No. 1. $3 00 each; 2. $4.50; 8. $11.00. 

Trim»i—No. 1, $4.00; No. 2, $5.50; No. 3 $9.00. 

DAMPERS—Store Pipe—No. 8, 20e each; 4, 80c; 5, 85c; 
6. 25c; 7, 40c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Winv. No. 85 and 50—6-inch, 75c; 7-Inch, 85c; 
8-inch, $1.00; lO inch, $1.25; 12 inch, $1.50; 14 inch, $3.65. 

Wing Ext. No. 1—6-inch, $1.25; 7-inch, $1.50; 8-inch, 
$1.75. 

Exceliior — 6-inch, 90c; 8-inch, * $1.25; 10-inch, $1.65. 
DOORS—A*h Pit— 

8x8 .8.00 10x18 .8.75 

8x10 .8.25 12x15 . 6.60 


ASH TRAPS—Common, 7x9, 80c; Adams Double, 90e. 

DOORS—Screen— 

241 Common Vamiahed, %-in.—2-6x6-6, $3.25; 2-8x6-8, 
$3.35; 2 10x6 10, $8.50; 8x7, $8.75. 

276 Black, 1 V4 in.—2-6x6-6, $8.65; 2 8x6-8, $8.75; 2-10 
X6-10, $1.00. 

311 Black, m-in.—2-6x6-6. $4.50; 2-8x6-8, $4.75; 2-10 
x6 10. $5 00; 8x7. $5 25 

891 OaW.—a 8x6-8. $5.50; 2-10x6-10, $5.75; 8x7, $6.00; 
8x6.«. $0 2.5. 

525 Blnck—8-8X6-8. $6.60; 2-10x6-10. $6.75; 8x7, $7.00; 
8x6-8, $7.25. 


No. 

Each. 

Na. 

Bach. 

8 . 


87 . 

.12.50 

8H . 


97 . 

.13.00 

9^ . 


99 . 

. 6.75 

10% . 


112 . 

. 8.75 

490% . 


212 . 

. 4.50 

1003 . 


Tankaa—Millara Falla, 

Hand— 

1005 . 


1 . 

. 8.60 

11 . 


8 . 

. 5.85 


Goodell-Pratt Breaat Drilla— 

6 . 5.85 

07 . 6.50 

245 . 6.00 

279 .18.25 

Millers Falla (Breast) — 

12 8.25 

18 7.75 

Drill Presaes- 

20 .11.00 

21 .15.00 

22 . 6.00 


848 . 4.00 

1980 . 5.75 

-Millers Falla 

23 7.50 

210 .15.00 


Hand Drills—Millera Falls 


105 8.75 

808 . 8.00 

806 5.50 

848 4.00 

980 6.75 

1980 5.75 


Chain Drills—Goodell-Pratt 
807 . 4.60 818 . 

816 . 4.50 1500 . 

817 . 5.50 

Yankee Automatic 

41 . 3.00 44 . 

42 . 2.50 40 . 

Yankee Chucks and Drill Points 
No. Set. No. 

300 . 1.15 805 . 

801 . 1.15 

Yankee Drill Point* 

Set of 8, $7.10; each, 15o; 2 for 25c. 

DRILLS, TWIST- 



Bit 

Rd. Shk. 

Sqr. Tpr. 

Str. 

Tpr. 


Stock 

Prentiss 

Coe* 

Shk. 

Shk. 

Shk. 

1*16... 

.. .20 

t - - 

.f - . 

• a e • 

.10 

% .... 

.. .20 

.85 

.40 

V T V • 

.15 

.35 

8-16. . . 

.30 

.40 

.45 

» # t t 

.15 

.35 

% .... 

.. .85 

.45 

.55 

1.20 

.20 

.45 

5-16. . . 

. . .45 

.55 

.60 

1.35 

.25 

.55 

% .... 

.. .55 

.60 

.70 

1.45 

.35 

.60 

716. . . 

. . .70 

.75 

.75 

1.50 

.65 

.75 

% .... 

. . .85 

.90 

.85 

1.55 

.75 

.90 

9-16. . . 

. . 1.00 

1.05 

.90 

1.60 


1.05 

% .... 

. . 1.20 

1.20 

1.00 

1.70 


1.20 

11-16. . 

.. 1.35 

1.85 

1.15 

1.76 


1.35 

% .... 

. . 1.55 

1.50 

1.80 

1.85 


1.50 

% .... 

.. 1.95 

1.95 

1.60 

2.45 


1.95 

1. 

.. 2.35 

2.65 

1.90 

8.10 


2.65 

1% ... 


• . 

.... 

8.75 


8.40 

1% ... 


.... 

.... 

4.40 


4.15 

1% ... 


.... 

.... 

5.05 


4.90 

1% ... 


.... 

.... 

6.75 


6.40 

Sebco 

Four Point Star, Brick and Concrete— 
V4 % % % 1 1 % 

1% 

2 

12inch. 

. . . .40 

.40 .45 

.66 

.85 1.30 

2.25 

4.50 

18-inch. 

. .. .50 

.50 .60 

.80 

1.10 1.55 

2.50 

5.00 

24-inch. 

, . . .65 

.65 .70 

1.00 

1.20 1.75 

2.80 

5.25 


ELECTRICAL APPLIANCES— 
Universal Goods— 


Dishes, Chafing— 


E9646 . 

17.50 

E940 .. 

.18.00 

E9649 . 

19.50 

E9850 . 

16.00 

E9676 .. 

10.00 

Grilla— 


Ranges, Table— 


E982 . 

11.60 

E9841 .. 

88.00 

E984 . 

12.50 

Stovee— 


Heaters. Immersion 

— 

E998 . 

8.75 

E970 .. 

. 5.25 

E997 . 

8.75 

Irons, Ourllnr— 


E9960 . 

7.75 

E9901 .. 

. 6.25 

Toasters— 


E99011 . 

. 6.76 

E945 . 

7.50 

Irons, Pressing— 


E946 . 

8,75 

E901 .. 

. 7.50 

Urns, Coffee— 


E902 . 

. 6.75 

E916 . 

17.00 

E905 . 

. 6.75 

E919 . 

18 50 

E9023 . 

. 6 25 

EQ136 . 

15 00 

E9035 . 

. 6.76 

B9146 . 

19.50 

E9051 . 

8.00 

E9149 . 

21 50 

Pad*. Heating— 


E9166 . 

22.50 

E9940 . 

10.75 

E9169 . 

25.00 

Percolators— 


E9176 . 

15 50 

E9435 . 

,18.50 

E9179 . 

17.00 

E9437 . 

.15.00 

E9166044 . 

41 25 

E9439 . 

16 50 

K9169044 . 

43.75 

E9fi.35 . 

, 11.50 

Vacuum Cleaners— 


£9037 . 

,18.00 

E701 . 

89.50 

E9039 . 

14.50 

Attachments . 

10.60 
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VET AIL SBUJNO PBI0B8—Oontbimd. 


Hot Point Ooodn— 

Ghofinf Ditheo~No. 30601. $10.00 onth; 20502, $10.00; 
20508. $22.50. 

Grillo—11601, $11.60 Moh; 18601, $12.50; 20101, 

$10.50. 

Heaters, Air—No. 80408, $11.00 each; 80404. $18.00; 
80603. $32.50; 80604, $44.00; 116A4 (Hedlita), $11.00. 

Heaters, Immeraion—No. 118W16 (50201). $5.26 oaeh; 
115W16 (50202), $6.26; 116W17 (50208), $7.25. 

Iruna, Curling—No. 118L5. $7.26 each; 118L6, $6.60. 
Iruna, Preasing—No. 1118Fi8 (11103). $7.05 each; 

118F22 (11203), 8 lb., $6.25; 115P5 (11205). 5 lb., $0.05; 
115P17 (11206), 6 Ib., $6.95; 11807, $8.75; 11808, $0.25; 
11310. $11.00; 11812, $16.50; 11815, $17.00. 

Pads. Heating~No. 114Q8 (50142), $0.00; 114g4, 

(50151) $10.25. 

Ovens—No. 40701, $6.50; 40201. $25.00. 

Percolators—No. 20611, $10.00; 20620. $12.00; 20621, 
$13.00; 20622, $17.50; 20650, $18.00; 114Pi8 (20651), 
$23.00; 114P17 (2652). $25.00. 

Stoves—No. 116D1. $10.00; 186D1, $11.50; 20301. $7.00; 
203U2. $7.25; 40101, $7.50; 40102, $0.25; 40108, $18.00; 
40104. $15.00; 40105, $17.50. 

Toaatera—114T6, $6.76; 116T1. $8.50. 

Vacuum Cleaners—122V3, $46.00. Attachments, $11.00. 


BLECTRICAL SUNDRIES— 


Anylilea. 

1.85 

Push Buttons— 

Each 

Amuieters— 


Wood . 

.20 

Ever Ready. 

1.25 

Dull Brass.. 

.25 

Read rite . 

1.00 

Pearl Button. 

.50 

Volt . 

1.16 

White Button. 

.45 

Bella. Door— 


Receptacles— 

Each 

2^ inch . 

.85 

Plush . 

.45 

3-inrh . .. 

1.00 

Arrow E. 

.60 

Buszera . 

.85 

Clest . 

.25 

Chain. Fixture . 

.25 

Roaettea— 


Cleats. Porecisin .... 

.05 

Concealed, 2-pe.. 

.80 

Cord— 


Cleat, 2-pe. 

.80 


Ft. 

Cleat, 1-oc. 

.20 

Heater No. 16. 

.12H 

Shades— 


No. 18 . 

.10 

Tin Flat, 8 ineh. 

.25 

Lamp No. 18, G. A T. 

.04 

Tin Flntj 10-inch. 

.85 

No. 18, Par Silk... 

.07% 

Cone, 8-inch . 

.40 

No 20. Par Silk. .. 

.06 

Cone. 10-inch . 

.45 

No. 18. Tw Silk... 

.07 

Shade Holders— 


No. 20 Tw. Silk. .. 

.05 

3V4-inch Acme. 

.10 

1-64 Single Fixture 

.08 

3%-inch Uno . 

.20 

No. 18 Reinforced. 

.10 

Sockets, Key— 


Fans— 


Freeman DB. 

.45 

Menotninee. 500-9-lil.. 

12.00 

Arrow E DB. 

.50 

Robbing-Meyers— 


Freeman Nic. 

.60 

8-inch noii-oac. 

.13 50 

Arrow E Nic. 

.05 

9 in. non-oac.. 8 sp. 

19 50 

.>ockct8. Pull Chain- 

— 

9 in. nar.. S-apeed. . 

24 50 

Freeman DB. 

.75 

12 in. n n-oac., 3-8p. 

29.00 

Arrow K DB. 

.80 

12 in. use.. B-apeed.. 

87.00 

Arrow E Nic. 

1.00 

Fiitca— 

Each. 

Levolier DB . 

.80 

Plug. 6 to 30 amp... 

.12% 

Sockets. Keyless— 


Kn 'bB— 

Ea-h. 

Freeman DB. 

.45 

Porcelain. 5 H Solid. 

.03 V4 

Arrow E DB. 

.50 

Nailit. 5 Vi Split. 

.05 

Staples— 

P'^g. 

1.a in pa— 


Insulated, %-inch .... 

.30 

Nilco-Mnzda type ... 

..List 

Switches— 

Each 

Aiiln ^ - 

. . List 

Snap. 

.50 

Wvlii Tiin*»BtHn - . . , , 

l.fO 

Push . 

.60 

Hylo Carbon. 

.75 

Battery S. P. S T. 

.40 

I.amp Guards — 


Bnftery S. P. D. T.. .. 

.60 

No. 1 125 Lnxon. 

.4.5 

Battery. D. P. 8. T.... 

.65 

No. 107 Neverbresk.. 

.35 

Battery. D. P. D. T... . 

.90 

No. 44 P>rt»ib!e. 

8 25 

Tape^ 

Lh. 

No. 48 . Portable. 

3 75 

Frirfion. 1 o*. to 1 lb.. 

1 25 

l.o<»in— 

Ft. 

Rubber, V4 lb. t.; 1 lb.. 

1 25 

“Durnduct” 7-82 In.. 

.06 

Tulles— 

Each 

V4 inch. 

.08 

Porcelain. 5-16x8-in... 

, 05 

Plales, Switch- 

Each 

Transformers— 

Each 

Single gang. 

.25 

Arrow . 

l/>0 

fpf^niy . - . , , 

50 

Jaffprann Jr.. 

2 00 

Receptacle .. 

.60 

Wire, Rubber Covered— 

Plugs — 

Each 


Ft. 

Benjamin 2-way .... 

1.35 

No. 10. 

, .03% 

Benjamin 3-wny .... 

1.75 

No. 12. 

, .03 

Twinliie 2-way. 

1 20 

No. 14. 

, .02 V4 

Attachment — 

Ea-h 

Weather-proof— 

I.b. 

903 Beniamin. 

.30 

No 10. 

, .40 

^■*no r?h«»lfr»n. 

.40 

No. 12. 

. .35 

4 Mneller. 

.20 

No. 14. 

. .25 

Fitzall wo spring... 

.65 

Bell Wire— 

Ft. 

Fitzall soring. 

.75 

No. 18, Single. 

. .02 

IMKKY —Per lb. 25c. 




Stones—See Slones. 




Cloih— See Cbilh 




Wheels—See Wheels. 




FASTEN EUS—Casement 

, common brass plated, 85o; 

Bash. 

coitiinon brass plated. 

20c. two for 25c. 


FATTCETS—Cork Lined- 


8-inch . 

. .30 

7-iach. each . 

. .25 

0-inch . 

. .35 


FENCE, POULTRY—Blue Ribbon—10 Rod Rolls—24inch, 
$5.25 roll; 86*inch. $6.75 roll; 48-inch, $8.00 roll; 60-inch, 
$0.25 roll; 72-inch. $10.50 roll. 

Union Lock—10 Rod RolU—24-inch, $4.25 roll; 86-ineh, 
$5.25; 48 inch, $6.25; 60 inch. $7.25; 72 iDch. $8.00. 

FIBRE WARE—Funnels—1 qt., $1.50; 2-qt.. $2.25. 

Lunch Boxes, 25c to 40c. 

Measures—1-pint, $2.25; 1-qt., $2.50; H*gel-, $8.00; 1- 
gal., $3.75. 

Pails—12-quart, $1.75. 

Spittoons—4x9 in.. $2 00; 5x11 in., $2.85. 

Tubs, Oval—18-inch, $5.00; 23-inch, $8.00. 


FIGURES AND LETTERS (STEED- 


Figii .*s 

Set 

Esch 

Letters 

Set 

Bseh 

% inch... 

.. 1.50 

.25 

% inch... 

.. 4.50 

.25 

i-16 Inch... 

. . 2 UO 

.80 

8-16 inch.. . 

.. 6.O0 

.80 

V4 inch... 

.. 2.50 

.85 

V4 inch... 

.. 7.50 

.85 

6-16 inch. .. 

. . 3.00 

.40 

5-16 inch... 

.. 9.00 

.40 

%-inch... 

.. 3.50 

.50 




% inch... 

.. 6.00 

.75 





FILES— 


Length, inches— 
Band Saw, Slim.. 

8-3 

4 

4% 

5 

5% 

6 

8 

10 


.15 


.20 

.25 

.80 

.40 

Knife, Bustard. . . 


.30 


.35 


.40 

.45 

.65 

Regular Taper . . . 

.is 

.15 

.15 

.20 

.20 

.20 

.30 

.45 

Slim Taper . 

.15 

.15 

.16 

.15 

.20 

.20 

.25 

.40 

Warding, Bastard 


.25 


.25 


.30 

.35 


Len<'th, inches— 

3-4 

5 

6 

8 

10 

12 

14 

16 

Flat Bustard .... 

.20 

.25 

.25 

.30 

.85 

.50 

.75 

.95 

Half Rd. Bastard. 

.25 

.30 

.35 

.40 

.50 

.65 

.85 

1.10 

Mill Bastard . 

.20 

.20 

.20 

.25 

.30 

.40 

.60 

.80 

Round Dastard . . 

.20 

.20 

.20 

.25 

.30 

.40 

.60. 

80 

Square Bastard . . 

.20 

.25 

.25 

.30 

.40 

.55 

.76 

1.00 


FIXTURES—Grindstone—Auto—01. $2.U0; 02, $2.5u; 15, 

81.25; 17. $1.85; 19. $1.50; 21. $1.75; Am. Heavy—17, 
$1.00. Extra Shafts, 15-ineh. 50c; 17-iach, 6oe. Extra 
Cranks, 25c. 

FLASHLIGHTS— Eveready Daylos — Complete — No. 6961, 
$1.00 each; 6962, $1.2-5; 1991, $1.50; 2604, $1.70; 2681, 
$1.85; 2632. $2.25; 1619, $2 25; 2616, $2.00. 

Eveready Baiieries—No. 7o5, 5oc each; 790, 85e; 791, 
80e; 70u. 80e; 750, 80e: 751. 40e. 

Rwiklites 

Tubular Nos...5220 5221 5223 5229 5331 6240 6240B 

Complete, ea.. .$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case & Bib, oa. 1.15 1.35 1 50 1.65 1.75 1.25 1.40 

Tubular Nos...6211 6241B 62 19 6249B 6343 6343B 6351 
Complete, ea..$1.85 $2.00 $2 35 $2.55 $2.25 $2.45 $2.75 

Case & Bib, ea. 1.50 1.65 2.00 2 20 1.75 1.05 2 25 

Pocket Noa.2472 2573 3 475 3I75B 3577 3577B 3579 

Cjmplete, ea...$1.00 $125 $1.25 $1.35 $1.50 $1.65 $190 

Case & Bib. ea. .70 «5 .05 1.05 1 10 1.25 1.50 

Watch Ch. Nos. 6239 6239B Watch Chain Bat’v No. 12o4 
Complete, each. .$1.00 $1.10 Battery only. each....$ .25 
Case A Bib., ea.. .75 .85 

Battery only—- 

Nog. ...1202 1203 1206 1207 1271 1301 1308 1809 

Each . .$0.30 $0.35 $0.30 $0.30 $0.30 $0.50 $0.40 $0.40 

PLATTERS—Blncksmith—2 ln., $1.85; 2V4 in.. $1.85; 8-in., 
$2.25: 3Vi-in., $3.00. 


FORGES—No. 150 Chicajro. $16.35; No. 151 Chicago. $17 00. 
Buffa’o—No. 310 Steel Ball Bearing Rivet, $33.00; No. 722, 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $7.50; 95 double 
harpoon. $1.65; 96 double luirpoon, $9.50; 87 double harpoon, 
$5.50; 98 double harpoon, $9.50. (Irapple, No. 99 (4 tines), 
$17 50; No. 100 (6 tines), $20.00. Jackson Patterns, 4 ft., 
$22.50; 4V4 ft.. $24.00; 5 ft., $28.00. 


FH K KZ EKS—A relic— 


1 . 4.50 

2 . 5 25 

3 . 6.35 

4 . 7.75 

6 . 9 75 

8 12.65 

Toy . 4.00 

White Mountain 

1 . 5.55 

2 . 6.45 


3 7.65 

4 9.45 

6 .11 86 

8 .15 40 

10 20.50 

13 3150 

15 .29 25 

30 88.00 


Acme 

2 Qt. Tin or Gal., do*.. 12.00 
4 ()t. Tin or Oa!., dox..2U.U0 


FROES—Special—Each. 12 in.. $2 00; 14-in., $2 25; 16 in., 

$2 .'»o, Coininun—Each, l2-in., $1.85; 14-in., $2.00; 16-in., 
$2 15. 


GARBAGE CANS—(See Galvanized Ware). 

OATES—Molasses and Oil — 

Stebbins—%-inch, 50c each; 1-inch, 60c; 1%-inch, 70c; 
1% inch. 75c: 2 inch, H5c. 

Perfectinn—inch, 75c each; ^-Inch, 85c; 1-inch, $1.00; 
lV4-inch. $1.10; l^-inch, $1.35; 2-inch. $1.65. 

Enterprise, Self Measuring—No. 61, Faucet, $9,75. i 


Digitized by 
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GAUGES. MARKING— 


Steel— Wood— 


90 . 


0 . 

. in 

92 . 

. 2.50 

61 . 

.20 

93 . 

. 1.75 

62 . 

.35 

95 . 

. 1.75 

65 . 

. 90 

97 . 

. 1.25 

71 .. 


98 . 

. 1.85 

72 . 

.60 



73 . 



Altitude Gauges, $5.35. 

Steam Gauges, 4H-in. face I. $5.85. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


GLASS—Window—3B Grade—Single Strength, 80 per cent; 
Double Strength, 80 per cent. 


Extras for Putting in 

First 3 Brackets . 

Second 3 Brackets. . . . 

Glass— 


Per Light 

_ 7n 

Third 3 Brackets . 

Larger Lights . 

GLASSES— 

Ground Level— 

1% . 

2 . 

. $1.00 

Proved 
.50 1% .... 

60 2 _ 

per hour. 

Level— 

1.00 

per man 

. .15 

.1.5 

2% . 

.65 2 % 



. .15 

3 . 

.70 3 



.20 

3% . 

.75 8% 



20 

GLASSES, GAUGE— 

Standard 


Extra Heavy 

% 


% 

%A% 

% 

10 .. 86 

.86 

.85 

.56 

.76 

12 . 86 

.86 

.50 

.60 

.90 

14 . 

.45 

.60 

.70 

1.06 

16 . 

.55 

.65 

.85 

1.25 

18 . 

.60 

.75 

.95 

1.86 

20 . 

.65 

.80 

- r T 

... 

22 . 

.70 

.90 

- tv 


24 . 

.80 

1.00 

... 

.... 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 25c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain, 25c; 3*0 Ruby, 60c; 4-6 
Bullseye, 35c; 5*0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry—Common, 80c lb.; Cabt., 35c; White, 45c. 
Imperial Liquid— 

Size — 1 Ox. H Pt. % Ft. H Pt. 1 Pt. 1 Qt. 1 Gal. 


List, Dos.... 1.06 

8.60 

2.80 

6.00 

10.20 

18.00 

64.00 

Sug. Bet. Ea. .20 

.30 

.30 

.50 

.85 

1.50 

4.56 

Le Page’s Glue— 
Size— 1 Oz, 

. 2 0s. 

% Pt 

. % Pt. 

. % Pt. 

1 Pt. 

1 Qt 

List, doz.2.40 

1.65 

1.80 

8.60 

6.00 

10.20 

18.00 

Sug. Ret. Ea. .20 

.20 

.30 

.30 

.50 

.85 

1.50 


GOUGES—Buck'a. Socket Firmer, Outside BeTel—No. 42— 
^•inch, $1.20; %-inch, $1.20; ^-inch, $1.25; %'inch, 

$1.30; %'inch, $1.40; % inch, $1.55; l inch. $1.66; -^-inch. 
$1.85; m-inch, $2.10; l^ inch, $2.25; 2-inch. $2.50. 

Witherby No. 320—^-inch, $1.25 each, %-inch, $1.25; 
H-inch, $1.35; %-inch. $1.40; %-inch, $1.50; %-inch. 

$1.65; 1-inch, $1.75; 1%-inch, $2.00; 1%-inch, $2.15; 1%- 
inch, $2.40; 2-inch, $2.75. 


P. S. it W. Firmer— 


160—% 

inch.... 

... 1.50 

1 

inch. . . 

.2.10 

% 

inch.... 

... 1.50 

1% 

inch.. . 

.2.25 

% 

inch.... 

... 1.65 

1% 

inch.. . 


% 

inch.... 

. . . 1.70 

1% 

inch. . . 

.2.75 

% 

inch.... 

... 1.80 

2 

inch.. . 

. 3.25 

% 

inch.... 

. . . 2.00 





GRAPHITE—Dixon’s Flake, per can—I’s, 85c; 5*8, $3.75; 
lO’s, $7.00. 


GREASE—AXLE^l lb. cans, 15e Meh; 8 lb. eana, 40e; 6 lb. 
cans, 65c: 10 lb. pails, $1.26; 26 lb. pails, $3.''6. 

Mica—1 lb. can, 25c; 3 lb. can, 60c; 5 lb can, 95c- 
10 Ib. can, $1.90; 25 lb. can, $4.00. 

Cup Grease—5 lb. cans, $1.00 aaeh; 10 lb. anna, $1.75; 
26 Ib. cans, $3.75. 

Tranamisaion—5 lb. cans, 20e each. 


GRINDSTONES— 

Loose— Owt. 

15 to 40 lbs . 8.00 

40 to 200 lbs. 8.00 

Over 200 lbs . 8.50 

Fixtures and Axle— 

16 Inch . 1.25 

17 inch . 1.40 

19 inch . 1.60 

Mounted—Auto— 

No. A120, Size 1.16.00 

No. A130, Size 2.15.50 

No. A140, Size 3.14.75 

Bi-Treadle.14.75 

Empire Power.45.00 

Samson— 

No. S155„ Size 2.13.25 

No. S160, Size 2.12.50 


Sterling No. TlOO_16.75 

Wood Frames No. 1..12.50 
W'ood Frames, No. 2.. 13.35 
Angle Steel Frames. . 11.75 
Tubular Steel Frames. 15.75 
800 Cy. or 115 Frame. 11.50 
400 C^. or TlOO Fr.. .15.50 
Harvest King (power) .16.50 


Loose Stones, fb.09 

Fixtures—Auto— 

01 .225 

02 .2.50 

15 Common.1.25 

17 .1.40 

19 . 1.60 

21 . 1.85 


HACKSAW BLADES— 


Lenox, Power— 


Lgth. 

Wdth. 

Lt. 

Heavy. 

8" 

9-16 . . . 

, . .90 

10" 

%. 

. 1.15 


10" 

%. 

. 1.35 

i.95 

10" 

1. 


2.45 

12" 

%. 

. i.35 


12" 

%. 

. 1.60 

2.35 

12" 

1. 

. 2.30 

2.95 

14" 

%. 

. 1.70 


14" 

%. 

. 1.90 

2*75 

14" 

1. 

. 2.65 

3.50 

16" 

%. 

. 2.15 

3.15 

16" 

1. 

. 3.05 

3.90 


17" %.... 

.. 2.30 


17" 1. 

.. 8.25 

4.15 

Hand, Lennox— 


Length. 

Each. 

Doz. 

8-inch. 

. .10 

.75 

9-inch. 

. .10 

.85 

10-inch. 

. .10 

1.00 

11-inch. 

. .10 

1.10 

12-inch. 

. .15 

1.20 

and, Starrett, 

Victor, 

Star— 

8inch. 

. .10 

.80 

9-inch. 

. .10 

.90 

10-inch. 

. .15 

1.00 

12-inch. 

. .15 

1.25 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $2.25; 
15, $3.50; 77, $1.25; 78, $1.36; 1027, $3.50: 69. $3.30; 
69B, $3.00; 14, $3.40; 4 Milford Adj., $4.00; 7 Milford Adj., 
$2.25; 36% Disston, $1.50; 40 Extension, 75c. 


HAMMERS—Vanadium, No. 41%, $2.65 each; Plymouth, No. 

11%. $1.90; No. 2 Ball Pein, $2.00. 

HAMMERS—Maydole Carpenters’—No. 1. $2.00 each; IH, 
$1.75; 2. $1.65; 11, $2.00; 11%, $1.76; 12, $1.65; 12^. 
$1.50; 13, $1.40; 14, $1.35; 34, $1.25; 611%, $2.75; 710, 
2.35; 711, $2.00; 711%, $1.75; 712, $1.65; 718, $1.50. 

Maydole Chipping—No. 100, $1.90 each: 101, $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole, Ball Pein—No. 70, $3.00 each; No. 70%, $2.65; 
.71, $2.40; 72, $2.25; 73, $2.00; 74, $1.80; 75, $1.65; 76, 
$1.50; 77, $1.40; 78, $1.35; 79%, 1.25. 


HAMMERS, CLAW— 




Stanley No. 22— 


264 . 

. 2.40 

16 oz. 

2.00 

Plumb’s Machinist' 

's Ball 

20 oz. 

2.25 

Pein— 


No. 12 and 12B— 


18 . 

. .65 

5 oz. 

1.65 

370 . 

. 1.20 

7 oz. 

1.75 

371 . 

. 1.25 

10 oz. 

1.80 

372 . 

. 1.25 

13 oz. 

1.85 

373 . 

. 1.25 

16 oz. 

2.00 

374 . 

. 1.35 

20 oz. 

2.25 

375 . 

. 1.65 

Plumb's Engineers— 


376 . 

. 1.75 

261 . 

1.65 

377 . 

. 1.75 

262 . 

1.75 

879 . 

. 2.00 

263 . 

1.85 

381 . 

. 2.25 


Boilers, Wash 


227 2.25 

228 2.50 

229 2.75 

Bowls, Wash 

7 80 

7% . 

. . .35 

Buckets, 

Fire 

314 . 

.. .70 

Buckets, Well 

101 (10 qt.) 

. . .60 

Cans, Garbage 

1^00 th 

200 . 

. . .95 

300 . 

.. 1.10 

400 . 

.. 1.25 

500 . 

. . 1.65 

600 . 

, . 2.00 

700 . 

.. 2.50 

(To rm gated 

2 . 

. . .95 


3 . 

4 . 

5 . 

6 . 
70 
80 
90 
100 


1.10 

1.25 

1.65 

2.00 

2.50 
5.75 

6.50 
9.00 


Garbage Cans in 
lots of 8 dozen or 
more, 5 per cent from 
above prices. 

Cana, Gasoline 


65 2.10 

501 60 

505 1.50 

605 . 2.00 

Cans, Gil 

0 .50 

02 .80 


GALVANIZED WARE 


15 55 

25 1.85 

105 1.35 

205 1.75 


Canteens, see page 
179. 


Dippers, Laundry 
525 (4-qt).55 


615 

616 

617 

618 


Hods, Coal 

.75 

.85 

.90 

. 1.00 


Pails, Cement 

14 . 1.50 

114 2.00 

Pails, Chamber 

8-at.85 

10-qt.90 

12-qt . 1.00 


Pails, Stock 


14 . 

.65 

16 . 

.70 

18 . 



20 .90 

Pails, Water 


10 . 

.40 

12 . 

.45 

14 . 

.50 

16 . 



Pails and Tubs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 


1 .65 

2 .75 

8 95 

4 . 1.40 


Pots, Watering 


514 . 

1.00 

516 . 

1.15 

518 . 

1.35 

520 . 

1.50 

522 . 

1.75 

526 . 

2.25 

Tubs, Foot 


51 . 

.75 

62 . 

.85 

58 . 

1.00 

54 . 

1.25 

Tubs, Wash 


A . 

.70 

B . 

.75 

0 . 

.95 

1 . 

1.10 

2 . 

1.25 

3 . 

1.50 

10 S . 

1.65 

20 S . . 

1.75 

80 S . 

2.00 
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KBTAIL SELLIKO PRICES—Oontinned. 


Riretins— Plumb*! Brick— 


Plumb’s, Stanley No. 

147— 

461 .... 


250. 4 oz. 

1.10 

462 . 


251, 7 oz. 

1.15 

8154 .... 

. 1.15 

252, 9 oz. 

1.20 

8155 .... 


253, 12 oz. 

1.25 

Plumb’s 

Prospector’s Pick 

254, 15 oz.. 

1.85 

470 . 


255, 18 oz. 

1.45 

471 . 

. 2.85 

256 . 

1.55 




H4NiJLES—A dze, extr» select. 90c; second prrowth, 90c. 

Axe—Single or double bit» Boya* No. 1, 60c; Boys’ extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second g^rowth, $1.00. 

Chisel—Hicko^, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch. 26c; 
14 inch, SSe; 18 inch. SOe. 

Pearey Handle!— 

Select Maple Rock Maple Select Hickory 


2^x4 . . 2.30 

2^4x4^ . . 2.40 

2Hr4Vi . 1.25 1.60 2.50 

2^x5 1.40 1.75 2.65 

2^4x5 1.65 2.00 3.80 

2%ix5H . .... 4.45 

3 x5^ . 2.45 


Pick—36-inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.15. 
Sledge—36-inch, Select, 60c; Second Growtn, 75c. 

Saw. Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12. $1.25. 
Crosscut. Disston. No. 112, $1.00; No. 113, $1.25; No. 114, 
$1 .50. Simonds Reversible Guard, per pair, $a. 60; Simonds 
No. 6. $1.60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218, 45c; Supplementary, 30c. Auger M. F. No. 1, 
fl.OO: No. 2. $1.25; No. 8, $1.75; No. 4. $4 75; No. 6 Com., 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.76. 

HANGERS BARN DOOR— 

Flat Track— 

No., Brand. Each. 

3, Myers . 3.00 

25, Myers Oarage Set. 4.25 

11. Lanes.2.15 

11%, Lanes. 2.65 

13, Lanes. 4.75 

25, Lanes . . . . .. 1.50 

30, Lanes. 1.50 

40. Lanes. 1.75 

93. Lanes. 1.50 

28, 20th Century.2.35 

37- 1. Richards . 1.65 

38- 1, Richards . 1.75 

42-3, Richards .1.75 

42-5, Richards .2.75 

42-6, Richards .4.00 


HANGERS. HOUSE DOOR- 


No., Brand. 


Each. 

1. Johns . 


6.00 

101, Lanes . . 


. . .12.00 

Oil, Richards . . 


3 60 

101%, Lanes 


... 6.00 

11. Richards . . . 


7.25 

105. Lanes . . 


. . . 9.25 

012, Richards . . 


4.00 

105%, Lanes 


... 4.75 

12 , Richards . . . 


8.00 

5S, Prouty . 


... 4.35 

015, Frisco . . . . 


3.00 

5D, Prouty . 


... 8.75 

15, Frisco . 


6.00 

01. Johns . . 
Trolley— 

3% 

... 3.00 

140-1, Richards 

8 ' 

4.00 

Opening. 3* 

' 4* 4%* 

5' 6' 7' 

10 ' 

016... 6.25 

6.50 

7.00 7.50 

8.00 9.25 .... 



16. 



12.25 12.75 13.25 

14.66 

15!75 

019... 5.25 

5;75 

6.25 6.50 

7.00 8.25 _ 



19. 



10.50 11.00 11.50 

12.25 

14.00 

01.32.. 6.25 

7.’66 

7.50 i'66 

8.50 9.75 _ 



182. 

.... 

. 

12.75 13.25 14.00 

15.66 

17.66 

135, 1 . 


. .. 4.00 

9. Midget. 


.65 

135. 2 . 


- 6.00 

90T, Midget Track... 

.15 


HASPS—Commoa— 

Size 20, 5-inM each, lOe; C-in., lOe; 7-in., lOo; 8-ia., lOe; 
10>in., 15e. Siae 80, 5-in., 10s; O-in., lOe; T-in., lOe; 
lO-in^ 80e. 860, 8-la., eaeh 16^ 10-In., SOe. Mse 86, 6-ia., 

eaeh SOe; 8-In., S5e. 

Hia*w—OIS, 8-la., eaeh, 16e; 4%-la., 16s; 0-ia., SOe; 

8 in.. 25c: 10-in.. 40c; 12-in.. 70c. 

•S. C. 912—3-in., each, 15c; 4%-in., 15c; 6-in., 20c; 
8-in.. 30c; 10-in., 50c. 

1308%—8-in., each, 85e; 4%-iB., 45c; 6-in., 60e. 

Lock—20, ProutT, 75o eaeh; 22, Prouty, 95c. 

Safety—915, 8-in., doz., 20e: 4%-in., 25e eaeh; 6-in., 

35c. BC915, 3-in., 20c each; 4%-in.. 25c; 6-in., 35c: 
SC915, 3-in., 80c each; 4%-in., 40c; 6-in., 60c; 941J, 60c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $8.00; 
No. 5. Boston Pat., $8.00; No. 15. St. Paul Fat., $;;.25. 
Sayre—Boston, No. 30, $8.00; Chicago, No. 40, $3.25. 
Flooring—Plumb, $8.25; White, $4.00. 

Broad—1 Plumb. $2.25; 2. $2.50; 8. $2.85; 4. $3.26; 5, 
$3.75. 

Bench—(tingle or double berel)—8 White, $8.00; 7, 
$3.25; 6. 83.35; 5, $8.50; 4, $4.00. 

CHaw—1 Plumb. $2.00; 2 Plumb. $2.15; 8 Plumb. $2.00. 
Shingling—1 Plumb or e^nal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plumb or equal, $2.00; 2, $2.10. 

Barrel or Fruit Box—Bayre 400, $2.75; Sayro 401, $2.50. 


43, Richards. 1.25 

248, Richards. 1.85 

Round Track— 

6, World'i Best .... 3.00 

884, Cannon Ball.2.35 

440, Cannon Ball.2.85 

715, Cannon Ball.2.00 

800, Cannon Ball.12.50 

Trolley Track— 

120 Cobum’s. 4.25 

122% Coburn’s . 5.75 

195A, Coburn’s. 4.75 

195B, Coburn’s . 6.75 

24-2, Richards . 3.50 

120, Richards. 7.50 

150, Richards. 8.75 


HEADS. MOP—Cotton—No. 9, 25c each; No. 12, 35c. Linen, 
No. 012, 45c; No. 015, 60c; No. 018, 70c; No. 020, 75c. 

HINGES—Back Flaps—No. 814, 1-inch, 10c each; 1%-inch, 
lOc; 1%-inch, 15c; l% inch, 20c; 2-inch, 25c. No. 816, 

1- inch, 10c; 1%-inch, 10c; 1%-inch, 10c; 1%-inch, 15c; 

2- inch, 20c. 

Floor— 2%x2% .30 

Bommcr, D 15. 1.85 3x3 35 

R. EA. 315. 2.00 1420, H & N— 

SHA, E, 265. 2.25 l%xl%.35 

2 3.75 2%x2%.40 

4 5.50 3x3 45 


302. 602 . 5.50 

304, 604 . 8.10 

252 . 6.50 

254 . 9.75 

Chicago— 

R. EA, KF. 200... 3.25 

SHA. E. 200. 3.50 

R. EA, 230. 4.75 

KP. SHA. E 230.. 5.00 

Corbin—D, 512 .2.00 

R, EA, 512 . 2.10 

SHA E, 512. 2.40 

Katz—R. EA, 2. 1.85 

KP. SILV, E. 2_2.15 

R. EA. 3. 4.75 

KP. Sn.4, E, 3. 5.25 

R. EA. 3%. 5.75 

KF. SHA. E, 3% . . 6.00 

Rixon—7.15.00 

8 16.50 

10 18.75 

15 22.50 

20 36.00 

25 45.00 

30 53.00 

40 85.00 

Standard—R EA 450. 7.00 

SHA, E, 450 . 6.50 

R. EA. 452 .12.00 

Ornamental Surface • 
“Butterfly”— 

1420, D2 A F— 

l%xl% .25 


1431, 1474. 1475. 1478, 1479, 
1480, 1431, 1482 and 

14331—D2 A F... .25 

SF2 AH.25 

J1.25 

N .25 

Refrigerator—Flat— 

T400, Cast Iron.55 

1404, Wrt. Brass.75 

1404N, Wrt. Brass... .85 
1405D2&F, Wrt. Steel. .50 

1405N, Wrt. Steel.55 

Offset— 

T402, Cast Iron.60 

1408, Wrt. Brass.... .65 
1408N, Wrt. Brass... .80 
1409D2&F, Wrt. Steel. .55 

1409N. Wrt. Steel.60 

Screen Door Spring— 

900 35 

R 902. EA 903.50 

SR, SHA 905, A E 913 .60 

2100 90 

R 2102, EA 2103. . .. 1.25 
E 2104, SHA 2105. .. 1.65 

D 2200 .90 

R 2202, EA 2203 _ 1.25 

SHA 2205 . 1.65 

Screen Door Sets— 

7 40 

1900 40 

R 1902, EA 1903.60 

SHA 1905 .70 


STRAP AND TEE HINGES— 


Strap— 3" 

900. Light. Plain.12% 

900SC, with Screws.15 

902. Heavy, Plain. 


902SC, with Screws. 

935, Corgd., Plain. 

935SC, with Screws. 

SC1300%, Light Galv....25 

SC1302V4. Heavy Galv. 

801305%, Corgd. Galv. 

fj’gg 3'» 

904, Light, Plain.12% 

Sr904, with Screws.15 

906. Heavy. Plain. 

SC906, with Screws. 

908, Extra Heavy. 

937. Extra Corgd. 

SC937, with Screws. 

801304%, Hoavv Galv. 

SC1306%. Corgd. Galv. 


BUTTS—Cabinet Door— 

189 F—2x2.55 

2%x2.65 

2%x2%.85 

189 N—2x2.55 

2%x2 65 

2%x2% .85 

289 D2. F, A B—2x2. .25 

2%x2 .30 

2%x2% .30 

289 S F 2. S D 2, 8 A 4 

and H—2x2.80 

2%x2 35 

2%x2% 35 

289 N—2x2.35 

2%x2 33 

2%x2% 35 

295 D 2 and F—2 ... .25 

2% .25 

295 N—2.30 

2 % . . . . 35 

284 D 2 and F—2-inch .20 

2%-inch.25 


4" 5** 6** 8" 10** 12*' 

.15 .20 .25 .35 .55 ... 

.20 .25 .30 .40 .; 

.20 .25 .35 .50 .70 1.10 

.25 .30 .40 .60 .85 1.25 

.20 .25 .35 .55 .80 1.15 

.25 .30 .40 .60 .90 1.30 

.30 .40 .55 .70 . 

.35 .50 .80 1.25 x.85 2.60 

.40 .55 .85 1.50 2.10 .. . 

4** 5" 6** 8** 10** 12** 

.15 .20 .25 .80 .45 .60 

.20 .25 .30 .35 . 

.20 .25 .35 .40 .50 .70 

.25 .30 .35 .45 .63 .. . 

.25 .30 .40 .65 .90 1.25 

.30 .35 .40 .70 .90 ... 

.35 .40 .45 .75 1.00 1.45 

.40 .55 .65 .85 1.40 .. . 

.55 .85 1.15 1.85 2.50 .. . 


3-inch.35 

284 S F 2—2-inch. .. .25 

2%-inch.30 

8-inch .85 

284 N—2-inch.30 

2%-inch.35 

3-inch.40 

286 D 2 A F—2-inch. .25 

2%-inch.80 

3-inch.35 

286 N—2-inch.25 

2%-inch .35 

3-inch .40 

291 D 2 and F—2x2. . .30 

2%x2% 30 

3x3 35 

291 8 D 2, S P 2, S A 4 
and B—2%x2% .. . .35 

3x3 40 

291 N—2%x2%.40 

3x3 45 


Bright Steel—No. 804—2x2, 15c; 2%x2%. 20c; 8x2%, 
25c; 3x3. 25c; 3%x3%, 30c; 4x4, 45c. 808—2x2, 15c; 

2%x2%, 15c: 3x3, 20c; 3%x3%, 30c; 4x4, 40c. 823— 

2%x2%, 25c: 3x3, 80c; 8%x3%, 30c; 4x4. 85c. 838— 

1. 10c; 1%, 10c; 1%, 10c: 2, 10c; 2%, 15c; 3. 15c; 3%, 
25c; 4, 35c. 840—1. 10c; 1%, 10c; 1,., xOc; 2, 15c; 2%, 

15c; 3, 20c. 


Galvanized—Brass Pins—1319- 
8x3, 55c; 3%x3%. 75c. 1334— 

3x3, 65c; 3%x3%, 75c; 4x4, 95c. 


-2x2, 40c; 2%x2%, 45c: 
2x2, 40c; 2%x2%, 50c; 
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BBTAIL SBLIJKO PB10B8—CkmtliiiMd. 


BUTTS—OaatlBstd— 
Finished— 

>41 D2. F, F 2 snd 

2x2 . 

2 Vi x2 V4 . 

8x3. 

SVixSVi . 

4x4 


.85 
.40 
.40 
.40 
.65 

4V4x4Vi .80 

6x5 1.40 

0x6 . 2.85 

241 S D 2, 8 F 2 * 8 A 4— 

2x2 .45 

2Vix2Vi .45 

3x3 .50 

3Vix8Vi .50 

4x4 .66 

4V4X4V4 90 

5x5 1.55 

6x6 2.65 

241 H—2x2.45 

2 Vi x2 Vi .50 

8x3 60 

3Vix3Vi .60 

4x4 .70 

4Vix4Vi .05 

5x5 1.60 

6x6 2.75 

241 N—2x2.50 

2Vix2Vi .50 

8x3 60 

8Vix8Vi .65 

4x4 70 

4V4x4Vi . 1.00 

5x5 1.65 

Parliament— 

260 D 2 and F—8 inch .46 

3 Vi inch .55 

4*inch .60 

4 Vi -inch .70 

5lnch .75 

260 8 D 2. 8 F 2— 

8 inch .50 

8 Vi inch .60 

4- incli .65 

4 Vi-inch .70 

5- inch .75 

200 II A S.\ 4—8. 

3Vi . 

4 . 

4Vi . 

5 . 

260 N3. 

3Vi . 

4 . 

4Vi . 

5 . 

828—8 Vi . 

4 . 

4Vi . 

5 . 

6 . 

Jnnanned— 

781—2x2 25 

‘■Vix2Vi .80 

8x3 30 

8Vix3Vi .30 

4x4 40 

4Vix4Vi .55 

5x5 75 

731*/i-^2Vix2Vi 35 

3x3 40 

Spring, Bommer—Single i 
Size 8” 4" 

Japanned .. 1-85 2.2.5 

Ant. Cop., Dull Br. 2.50 3.00 

Ant. Br., Sd,, Nic.. 8.35 4.00 

Double ActinK— 

Japanned . 3.15 8.65 

Ant, Cop., Dull Br. 4.15 5.00 

Ant. Br., Sd.. Kic.. 5.50 6.65 

New List Price of Bommoi 
Single Acting— 8** 4" 

Japanned. 8.10 3.70 

Ant. Cop., Dull Br. 4.10 5 00 

Ant. Br.. Sd., N’lc.. 5.50 6.00 

Double Acting— 

Japanned. 5.20 6.10 

Ant. Cop.. D\itl Br. 6/^0 8 .30 

Ant. Br. Sd.. Nic.. 9 20 11.00 
Snrine. Cliien^o — 

No. 1 Vi. Double Actine— 

% to 1 . 3..35 

m to 1 ‘4 . 3.90 

1% to 1 Vi . 4 r.i 

1 to 2 . 6 75 

2 Vi to 2 '4.n 50 


.50 

.60 

.65 

.70 

.80 

.50 

.60 

.65 

.70 

.80 

.85 

,40 

.45 

.60 

.55 


8Hx8Vi . 

4x4 . 

788—2x2 . 

2Vix2Vi . 

3x3 . 

3Vix8Vi . 

4x4 . 

4Vix4Vi . 

5x5 .. 

6x6 . 

740 J 1—2. 

3Vi . 

3 . 

747—2 Vi x2 Vi . 

8x3 . 

747 J 1—8Vix2Vi ... 

8x8 . 

749 J 1—2x2. 

2Vix2 . 

2Vix2Vi . 

Half Surface— 

160 D 2, F—2-inch .. 

2 Vi-inch . 

8inch . 

S^-inch . 

4-inch . 

4ii-inch . 

160 8 F 2—2-inch... 

2 Vi-inch . 

8inch . 

8 Vi-inch . 

4-inch . 

4Vi-inch . 

160 ll —2-inch. 

2 Vi-inch . 

8'inch . 

8 Vi-inch . 

4-inch . 

160 N—2-inch . 

2 Vi-inch . 

3- inch . 

8Vi-inch . 

4- ineh . 

4 Vi-inch . 

165 D 2 and F—2-ineh 

2 Vi-inch . 

8-inch . 

8 Vi-inch . 

4-inch . 

4vi-inch . 

165 8 F 2—2-Inch_ 

2Viineh . 

3- inch . 

8 Vi-inch . 

4- inch . 

4 Vi inch . 

165 N—2-inch . 

2 Vi-inch . 

8-ineh . 

8 '4 inch .. 

4-inch . 

4 Vi-inch . 

Sosa Ineiaible— 

100 . 

101 

103 

104 
108 
112 


.40 

.45 

.85 

.40 

.40 

.40 

.50 

.75 

1.80 

2.25 
.25 
.80 
.85 
.80 
.85 
.85 
.40 
.35 
.85 
.85 

.40 

.45 

.50 

.55 

.75 

1.05 

.45 

.50 

.55 

.65 

.80 

1.10 

.50 

.55 

.60 

.70 

.85 

.50 

.55 

.60 

.70 

.83 

1.15 
.50 
.50 
.55 
.60 
.80 

1.05 

.50 

.55 

.60 

.70 

.90 

1.16 
.55 
.60 
.65 
.75 
.90 

1.25 


.45 

.75 

.60 

1.35 

2.10 

3.25 


116 




4.50 

Acting—Pair— 



5" 

6" 

7** 

8 " 

10'' 

2 60 

3 25 

.... 

.... 

.... 

8.55 

4.50 


.... 

.... 

4.75 





4.35 

5 85 

6.85 

10.00 

13.75 

5.90 

7.50 

9.60 

18 75 

19.00 

8 00 

9.60 

12.25 

17.00 

.... 

■ 8 'ring Hinges—■ 



S'* 

O'* 

7 

8" 

10" 

4.30 

5.30 

.... 

.... 

.... 

5 90 

7.40 


.... 

.... 

7.90 


... . 

.... 

... . 

7 20 

P 10 

11.40 

16.50 

22 PO 

9 30 

12 40 

16 00 

22 80 

31.40 

13.20 

10.00 

20 50 

28.40 

.... 

No. 3H. 

Blank 

a— 


% to 1 . . 



1 65 

IH 

to 1 V4 



2.00 

1 % 

to IH 



2 35 

IH 

to 2 . 



3.3.5 

2V4 

to 2H 



6.10 


* 

H 

1 

1 V4 

1 H 

IH 

2 

2H 

2H 

Narrow. . 

. .10 

.10 

.10 

.15 

.15 

.20 

.25 

.30 

Middle. . . 

. .10 

.10 

.10 

.15 

.15 

.20 

.25 

.35 

Broad. . . . 

. .10 

.10 

.15 

.15 

.20 

.25 

.30 

.40 

Desk. 

, . .15 

.15 

.20 

.25 

.40 

.50 

.. . 

.. . 


HOLLOW WARE—STEEL—Bailed Oriddlca, Cooking aurfaw 
12 inches, $1.90 each; 18 inches, $2.25: 14 inebes, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.80; 10 
inches $1.50; 11 inches. $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10: 9 inehn, 
$1.20; 10 inches, $1.50; 11 inchos, $1.76; 12 inches, |2.00. 

HOLLOW WARE, CAST—Dutch Ovens—No. 8, $8.75 each; 

9, $4.25; 10, $5.50; 11, $6.76; 8, $2.85; 2, $2.75; 1, $3.35; 
0, $4.85: 00, $6.85. 

Gem Pans—No. 1, $1.10 each; 8, $1.10; 6, $1.10; 10. 
$1.35; 11, $1.10. 

Griddles—No. 7, $1.05 each; 8, $1.15; 9, $1.45; 10, 
$1.80; 12. $2.15; 14, $2.65; 16. $3.15. 

Kettles, Stove—No. 7, Round, $2.85 each; 8, $8.15; 9. 
$4.25; 7, Flat, $2.85; 8, $3.15; 9. $4.25. 

Sidllets or Spiders—No. 4, $1.00 each; 5, $1.05; 6, $1.15; 
7. $1.20; 8. $1.25; 9, $1.65; 10, $2.00; 11, $2.45; 12, 
$3.00. 

Scotch Bowla—No. 2, $1.85 each; 8, $2.25; 4, $2.55. 
Waffle Irons—No. 7, $2.00 each; 8, $2.50; 9. $2.75; 7 D, 
$2.50: 8-D. $2.75; 11, $3.00; 12, $5.00. 

HOLLOW WARE—STEEIr—Fry Pans, Acmn—No. 00, 10c 
each; 0, 25c; 1, 80e; 2, 86c; 8 , 85e; A 40c; 5. 50e; 6, 
60c; 7. 75c. 

Griddles—No. 8, $1.00 each; 0, $1.25; 10, $1.40; 11, 
$1.80; 14. $2.00: 16, $2.85. 

Skillets ur Spldera—No. 7. $1.20 each; 8. $1.85; 9. $1 45; 

10. $2 00; 12. $2.85; 07, 40e; 08. 45e; 09, 60e; 1010, 70c; 
012, 86c. 





Screw 

Hooks 

Screw lyei 




Steel 

Brass 

Steel 

Brsu 

0 



.60 



.45 


1 



.50 



.40 


s 



.45 



.85 


8 



.40 



.80 


4 or 

104. 


.80 



.35 


5 or 

105. 


.35 



.30 

.75 

6 or 

106. 


.15 


.75 

.15 

.60 

7 or 

107. 


.15 


.60 

.15 

.45 

8 or 

108. 


.15 


.45 

.10 

.40 

9 or 

109. 


.10 


.85 

.10 

.55 

10 or 

110. 


.10 


.80 

.10 

.50 

11 or 

Ill. 


.10 


.35 

.10 

.25 

13 or 

113. 


.10 


.30 

.05 

.20 

18 or 

118. 


.10 


.15 

.05 

.15 

14 or 

114. 


.10 


.10 

.05 

.10 

Goto Hooks and lyss — 






Siss 


IH 

3 3H 

8 

8H 4 

0 

No. 40. steel.. 

. .30 

.26 

.80 

.40 

.45 .50 

.90 

No. 1040, brsss. 

. .60 

.75 

.90 

1.10 

1.50 1.75 

S.00 


Gross lots, 85% off list. 

Ceiling — Ea. 

2H inch esat iron.60 

2^-Inch rsat Inm.... 1.85 
2^-Ineh. other finishes 1.50 

C NSt, cop|>er*Ml.65 

Wire, coppered.85 

Wire. Jfi|iaiined.40 

Wire, tinned.40 

Wire, nickel plated... .55 

Wire, brass plated.55 


Wire, tinned.10 

Wire, nickel plated... 40 
riothes l.lae— U 

Malleable iron. Jsp... .10 
Malteiihle Iron. Osiv. . 
Greta— 

14-in.. 16-in., 18-in... 50 

Bronsed.05 

12 in., enameled, green *0 
12-in., enameled, black .65 
Finest qiialiijr steel.. -^0 

Forged Inni steel.50 

Hammock— 

To screw.15 

With plate .15 

Hay Pork— 

H-inch pi. wr’ghi steel .80 
%-inrh pi. wr’friit steel .45 
4-Inch gulvanixed ... .15 

46-inch galranized ... .15 

7-16-inch ealvanised.. .20 

H-inch galvaniaed ... <25 

-H-inch. doa.. ie; butt 


Coal and Hat'— 

Double, cast, heavy... .70 

Single, cast.45 

Medium, cast.70 

Heavy, cnaf .90 

Cnal. nickel plated.85 

Mast, copper fin.sh... .95 
Cast, brnaa finish ... 110 
Cast, bronze, all fin... 4.25 

porcelain, solid.15 

Wire, Japanned.20 

HOSE FIXTt KKS—Hoae Washer 

45^ tb 

Hose Couplings—Cast Brass, Common—V4-inch. 25c esp’’: 
H-inch, 25c; 1-inch, 40c. Heavy Braaa, Clincher, Vi-ioct 
40c: H-Inrh. 40c. 

Brass n‘»se Clamps—H inrh. 5e each* H inch. 5c: 1 
Inch. I-Sc; 1 >4 Inch. 20c; 1H inch. 80c: 2 inch. 85c 

Gsivsnircd Sleet TTose Clsmps—H inch 5r •s«»h - H iarl. 
6c: 1-inch. lOr: 1V4-inch. 20c: 1 H-inch. 30c; 2-in'*h. 3.’ir 

Hoso Menders —Clincher, H inch. 20c each; H inch. 20f 
Sherman Seamless Brass, Vi -inch. 10c; H-inch, 10c. WonO, 
H-inch. 25c; H inch. 30c. Caldwell Ili*se Sirstia. H 
2Hc: H inch. 3r. CaMwell Mose Strap Pliers. No. 1 
for H nr H inch Hoae Banda. 40c each. 

Hose Nozzles—Boston. H -'nch, 95c each. Magic. H 
15c; H-inch. 17c: 4-pIy, black, H-inch. 15He. H 
HOSE. OAUnKN—Coupled in .50 ft. lengths—Cotton, H | 
20c: H-inch. 23c;4 ply, black. H Inch. 15Hc; H 
19Hc: 5 piv. black. H-inch, 16Hc; H-inch. 20c; 5 ply. 
red. H-inch. 17c: H-inch, 21c. 

B^els, not cniipled. per ft—Electric, corrugated. H inrh. 
2lc: -inch. 2lr; l-inch, 35c: F.Iectric smooth, 

20c: H-inch. 23c; 1-inch. 30c; Second Grade, H inch. 19p. 
H-inch. 22c: Third Grade, Vi-inch. 16c; H-inch, 19 p: 
Fourth Grade, H-inch, 15c; H-inch, 18c. 
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BBTAIL IBZJIJirO PBIOB»-4>ontl]i^ 


ht SheMa 

Full Bheeta 

.14 

.11 


.18 

.12 

.09 }4 

.12 

.09 H 

.18 

lOVb 


IBON BHUTS—OAlTuis«d— 

10 to ao.14 

to to 80 
Bloek 
10 to 16 
18 to 84 

86 to 80.18 

Corrncotod ShMta, OolToalsod— 

86 Go..f.OO 

86 Go.. 8.50 

Boekfoeo Sidinf .0.00 

Briekfoeo Sldioc 88 Go.8.8S 

IBONB— 

PloBO» Btoalof or BoUof— a%*ineh, Binflo.1.05 

l^ lBch. Block. H 1*4 inch. Double _1.10 

1%-iBclL Single.75 2*inch Doable. 1.20 

2-ineli, Sliurlo.80 2H-inch, Double .... 1.25 

8H-Inch, mngle.85 2^-inch. Double .... 1.55 

8%-iBch, Single...... 1.00 2%-inch. Doable .... 1.65 

IBON8—Sod. Common, 18e lb. 

Hri. PotU—No. 50, ^.50 per let. 

70, $4.25; G. PreMing, 85c lb.; T Toilore* Gooce, 85c 

lb.; N Goeoline, $5.25 eech. Handlec, 85c; Acbeatot No. 60, 
$8.00 set. 

KNIVES—Hoj— 

Lightning, $2.25; Iwen Sickle, $8.25; Iwon Seneted,, 

$8.25; Heetko Upright, $2.75. 

KNOBS—Moplc boie^ eoch, 5e; doc., 85c. 

LACING—Belt— 

Bowhldo, Oit 

also, P«r ft. 

SIso 5-16, per ft.08 

Bis# %, per ft. 

Sis# 7*16, per ft.... 

Siie per ft. 

Bise per ft. 

sue %. per ft. 

Wire 

0 end 1 ..05 

LADDERS—Exteneion, No. 1, $1.00 foot. Step, Olimoz, 70c 
foot; Special, Oreaeent, 65c foot; Standard, 40e foot. 

LAMPS—Coleman Qnlck-Llte, Goeoline—00880, Boatem and 
Ocntral Suua, $0.00; Ro^ ML and Pac. Ooaat Statea, 
$9.50. 

LAMPS ELECTRIC—Hygradc, Sore, B Pint, Whitelite, Mar- 
▼el, Brit«-Lite and other makca. 

1>pe B Lampa— Clear Froated 

10 to 50 watta.40 .45 

50 watta.45 .50 

100 watta. 1.00 1.10 

Type 0 Lampa— Clear Froated 

50 watta.65 

75 watta.75 .80 

100 watU. 1.10 1.20 

150 watU. 1.55 1.65 

800 watU. 2.10 2.25 

LANTERNS—Coleman Qalek*Lite, Gaaoline, LQ827—Beat and 
Central SUtea, $7.50; Rocky ML and Pac. Ooaat Statea, 
8.00. 

Note—General rice in lantern prieea will be itemUed 
next month. Aak yonr jobber. 

LANTERNS—Dieta Tabular— 


Noa. 1 and 8 Climax 
Nccted .11.00 


.02 H 

2. coil . 

_ .79 

.08 

8, coil . 

... .80 

.04 

OM, IM, 2M. 8M 

■pi .80 

.05 

.06 

HMku 

Dm. 

.07 

10 . 

. • .. .05 

.08 

8, 9. 

.05 


9. T . 

.10 


HOT BLAST 
Little Star Tin I.aBterBS.1.50 


Samcb optical lena.5.10 

Union Driring, plain 
lena ...5.10 


Hi'Lo Tin Lanuma.8.00 Same with optical lena. .5.50 

Victor Tin Lantcma... .1.85 


Monarch Tin Lantcma. .1.85 


MILL 


O. K. Tin Lantema.1.50 Watchman'a Mill Lan- 


No. 8 Royal Tin LanU..1.75 


COLD BLAST 
Junior Tin Lantema. 

Junior Braaa lantema. .8.50 
Junior Braaa Nickel- 

plated Lantema.8.50 

No. 3 Creacent Tin Lan¬ 
tema .8.10 

No. 8 Bliaaard Tin Lan¬ 
tema .8.10 

No. 8 Large Fount Blia- 


zard Lantema .8.00 Same, Nickel-plated on 


Little Wizard Tin Lan< 

tema .1.45 

D-Lite Tin Lantema... .1.65 
No. 8 Large Fount Wiz 


ard Lanuma .8.10 gO Beacon Wall Lan¬ 
terns .8.15 


DASH AND WAGON 
Buckeye Daah Lant'na. .2.86 
Junior Wagon Lant'n.. .2.85 
Roadatcr Wagon Lan 


tema, enamel fin.8.50 

Underwriter*a Mill Lan¬ 
tema .3.75 

.1.50 No. 8 Bliaaard Mill Lan¬ 
tema .8.75 


FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass 


PLATFORM 

Imperial Platform Lan- 

No*^T Clij^' Platfe™* UNCLASSIFIED 

T.*iiAS!*** Police Flash Lantema.. .8.00 

Luitoraa .5.50 Traffic Biirnal LaaMrat.4.S5 

No. 8 Climax Platform No. 12 Display Stand and 
Lantema .5.65 Assortment .85.00 

LEAD—Bar, 18e lb.; Calking (100 IbO. 17c lb.; Pig (100 
iba.), 16e lb.; Sheet (full), 86e lb.; Wool, 85c lb. 

LEVELS—No. 86, lainch, $8.85;18-ineh, $4.00; 84-lBeh, 
$4.75. No. 87, 12-inch7 $4.50; IS-inch, $5.25; 84-iBeh. 
6.25. 

Marx Aluminum—12-ineh, $8.75; 18-ineh, $4.50; 84-luch, 
$5.50; 20, $6.25. 

No. 05. 24 ineh, $8.00; 26-iBeh. $8.25; 28-Inch, $8.50; 
80 inch, $9.00. No. 96, 84-inch, $10.00; 28-iBeh, $10.50; 
80-inch, $11.00. 

Special Noa.—No. 0, $2.00; 15, 24 and 26-inch. $4.75; 15, 
28 and SO-inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45H, $5.25; 90, $8.75; 98, $5.00; 1U8, $1.00. 

LIFTERS—Hot Pan—^80c each. StoTc Oorer, wire circular 
handle, 15c; straight wins handle, lOc. 

Transom, Coppered—^x8-in., 45e each; Hx4, 50c; 5-16 
x4, 75c; 5-16x5, 90c. 

LINES, CLOTHES—CotUn, Braided—40-foot, 80e each; 60- 
foot, 25e; 50-foot, 85e; 50-foot, 85e. 

Wire, Twisted—50-foot, 20 gauges 45e each; 75-foot. 80 
gaum, 60e; 100-foot. 20 gagne, 70e: 50-foot. 18 gauge, 70e; 
75-fnot, 18 gauge. 80e; 100-foot, 18 gauge, 95e. 

Wire, Solid—100-foot, 10 gauge, 05e each. 

LOOKS—Rim—Steel, 75e set; Cast, 60c set. 

LUGGAGE CARRIERS—BOTCO—No. 4, 46 ineh, open, $8.75; 
No. 40, 46-ineh, with end. $4.25; No. 5, 66-lBeh, open, $4.65; 
No. 50. 65 ineh, with enA $5.00. 

MANILA ROPE—8-16 Inch to M‘lneh, 50e per lb.; %-iBeh 
and larger. 45o. 

MATS, DOOR^-Cocoa Fibre, Fine, 14x24, 81.25; 16x27, $1.50; 
18x30, $2.25; 20x38, $3.00; 22x36, $8.50. 

Cocoa Fibre, Medium—16x27, $2.50; 18x80, $2.75; 20x88, 
$3.50. 

Steel—15Hx98H, $2.50 each; 17V4x80, $8.50; 81%x86, 

$5.10. 

Steel Matting in Rolls—Per aq. ft., $1.00. 

MATTOCKS— Each. 

Short Cutter. Standard, 5H lbs. 1.25 

Long Chitter, Standard, 6 lbs. 1.25 

Pick. Standard, 6 lb. 1.85 

MAULS—Post—lO-lb., $1.50 each; 18-lb., $2.00; 16-lb., $8.50; 
18 lb., $2.75; 20-lb., $8.15. 

Ship or Top, 25c lb. 

Wood Choppers—Adze or Round Eye, 34e lb. 

MILLS—Cider- 

Junior .42.00 Senior .65.00 

Medium .48.00 Force Feed .80.00 

MOPS—Dish, Handled, No. 1, 10c each; 8, 10c; 4. 10c. 

O-Cedar, Handled—No. 4, small trian le, $1.85 each; No. 
8, large triangle, $1.75; No. lOB, polish. $1.50., 
Self-Wringing—No. 10. $1.10 each. 

Round—No. 1, $1.75; No. 2, $1.25. 

MOP STICKS—No. 2. 25o each; No. 7, 85e each; No. 18. 85c 
each; No. 70, $1.10; Janitor's, 75c each. 

MOWERS—^Lawn— • Common— 

Great American— 14-inch . 8.50 

15-inch .24.00 16-inch .. ..10.00 


17-inch .26.00 

19-inch .29.00 

81-ineh .82.00 


Pennsylvania— 

17inch .80.00 

19-inch .82.50 

21-inch .85.00 


Brass... 6.50 

WALL 

No. 15 Wall LanUma.. .8.00 
No. 25 Wall Lantema.. .8,15 


No. 60 Beacon Wall Lan¬ 
terns .9.00 

STREET AND HANGING 


Uma .8.85 pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts ... .9.50 
Same, all Brass.12.50 


DRIVING 

Eureka Driving, pWn . 

leas .8.50 Pioneer Hanging Lan- 

Same with optical lena. .2.65 Um^ Tin ...8.10 

Ocu Driving, pl'n lens..4.50 Same, Brass Founts-11.00 


NAH.S—New Base, $4.75. 

NETTING, POULTRY —Hexagon, Galvanised after Weaving— 
2 -inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $8.08; 
24 in., $3.92; 80 in., 84.68; 86 in., $5.85; 48 in., $7.18; 
60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in.. $2.15; 18 in., $3.10; 24 in., $.3.95; 
30 in., $4.70; 86 in., $5.35; 48 in., $7.16; 60 in., $8.90; 
72 in.. $10.70. 

Sell Cut (lin. ft.)—12 in., l%c; 18 in., 2Hc; 24 In.. 8Hc; 
30 in., 4c; 36 in.. 4V^e; 48 in.. 6e; 60 in., 7 He; 72 in., 9o. 

iH-inch, 20-gauge—T<i8t Roll. 12 in., $3.15; 18 in.. $4.53; 
24 in., $5.78; 80 in., $6.90; 36 in., $7.88; 48 in., $10.50; 
60 in., $13.13; 72 in., $15.75. 

Sell Full Roll—12 in.. $3.15; 18 in.. $4.55; 24 in., $5.80; 
30 in., $6.90; 36 in., $7.90; 48 in., $10.60; 60 in., $18.15; 
72 in., $15.75. 

Sell Cut (lin. ft.)—12 in., 3c; 18 in.. 4c; 24 in., 5c; 
30 in., 6c; 36 in., 6Hc; 48 in., 8Ho; 60 in., llV4e; 72 in., 
13c. 

1 -inch. 20-gauge—List Roll, 12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 30 in., $10.83; 86 in., $12.38; 48 in., $16.50; 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in., $9.45; 18 in.. $1.75; 24 in., $9.10; 
30 in., $10.85; 36 in., $12.40; 48 in., $16.20; 60 in., $20.65; 
72 in.. $24.75. 

Sell C\it (lin. ft.)—12 in., 4Hc; 18 in., 6c; 24 in., 8c; 80 in.. 
9c; 86 in., 10^c; 48 in., 14o; 60 in., 17e; 72 in., 20V4e. 
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KBTATL SBUJNO PRICES—Conttauud. 


NETTING, POULTRY—Continued— 

^-inch, 20-gauge—List Roll, 12 in., $8.55; 18 in., $12.30; 
24 in.. $15.(>8; 30 in., $18.71; 36 In., $21.38; 48 in., $28.50; 
60 in., $35.63; 72 in., $42.75. 

Sell Full Roll—12 in., $8.55; 18 in., $12.30; 24 in.. $15.70; 
30 in., $18.70; 36 in., $21.40; 48 in., $28.50; 60 in., $35.65; 
72 in., $42.75. 

Soil Cut (lin. ft.)—12 in., 8c; 18 in., lOHc; 24 in., 14c; 
30 in., 16c; 36 in.. 17c; 48 in., 25c; 60 in., 30c; 72 in., 85c. 


NIPPERS, CUTTING— 


Bernard's— 
6-inch . 

. .. 2.25 

14-inch ...... 

.8.75 

6-inch .. 

. .. 2.65 

Utica— 


7-inch . 

. .. 8.26 

5-inch . 

.i.as 

Nettleton’s— 


6-inch . 


6-lnch . 

.. . 2.00 

7-inch . 

. 1.85 

8-inch . 

. . . 2.40 

4inch . 

. 1.65 

10-inch . 

. .. 2.90 

4 H-inch . 

. 1.80 

12-inch . 

. . . 3.10 

5-inch . 



NIPPLES—See Pipe Pitting*— 

NUTS—Cold Punched U. 8. S. Hexagon, Tapped—Size *4, 5 
for 5c; 5-16, 3 for 5c; 3 for 5c; 7-16, 2 for 5c; 2 for 

5c: 9-16, each 5c; %, each 5c; %, 2 for 15c; %, each 10c; 
1 inch, each 15c. In quantity sell at coat, plus 50 per cent. 

Hot Pressed U. S. S. Sijuarc, Tapped—Size hi, Sug. 
retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 3 for 5c; 
V'z, 3 for 5c; %, 2 for 5c; . each 5c; each 10c; 

1-in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped. U. S. S.—3-16, 25c doz.; 'A, 30c; 5*16, 
35c; %, 50c; 7-16, 60c; 85c; %, $1.75. 

OAKUM—Plumbers, 20c lb.; Nary, 80c lb.; Best UnspoA. 
35« lb. 


OIIj— 3-in-l, 1-os. bottle, 20e each; 8-ox., 85c; 8-ox., 65e; 2V4* 

oz. can, 35c. 

Household Lubricant, 4-oz. can, 25c each; S-oz. can, 85c. 
oz. can, 35c. 

Winchester Utility—1-oz. bottle, 15c; 8H*oz. can, 25c. 
Many-use—3 oz. can, 25c. 


OILERS— 


Mowing Machine— 


620 . 

.30 

1100 . 

.15 

1140 . 

.15 

1141 . 

.15 

Steel. Spring Bottom— 

12 . 

.20 

IS . 

.25 

1 a A . 

.30 

14 . 

.30 

14 AA. 

.35 

14 R. 

.40 

16 . 

.45 


8 2.25 

Steel, Railroad— 

10 .90 

11 . 1.10 

Zinc, Chase's— 

00.15 

0.15 

1 .15 

2 .20 

3 .25 

4 .80 

5 .40 

6 .50 


OPENERS (Oan)— 

No. Each. 

16 15 

100 30 


OVENS PORTABLE—Boss 
No. 

Androck, complete. .. 
Kerogas— 

857 . 

657 . 

Perfection— 

121 O . 

122 O . 

Pinney A Boyle— 

1 . 


1.25 


7.25 

8.25 


fl.25 

7.50 


8.75 


No. 

Each. 

140 . 

. .15 

340 . 

. .30 

No. 

Each. 

2 . 

. 4.50 

11 . 

. 8.00 

18 . 

. 8.76 

Ill . 

. 8.76 

118 . 

. 4.50 

120 . 

. 6.75 

218 . 

. 4.00 

220 . 

. 7.85 

818 . 

. 4.60 

dard I. C., 40c lb.; 

Indian 


Red, 60c. ^ 

Italian Hemp—A, 1-inch, 45c lb. 

Square Flax, braided, 60c. 

Piston Spiral—Steam, high pressure, $1.50; steam or 
water, low pressure, $1. 

Asbestos Cement—7^c lb, 

Wicking, Asbestos—4-oz, ball, 80c. 

Cotton Candle—2-oz. ball, 10c. 


Pj^DS—Sweat—No. 63 N12, Red Edge, 24-in., $1.00; No. 146 
A 12, Blue and White Striped, $1.50. 

PADT.OCKS — Corbin—No. 958. 35c each; 2802*4, 30c; 

2h22*4, 40c; 2869, 75c; 2879, $2.00; 2880, $2.25; 2881, 
$2.75; 2883, $4.00. 

Miller—No. 1, $1.35 each; 016, C5c; 18, 30c; 18D, 40c; 
19 30c; 21. 35c: 75, 40c; 76, 85c; 78, $1.00; 96, 65c* 

96C, 75c: 121, 45c: 5441, 85c. 

Yale—No. 223, 8.5c each; 225, $1.00; 453J, 30c; 453X, 
30c; 563, $1.75; 565. $2.10; 585. $1.50; 635, $1.50; 645.1, 
65c; 803. $2.25; 805. $2.25; 805*^, $2.50; 813, $2.25; 

815, $2.35; 823, $2.40; 833, $3.00; 843, $3.25; 853, $3.50; 
8454. $2.75. 

Slftvmaker—No. 160, $1.75 each; 178, 45c; 179. 55c; 
189 75c- 1092, 90c; 109.3, $1.10; 1098. $1.10; 1902, 55c; 

1903 45c; 1904, 75c; 3901, 75c; 3902, 60c: 8903, 45c; 


4026 20c: 4078, 75c; 6130, 25c; 9902, 70c; 9902 N. 0., 
65c; 41U90, 70c. 


PAINT SUNDRIES— 


Alcohol— (Denatured) — 

1 gallon. 1.45 

5 gallons. 1.15 

Alum— 

Pwd., less than 100 
lbs., lb.17 

Benzine- 

New eana, easd., gal. .60 
Old cans, uncad, gal. ,40 

Coal Tar— 


5 gal.Gal. 

.40 

1-gal.Gal. 

.55 

Creosote— 

Gal. 

.85 

Distillate— 

Light, gal. 

.40 

Glue— 

No. 2 Gelatine. . . . 

.50 

Chicago White .. . 

.50 

Kalaomine, White— 

Bbls., 280 lbs.... 

.08 

Kegs, 100 lbs. 

.08% 

4 25 Ib. pkgs., bulk 

.09 

25 lbs., bulk. 

.09 

Less 25 lbs. 

.09% 

100 lbs. 5-lb. pkgs. 

.09 

Less 100 lbs. pkgs. 

.09% 


Lamp Black—Bear Brand— 

1-S, lb. pkg.45 

H-S.30 

^•S.20 

Linseed Oil, Boiled— 

5’8 Gal. 1.14 

I’s .Gal. 1.45 

*<4’8 .^ -Gal. .85 

M s .Qt. 50 

%’8 .Pt. .30 

Raw Linseed Oil, 2e less 
than price of boiled. Paint* 
ing c ontractors' price on 
Linseed Oil, 5c above cost, 
according to quantity. 


Oil— Gal. 

Floor.76 

Gloss . 1.50 

Lard. No. 1. 1.80 

Lin-O-Oil.90 


Painters' Petrolsnm— 
I-Gal.Gat .40 

Paints. Reedy Mixed —1st 
grade, whits — 

Gals.Gal. 4.40 

H-gals.H'Gal. 2.30 

Quarts .Qt. 1.25 

Pints.Pt. .70 

^‘Pints ....H-Pt. .40 

1st Grads, Colors— 

Gals.Gal. 4.25 

H-gals. . . . Vi'Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

M -pints .... ^ -Pt. .35 

2d Grsde, White or 

Colors— 

Gals.Gal. 2.90 

^-galt. . .. V4*Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gals.Oal. 2.90 

^•gals. ...V4'Gal. 1.60 
Quarts .Qt. .95 

Porch— 


Gals.Gal. 4.25 

H gals. . . .H'Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb.OS 

Putty, Bladder— 

Lesa than 100 Iba. .07 H 
Putty, Bulk— Lb. 

1-lb. cans.15 

21b. cans.124 

3-lb. Cans.09 4 

5-lb. cans.09 

10-lb. cans.084 

25-lb. cans.08 

85 lb. cans.064 

Rosin- 

Lb. 14 

Tints, Kslsomins—> 

Barrels, 280 lbs... .09 

Kegs. 100 lbs.094 

100-lb. bulk .10 

25.1b. bulk.10 

Less 25 lbs.10 4 

100 lbs., 5-lb. pkgs. .094 
Less 100 lbs., 5-lb. 
pkgs.10 


Nestsfoot No. 1... 2.40 


Neutral .60 

Paraffine.86 

Paint, Dry Colors— 

Umber.12 

Chrome Green, Med, 

Graphite.06 

Metalhc.06 

Sienna.11 

Venetian Red.08 

Yellow Ochre.06 


Turpentine— 


6’s 



. ..Gsl. 1.10 
. . .Gal. 1.25 
HOal. .75 
t. 45 
t. 25 


Painting contractora’ price 
on turpentine: 6 gals, or 

more, 2c above cost; less 3 
gals., 6e above cost. 


PANS—Acme Frying— 


No. 

00, each. 

... .80 

No. 4. oash 

No. 

0, each. 

... .85 

No. 6, each 

No. 

1, each. 

... .40 

No. 6, each 

No. 

2, each. 

... .45 

No. 7, each. 

No. 

8, each. 

... .50 



.55 

.40 

.80 

.90 


PAPER, BUILDING— 


Roofing— 

Light. 

Medium. 

Heavy. 

Plymouth. Smooth . . 


8.50 

4 00 

Pioneer, Sanded .... 

. 2.50 

b.OO 

3 50 

Asbestos . 


4.76 

5.25 

HAH. 


2.50 


Pioneer, Flaxine .. . 


8.50 

4.00 

Pioneer, Sanded .... 

. __2.50 

8.00 

3.50 

Pioneer, Slate . 


8.75 


Certain-teed . 

. 2 25 

3.00 

3^50 

Major . 


2.50 

3.‘>0 

Guard . 

. 1.75 

2.25 

2 75 

Pioneer Sheathing, 
$1.50; 30-lb., $1.75. 

Gray—Per roll. 

20-lb., $1.25; 

25-11.. 


Shingles, Slate, Red or Green—Individual (424 per 
square), $10.25 square. Strip or Slab (104 per square). 
$9.25. 


Tin Caps—1%-inch, 80c per lb. 

Felt—Asphalt Saturated, ^2.75 per roll. Deadening, 
per lb. Insulating, Saturated, 81.75 per roll; Satorai®3 
and Coated. $2.75. 
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SAND AND EMEBT—Per <taire of thoett— 



0 

% 

1 

1% 

2 

2% 

8 

Carborundum 

. .80 

.95 

1.10 

1.30 

1.50 

1.75 

- . . 

B. A A.. 

. .45 

.50 

.55 

.60 

.75 

.85 

.95 

Aztec . 

. .40 

.45 

.50 

.60 

.70 

.75 

.90 

Alozite . 

. .80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


PEAYIBS-^ 


2%z4 ... 

Maple. Hlekery. 
- 4.85 5.25 

2%z4% 

2%z4% . 

... 4.50 

6.50 

5 . 

2%z4% . 

... 4.65 

5.75 

8z5 ... 

2%z5 ... 

... 4.85 

5.85 



...... V.OO 0.09 

PERCOLATORS. COFFEE—Universol— 


46 .. . . 


74 

48 . 


76 

52 . 


79 

54 . 


714 

56 . 


464 

58 . 


466 

64 . 


469 

66 . 


474 

69 . 


476 

614 . 


479 

Percolator Tops, 

lOc each. 



Sookoi. 

Haplo. Hiekorr. 
. ft.95 5.75 

. 5.85 6.00 

. 6.00 6.75 


5.66 

6.00 

6.75 
7.50 

5.75 
6.25 
7.00 
6 25 

6.75 
7.50 


PICKS—Railroad, 51b., $1.10 each; 6-lb.. $1.15; 7-lb.. $1.25; 
8-lb., $1.50; 9-lb.. $1.65. 

Drifting—No. 1. 05o each; 8, $1.10: 8, $1.15: 4 $1.25; 
PINS—Clotbaa—O—Oommoa, lOe dot.; US—Spring. 20c; H— 
Hojt'a Spring, 15e. 


PINCERS—Carpenters*—6-in., 75c; 8-in., $1.00; lO-in., $1.25. 


PIPE—(See Plmnbing Prices, Page 169). 

PIPE, 8TOVR— Naated, Fall Jointa—S-inch, 25e Joint; 4-ineh, 
35e; 5-inch, 80e; 6-ineh, 85c; 7-inch, 40e. 

4-inch, Japan 40c: 8-ineh, Oalranized, 85c; 4-inch. Gal¬ 
vanized, 40e; 5-ineh, (HWanized, 50c: 6-inch, Galvanized. 60e. 
Half Jointa—5-ineh. 20c joint; 6-inch, 20c. 

Taper Jointa—6«inoh to 5-inch, 86o joint; 7-inch to 6-inch, 
40c. 


PIPE FITTINGS (STOYE)— Oapa, No. O 16, 60a aaeh; 0-16, 

60c each. 

Dampers—No. 8, 4, 20a aaak; 6, 6, 25e: 7, 40e. 

Elbows—No. 8 Oorg., 25e each; 4, 80c; 5, 85c; 6, 40c; 

7. 45c. No. 8 AdJ. 4 Pc., 85c: 4, 40e, 5, 40c: 5. 45c. 8- 

inch AdJ. Galv., 40e; d-lnah, 46a; 5-inah, 60o; 6-ineh, 55c. 
No. 8 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dosaa, 5 par cant discount from abova. 

Floe Stops, Nos. 1 and 86, 20c each; 8, SOc each; 80, 20c 

8, B\k (in kegs), 85c Ib.; 4, 6, 85c; 6. 7. 6. 85c; 10, 85o. 

Roof Plates and Saddles, Nos. 16, 16 (Side), 90c each; 50. 
60 (Ridge), 75c aaeh. 

PISTOLS—Antomatic—Oolts* .25 Oal., $20.50 each; 25 Oal. 
nickel, $25.00; .32 Cal.. $25.00; .38 Cal., pocket, $45.00; 

.45 Cal., military, $42.00. 

Smith * Wesson—.86 Oil., $81.60; Savage, .82 Oal.. 

$24.00; .380. $25.00 

PITC?H—Navy Caulking—5-lb. can, 75c: lO-Ib.. $1.25; 25-lb.. 

$2.50: 50-lb.. $4.50; %-bbl., $9.00; bbl., $13.50. 

PLANES—Stanley—No. 1, $3.25 each, 2, $4.25; 3. $4.45; 80. 
$4.50; 4 $4.75; 4C, $5.00; $5.60; 4HC, $5.95; 5, 

$5.50; 50, $5.80; 5%, $6.00; 5^C, $6.60; 6. $7.25; 6C, 
$7.50; 7, $8.10; 7C, $8.60; 8, $10.00; 80, $10.20; 9. 
$9.15: 9^, $2.45; 9%, $3.00; 10, $7.25; 10^. $6.00; 

12. $5.50; 12H, $7.25; 15, $2.60; 15%.; 16, $2.75; 

17. $3.25; 18, $3.00; 19, $3.10; 20, $9.25; 24, $3.50; 

2.5, $3.35; 26, $3.50; 27%, $4.„5; 28, $4.70; 29, $_; 

31, $5.10; 32, $5.55; 85, *4.25; 36, $4.70; 37, $5.15: 

40. 2 50: 40%, $3.35; 45, $15.35; 46, $10.75; 47, $8.50; 

48. $6 00: 49, $6.00; 50, $8.40; 55, $30.75; 60, $2.90; 
60%. $2.60; 61. $2.50; 62. $6.15; 65, $3.35; 65%. $2.85; 

71. $4.50; 71%, $3.50; 72, $5.00; 74, $_; 75, 75c; 

78. $3.70; 85, $5.10; 90, $4.45; 92, $4.45; 93, $5.30; 

94. $6.20; 95, $2.10; 97, $4.50; 98, $2.10; 99, $2.10; 

100, 60c; 101, 50c; 102, 95c; 103, 1.30; 110, $1.30; 

112, $4.95; 113, $8.05; 120, $1.85; 130, $1.90; 131, $3.00- 

140, $3.35: 146, $4.45; 147, $4.75; 148, $5.05 171, $6.50; 

190, $3.30; 191, $3.05; 192, $2.90; 203, $1.65; 212, $3.35; 

220, 1.85: 278. $3.50: 289, $4.20: 444, $11.95: 602. $4.30; 
603, $4.90; 604, $5.30; 6040, $5.55; 604%, $6.15; 605, 
$6.15: 605C, $6.45: 605%, $6.75; 606, $7.85; 606C, $8.25, 
607, $8.90; 607C, $9.45; 608, $10.70; 608C. .811.20. 

No. 39—%, $3.25; %, $3.50; .%, $3.65; %, $3.90; % 
$4.00: 13-16. $4.25; %, $4.25; 1. $4.45. 

Stanley Block Plane Irons—Nos. 100 and 101, 20c each; 
102 and 103, 30c; 110 and 130, 45c: 120 and 220. 60c, 
140, 70c: 10 and 10% Sngl., $1.00; 10 and 10% Dbl., $1.55; 
12 and 112, 65c; 12%, 65c; 9% and 9%, 60c; 15, 16, 17, 
18 and 19, 60c; 60 and 65, 60c. 


PLATES. GAS. HOT—No. 501, $3.50 each; 502, $5.75; 503, 
$9 00: 702. $8.25; 703, $12.00; 722, $9.00; 723, $12.75; 
1001. $2.50; 1002, $4.15. 


PLIERS—Klein’s No. 201—6-inch, $3.50 each; 7-incn, $4.00; 
8 inch. $4.25; 9-inch, $5.25. Bernard’s No. 102—4%-inch, 
$1.50; 5%-inch, $1.85; 6%-inch, $2.25; 8-inch, $3.25. 
PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 36. 6 inch, 

$2.25 each; 9-inch, $2.75; 12-inch, $3.00; 18-inch, $3.75; 


24 inch, $4.50. No. 37, 12-inch. $4.25; 18-inch, $5.00; 24- 
inch, $6.00. 37G, 12-inch, $4.25; IS-inch, $5.00. 34V, 4- 

inch, $1.65; 6-inch, $2.00; 8-inch, $2.75; 10-inch, $3.25. 

Wood, Stanley or Disston—No. 00, $1.50 each; 0, $1.75; 
2, $2.50; 3. $3.00; 8, $3.85; 13, 26 in., $3.50; 28-in., $3.75; 
30 in., $3.75. No. 15, 26-in., $4.25; 28-in., $4.50; 80-in., 
$4.50. No. 30. $3.75; 35, $3.25; 45%, $5.26. No. 93, 26-in., 
$5.00; 28-in., $5.25; 30 in., $5.50. No. 95, $8.25; 96, 
$10.00; 102. 80c; 104, $1.15. 

Pocket, Stanley—No. 81, 2%-inch, 55c each; 8-lneh, 66e; 
8%-inch, 75c. No. 41. 20c. No. 44, SOc. No. 600. $2.26. 

Extra Level Glasses—No. 1. 1 % to 2-ineh, 15c aa(^; 2%* 
inch. 15e: 3%-inch. 20e. No. 361. 40o. No. 862, 75e. Ne. 
371, $1.65. 

POKERS. STOVE— 

No. 120, Straight, 20-inch, 15c each; 126, Straight. 26-inch, 
20c; 200, Bent, 20-inch. 15c; 250, Bent, 26-inch, 20c. 
POLISH (AUTO)—Durolac, 1 pt., 60c; 1 qt., $1.00. 

POTJSH (FURNITURE)—Durolac, 1 pt., 60c: 1 qt., $1.00. 
Calol, % pt.. 30c each; 1 pint, 45c: 1 quart, 65c; % gallon, 
$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, SOc each; 12 ounce, 60c; 1 quart, 
$1.25. 

O-Cedar—4 ounce, 25c each: 12 ounce, SOc; quart, $1.00; 
% gallon, $2.00; gallon, $3.00. 

Johnson’s Prepared Wax. 5 ounce, 45c each; 1 pound, 85c; 
2 nounds, $1.70; 5 pounds, $3.00. 

METAli—NonOlio, % pint, SOc each; 1 pint, 75c; 1 quart, 
$1.25. 

SHOE—Shuwhite, 15e each; Midnight Oil. 25c; Royal, 15c; 
Jet-Oil. 1.5c: 4 C S Shoe Satin, 10c; 9 C S Shoe Satin, 15c; 
1 C Satinola. lOc; 2 C Satinola, 15c; 5 P S Shoo Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P. Satinola, 
15c. 

STOVE—Liquid, No. 6 Black Silk, 20c each; 8, Black Silk, 
25c: 2, Black Eagle, 25c; 10 E. Enameline, 15c. 

Paste. No. .5, Black Silk, 15c each: 10. Black Silk. 25c; 
20. Black Silk, $1.75; 01. Black Eagle. 45c: 95 Black Eagle, 
$2.00; 4 E, Enameline, 15c; 6 E, Enameline, 15c; 75 Black 
Jack, 25c; 1, Rising Sun, 10c. 

POTS—Fire—• 


Gasoline, OAL. 


20 . 12.00 

21 15.25 

71 . 19.50 

72 . 18.00 

5 . 18.00 

1.19.50 

Watering Galvanised 

4 Quart . 95 

6 Quart . 1.15 

Tin 

4 Quart . 

oo 

8 Quart. 

10 Quart. 

Glue— 

000, %-pt. 

00, 1-pt. 

0, 1%-pt. 

1. 1%-pt. 

. .. 1.15 
. .. 1.40 

. .. 1.25 
. .. 1.35 
. .. 1.50 
. .. 1.75 

8 Quart . 1.35 

10 Quart . 1.55 

12 Oimrt - - 1.7.5 

2, 2-Dt . 

Melting— 

5-in... 

. . r. 2.00 

. . . .85 

16 Quart. 2.25 

6-in. 

. .. 1.25 


PULLERS —Nail—Rex. $1.65 each; Rex, Jr.. $1.35; Red Devil, 
$2.50; Morrill’a, $4.25; Little Giant, $2.25. 

PULLEYS—Brasa Screw, No. 850, %-inch, 15c each; %, 20c; 
%, 25c; 1. 80c; 1%. 85c; 1%. 40c. No. 870, %-inch, 85c 
each; 1, 40c. * 

PULLEYS—Brass Screw, No. 35, %-inch, 15c each: %, 20c; 
%. 25c: 1, 30c; 1%, 35c; 1%, 40c. No. 87, %-inch, 35o 
Clothes Line—No. 30, 3%-inch. 45c: No. 60, 6-inch, 70c; 
No. 64, 20c; No. 65. 2% inch, 20c; No. 67. 25c; No. 160, 
2-inch, 25c; No. 6500, 5%-inch, 55c; No. 65000, 5%-inch, 
65c. 

Hay Fork—No. 566, for rope, $1.00; No. 1651, for wire 
rope, $3.50. 

PUTiLEYS —Frame—No. 4, Ottumwa, per doz., 90c; No. 5, 
$1.00; No. 9, 95c; No. 105, 90c; No. 109, OOc. 

PUMPS—P. 8.—1, $4.00; 2, $4.50; 8, $5.20; 4, $5.00. 


PUl I'Y—Per lb., 15c. 

RAKES, G.ARDEN—Malleable, 12-tooth, 70c each; 14-tooth, 
SOc. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 


RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in.. $1.60. 

Flangod Horse Rasps—14-in., each $1.25; 16-in., $1.50; 
18 in.. $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in.. $2.00; 16-in.. $2.50; 18-in.. $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in.. $1.65; 16-in., $2.25; 18-in.. $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 

RAZORS (SAFETY)—Eveready— 


No. No. 

700, each . 1.00 706 B. 6 Blades. Pkg.. .40 

2, each . 3.00 706 B. 12 Blades, Pkg. .65 

Gem 

800, each . 1.00 800 B, 7 Blades, Pkg.. .50 


900, each 


Enders 

1.00 900 B, 5 Bj 
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RAZORS, SAFETY—Continued— 

DurhMB Domino 

1. each. 1.00 3 Bladea, Pkfc.85 

S, each. 3.00 5 Bladea, Pkg.50 

Olllotto 

Old Type— New Type — 

.New Standard, Boatonian, 

Pioneer . 2.50 ^ ^ 

Pocket . 8.00 Richwood, Bif Fellow— 

Blades— Each. 5.00 

6 Bladea. % pkf.50 Gold Plated. 6.00 

13 Bladea. Pkf. 1.00 Traveler . 7.50 

AntoStrop 

1. 7. 8, aet. 5.00 254S. set . 5.00 

15, aet. 6.50 600 B, Bladea, pkf... 1.00 

25. aet. 8.50 600H B BUdea, .50 

351. aet. 5.00 

RBELS—Hoae—No. 1 Wire, $1.65 each; No. 1, Wood, $8.35. 

REVOLVERS— 

Colta, Model Each 

Pocket Positive .30.00 

Police Positive l^ec.. .32.50 
Police Positive Tft...35 25 

Army Special .34.00 

New Service.38 00 

Single Action .86.75 

Harrington A Richardson 

203, 223 .11.50 

203 L. 223 B.12.00 

204. 224 .12.00 

204 B. 224 B.12.50 

2fi3, 273 .12 50 

263 B. 278 B.12.75 

264. 274 .12.75 

264 B, 274 B.18.00 

Tver Johnson— 

800. 303, 323.14.50 

800 B, 303 B.14.50 

804 .15.00 

RIFLES—No. and Model- 


Daisy Air— 


25 

40 

3 

80 

11 
13 

4 

5 

21 
22 

804 B .17.25 

323 B .17.00 

324 .17.00 


King Air 


Each 
5 25 
5.25 
8.15 
2 95 
2.85 
2.00 

2.95 

8.15 

2.00 

2.35 


Marlin— Each 

20 TD—Octagon Brl. 18.50 
27 TD—Round Brl. . .21.80 
TD—Octagon Barrel. .24.55 
29 TD—Round Brl... 15.60 
1897 TD—Round Brl.22.75 
TD—Octagon Barrel. .24.80 
Remington— 

4 TD—Octagon Brl... 15.54 
6 TD—Round Brl... 10.46 
8 A TD—Round Brl..73.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl....31.95 
14 A TD—Standard. .58.36 

TD—Carbine .57.25 

16 A TD—Standard.. 44.61 
Savage— 

1899 250-3000 .60.00 

1899 TD, Feath’wt.. .55.00 

1899 SP .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerlesa.28.50 
Stevena— 

Little Scout . 7.50 

Crack Shot. 9.50 

Marksman.11.00 

Favorite ..13.00 

70 TD, 22.19.00 

1919. .22 .26.75 

Winchester— 

1886 SP—Round Brl.49.00 
TD—Round Brl.64.30 
1890 TD—Oct. Pancy.57.50 
TD—Oct. Plain. 31.50 
1892 8F—Round Brl.37.50 


824 B . 

17.25 


SP—Oct. Bri.. 

.39.40 

843, 353 . 

17.75 


TD—Oct. Brl.. 

.45.75 

843 B, 353 B. 

18.00 


8W—Carbine . 

83.55 

844, 354 . 

18 00 

1894 

SF—Round Brl 

40.85 

344 B. 354 B. 

18 50 


SF—Oct. Brl. . 

42.60 

864 B. 

19 25 


SF—Carbine 

36.85 

865 B . 

19.50 


TD—Oct. Brl. 

54.50 

Smith A Wesson— 


1895 

1895- 

SF .;. 

—Govt. Model.. 

.53.15 

53.15 

1905 Military Police. 

34.50 

1895 

TD. 

67.10 

Regulation Police . . . 

32.50 

1902 

TD—.22 . 

10.50 

1903 Hand Ejector. . 

30.50 

1903 

TD—Plain . . . 

44.30 

88 8. A W. Perfected. 30,50 

1903 

TD—Fancy . . . 

69 00 

1908 Military. 

35.00 

1904 

TD— 22 . 

.12.60 

.28.55 

1911 Target’. 

35.00 

1906 

TD. 

New Departure 38. . . 

30.50 

1907 

TD. 

.61.50 

RIVETS—Slotted Clinch, Coppered Steel—No. 50’i. 15c box.: 

lOO’s, 10c box. 





C«'pper—With Burra— 
Size. H Lba 

Lbs. 

Size. 

% Lbs 

. Lbs. 

7—St’r Lgtha. .80 

8 •• .80 

.55 

7—Assi.30 

.65 

.55 

8 

“ .80 

.55 

9 •• .80 

.55 

9 

“ .80 

.55 

10 •• .30 

.55 

10 

“ .30 

.55 

12 •• .80 

.56 

12 

” .80 

.55 


8-16 


•% 


% 

% 

% 

1 

. 66 

45 

20 

12 

8 

6 

4\^ 

8 

. % 

1 

2 

3^ 

5 

7 

10 

15 


Manila- 


Copper Iron, with Burra—08 Asst., 20c, H-lb. box; 010, 25c. 
RIVETS—Tinners—Black, in bulk, all sizes. 20c per lb.; 
Tinned, in bulk. 30e; Tinned, in papers, 8 oz,, .30c; 12 oz., 
4(ic; 14 oz.. 45c; 1 lb.. 45c: 1 lb.. 60c: 2 lb., 75c; 2H lb. 
90c: 3^ lb.. $1.15; 4 lb., $1.30: 5 lb., $1.50; 6 lb, $1.75: 
7 lb . $2 00; 8 lb., $2.25; 10 lb., $2.75; 12 lb., $3.25; 14 
lb.. $3 75. 

Tubular Harness—SOS, per box, 20c; lOOS, 85c. 

RODS. Cl'RTAIN—No. 3, % in. Steel, Brass Covered. 6c per 
foot: % in. Steel, Brass Plated, 8c; No. 8881, 20c each; 
No. 89.31. 20c; No. 8962. 10c: No. 8968. 20c: No. 9044 25c: 
No. 9080. 20c; No. 9088. 54-inch, 25c: 78 inch, 33c; No. 
9152. 25c; No. 9163, 54-inch, 30c; 72-inch, 50c. 

ROOFING—(See Paper). 

ROPE— 

Cotton— 

Ft. per lb. 

Cents per ft.. . 


Ft. per lb. 

70 

40 

24 

14 


8 

6.8 

4.9 

S.< 

Cents per ft.. .. 



1 

1V4 


8 

8^ 

5 

6^ 

Sisal— 

Ft per lb. 

70 

40 

24 

14 


8 

6.8 

4.9 

3.e 

Cents per ft.. . . 

% 


1 

1% 


8 

8Vk 

4.9 

3.1 

Galv. Wire— 

Cents per ft... . 

1% 

2V4 

4% 

7% 






Thimbles. 


5 


10 

15 


20 

35 

80 

Clips, Galv. . . 


7V4 

10 

15 

20 


30 

40 

45 

v^iips, Jap’d . . 


6 

7V6 

10 

15 


20 

25 

30 


RULES—Boxwood—Lufkin, Stanley—No. 171 (86), 65c each: 
872 (36H), 90c; 386 (32), 95o; 888 (82V4), $186; 465 
(69), 25c; 651 (68). 85c: 702 (18), 60c; 751 (61), 4Ue. 
761 (63), 50c; 762B (7), $1.35; 771 (84), 85c; 780 (624). 
$1.00; 781 (62), $1.00; 861A (58H), $1.00; 8620 (634), 
$1.50; 871 (52), 90c; 881 (54), $1.10; 8861 (66H). 76c 
8861 (66^). 85c; 8881 (666i), $1.85. 

. Rules, Steel—No. 17, Blacksmiths, OOo eneh; 041, 
Pocket, 25c; 1181, 1141, Zig-Zag, 85e; 1182, 1142, Zif-Zsg. 
$1.85; 1148, Zig-Zag, $2.00. 

RULES, ZIG ZAG—Lufkin, Stanley—No. 804F, 40e each; >V 
806F, 60e; 8513 (03). 80c; 8514 (04), 40c: 8615 (05), 50c; 
8516 (06), 65c; 8518 (08), 80e: 8528 (403F), SOc; 8524 
(404F), 40c; 8525 (405F), 60c; 8626 (406F). 65c; 8611 
a08), 85c; 8614 (104), 45c; 8615 (105), 65e; 8616 (106), 
65e: 8624 (854F). 45c; 8626 (856F), 66c. 

8AW8—One Man—Croee-cnt— 

Dial ton 

8H. ft.4.75 


4 ft. 6.26 

4H ft. 6.00 

5 ft.6.75 

6H ft.7.00 


5 ft. . 
5V4 ft. 

6 ft. . 

7H ft. 


Ohiaook 

_ 8.25 

_8.50 

.... 2.25 

_10.50 

.11.50 
12.50 


Rovtl 

Ohiaook 


11.50 
13.00 
14.00 
15 25 


Atkina Croaacut Noa. 51, 52, 545, and Simonda Fallioi. 
tame price at Royal Chinook. 


8AW»—Hand- 

4, 5, Simonda 
12 Diaatoa or 62 Atkina 

18 inch . 2.95 

20 inch . 8.20 

22 inch . 8.50 

24 inch . 8.80 

26 inch . .4.XU 


No. 10 Simonda or 7 Disstes 

18 inch .2 10 

20 inch.2 25 

22 inch .2 50 

24 inch .2.00 

26 inch.2.75 

28 Inch .3 25 


ofl 4 *»#»h *.. No. 120 DIaiton or 4 flUnondi 

28 Inch .6.60 

Nn. 112 DIaslaik 

26 Inch .5.25 

28 Inch .5 60 

No. D 100 or Na. D 20 
Diaaton 

28 Ineh.4.85 

28 Ineh .4.85 


No 7. 7H. 8, 9 Simonda. D8 
Disston or 51 Atkina 

18 inch .2.85 

20 inch .2.60 

22 inch . 2.80 

24 inch . 8.00 

26 inch . 8.15 

28 inch . 8.60 

SAWS— 


10-in. 
2.25 
75 


Back. No. 4. . . 

Compass, No. 2 

Compass, No. 80.45 

Kitchen, No. 0. 

Butcher— 18-in. 20-in. 

No. 5 . 8.50 3.50 

No. 7 . 2.50 2.75 . 

No. 70 . 1.75 1.85 

Panel- 

No. 7 . 2.00 2.25 

No. 8. 2.50 

No. 12 . 3.00 8.25 

No. 091 .95 1.00 

Plymouth. 2.26 2,35 


12-in. 

2.50 

.75 

.45 

.70 

22-in. 

8.75 

2.75 

2.00 

2.50 
2.75 

3.50 

1.10 

2.50 


14-in. 

3.00 

.80 

.45 

.75 

24-in. 

8.75 
3 00 
2.10 

2.75 
3.00 

3.75 
1.25 


16-ia. 
3 25 
.?5 
.45 
.SO 

16-0. 

4.C0 


BUCK—No. 40, $2.00; No. 302, $1.75; No. 617. $1.85; No 
618, $1.85; No. 623, $2.00; No. 677, $2.65. 

Blades—No. 4, 4B, 66. 75c; No. 77. $1.25. Rods, 20c. 
Coping—No. 100, 30c; No. 110, 45c. 

Keyhole—No. 5, 45c; No. 95, 75c. 

Pruning—Disston No. 4. 16-in., $1.75; 18-in.. $1.85' No. 
60, 12-in.. $1.15; 14 in., $1.25; No. Ill, $2.35. 

SAW CTLAMPS—No. 3. $2.50* 0, $1.85. Perfection, No. 1^. 
$2.50; No. 3W, $3.25: No. 2W. $3.50; No. 11. with Onide. 
$3.25; Bishop’s No. 750. 85c; Stearns’ No. 105, $2.75: No. 
200. $1.75; N33. $2.26; No. 8, Disston, $4.50. 

SAW SETS— X CUT— 

201 G A P. 1.50 Morrill No. 8. 1-^0 

Spec. Morrill.2.00 Baker No. 8.2 35 

105 Morrill.60 Colonial . 1 


1 Morrill.2.00 

10 . 1.20 

77 1.00 

SAW TOOT>S— 

Clipper Outfit.75 

Morrill’s Raker Gauge— 

No. 1. 1.50 

No. 6. 2.25 

No. 9. 2.50 

Atkina Raker Swage.. .45 

5-M Tooth Gauge.25 

Jointers Pikes Perf... .75 
Jointers 7 Stems .T .70 

Digitized by VjOOQlC 


7 Tainter .2 <^0 

28 Triumph . 1 

Hammer . 

I^ever .25 

Morin No. 2. 4.75 

Morin No. 2V4. ^ 

Morin No, 3.2.00 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 
No, 4 Blocks, Morin.. 185 
Swages No. 0 Disst... 4 75 
Swages, Whitings.... 100 

Atkins, Rex . 1-00 

Atkins, Excelsior.85 
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I8CALES—Family, teating without acoop, $8.00; with aeoop. 
13.75; Peddlera* glaaa aaah, $5.25; glaaa aaah with chains, 
|5.75; brass dial, $6.75; brass dial with chains, $7.00. 

Spring Balance, No. 50, 20o each; 51, 40c; 84, $1.25; 86, 
$3.75; 87, $7.00. 

SCISSORS—Cast—No. 10. 60c each; No. 44 7H inch. 60c; 
8^ inch, 65c; 240, 4 inch, 25e; 4V4 inch, 80c; 255. 4 inch, 

30c; 4H inch. 35c; 5 inch, 85c; 5^ inch, 40c; 6 inch, 45c; 

820, 85c; 850, 75c. 

Wiss—No. 14 B H. $1.45 each; 54H. 95c: 55. $1.00; 
|105* 56, $1.10; 56V4. $1.15; 57. $1.20; 154V4, 
IMS: 155. $1.20; 155^. $1-25; 156, $1.30; 15654. $1.35; 
157. $1.45; 364, $1.20; 364 54. $1.25; 365, $1.80; 866, 
$1.45; 463, $1.05; 46854. $110; 464. $1.15; 573, $1.45; 
578%, $1.60; 57454. $1.70; 668. $1.45; 66354. $160; 664, 
$1.70; 768, $1.05; 76354. $110; 764. $1.15; 764 54. $120; 
765. $125; 76554, $130; 766, $1.S5; 773, $1.15; 77854. 

$120; 774, $1.25; 814, $1.25; 81454. $1.30; 815, $1.35; 

815%, $1.40: 816, $1.50. 

8<J00P8—Comm'^n Hollow Back—Black—No. 2, $2.15 each; 
3. $2.25; 4, $2.35; 5, $2.45; 6, $2.55; 7. $2.65; 8. $2.75; 
9, $2 85; 10, $3.00. 

SCREENS—Adjustable—Window—Wabash. Wood Frame, 15x 
83. SOe; 18x33. 90c; 24x83, $1.15* 80x88. $1.45; 24x37, 
*1.25: 28x87. $1 50. 

Shenro"d Steel Frame—18x83, 21.20; 24x33, $1.85; 24x 
87. $1.50; 30x87, $1.75. 


iCREWS—Can 

1 and Set— 





Machine, i 

Brass, Flat 

or Round 

Head— 



Prices shown are for 

full gross psckagej. 

For price of 

one dosen, nse one-tenth of the fall package price shown. 

Sise— 

54-in. 

54-in. 

54-in. 

54-in. 

1-in. 

t. 

.. • .20 

.25 

.80 

.85 


4. 

.. .25 

.80 

.85 

.40 

.45 

' 8.. 

.. .80 

.85 

.40 

.46 

.55 

8. 

.. .50 

.55 

.60 

.70 

.80 

10. 

.. .70 

.75 

.90 

1.00 

1.25 

n. 

.. .90 

1.00 

1.15 

1.25 

1.50 

14. 

.. 1.15 

1.80 

1.50 

1.70 

2.00 

18. 

.. 1.75 

1.95 

2.10 

2.80 

2.65 

18. 

.. 2.20 

2.50 

2.75 

2.95 

8.45 

20. 

.. 2.75 

8.00 

8.80 

8.60 

4.20 

Site. 


154-in. 

154-in. 

154-in. 

2-in. 

4. 


. .50 

.70 


.... 


5.75 

,J.. 

12.. 

i. s as 

}•. 8.00 

. 4.80 

Iron. FI.t or Round H.td— 


Biss. 

8. 

4. 

6 . 

8. 

10 . 

18.. 

14.. 

16.. 
18.. 
* 0 .. 
Siia 

4.. 

6 .. 
8 .. 

10 .. 

12 .. 

14.. 

16.. 
18.. 
20 


% in 
.20 
.30 
.20 
.25 
.85 
.40 
.50 


54-in. 
.20 
.20 
.20 
.25 
.85 
.45 
.50 
.65 


.90 

1.15 
1.60 
1.95 
2.50 
8.30 

4.15 
5.40 

H-in. 

.20 

.20 

.25 

.80 

.40 

.45 

.55 

.65 

.90 


154-in. 154-in. 


.80 

.85 

.40 

.60 

.65 

.75 

.90 

1.25 

1.50 


.85 

.40 

.45 

.70 

.75 

.85 

1.10 

1.50 

1.70 


1.15 

1.40 

1.85 

2.25 

2.80 

8,75 

4.65 

6.00 

%in. 

.20 

.20 

.25 

.80 

.45 

.50 

.55 

.70 

.95 

1.15 

1%-in. 

.50 

.55 

.80 

.85 

.95 

1.80 

1.70 

1.00 


1.40 

1.65 

2.10 

2.55 
8.10 
4.20 

5.15 
6.60 

1-in. 

.25 

.80 

.85 

.50 

.55 

.65 

.80 

1.05 

1.25 

Sin. 

.65 

.90 

.95 

1.15 

1.55 
1.90 
2.10 


Fncei shown are for dosen lota. For price of one only, 
“^nne-tenth nf the doxen price shown. 
vT. 8. 8. Thread. Iron— 


Length 

I:::: 

1 .... 

IH... 

n.... 
2 .... 
2H.... 
2 %.... 

3 .... 
3%.... 

4 .... 
Length 

1 .... 
m.... 
1 %.... 
1 %.... 
2 .... 
2 * 4 .... 
2 %.... 
8 ... 

I’*;;;' 


%-in. 

.25 

.25 

.25 

.25 

.30 

.80 

.30 

.35 

.40 

.45 


5-16in. 84*in. 716.in. H'ia. 


.25 

.25 

.25 

.30 

.30 

.30 

.35 

.40 

.45 

.50 


84-Ih. 
.70 
.70 
.75 
.80 
.85 
.90 
.95 
1.10 
1.25 
1.45 


.30 

.80 

.80 

.30 

.35 

.35 

.40 

.40 

.45 

.55 


%\n. 

.90 

.90 

.95 

1.00 

1.10 

1.20 

1.25 

1.45 

1.70 

1.95 


.85 

.35 

.40 

.45 

.45 

.50 

.50 

.55 

.55 

.60 

.70 

.80 

%-in. 

1.30 

1.30 

1.30 

1.45 

1.55 

1.65 

1.70 

1.90 

2.15 

2.40 


.45 

.45 

.45 

.50 

.55 

.60 

.60 

.65 

.70 

.80 

.90 

1.00 

1 


1.65 

1.80 

1.95 

2.10 

2.4.5 

2.75 

3.10 


8. A. B. Thread, Steel— 
Length 


%. 

1 

1 %. 

1V4. 

1^4. 

2 

2M. 

2V4. 

2 %. 


354.. . 

4 ... 

Length 
1 ... 

154.. . 
154... 

154.. . 
2 ... 
254 ... 

254.. . 

2 %... 

3 ... 

854.. . 

4 ... 


5i-in. 

616*in. 

H-in. 

716in. 

V4-IA. 

.25 

.80 

.85 



.30 

.80 

.85 

.60 

.55 

.30 

.35 

.40 

.50 

.65 

.30 

.35 

.40 

.55 

.60 

.35 

.40 

.40 

.to 

.65 

.35 

.40 

.45 

.65 

.70 

.40 

.45 

.50 

.70 

.75 

.45 

.50 

.50 

.75 

.80 

.50 

.55 

.55 

.80 

.85 

.55 

.60 

.60 

.85 

.90 

.60 

.66 

.65 

.90 

.95 

.65 

.70 

.80 

1.00 

1.10 

.70 

.80 

.90 

1.10 

1.25 



9-16-in. 

%in. 




. .85 




.90 

.95 

.95 

1.00 

1.15 

1.25 

1.80 

1.40 

1.60 

1.80 


1.10 
1.15 
1.25 
1 30 
1.40 
1.50 
1.60 
1.90 
2.10 


1 25 
1.80 
1.40 
1.50 
1.60 
1.75 
1.85 
2.15 
2.45 


Square Head, V or U. 8. 8. Thread— 

Prices shown are for dosen lots. For the price on one 


only, use ona-tenth of the dozen price shown. 



Length 

54-in. 

5-16-in. 

H-in. 7-16la. 

H-ln. 

54. 

... .15 

.15 

.20 


.25 

.25 

%. 

... .15 

.15 

.20 


.25 

.25 

%. 

.15 

.20 

.20 


.25 

.25 

1 . 

.15 

.20 

.20 


.25 

.80 

154. 

... .20 

.20 

.20 


.25 

.80 

154. 

... .20 

.20 

.25 


.80 

.35 

154. 

... .20 

.25 

.25 


.85 

.40 

2 . 

... .20 

.25 

.30 


.40 

.45 

2% . 

... .25 

.30 

.35 


.45 

.50 

254. 

... .80 

.35 

.40 


.50 

.55 

8 . 


.40 

.45 


.60 

.65 

354 . 





.65 

.80 

4 . 





.70 

.90 

Length 


H-in. 

H*in 


H-in. 

1-in. 

%. 


.85 

.,. 



.... 

%. 


.40 

... 


.... 

.... 

1 . 


.45 

.70 


.... 

.... 

154. 


.50 

.80 


1.15 

... 

154. 


.55 

.85 


1 20 

1.60 

154. 


.60 

.95 


1.80 

1.75 

2 . 


.65 

1.00 


1.40 

1.90 

254 . 


.70 

1.05 


1.50 

2.00 

254 . 


.75 

1.10 


1.60 

2 20 

3 . 


.90 

1.25 


1.80 

2.45 

854 . 


.95 

1.40 


2 no 

2.75 

4 . 


1.10 

1.60 


2.25 

8.00 

Prieee ehown are for 

full grose packages. 

For p 

rice of 

one dosen, nse one-tenth 
Wood—Brass. Flat or 

of the full packages 
Round Head— 

pries an 

own. 


54-in. 54-in. 

H-in. 

H-in. 

H-in 

. H-ln 

l-in. 

0. 

.45 .45 

.45 



... 


1. 

.45 .45 

.50 

.50 

... 



2. 

.45 .45 

.50 

.65 

.55 

.70 

... 

8. 

.45 .50 

.65 

.65 

.60 

.75 

.85 

4. 

.50 .55 

.65 

.60 

.65 

.80 

.85 

6. 

.55 .55 

.60 

.65 

.70 

.80 

.90 

6. 

.60 

.65 

.70 

.75 

.85 

.90 

7. 

.65 

.70 

.80 

.85 

.86 

1.05 

8. 

.75 

.80 

.90 

1.00 

1.10 

1 25 

9. 

... 

.90 

1.05 

1.16 

1.25 

1.40 

10. 


1.05 

1.20 

1.35 

1.45 

1.60 

11. 



1.30 

1.50 

1.65 

1 85 

12. 



1.50 

1.65 

1 «5 

2 05 

13. 



1.70 

1.85 

2 05 

2 SO 

14. 



1.85 

2.05 

2.80 

2.55 

15. 



2.05 

2.30 

2 55 

2.«0 

16. 



2.80 

2.55 

2.80 

8.35 

Sise 15< 

t-in. 154-in. 

IH-In. 

2in. 

IH-in. 2 H-in. 8-in. 

8. 

1.05 _ 

.... 

.... 




4. 

L.IO 1.50 


.... 

.. -. 



5. 

L.15 1.50 

.... 

.... 




6. 

L.20 1.60 






7. 

L.25 1.60 

2.66 

2.60 




8. 

L.45 1.65 

2.06 

2.65 

.... 

.... 


9. 

1.60 1.85 

2.10 

2.65 


4 70 


10. 

1.75 2.15 

2.85 

2.70 

8.55 

4 75 


11. 2.05 2.35 

2.70 

8.10 

8.65 

4.80 

6.95 

12. 

2 35 2.70 

8.05 

8.45 

8.45 

4 85 

7.00 

13. 

2.65 8.00 

8.85 

8.80 

4.40 

4.95 

7.05 

14. 

2.95 8.35 

8.70 

4.25 

4.90 

5.40 

7.15 

1.5. 

3.30 8.80 

4.40 

4.90 

5.40 

6.95 

7.80 

16. 

3.60 420 

4.75 

5.35 

5.95 

.. . . 


17. 

4.55 

5.25 

6.85 

6.60 


.. . . 

18. 

6.45 

6.20 

6.85 

7.70 

.... 

.. . . 

Sise. 

54-in. 54-in. 

H-ln. 

H-in. 

H-ln 

. H-ln 

l-in. 

0 to 2. . 

.25 .25 




.. . 


8. 

.25 .25 

!25 

.25 

.25 

.80 

.80 

4. 

.25 .25 

.25 

.25 

.80 

.80 

.30 

5. 

.25 

.80 

.30 

.80 

.80 

.80 

6. 

.80 

.80 

.80 

.80 

.86 

.35 

7. 

.80 

.80 

.80 

.85 

.85 

.85 


Digitized by 


Google 
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WOOD SCREWS—Continued— 


8. 


.30 

.35 

.35 

.85 

.85 

.40 

9. 


.35 

.35 

.35 

.35 

.40 

.40 

10. 



.40 

.40 

.40 

.40 

.40 

11. 



.40 

.40 

.40 

.45 

.45 

12. 



.45 

.45 

.45 

.45 

.60 

13. 




.45 

.50 

.50 

.55 

14. 




.45 

.55 

.55 

.60 

15. 





.60 

.60 

.70 

16. 





.65 

.70 

.90 

17. 







.95 

18. 


.. . 





1.00 

20. 





». . 


1.25 

Size 

3. 

1 H-in. 

.30 

IH-in. 

.35 

114-in. 

2-in. 

2Hin. 

2H-ill. 

8-in. 

4. 

.35 

.40 






5. 

.35 

.40 

.45 

.50 

.55 

.70 


6. 

.40 

.40 

.50 

.55 

.60 

.70 

1.*^ 

7. 

.40 

.45 

.50 

.55 

.60 

.75 

1.05 

8. 

.40 

.45 

.55 

.60 

.65 

.80 

1.10 

9. 

.45 

.50 

.55 

.60 

.65 

.80 

1.15 

10. 

.50 

.50 

.60 

.65 

.'<0 

.85 

1.15 

11. 

.50 

.55 

.60 

.65 

.75 

.90 

1.15 

12. 

.55 

.60 

.65 

.70 

.80 

.95 

1.15 

13. 

.60 

.65 

.70 

.80 

.85 

.95 

1.20 

14. 

.65 

.70 

.80 

.85 

.95 

1.00 

1.25 

15. 

.75 

.80 

.95 

.95 

1.10 

1.15 

1.35 

16. 

.90 

1.00 

1.05 

1.10 

1.25 

1.30 

1.50 

17. 

.90 

1.15 

1.25 

1.20 

1.35 

1.50 

1.70 

18. 

1.15 

1.35 

1.40 

1.50 

1.60 

1.65 

1.95 

20. 

1.40 

1.50 

1.60 

1.70 

1.85 

2.05 

2.25 

Round Head, Blued—Sell at 10 per 
prices shown for Flat Head Bright. 

cent 

advance 

over 


SAFETY SET—(Bristo) — 

J4 inch. 10c each; 6-16, 10c; %, 10c; 7-16, 10c; 
%, 16c; 20c; %, 25c: l-inch. 86c. 

SCREWS—Lag^—Gimlet Point, Square Head—80% 
5-16-in. %-in. %-in. %-in. 

10 100 10 100 10 100 10 100 

1 . . .25 1.90 :. 

1%. . .25 1.90 . *.. 

1% - . .26 1.90 .30 2.30 . 

1%.. .25 2.10 .80 2.50 . !*** 

2 . . .25 2.10 .30 2.55 .45 8.50 .60 5.66 

2H.. .25 2.25 .35 2.75 .45 8.80 .65 5.50 

8 . . .30 2.40 .35 8.00 ,50 4.10 .70 5 95 

8H.. .80 2.60 .40 8.20 .55 4.45 .75 6.40 

4 . . .35 2,76 .40 8.40 .55 4.75 .80 6.80 

4%. . .85 2.95 .45 8.65 .60 6.00 .85 7.25 

5 . . .40 8,10 .45 8.85 .65 5.35 .90 7.65 

5V4.. .40 3.25 .50 4.05 .70 5.65 1.00 8.10 

6 . . .40 8.45 .50 4.30 .75 6.95 1.05 8.50 

.55 4.50 .75 6,25 1.10 8,95 

.55 4,70 .80 6.55 1.15 9.85 

7%.60 4,96 ,80 1.65 1.20 9.80 

5 65 6.20 .85 7.20 1.25 10.20 

.95 7.80 1.85 11.05 

. 1.00 0.40 1.45 11.90 

12. 1.15 9.60 1.65 18.60 

SCREW DRIVERS—Machiniata', No. 51, 50c each; 
52, 85c; 52H, $1.25; 53, $1.15; 53V4, $1.65; 
*'aufte. 15c; 10c full sheet, 

Yankee Ratchet—No. 11, 2-inch, 75c each; 

atl.OO: 5, $1.15; 6, $1.25; 8, $1.50; 10, $175; 
15, 2-inrh, 85c; 3, 90c; 4. 95c; 5. $1.00. No. 30, 
*4.75; 35, $2.65; 60, $1.15; 130, $4.00 


12%e; 

below. 

%*in. 

10 100 


1.00 

1.10 

1.15 

1.25 

1.30 

1.40 

1.45 

1.55 

1.60 

1.65 

1.70 

1.85 

2.00 

2.80 


8.40 

9.00 

9.60 

10.20 

10.80 

11.40 

12.00 

12.60 

18.20 

18.80 

14.85 

16.55 

16.75 

19.15 


51H, 85e; 
54. $2.65; 

3. 95c; 4, 
12, $1.15; 
$3.50; vX, 


SCREW DRIVERS—G. & P, 
SCYTHES—Bush- 


No. Baeh. 

400 . 2.50 

450 . 2.85 

Weed— 

800 . 2.60 

850 . 2.85 


1%, 40c; 3, 40c; 4, 60c. 


Grata— 


No. 

Each. 

200 . 

.$ 50 

250 . 


100 . 

.$.50 

150 . 



SHEARS—Bench—P. S. A W.—No. 4, $18.00; No, 5. $16 50* 
No. 6, $14.00. , ▼ . , 

SHEETS, IRON—Galvanized—10 to 16, 11 He; 18 to 24, 
12c; 26 to 27, 12 He; 28. 13c; 30. 14c. Bla k, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cuttinjf. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; Galv., 26, $12.00; 28, $10.50, 
Rockface Siding, $11.50. 

SHEETS—STEEci—Black, soft, 18-20, 22-24, 26, 27, 28. 80 
rauire, cut, 12c; 9o full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-84, 26, 27, 28, 80 
pauge, cut, 14c; 11c full sheet. 


SHIELDS—Lag Screw — Expansion — 8EBCO—Per hundred 
list. 


8-16 inch. 


H . 


5 16 . 

.18.00 

% . 

.25.00 

7-16 . 



H 

% 

K 

% 

1 


.88.00 
.45.00 
.65.00 
. 95.00 
110.00 


SHINGLES—Tin, 6x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 5-ox. tubes, 10c tube. 
Balls, Nos. 0, 00. 000. 20c lb. Buck Nos. 1. 2, 8, 20c lb 
Drop, Nos. 1 to 12. B. BB. BBB, 20c lb. Chilled, 8 to 9, 20c. 


SHOVELS—D or Long Handle. Round or Square Point—Plus 
Back Black—4th Grade, $1.65 each; Carter's, $2.00; Ames. 

$2.35. 

Plain Black Polished—4th Grade, $1.65 each; Carter's, 
$2.15; Ames, $2.50. 

Riveted Strap Back Black—Ames, $2.25 each. 

Riveted Strap Back Polished—4th Grade, $1.65 each 
Ames, $2.35. 

Solid Socket—Maynard—Black, $2.50 each; Polished 
$2.65. 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c. 
56, Japanned. 25c; 280, Galvanized, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident. $2 35 
Maynard Patr., $2.60; Genuine Mayn, $2.75: Cheater. |2.W 


SLEDS—Hand and Ooaater— 
Flexible Flyer— 

Ne. 1. 4.82 


S . O.UU 

No. 8. 6.60 

No. 4. 7.00 

No. 5. 9.50 

Jr. Racer. 5.50 


Racer.6.7S 

Fire Fly- 

No. 9.2.75 

No. 10.8 25 

No. 11.4.00 

No. 18.4.50 

^cer.4.75 


BMOOTH-ON—76c lb. 

SOLDER—H and H, 45c lb.; No. 1, 90-100, 45c: Wipiiq 
40-60, 50c; Wire, 50-50, 60c; Electrical Wire, 40-60, 55c. 
BPARKERS—Red Seal—No. A141, $8.00; A153, $8.65; Aie: 
$4.85. 

SPORTING AND ATHLETIC GOODS 

(Prices supplied by courtesy Wright A Ditaon Victor Co.) 
BASEBALL GOODS— 

Major Leagpie Baseballs, $2.00; Junior League Baseballi 
$1.50; Special League Baseballs, $1.75; Lowest Quality, ISc 
Major League Catchers' Mitts, highest quality, $16.50; 
lowest quality, $1.00. 

Major League Basemen's Mitts, highest quality, $10.00: 
lowest quality, $1.00. 

Major League Fielders* Gloves, highest quality, $10.00. 
lowest quality, 75c. 

Player's Model Bats, $2.50; lowest quality, 25c. 

Chest Protectors, $10.00. 

Jack Strops. 50c. 


TENNIS GOODS— 

Tennis Racket, highest quality, $15.00; lowest qaxiitj, 
$3.00. 

Championship Tennis Balls, 60c; Practice Tennis Balls. 
25c. 

Tennis Net. highest quality, $25.00; lowebt quality, $4.00 
Tennis Reels, $1.50. 

Racket Cases, Canvas, $1.50; Felt, $1.00. Racket Trm. 
$1.25. 

Racket Restringing, English Gut, $5.00; American Gn; 
$4.00; Japanese Gut, $2.25. 


GOLF GOODS— 

Golf Balls, highest quality. High Power, $1.00: Mediua 
Power. 75c; lowest quality, 65c. 

Golf Clubs, Standard Woods, $6.00; Standard Irons, |5 C(. 


TRACK AND FOOTBALL— 

Javelins, Official, $9.00. 

Discus, Official, $14.00. 

Vaulting Poles, 16-foot, $15.00; 14-foot, 15.00; 12 f(K>t, 

$ 12 . 00 . 

American Football, Official, $10.00; lowest quality. $ 2.00 
Soccer Football, Official, $12.00; lowest quality, $3.50. 
Athletic Jerseys, $4.00. 

Running onirts, 50c. 

Running Pants, 75c. 


GYMNASIUM AND PLAYGROUND— 

Basket Balls, Official Indoor, $15.00; lowest quality, $4 50 
Official Outdoor, $13.50. 

Play Ground Balls, 12-inch Outseam, $2.00; 14-inch Out 
seam, $2.25; 12-inch Regular Seam, $1.75; 14-inch Regular 
Seam, $2.00; Children’s, 25c. 

Play Ground Ball Bats, $1.00. 

Hand Balls. l'^<»-inch, 40c; 2 H-inch, 50c. 

Volley Balls, Official, $7.50; lowest quality, $4.00. 
Boxing Gloves, 10-oz. best, $17.00; 8-oz. best, $14 00 
6-oz. best. $10.00, 

Striking Bags, best, $10.00; lowest quality, $3.50. 
SPRAYERS—Myers’ Bucket Pump, 8 lbs.. $8.75 each: ^ 
lbs., $5.75. Hand—Faultless, 60c each; Misty. 70c; Knap 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility. $7.25. 
SPRAY PUMPS—Faultiest Tin, 76c each; Bamec No. 254 
$8.00; Barnes, 276, $12.80; Little Giant, 327 H, $7.25; Acme 
Pressure 345, $9.00; Defiance, No. 824. $10.00. 

SPRINGS, DOORr—Perfect. No. 1, 10c each; 2. 10c; 3. 

4, 10c; 6. 15c. Faultless. No. 168. 45c each. Victor. 

No. 160, 20c each; 161. 25c; 162. 35c; 164, 50c. R^lianc^ 
No. 270, 60c each. Warner’s, No, 2, 25c each. Torrey, No 
2. 40c each. 

SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.25 each; 
8 feet, $3.65; 8 feet, galvanized, $2.85. 

Pluvius—Revolving Brasa Spoon, $1.15 each; Revolving 
Arms, 6 inch, $1.85; Revolving Anna, ll-inch. $2.50. 

Ring—5H-Inch diameter, 76c each; 8H*ineh, $1.85. 

Rose—8-inch perforated obloag plate apray, $1.00 each. 
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SPRINKLERS, LAWN—Continued- 

Rose—Perforated oblong plate spray, 90c each. 

Thompson'i—Twin, 40c each; Fountain. 50c; Fan, 25c; 
Simplex Circle, 40c; Shower, 50e; Peerless, 55c. 

Will’s Galvanized Pipe—4 feet, $1.50 each; 6 feet, $2.25; 
7 feet, $2.75; 8 feet, $3.00. 

STAPLES—Fence Wire—Polished, 10c lb.; galvanised, 10c. 
Poultry Wire, -inch, 16c lb. 

STEEL—Mild— See Iron. Tool, 22e; Drill, Co., 20c. 

STONES—Oorbomndum—No. 78, 60o; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

180, 75c; 131, 75c; 142, 75c; 148, 75c; 144, 75c; 45, 50c; 

146, 50c; 147, 60c. 

Pike’s Oil and Water—No. 18. 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 85c; 
. 48, 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 55, 
$1.25; 56. $1.50; 59. 15c; 60, $1.75; 62. $2.25; 66, $2.75; 
68, 8.75; 78. 50c; 80, 60c; 86. 75c; 88. $1.00; 92. 50c; 
94 60c. 

Pike's Scythe—No. 89, 15e each; 40, 15e; 41. 15c; 42, 20e. 

STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 660, 
$11.00: 660B. Bine, $18.50; 660W. White, $15.00. 

Boylo (Airtight)—No. 16, $8.00 each; 20, $4.00; 22, 
$7.25: 122, $8.66; 418, $9.50; 518, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.25; 1818, $7.50; 1518, $14.25; 1618, 
$20.25; 1718. $22.50; 1818. $26.25. 


STRIP—Weather—Rubber, H-inch. 5c ft.; % inch. 7c ft. 
Felt, H-inch, 5c ft.; %-inch, 10c. 


SWEEPERS. CARPET—Bissell’s American Oueen, $6.75; Oub, 
$12.00: Elite, $7.50; Gold Medal, $6.25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.). $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House- 
how $9.00. 


On aeconnt of tho freight, retaU prieei 60 e«ita higher 
win prerail in the following Weoiom and Sonthem Statea: 
Colo., Hew Wyo., Mont.. Ore., Utah, Axli., New., Ida., 

Wi^. OaM.. Tan., Okla., Ark, La., MUa., Ala., Pla., 

H. O. and 8. 0. 


SrWEEPEBS, TOT—Little Daisy, 25e (80c in west and south); 
Little Queen, 50c. 


Wagon Covers—Single Filling — 


Size 

8-os. 

10-oz. 

Size 

8oz. 

10-oz. 

10x14 . . 

. . . 8.85 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 ... 

. .14.36 

17.90 

Stockmen’s Bed Sheets—Single Filling 

— 


Size 



8-os. 

10-os. 

12os. 

6x12. ... 



- 5.00 

6.50 

7.50 

6x14.... 




7.60 

8.75 

7x14.... 




10.85 

18.25 

7x16.... 




12.50 

14.10 


THERMOS—See Bottles. 

THIMBLES—Steel—5x4-in., 25c; Red Clay, 20c; Terra Ootta. 
45c. 

TIN— 

Bar and Pig. $1.20 Ib. 

Common Roofing, 40e per sheet. 

Valley, No. 4, 6o per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, le foot extra; two sides, 2c. 

Flashing IC, 1x1, $8.00 per 100 feet; %xl, $8.00. 

Shingles—5x7, 35c dozen. 

Valley—14-inch. 13c per foot, $11.50 per roll; 20-inch, 20c 
per foot, $18.00 per roll. 

TOGGLE BOLTS—Sebco No. 1—Per hundred list. 


—Diameter— 

Length— V>-in. 8-16-in. %*in. 

3-inch . 6.00 8.00 12.50 

3^-inch . 6.25 8.00 9.00 

4 . 6.75 8.50 13.80 

5 . 7.50 9.25 14.30 

6-inch . 8.00 10.00 15.00 

Sebco No. 5—With either round or flat head machine 
screws— —Diameter- 

Length— %*in. 3-16-in. ^*in. 

3- inch . 2.65 8.15 8.50 

4- inch . 2.97 8.50 8.85 

5- inch . 3.35 3.85 4.20 

6- inch . 3.67 4.20 4.55 


TORCHES—Clayton A Lambert—Alcohol—No. 14, $8.75 each; 
No. 28. $5.75. Gasoline—No. 31, $11.00 each; 37, $9.75; 
38, $10.25; 47, $12.75; 48, $18.25; 108, $11.00; 112, $10.50. 


TAOKS—^Bill Posters*—No. 8, 25c lb.; 4, 25c; 6, 25c; 8, 25c. 
Carpet—(?ut, ^'Ib^apers—No. 4, 10c; 6. 10c; 8, 10c; 
10, 10c; 12, 10c. Wire, H-lb. papers—No. 8, 10c box; 
A 10c; 6. 10c; 8, 10c: 10 10c; 12. 10c. Wire in bulk— 
No. 3. 80c Ib.: 4, 80c; 6, 80c; 8, 80c; 10, 30c. 

Gimp —% lb. box, 2%, 10c; 8, 10c; 4, 10c. ^ lb., 6, 10c; 

8. 10c. 

Upholsterers—Out, H Ih. papers—^No. 1%, 10c box; 2, 
10c: 8, 10c; 4, 10c. %-lb., 6. lOe; 8, 10c; 10, 10c; 12 to 

16, 10c. (Tut, in bulk. No. 8, 85c lb.; 4, 80e; 6, 80c: 8. 
80c: 10. 80e: 12. 80c. 

Double Pointed—^Blued, % lb. papers. No. 9, 5c box; 10, 
5e; 11, 6e; 12, 5c. Blued in bulk. No. 9, 85e lb.; 10, 80c: 
12, 80e. 

TAPES—MEASURING—(Lufkin)—(Starrett) — 

Aaaes* Skin Steel 

Ho. Each 100 . 5.65 

710 .60 . 

713 .75 . ® 

716 . !!!.!! l]85 205 .14.50 

780 75 206 17.50 

733 1.25 24Q 4.75 

785 1.50 243 5.75 

.246 !!;;;io.'oo 

isS iii 

. 265 8.50 

. 266 .11.00 

. 550 5.00 

655 . 8.00 

148 80 1240 4.75 

145 1.00 12430 . 5.65 

165 25 1260 5.00 

8143 55 1263 6.25 


TRAPS—Fly—Harper, 45c each; Balloon, 86c; Avis 1, $2.75; 
Avis 2, $2.50; Avis 3, $2.25. 

Game—No. 0 Newhouse, 60c each; 1 Newhouse, 70c; 1% 
Newhouse $1.10; 2 Newhouse, $1.40; 8 Newhouse, 2.15; 
4 Newhouse, $2.50; 5 Newhouse, $19.50. No 1 Oneida Jump, 
35c; IV* Oneida Jump, 55c; 2 Oneida Jump, 85c; 3 Oneida 
Jump. $1.20. No 0 Victor, 25c; 1 Victor, 30c; 1% Victor, 
40c; 2 Victor. 55c; 3 Victor, 95c; 4 Victor, $1.16. 

Gopher—Best, 25c each; O. K., 80c; Maccabbee, 25c; 
Easv Set. 25c: Newhouse, 86c; California Pocket, 86c. 

Mole—Reddick, $1.25 each; Out-O-Sight, $1.65. 

Mouse—Hold Past. 5c each; Out-O-Sight, 10c: Choker, 
Wood, 20c; Choker-Tin, 15c; Delusion, 3bc; Holdem, 90c; 
Marty, 80c. 

Rat—Holdfast, 20c each; Out-O-Sight, 25c; Holdem, $1.65; 
Marty, small, 60c; large, $1.50. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; I*in- 
ishini^ $2.75. 

TWINE—Cotton—Wrapping, 60c lb. Budding, 60c. 

Flax—18 BB, 45c lb.: 24 BB, 45c; 18 BO. 60c: 24 
BC, 60c; 36 BC. 55c; Buffalo Asst., per ball, 10c; BO Sack- 
ing, 75c lb.; AA Sacking, 90c; Many Ends Sacking, 90c. 
Hemp—4H and 6, 35c lb. 

Jute Wrapping—2-ply cones, 35c lb. 

Mattress—252, %-Ib. balls, $1.50 lb. 

Siene—Medium Laid, in hanks, all weights, 75c lb; half 
pound balls, add Ic per lb. 

VALVES— 

% % % % 1 2 

St’d Angle.55 .60 .75 .95 1.35 2.65 4.00 

Garden.75 .80 1.35 4.25 6.25 

St’d Gate.95 1.00 1.10 1.40 1.90 8.40 5.00 

St’d Globe.55 .60 .75 .95 1.35 2.65 4.00 


Asses’ Skin Case—^25, 65c; 50, 85c; 75, $1.15; 100, $1.35. 


TAPE—^Friction—% lb., 50c; 2 oz., 15c; 1 oz., 10c. 
TENTS—Single Pilling— 


Sixe 8-os. 10 - 08 . 

7x7 .14.80 17.80 

7x9 .17.55 20.46 

9x9 .20.25 28.70 

9^x12 _28.85 27.85 

12x14 .32.00 87.85 

12x18 .89.50 46.15 

14x16 .42.00 49.80 

14x20 .52.15 60.60 


Flys Half Price of Tents. 


Size 8-oz. 10-oz. 

16x18 .57.25 67.85 

16x20 .68.10 78.65 

16x24 .71.85 88.60 

16x30 .86.95 101.80 

A or Wedge— 

5x7 .9.25 10.75 

7x7 .11.65 18.60 

7x9 .18.95 16.85 


WAGONS—Boys*— 


American 


No. and Size. 

Each. 

118— 8x18. 

.. 2.00 

122—10x22. 

.. 8.50 

126—12x26. 

.. 8.60 

180—14x80. 

.. 4.50 

132—15x82. 

. . 5.00 

Samson 


826—12x26. 

.. 4.00 

828—18x28. 

.. 4.25 

832—16x82.. 

.. 5.50 

886—16x86.. 

7.35 


Wagners— 


No. 18. 

..10.00 

No. 80. 

..11.50 

No. 24. 

..18.00 

Geaster—Star— 


No. 10. 

.. 9.50 

No. 80. 

..10.50 

No. 80. 

..11.60 

No. 40. 

.. 18.50 

Mare-Wells— 


No. 10. 

.. T.60 

No. 11. 

.. 8.00 

No. 12. 

.. 9.50 
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Boilera, Coffes 

27 . 1.10 

29 . 1.50 

852 .80 

854 . 1.10 

Boilers. Wash 
Oipper Bottom 

10, 8 . 8 no 

IC. 9 . 8.25 

J... 8. 825 

IX, 9. 8 50 

IXX, 8 .4.75 

IXX. 9 .6.25 

Cooper Rim 

IX, 8. 4.no 

IX, 9. 4.25 

Bowls, Wash 

06 Vh .15 

08 25 

6% .80 

8 .40 

Buckets. Covered 


11 . 



.15 

12 , 



.25 

14 



.85 

ler 

.76 

.8.) 

Buckets, 
1 . 

2 . 

Dim 

8 .. 
80 . 
40 . 


.... 

.90 

.75 

.86 

1 .. 

Cans, 

Mils 

.86 

.55 

8 .. 



4 .. 



.70 

01 . 



.80 

08 , 



.55 

04 . 



.76 

4.66 

102 



103 

1020 

1040 

.... 

.... 

6.25 

6.00 

7.85 

.86 

.46 

80 . 

81 . 

Cans, on 

10 . 

Colanders 

.26 

75 

11 . 



104 



.40 

806 



.66 


Cookers, Stesm 

42 . 8.25 

45 . 4.00 


Covers, Pot 

6-9.10 

1011.15 

18 25 

15 .85 

Cups 

211. 212.10 

09. 010.16 

9. 10. 214.20 

Dippers 

2 15 

I, 01.2«' 

02. 81. 82 .2.5 

38. 34.30 

18 .51* 

Fillers, Fruit Jsr 
25 15 

Forks 

203 .60 

200 .75 

419 10 

425 15 

1197 .20 

1198 .25 

Fi'.juels 

10. 16.10 

20. 25 .15 

80 .20 

85 25 

235 1.35 

385 . 1.76 

Graters 

02 .10 

020, 100 .20 

080, 150 .25 

Kettles, Lipped 
Preserviuf 

160 85 

200 .46 

2 to .60 

280 .76 

Ladles 

010 .20 

11 25 

Measures 

68 .20 

88 .25 

85 .46 

86 .65 

122 .20 

124 .25 

126 .60 


Moulds, All Kinds 

8, Melon. 1.75 

2, Melon.1.85 

4. Melon.2.00 

Pails, Dairy 

IC, 6 at.80 

IC. lO qt.40 

IX. lO qt.70 

IX. 14 at.80 

IXX, 10 at.85 

IXX, i4at. ... 1.00 
IXXX, I2at... 1.25 
IXXX, 16at... 2 00 
IXXXX, 18qt.. 2.26 
IXXXX, 20 at.. 2.50 
Pails, Fruit Pickinr 
14at.65 

Palls, Peddlers 

Small.45 

Large.65 

Pails Strainer 

IX, 10 qt. 1.10 

IX. 12 t. 1.15 

IXX, 12 '*t_ 1 25 

IXX. 14 qt. 1.85 

Gem, 12 qt.... 1.50 
Gem, 14 qt.... 1.65 

Pans, Bread 

01, 110, 80... .20 

140, 200 .80 

800 85 

Pans, Com Cake 

06 .25 

08 .85 

012 .60 

PanL Cake 

Perfection 

Round, 9^*in., .16 

Round, lOM-in. .20 
Square, 8H-in., .20 

Square, 0*ia.80 

Mt.. 9% in.20 

Tube, Rd., 9Vk. .25 
Tube, Sq., O-in. .46 

Pans, Dish 

10 .70 

14 .85 

21 . 1.25 

Psns, Milk 

IC. Plsin 

200 .10 


10. Ret. 

801, 802 .20 

304 .85 

806 .40 

808 .45 

8100 .65 

Pans, Muffin 

6 .25 

8 .80 

12 .40 

Pans, Pstty 
All Not.10 

Pans, Pis 

6, Shallow.10 

9 .15 

Deep .15 

Pans, Pudding 
10. Plain 

015 to 018 ... .16 

019. 020 .20 

021, 022 .25 

10, Ret. 

16 .25 

18 85 

20 .40 

22 50 

Pans, Rinsing 
10, Plain 

8 .60 

14 .70 

17 .60 

10. Bet. 

8 .55 

14 .75 

17 .90 

Pans, Lipped San<*e 

016 85 

020 .45 

022 .50 

028 . .75 

080 .85 

Pots. Coffee .. . 

1 .25 

2 . 3F 

4 .56 

Pots, Tea 

241 .25 

241^ 80 

242 .85 

Raisers, Bread 

114 . 2.00 

117 2.50 


Scoops 

2 85 

4 .50 

12 .15 

14 20 

20 .50 

40 .75 

Sieves, Flour 

2, 816.25 

818 .80 

Sifters, Flour 

0 .25 

1 45 

10 70 

Acme.35 

Neseo .35 

Shaker.50 

Skisuners 

10 .20 

45 .10 

Spoons, Basting 

110 .10 

114 15 

812 .20 

816 .80 

Spoons, Mixing 

16 .20 

25 .15 

Steamers 

70 .65 

90 .85 

Stoepers, Tea 

12 .25 

Strainers 

Gravy 

2, 8.15 

020 .20 

Jelly 

120 .25 

160 .80 

Milk 

10 .80 

121 .40 

122 .45 

Milk Can 

Oil .85 

88 .50 

56 .75 

60 .1.85 

Soup 

20 40 

Turners, Cake 

1. 2. 71.10 

6, 18.15 


WASHERS—Cast Iron—Siie to 2, lOc lb.; Angle. lOo. 

Malleable—Standard, 20c lb.; Null Hule, 20c lb.; Angle. 80c 
lb. 

Ont—Sices 8-16. 29f lb.; %. 25c: 616, 22c; %, 20e; 716. 
19c; H. ISc; H to 1. 17c. 

WASTE—Cotton—No. 6X White. 2.5c lb.; 1 White, 20c; 2 
While. 20c: 01 Colored. 21c: 02 Colored 20c: 10 Wool. 82c. 
WAX—Floor—Johnson’s or Old English, lb.. 76c; 2 lb.. $1.50; 
4 1h.. $2.60. 

WEANEH.S—Calf—Shaw’s, No. 1, 75c: No. 2. 86c; Hoosier, 
No. II. 65c; No. 12. 90c; Kantsnek, Calf, 65c; Cow, 65c, 
WEDGES—^Truckee-Alki, lb., 16c; Oregon-Atha, 28c; Cedar- 
Atha, 20c: Cedar-Alkl. 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden-No. 0. 1% cu. ft. eapseity, 

86..S0 each; No. 1. 8^ cu. ft.. $9.75; No. 2, 4V4 eu. ft., 
$12 75. 

Railroad-R-'lfed. $6..50 each; Stave. $7.25. 

Steel Tray, Wood Frame—Star, $9.00 each. 

Steel Tray and Frame—AX, $11.25 each; 4, $18.50; 5, 
$15.75; 10, $21.76; 25. Concrete, $15.75. 

WICKS—Lamp and I.Hntcm—0. TC Flat, 2He; 1. A Fist, 
2He: 2. B Flat. 2Hc. 8. D Flat. 2He; 2 Ro*(hester, 10c; 
8 Rochester, 20c: 2110 W Rav'', 15c. 

Stove—4 in. Flat. 10c; 8 Perfection. 25c; 500 Perfection, 
50c; 018 Dangler, 40e. 

WIRE—Advances on Plain Wire Fence— 


Annealed 

Annealed Galvanized Baling Wire 

9 and Coarser. Base .50 

10 .05 .55 

11 .10 .60 

12 .15 .65 .80 

13 .25 .75 .40 

14 .35 .65 .50 

15 .45 1.30 .60 

16 .55 1 40 .70 

17 .90 2.15 1.05 

18 1.50 2.75 1.65 

Soft Copper—H'lb. coils—16*20. 40c each; 22, 45c; 24, 


50c; 26, 50c. 5-lb. coils—1112, 40c each; 13-14. 40c; 15- 

16, 45o; 17*18, 45c; 19, 45c; 20, 45c: 22, 45c: 24, 50o. 


Stone Wire—Galvanised—No. 16, 17c; 17, 18c; 18. 18e: 
19, 20c; 20, 20c; 21, 20c; 22, 20o; 24, 28e. Black Annealed 
—No. 16 15c; 17, 16c; 18, 17c; 19, 17c; 20, 18c; 21 1S«; 
22, 18c; 24, 20c. 

Barbed Wire—80*rod spool—American Specisl. Cattle. 
$3.40; Hog, $8.70. Gslv. Am. Glidden, OsUle, $4.75; Hog 
$ 6 . 10 . 

Catch Weight pools—Owt.—Gslv. Wsukegsnito, $6.95; 
Gaiv. Baker, $6.45; Gslv. Glidden, $6.20. 

Stove Pioe Wire—Black per Stone—No. 18. $1.90; 
$2.00; 20, $2.15; 21, $2.20; 22, $2.80. 60 foot coils, lOe. 

WIRE CLOTH—See Cloth. 

WOODENWARE—Boards, Pastry—I6*lnch, 90c each. 

B'wls, Chopping—11-inch, 85c each; 15-inc^ $1.85: IT- 
inch. $3.00. 

Pina, Rolling, 55c each. 

Spoons, 13-inch, 15c each; 15-inch, 20c. 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.05; 2 and 8, 90e. 
2*oz. packages, 15o each. 

WRINGERS—Clothes—Iron Frame—Bicycle, $8.75 each; Do 
mestic, $7.76; Guarantee. $9.00; Pioneer, $7.00: Superb, 
$4.75. Wood Frame—Bicycle, 770, $8.75 eacn; 770B. 

$14 50; 771, $9.25, Brighton. 110, $7.50. Domestic. 670. 
$8.00. Guarantee, 790D, $9.00. Universal, 860E, $10.75. 

WRINGERS—Mop—Engle, No. 14. $4.25 each; 22, $5.00 
White, No. 3. $4.25; 1. $5.00; 0. $7.00; 8 Steel, $5.00. 
Vanco. 88, $4.75; 89, $6.25. 


WRENCHES— 

Agr 

Coes. 

Bergman 

Barcalo 

Creacent. 

Stillson 

Trimo. 

P. 8. W. 
Stronr- 
hold 

6*inch. . . 

.60 

1.25 

.100 

1.40 

1.15 

8-inch. . . 

.75 

1.50 

1.25 

1.60 

1.25 

lO-inrh. . . 

.80 

1.75 

1.50 

1.75 

1.65 

12inch... 

1.10 

2.25 

2.25 


2.00 

15-incn. . . 

1.35 

3.25 

8.40 

2!46 

2.75 

18-inch. . . 


4.00 

• • • • 

3.50 

3.50 

21-iDch. 

ZINC—Full sheets. 

4.86 

25c lb.; less than sheets. 

5.00 
80e lb. 

4.50 
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INDEX TO ADVERTISERS 


Albert Lea Bpr^jer Oo . 

Albertson A Oo. 

Alert Tool Oompsnj. 

Altorfer Bros. Co. 

Alaminam Goods Mff. v;o. 

Americsn Chsin Co. 

American Saw A Mfs. Co. 

American Stainlesa Steel Co.... 
American StampingA Ensmeling 

American Steel A Wire Oo. 

American Wire Fabrics Oo. 

Arcade Mfs. Co. 

Arrow Tool Co. 

Atkina E. O. A Co. 

An to Ordnsnce Con . 

AntoStrop Safety Kasor Co.... 


.... 50 
....145 
.... 145 
.... 04 
. .87194 
....141 
.... 53 
.... 43 
Co.. 01 
.... 26 
.... 47 
.... 94 
.... 68 
.... 12 
.... 92 
.... 15 


B 


Babcock Company. W. W. 54 

Baker, Hamilton A Pacific Co. 71 

Baldwin Refrigerstor Co. 86 

Bassick Company, The. 14 

Beaton A Cadwell Mfg. Co.168 

Beaton A Corbin Hfg. Oo.164 

Beh A Company. 67 

Belmont Tumbler Co. 81 

Benjamin Air Rifle Co. 92 

Benson Importing Co. 80 

Bema Co., Otto.168 

Berger Bros. Co. 56 

Bergman Tool Mfg. Oo. 60 

Best Cutlery Co. 81 

Beator Mfg. Co. 96 

Biasell Carpet Sweeper Co. 98 

Blsich, Adolph, Inc. 77 

Boiler Machine Works. 80 

Bommer Spring Hinge Co. 60 

Boyle Mfg. Co. 41 

Brainerd Mfg. Co. 62 

Bridgeport Hardwsre Mfg. Corp.65 

Bridgewater Plow Corp.58 

Brite-Lite Lamp Mfg. Co. 87 

Buckeye Aluminum Oo. 88 

Buffalo Forge Oo. 50 

Buff urn Tool Oo.Corer 

Burch, F. 8. A Co. 80 

Butterfield A ^. 93 


C 

Caldwell Sales Oo.14.*^ 

Cannon Oiler Co. 62 

Cary Mfg. Oo. 49 

Central Stamping Company. 6 

Chadwick A Trefethen.145 

Champion Blower A Forge Oo. 4^ 

Chatillon, John A Bona. 87 

Chicago Flexible Shaft Oo. 43 

Chicago Solder Co. 57 

Chicago Spring Butt Oo. 61 

Cincinnati Totu Oo., The. 6C 

Church, C. F. Mfg. Oo.161 

Clayton A Lambert Mfg. Co.167-168 

Clifton Mfg. Co.143 

Coes Wrench Co. 24 

Columbian Rope Co. 35 

Columbus Anril A Forging Co. 63 

Comstock-Bolton Co. 87 

Conno^ Wm. Paint Mfe. Co. 64 

Cookj M. C. Co. 81 

Corbin Cabinet Lock Co.Cover 

Corcoran Mfg. Co.133 

Coming Olaaa Worka .. 89 

Covert Mfg. Co. 54 

Crescent Tool Co. 48 

Curtia Pneumatic Machinery.145 


D 

Delta File Worka. 48 

Diamond Saw A Stamping Worka. ... 44 

Dietz, R. E. Co. 38 

Diaston, Henry A Sona.2-3 

Dixon, Joaeph Crucible Co. 66 

Dunham, Corrigan A Hayden Co.69 

Du Pont Powder Co. 21 


E 

Eagley-Morriann Co. 

Elastic Tin Co. 

Electric Appliance Company 

Elite Mfg. Co. 

Everedy Bottle Capper Co.. 
Eyelet Tool Company. 

P 

Fate-Root-Heath Co. 


18 

32 

142 

143 
81 
81 


52 


Faultless Caster Co. 90 

Fraim-Blaymaker Hardware Co.66 

O 

Gilbert Company A. C. b 

Gillette Safety Razor Co. 17 

Gilson Co., J. E. 80 

Gold Medal Camp Furniture Oo.80 

Goodell-Pratt Co. 2 

Goodyear Robber Co. 72 

Gottachalk Co., John W. 30 

Granucci Hardware Co.68 

H 

Hall Automatic Fish Spear A Gaff Co. 92 

Hammer-Bray Co. 7s 

Hardwear Tiro Corp.Cove^ 

Hardy. John E.88 

Hays Mfg. Oo.16." 

Hay-Budden Mfg. Oo. 51 

Heller A Company. W 0. 4r 

Hercules Products Co. 6^ 

Hess-Snyder Mfg. Co. 5P 

Holter Hardware Co., A. M. 73 

Holter Hardware Co. 7T 

Honeyman Hardware Co. 7? 

Hunt, Helm, Ferris A Co. 22 

Hygrade Lamp Co. 8' 

Hyfield Mfg. Co. 67 

I 

Illinois Pure Aluminum Oo. IT 

International Silver Co. 1( 

J 

Jobbers Mfg Co. 62 

Johnson Electr o Washer Co. 7f 

X 

Kline Oo., M. L.161 

L 

Ladds Discount Book. 8( 

Lalance A Groajean Mfg. Co. 9 

Lane Bros. 54 

Lansing Oonmany. 5( 

Lindemann, O. A Co. 71 

Lockwood Mfg. Oo. 63 

Lovell Mfg. Co. 8f 

Ludlow-Savlor Wire Co. 5 

Lufkin Rule Co. 52 

M 

Maine Mfg. Co. 8 

Madewell Pipe A Culvert Works. 7( 

Majestic Electric Development Oo.... 9' 

Mangrum A Otter. 7 

Malleable Iron Range Co. 8 

Marble Arms Mfg. Co. 9 

Marcy Tool Works, Inc. 67 

Maydole Hammer Oo. 6'* 

McCaffrey File Co. 6 

McKee Glass Oo. 8* 

McKinney M^. Co. 2 

Meyers Mfg. Oo.. Fred J. 6' 

Milbradt Mfg. Co. 9 

Monarch Refrigerator Works. 43 

Montauk Paint Mfg. Co. 6( 

Morrill, Chas. 62 

Motor Mercantile Co.14' 

Myera, F. E. A Bro. 5 

N 

National Cash Register Co.23 

Neft Safe^ Nife Company. f 

New Era Spring A Specialty Co.14^ 

New Haven Clock Co. 77 

New York Stamping Co. 8.*' 

Nicholson File Co. 16 

Norcross, O. 8. A Sons. 5® 

North Bros. Mfg. Co. 47 

Northland Ski Mfg. Co. 81 

Nye Tool A Machine Works, The.168 

O 

Ohlen-Bishnp Co. 6'^ 

Ontario Knife Co. 89 

Ottemiller Co., Wm. 45 

P 

Pacific Pump A Supply Co. 75 

Packhara Crimper Co. 80 

Peck. Stow A Wilcox Co., The. 27 

Peerblow Mfg. Co.151 

Perfection Mfg. Co. 85 


Pennsylvania Lawn Mower Works.... 85 


Peters Cartridge Oo. 98 

Petry Co., N. A.148 

Philadelphia Lawn Mower Co. 80 

Phoenix Horse Shoe Oo. 46 

Pittsburgh Steel Co. 51 

Porter, H. K. 50 

Porter Products Corp. 67 

Portland Cordage Co. 72 

Precision Machine A Tool Oo.80 

Prentiss Vise Co. 55 

Prentiss-Wabers Stove Oo.187 

Progreasive Mfg. Co. 60 

Q 

Quick Meal Stove Co. 88 

R 

Reed A Prince Mfg. Co. 64 

Remington Arms Co., Ine.8-18 

Reubens, Myer S. Stove A Furnace 

Repair Works . 77 

Richards-Wilcox Mfg. Co. 56 

Ritter Can A foecimty Co. 67 

Rochester Can Company. 81 

Roth, H. A Sons. 75 

Rulofsen Co., A. 0. 51 

Russell Mfg. Oo.185 


Salt Lake Hardware Co. 74 

Samson Cordage Works. 68 

Sand, J. A Sons. 62 

Sargent A Company. 29 

Savage Arms Oorp. 95 

Savills Sona, Thomas.164 

Scaife, Wm. B. A Sons.165 

Schaw-Batcher Co. 78 

Sedgley, R. F.. Ine.145 

Sees-All Mfg. Co.189 

Shelby Spring Hinge Oo. 58 

Siraonds Mfg. Co.146-147 

Smith Mfg. Oo., F. H. 61 

Smith A Egge M^. Co. 65 

Specialty Mfg. Co. 56 

Spokane Stove A Furnace Repair Wks. 76 

Spring Leaf Lubricator Co.142 

Standard Brass Casting Co. 70 

Stanley Works . 49 

Star Expansion Bolt Co. 62 

Star Heel Plate Co. 66 

Starrett, L. S. A Co. 57 

Strevell-Paterson Hardware Oo.73 

Stuart, T. F.150 

Suoerior Laboratories . 79 

Superior Spring Hinge Co. 52 

Swan Co., Jas. 46 

T 

Thompson Mfg. Co. 78 

Thomaon-Diggs Co. 74 

Topping Mfg. Co. 59 

Torrent Utilities Oo. 7 

Toy Cannon Works .Cover 

Trimont Mfg. Co.167 

Triner Scale Mfg. Co. 79 

Tritch Hardware Co. 40 

Triumph Trap Co.140 

Turner Brass Works.166 

U 

Union Tool Chest Co. 64 

United Royalties Corp. 83 

Universal Eonipment A Suonly Co.. . .1^5 
U. S. Steel Products Co. 26 

V 

Vaughan A Bushnell Mfg. Co. 65 

W 

Wagner Mfg. Co. 52 

Warren Axe A Tool Co. 51 

Washineton Hardware A Implement 

Underwriters . 76 

Western Brass Mfg. Co.163 

Western Clock Co. 11 

Whitelite Electric Co. 84 

Whitlock Cordaee Co. 1 

Wilkins, Geo. H. Co. 50 

Wilson. A1 . 92 

Witt Cornice Co. 91 

Wrought Washer Mfg. Co. 59 

Y 

Yakima Hardware Co. 76 
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^oostYour^^aster Sales 
with ^opular^iko^^asters 

The big season for selling roasters is here. 
The popular Viko line of tuuminum includes 
four types of roasters in different sizes— 
round and oval shapes—that are big sellers 
wherever they are shown. 

Women prefer aluminum ware for cooking 
and roasting. VlKO» The Popular Alumi* 
num» is durable and is priced to appeal to 
presentday buying tendencies—big value 
at moderate price. 

The Viko line contains utensils for every 
kitchen need. It offers you a good profit and 
builds repeat sales. To get your snare of the 
Thanksgiving and holiday trade on roasters 
and other aluminum utensils* take on the 
Viko line —now. For fiill information — 

Ask Your Jobber 

Aluminum Goods Manufacturing Company 
Ocncrml Officer Manitowoc. Wit.. U. S. A. 
OHaken ef Everything mAlmmimm 


Popular Aluminum 


















BIU-BANG 

SAFETY CANNON 

No matches. No powder. No danger 

SAFE AND SANE 


This Window Card is Your Silent 
Salesman for Xmas 

(Printed in Colors—Length 30 inches) 

Window Cards, Movio Slides, Electros and Circulars Furnished Upon Request 

“BIG-BANG” has all the Glamour, the Flash “Do your Bit.” Make noise Safe for the Boys 
and the Boom that appeals so strongly to the by selling this Safe and Sane “noise-maker”— 
heart of the boy with the absolute s&fety de- thus protecting the Child from accident and re¬ 
manded by the most exacting parent. lieving the Parents from worry. 

Retail Prices, $1.25 to $5.00. Five Models 

Write UB for fortlier Inf ormatlon 

TOY CANNON WORKS - Bethlehem, Ra., U. S. A. 














THE BUFFUM TOOL CO. 


LOUISIANA, MO. 





No. 1705—Carred BoAxinc Sermpor Set. Lift $1.50 


EIWINCtR? BEARING SCRAPER SET 

BUfrUM TOOL CO-LOUISIANA. MO- 


**High Grade Tools for High Grade Workmen” 

'^Swastika** Trade Mark Registered U. 8. Patent Office 


'OieQ^Kly'of 
SufhimTools 

Stands out in every line and 
stands out more during 
every month of hard service 

PROPER DESIGN 
GOOD MATERIAL BEST FINISH 
RIGHT PRICE 

WHAT MORE? 

Every Tool Fully 
Guaranteed 

Appreciated by the workman for per¬ 
formance—by the man who pays for 
the length of good service they give— 
by the dealer for the sure sales oppor¬ 
tunity they offer. 

■•8p««Ur’ Knurled Siokal or Pin Pnneh, Bta.4 JJq Qj|q EyOr Oailied A RepUtatlOll 

Selling Poor Tools 



No. 1750—Strnifht. Uet <4.00 
No. 1751—Hollow. 

Last $6.00 



No. 1771—Carbon Scraper Set. List 60e Set 


Maohiniat'a Blued Auto Punch 


WE CANT 




C. W. CAUSE COMPANY 

WESTESN SAinS AGENTS 
Boom No. 605 Williams Building 

693 Mission Street San Francisco, California 


YOU CAN^T 
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The Strength in Rope 

Any rope may have a high initial breaking strength. But Whitlock 
All'Manila retains its great strength throughout its unusually 
long, serviceable life —and that's what counts. 

^ THE UTMOST IN ROPE VALUE 

Whitlock All-Manila is the rope that is guaranteed superior in 
every respect to the U.S. Government Bureau of Standards Specifi¬ 
cations, including strength, quality of fiber, and length per pound. 

It is not surprising that progressive dealers who carry this rope 
are building business, for it enables them to guarantee rope satis¬ 
faction. You should be one of these dealers. 

Write today for our new Catalog describing the complete line 
of Whitlock Manila and Sisal products. 

\^iTLocK Cordage G>mpany 

46 South Street, New York 

Fa^c.dW»r,k^» Chicago, City 
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DISSTON 

PROFIT PLANS 


Published Monthly in the Interest of Merchants Selling Disston Tools 


What Is It Worth to Know That Every 
File in the Box Is a Good File? 



P OR a manufacturer to make a good file is one thing. For 
^ a manufacturer to make every file a good file is another, 
and much more important thing. 

Disston Files are known everywhere for their uniform good 
quality. One reason they are preferred is because buyers 
Imow that every Disston File is a good file. 

This uniform good quality is maintained in Disston Files 
because: 


1. Disston Files are made 
from the famous Disston 
Steel. Having our own steel 
works, we can have always 
just the grade of steel best 
suited for the purpose. 

2. We are one of the pioneer 
file makers of the country 
and many of our file makers 
have spent their lives in the 
Disston File Shops—real ex¬ 
pert workmen who are on 
the job year in and year out. 

3. Much of our file-making 
machinery was invented or 
developed in our own plant 
Workmen who have made a 
life study of file-making, 
naturally have developed 
machines that make better 


files—and make every file a 
better file. 

4. We use over 35,000 dozen 
Disston Files in our own fac¬ 
tory every year for filing 
Disston Saws. This constant 
use of our own product, day 
after dav, gives us an abso¬ 
lute and definite check on 
quality and on uniformity. 

It is the combination of these 
things—absolute control of 
the quality and uniformity 
of our own steel, expert 
workmanship, machinery de¬ 
veloped in our own plant, 
and a constant check on the 
qualitv and uniformity of 
our files—that guarantees 
that every Disston File in 
the box is a good file. 
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DISSTON 

PROFIT PLANS 


What Type of Saw to Recommend 


An Article to Help You Give Advice 
to Your Customers 

DECAUSE of numerous 
requests from saw 
users as to what type of 
saw to use for particular 
jobs—questions about the 
Dumber of points to the 
inch, length of saw, etc.— 
it has been suggested that 
we publish in **Profit 
Plans” an article which 
has been arranged to ex¬ 
plain the value of the dif¬ 
ferent styles of saws. This 
may be of some assistance 
J to you in that it may help 
Tooth adg« of law you to give a clearer ex- 
for croM-cnttm* planation to some of your 

customers. 



Cross-cut or Bip Saws 

U AND saws are divided into two main classes— 
“ the cross-cut saw for cutting across the grain of 
the wood and the rip saw for ripping or cutting with 
the grain. The difference between these two classes 
of hand saws is in the shape of the teeth; one style 
being designed to cut across the grain with an action 
suniiar to a number of small knife blades, and the 
other style for ripping apart when cutting parallel 
to the grain with an action like that of so many 
chisels. Whether the saw is for cross-cutting or 
ripping is the first choice to be made. The decision 
rests entirely on the kind of cutting to be done. 

Skew-back ! 
or Straight Back 

•T’HE terms skew-back and 
^ straight-back refer entirely 
to the shape of the back of the 
blade. The skew-back blade is 
ent on a curved line at the ! 
back as for instance in the 
Disston D-S Hand Saw, while 
the straight-back blade, as the 
name implies, is cut on a 
straight line from butt to 
point. The advantage of one 
over the other is almost entire- . 
ly a matter of personal prefer¬ 
ence. The skew-back blade is 
slightly ^htor in weigh^ A ^ ^ 

straight-back gives the blade for rloping 



HENRY DISSTON & SONS, Inc. 

Plillad41plii% Us 8. A. 


more ‘'body*' or stiffness. Therefore 
many men who use a strong thrust 
pressure prefer the straight-back saw. 

( 7 ** fmtiumtJ im tks umct ium§ Rnfit FUma** 
which mtUmphcmr cm thcacamuw hagca im the Dcemmhcr 
iaamc •/Hmrdwmn WerUU a 


A list of Difston Makes 

^ tMlbaii and 
Hw it Ait <|iiidl^ hi 

‘The Saw Moot Carpenten Use* 
Beek Sews 

Bend Sews for Wood tad Metal 
Bevels 

jBiiek Sews 

^^^iBmclier Sews and Blades 
^3^1 Grenier Sews forWood. MetaU 
■ifli and Slate 
Oomoass Sawa 

Cross-eut Saws and Toob _ 

Cylinder Saws 
Saw Blades 

Files and Raspa I 1 

Grooving Saws t . I 

Gaufes—Garpenters* 

Marking, etc. 

Hack SawBlades 
Hack Saw Framea 
Hand, Panel, and Rip Saws 
Hedge Shears 

Ice Saws 
I Incerted Tooth 
* I Grcular Saws 
Keybole Saws 
Kitchen Saws 

Knives—Cane, Com, Hedge 
Knives—Circular for Cork, 

Goth, Leather, Paper, etc 
Knives—Machine 
If vels-Carpenters’ and Masons’ 
Machetes i ■■ 

Mandrels I 

Milling Saws for Metal I 

Mitre-box Saws uy I 

Mitre Rods HL—J 

^e-man Cross-cut Saws 
Plumbs and Levels 
Plumbers’ Saws 
Pruning Saws 
Re-saws 

^w Gam ps and Filing Guides 
^ Saw Gummers 
Saw-sets 
Saw Screws 

IQIH Screw Drivers 
Screw-slotting Saws 
Segment Saws 
Shingle Saws 
Slate Saws—Grcular 
Squares—Try and Mitre __ 

Stave Saws (i \ 

Sugar Beet Knives I 

Swages 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 

Pointii^, etc/ 

Veneering Saws 

Webs—Turning and Felloe 

TM i« • awtial lit*. TW« ara ilMMMit* 
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your .Stop 




Looking for a Mooring 


Polar Cub Vibrator profits are 
looking “for a place to land“ in 
your town; let it be your store. 

Think of the women in your city 
who have always wanted a vibrator 
but couldn't afford one. Imagine 
how they will snap up a real motor 
vibrator that you can sell for a $5 
bill. A universal motor vibrator that 
can be operated on either direct or al¬ 
ternating current—three applicators, 
brush, button and cup. All packed in 
a strong, attractive carton with four 
color label which immediately puts 
Polar Cub in a class by itself—and 
all for $5. 

Send for our proposition today or 
ask our representative to call. 


[low to Tell a 
Good Vibrator 


THE A. C. GILBERT COMPANY 


441 Blatchley Ave. 
New Haven, Conn. 


General Sales Oixice 
300 riftb Aye.. 
New York 


Electric Vibrator 
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Feature Mirro for Christmas Gifts 


The December national advertisement 
of Mirro Aluminum will appear in the 
Ladies’ Home Journal, going into nearly 
two million homes throughout the coun¬ 
try. It will featiu^ Mirro cooking 
utensils for Christmas gifts. 

Tie your store up with this national 
sales message. Feature Mirro in your 
window in December. These bright, 
shining, finely designed utensils make an 
attractive display. Set aside a special 
counter* for a Mirro Christmas exhibit. 
Use the new eight-color Mirro display 
card sets wherever they will show to 
advantage. 

Many Mirro Aluminum utensils, in¬ 
tended for Christmas gifts, will be packed 


in attractively decorated boxes. They 
are ideal Christmas gifts which every 
woman will appreciate. 

Mirro is easy to sell because of its 
famous reputation for quality. Every 
Mirro utensil is made from pure, thick 
sheet alumimun foiled again and again, 
in Mirro mills, to give it the hard, dense 
grain which insures a lifetime of service. 

And back of every Mirro Aluminum 
utensil is the guarantee of the world’s 
foremost manufacturer of aluminum 
ware, with a successful experience ex¬ 
tending over nearly thirty years. 

If you are not yet handling the Mirro 
line write for the Mirro general catalog. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U. S. A. 

Every Mirro Utensil Makers oj Everything in Aluminum 

I Bears This Imprint 



imo 


tXLUMINUM 

Reflects 

Qood Housekeeping 
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Holiday Assortments of 
Remington Pocket Knives 

In Special Display Boxes 

TOOTHING is better liked or more useful as a holiday gifk for mei 
and boys than a pocket knife. With the growth of the *Hisefu 




r^uifiix>itr IS netter liked or more useful as a nouday gift tor men 
and boys than a pocket knife. With the growth of the *Hiseful 
nft** idea you have the opportunity to cash in on an almost un¬ 
limited market—^everybody** needs a good pocket knife. 

Remington is now offering the trade, for immediate delive^, four 
most attractive and salable assortments of PEN KNIVES. Two of 
the assortments comprise twelve knives each and two include six 
knives each. 

Each knife in each assortment is packed in an artistically designed 
individual box. The display boxes, containing twelve and six 
knives each, are furnished with an attractive all-over cover with 
handsomely embossed label on the inside of the top. This opened 
display box placed on or in your show case wifi help sell the 
contents. 

Each display box is wrapped and sealed in damp-proof, dust-proof 
glassene paper packed in a strong cardboard container, ana the 
number of each assortment is stencilled on the bottom of each dis¬ 
play box. 

While the selection of knives in these assortments is made with a view 
primarily for the Holiday Trade, they are knives which are in 
demand and salable at all seasons of the year. They are patterns 
which are regularly sold by all good dealers. 

THE ASSORTMENTS 

RP24 Comprises six only two-blade Pearl handle Pen Knives. 

RP33 Comprises six only two-blade St^ handle Pen Knives and 
six only three-blade Stag handle Pen Knives. 

RP34 Comprises six only three-blade Pearl handle Pen Knives. 

RP55 Comprises six only two-blade assorted fancy Pyremite 
handle Pen Knives and six only three>blade assorted fancy 
Pyremite handle Pen Knives. 

The selection of patterns in each of these assortments is from the 
full range, including the very best values and most desirable patterns 
in our entire Pen I^fe line. 

Owing to the limited time at our disposal to brin^ out these assort¬ 
ments in season for the Holiday Trade, we are obliged to curtail the 
quantities which we can offer. It is suggested, therefore, that you 
get in touch with your Jobber as early as possible in order to obtain 
your full share of the assortments. 


Remington cuileryf firearms and am^ 
munition are sold exclusively through 
the wholesale hardware trade 


REMINGTON^ 


R6654 

Paftri handle. Spear blade 
crocna polished and etched, 
other blade# blue glaaed. 
Bras# lined. Nickel silTcr 
Up#. Length, eloaed, in. 
Included la aMortmeat 
RP34, 
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The Neft Safety Nife 




A Practical Hunting Knife 


Neft Safety Nife Co. 

Newark, New Jersey, U. S. A. 

DiBtrlbaton Valley Forge Oatlery Oo., Newark, N. J. 


Safe to Carry—-Easy to Open—Safe to Use 


ized by ^ 


A sligrht pressure on the shield and open comes the Neft Safety Nife—next 
swing the blade out into cutting position—close the case and you have a rigid 
knife that’s ready for business. 


No tom thumb nails—no sore fingers—no projections to catch or tear clothing. 
And what a blade—made of the finest forged steel obtainable, perfectly hard¬ 
ened and tempered with a wonderfully keen edge. Handle of strong, non- 
rusting nickel-silver. 


ADAPTABLE FOR EVERY OUTDOOR USE—^There isn’t a single sportsman’s 
use that a Neft Safety Nife won’t answer perfectly—for hunting, camping, 
fishing, etc. 


EXTRA BLADES—Extra blades can be had in 8 different patterns. These 
blades are easily inserted and are locked with a small key which comes with 
every knife. A blade for every purpose. 


RETAHi PRICE —$3.75 each. Extra blades $1.00 each. 


GUARANTEE—We authorize every dealer in the United States to 
immediately exchange any Neft Safety Nife bearing our name and 
Trade-Mark that is defective for a New Neft Nife no matter in what 
city or store the Nife was purchased. We in turn will **make good'^ 
to the dealer who makes the exchange. 

SIZES—The Neft Safety Nife is also made in smaller sizes for general 
pocket use. Look for our Trade-Mark on every Knife and Blade. 

We protect the Jobber. If your Jobber cannot supply you—then write 
to us and we ^i\\ refer you to the nearest Jobber who will. 
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An Extra Sweeper Free 


Ask us or your jobber about it and get 
your sbipment on the way. BISSELL 
CARPET SWEEPER CO., Grand 
Rapids, Micb., New York Office and 
Export Dept. 46 West Broadway. Oldest 
and largest sweeper makers. 
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Sales of Silverplate Mean 
Repeat Sales 

To the dealer who handles silverplate the 
wedding and holiday seasons mean a great 
deal. 

And silverplate sales mean repeat sales. 

Even though it may not always be possible 
to sell a complete flatware service of 
1847 Rogers Bros. Silverplate, the oppor¬ 
tunity is opened for further sales later. 

For advertising and display helps 
write Sales Promotion Department, In- 
temational Silver Company, 

Meriden, Conn. 

Pacific Coast Warerooms, 150 Post St., San Franciaco, Oal. 


Cromwell 

Pattern 
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t Ritent Office Story of 
New Improved Gillette 

TT THEN the patents on die original Gillette Safety Razor 
W were granted by the U. S. Patent Office, there could 
not be found one single example of a safety razor using a 
flexible blade. 


Once the Gillette principle was 
estabUihed—^what happened? 

Hundreds of other safety razors 
followed in a procession to the 
Patent Office. 

One would naturally suppose 
that every useful form of razor 
had been discovered. 

Yet, on January 13th, 1920, 
the Gillette Safety Razor Com¬ 
pany was granted a patent broad¬ 
ly covering the New Improved 
Gillette, of which the patentable 
features are as important and as 
revolutionary as those of the 
original Gillette. 

see 

But a still greater award than 
that of the Patent Office has been 
granted by the men who have 
shaved with the New Improved 
Gillette and have given it their 


positive approval as the most 
perfect shaving instrument ever 
produced. 

On May 16th last, the new Im¬ 
proved Gillette was put on sale. 

Already more than 600,000 
men in America have bought 
New Improved Gillettes. While 
England, France, Holland, 
Belgium, Denmark and Italy took 
335,000 in the month of August 
alone. 

Important about the New Improved 
Gillette—A Word About the Blades 

Mott men prefer to tcrew the raxor up 
ttgkt to get the mott tadsfactory thave. 

OiUette deemt it proper to atkthe pub* 
lie to use Gillette Bladet te/jr in gtnmime 
Gillette Raxort. 

The Gillette Blade and Raxor are de¬ 
veloped to work tegetker. No Gillette 
Blade can deliver itt full thaving quality 
unlett uted in a gommim* Gillette Raxoi— 
built by Gillette, in the Gillette way and 
up to GHllette gtandardx. 


The New Imprvred 
GILL ETTB 
SAFETY RAZOR 
Uset the xame Bne Gil¬ 
lette Bladea ax you have 
known for years but 
now your Bladea can give 
you all the lukury of the 
nneat ahavinged^ in the 
world. 

AI 


from the faceTbut free to 
the beard. Identify the 
New Improved Gillette 
by ita 

Fulcrum Shoulder 
Overhanging Cup 
Channeled Guard 
M i ero met ric Precis i on 
Automatic Adjustment 
Diamond KnurUd Handle 
Diamond Tradeusark on 
Qtsard 

Hner^Shave — 

r Longer Service 
More Shavea 

from your Bladea 
In SILVER and GOLD 
Sharing Sets and 
TrareUr Outfits 

$5 $75 


GILLETTE SAFETY RAZOR COMPANY 

BOSTON, U.S.A. 


KNOWN TMt WOMO C 



SAFETY 

RAZOR 


Rimted >Unuaxy 
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New business methods are required 
to meet new business conditions 

Old methods invite failure 

This merchant is trying to meet present*day conditions 
with an out-of-date store system. 

^ He can’t get the records he needs. 

He guesses about the amount of outstanding accounts. 

His customers get slow service. 

^ He gives no receipt to his customers. 

(§) There is no incentive for his clerks to do better work. 

(§) He hasn’t been able to reduce expenses. 

He complains about conditions. 

He is discouraged. He fears failure. 



WE MAKE CASH REGISTERS FOR EVERY LINE OF BUSINESS. NOW PRICED AS LOW AS $75 

^ TT n CD 

CASH REGISTER C O M PANY - DAYT ON - OH lO’ 

- ---T, - . . n . - * - ■ ■ . -iu.-!- J f ■ I 
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New model National Cash Registers 
help merchants meet new conditions 


New methods insure success 

This merchant has installed a new model National Cash 
Register especially designed to help merchants meet new 
conditions. 


© It gives facts necessary for managing his business. 
It provides an easy way to keep tax records. 

It gives quick, accurate service to customers. 

® It prints a receipt for each customer. 

® It helps clerks sell more goods. 

(§) It reduces overhead. 


He has made conditions in his store right. 

He is meeting present-day conditions successfully. 


A National Cash Register is 
the only machine that issues a 
receipt, indicates, adds, prints, 
classifies, and distributes records 
at the time of the sale, all in one 
operation. No figure work. No 
delays. No mistakes. Just read 
the totals. 
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HE condensed line of fourteen types of Bassick 
Casters, selected to fill all the requirements of 
the average home, are marketed in a new and distinc¬ 
tive yellow and blue package. 

Each box contains one set of four casters, and is 
marked with the kind of furniture and the kind of 
floor or floor coverings for which the casters inside 
have been especially designed. 

Instructions and a tool for removing old sockets 
are enclosed in every package. They make it easy to 
put the right Bassick Casters on the right furniture. 

Properly packaged, properly priced, and easily 
applied, Bassick Casters make quick selling and 
profitable stock. 

Bassick Casters are nationally ad^fertised. 

THE BASSICK COMPANY 
BRIDGEPORT. CONN. 


BaSiiclc 

Casters 



& 
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Three months’ 
business in one 

Will you do that this Christmas ? 


T hree times as many 
Valet AutoStrop Razors sold during 
the Christmas season as in any 
other month of the year! That’s what 
hundreds of live dealers in different 
parts of the country report. And our 
own sales records confirm it. 

What will your volume be this 
Christmas? In the month of holiday 
business it is possible to sell 
Valet AutoStrop Razors three times as 
fast as normal—if you are prepared for 
the opportunity. 

Successful dealers are doing more 
than sell new customers. They are 
getting repeat sales on raaorsf They 
capitalize the present user’s enthusiasm. 
Since he is already * * sold ’ ’ on the razor, 
they get him to buy one or more for 
friends on his Christmas list. 


And don’t forget that women will be 
shopping around—looking for som^^thing 
men will be enthusiastic about. For 
years they have been big Christmas 
buyers of Valet AutoStrop Razors. 

Make your plans now to get your 
full share of this Christmas business. 
Get up a Valet AutoStrop Razor Display. 
It will tie you up to our Christmas 
advertising in the national magazines. 

Write for the Christmas display card 
shown below, together with other 
Christmas display material. Put it in 
your window or on a counter, with a 
dozen or so open sets around it. 

Prepare now to cash in on this 
important Christmas business. Send in 
your order today. 

AUTOSTROP SAFETY RAZOR CO. 
New York Toronto London Paris 


/luto^trop Razor 

Saves constant blade expense 



Thu attractive Valet AutoStrop Razor ChrUtmae 
card will he rent you upon request. It suggesU 
fl^is unique razor cm a gift for men that will stand 
oat in any group of ChrUtmas presents. 

Digitized by ^ ■oogie 
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NICHOLSON TUNGSTEN 

Point Files 



When ignition fklten or fmib 
On the co«d 


Your trade will like to know of them* 
The very name stamped on every file — 
NICHOLSON TUNGSTEN-is an an¬ 
nouncement that the entire automotive 
industry has eagerly awaited. A file so 
hardy so keen that it will dress the tungsten 
points of automotive ignition systems* 

Wanted by every Garage and 
Battery Service Station. 

Needed by Every Motorist. 

The retailer, who keeps several cards of 
NICHOLSON TUNGSTEN Point Files 
displayed on his counters, will soon build 
up a nice business* 


When you place your order, ask your jobber for a 
counter supply of our TUNGSTEN Point File Circulars 


Nicholsoh File Co. 


PROVIDENCE. R.I.. U.S.A. 
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'The Wjrld Loves a Winner 

Your Customers Included 

R emington Metallic Ammunition has proven its supreme accuracy 
and reliability. All World’s Records for Long Runs of consecu¬ 
tive BuUs-Eyes from 300 to 1200 yards are now held hy shooters 
who used Remington Ammunition. 


REMINGTON’ 


1921 


At Camp Perry, Ohio 

Ist Sgt. T. B. Crawley, U.S.M.C., shooting 
in the Winchester Match, made 
176 Consecutive Bulls-Eyes at 800 yards. 

(World’s Record) 

Ist Sgt. J. W. Adkins, U.S.M.C., shooting 
in the Western Match, made 
80 Consecutive Bulls-Eyes at 900 yards. 

(World’s Record) 

Ist Sgt. J. W. Adkins, U.S.M.C., shooting 
in the Wimbledon Match, made 
75 (Consecutive Bulls-Eyes at 1000 yards. 

(World’s Record) 

At Sea Girt, N, J, 

Marine Gunner C. A. Lloyd, U.S.M.C., 
shooting in the Rogers Match, made 
101 Consecutive Bulls-Eyes at 600 yards. 

(World’s Record) 


Sgt. Thos. J. Jones, U.S.M.C., shooting 
in the Libbey Match, made 
66 Consecutive Bulls-Eyes at 1100 yards. 

(World’s Record) 

SgL Edwin F. Holzhauer,U.S.M.C., shoot¬ 
ing in the Spencer Match, made 
41 Consecutive Bulls-Eyes at 1200 yards. 

(World’s Record) 

At Wakefield, Mass. 

Sgt. Thos. J. Jones, U.S.M.C., shooting 
on the new lOdnch BuUs-Eye, made 
132 Consecutive Bulls-Eyes at 3()0 yards. 

(World’s Record) 


More than 12 other matches at Sea Girt 
and Camp Perry were won with Reming¬ 
ton Ammunition. 


Remington firearms, ammunition and 
cutlery are sold through the jobbing trade 


for Shooting 



Right 
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The Eagley-Morrison Compeiny 

North Girard, Penna. 


Manufacturers of a 

MOST COMPLETE LINE OF 

Wall Clothes Driers 

And 

Wood and Wire Garment Hangers 

OF EXCELLENT QUAUTY 


REPRESENTATIVES 


TEATES a BOWER, 
846 Monadnock Bldg., 
San Francisco, Oalifomia 


H. M. OBEENEB SALES 00.. 
56 East Randolph St., 
Chicago, Illinois. 


B. A. MORRISON, 

309 Board of Trade Bldg., Portland, Oregon. 
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American Maid Aluminum IVare 

The Popular Priced Line 

[E secret of many successful house- 

_furnishing sales has been due to the 

enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used American Maid for 
his Special Sales. 

For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils—“To 
produce and sell at a Moderate Cost a 
line to meet all demands/’ We attained 
this in the production of AAiERICAN 
MAIDWzxe. 

Experienced housewives will welcome 
theor^rtunitytosecureAiUEft/C^JV 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sal( 

Write for prices 

Illinois Pure Aluminum Co. 

LEMONT, ILLINOIS 
U. S. A. 
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Door Hangers 
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LOAD S 



DU PONT 
SMOKELESS 
Drams 

BALLISTITE 

SMOKELESS 

Crains 

OUNCES 

Shot 

SIZE 

Shot 

Large Ducks. 

SSiorW 

26orQ8 

V/borVA 

4*5.r6 

Small and 
Medium Ducks. 

5)4 

24 

26 

I/d 

l/8ori;4 

5-6 .rTS 
5-6or7a 

Grouse. Partridge. 
Prairie Chicken... 

3or!5/4 

!24or26 

V/S 

6or7X 

Pheasants...,. 

3 

24 

\yb 

5-6.r7« 

Geese. 

y4or3;i 

26orQ8 


4-2.BB 

Wild Turkey.. ! 

5^or 3^ 

26 or28 

V/t 

4or2 

Squirrel, Rabbits.. 

3 

24 

V/h 

67oeTA 

Doves. Pigeons.... 

3or3>^ 

24 or 26 

VA 

67-7Xo^ 

Quail. 


It 

1 or \'/d 
\A 

7'Aor6 

7>iord 

Snipe, Woodcock. 

9^4 

3 

22 

24 

1 

\A 

8 or 10 
8 or iO 

Shore Birds_ 

2H 

3 

22 

24 

\ 

\A 

5 or 10 
8 or lO 

Sora Rail. 

2H 

3 

22 

24 

1 

\A 

8 or 10 
8 or 10 

Trap Loads. 


24or25 

\\ySor\A 

TA 


A TOUGH old customer is the 
goose and I know IVe got to 
^ hit him hard and hit him frequent 
ot he’s going to get away. That *s why 
I always order my shells direct from 
the chart of Du Pont Standard 
Loads because I know the load 
wouldn't be on the chart unless it 
was right.** 


Give me that load for Geese 

T he shooter has confidence in Du Pont Standard Loads*. 

He knows that when he picks a goose load from the above 
chart, he is buying the best combination of powder and shot 
that the country’s exxjert sportsmen could determine. 

And the same holds true with each load in the list. It is 
exactly right for the type of bird and small game shooting for 
which it is specified. 

Moreover, by condensing the thousands of former loads into 
this small table of standard loads through eliminating all un¬ 


STANDARD 
GOOSE LOADS: 


necessary combinations, you can now meet the demand of every 
shooter with a smaller and less expensive stock. With a stock 
of Du Pont Standard Loads there are no “dead ones”—^just 


Powders: Dupont^ Sy^or 
p/l drs. Ballistite, 26 
jor 28 grs^ 

Shot: Ounces—1 
Size — 2, 4 or BB 


a few fast selling loads for each type of shooting. The result 
is larger and quicker turnover and increased profits. 

If you haven’t received a counter display and a steel-bound 
card (for use by your clerks) both of which feature the list of 
Du Pont Standard Loads, write us today. They will be sent 
free of charge. 

E. I. du Pont de Nemours & Co.^ Inc. 

Sporting Powder Division 

WILMINGTON, DELAWARE 
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GO ODELl; 
PRATT 


PRECISION TOOLS 



Tbe reputation of the maker is 
the best guarantee of accuracy 


Goodell-Pratt Precision Tools have rapidly acquired an enviable reputation, and a strong 
demand among particular machinists, on account of their extreme accuracy and excep¬ 
tionally high finish. 

A Broad, Well-Developed Line 

The Goodell-Pratt line of Precision Tools includes practically every kind of tool that can 
properly come under this classification. Each class of tools is made in a full and complete 
assortment and we guarantee the accuracy of every one of them. 

Goodell - Pratt Micrometers, Steel Holes and Combination Squares 
may be obtained with either English or Metric graduation 


GOODELL-PRATT COMPANY Greenfield. Mass., U. S. A. 
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ROCHESTER, NY. 


10^ HAGUE ST. t 


A Moneij N^kGr 

^ ^nd The Cuslomer 


Iron Horse Metalware 

"At S*nmt et the N*mt hmpliet’' 

Includes also 

Oil Cans 
Ash Cans 
Wash Tubs 
Water Pails 
Wash Boilets v 
Rubbish. Cans 
Garbage Cans 
Corrugated Baskets 
Etc. 


I T SAVES COAL, TIME (S* LABOR, 
as well as the user’s clothes and temper. 
The extra heavy, reinforced and dust proof 

Iron Horse Ash Sifter 

With coal prices still climbing skyward and a 
serious question yet as to whether or not we arc all 
■going to be supplied, means there is going to be a big¬ 
ger demand than ever this fall for well built equip¬ 
ment of this kind. Why not put in a stock of them, 
now and capiulize the demand already created for this 
money saving piece of home equipment. 

By the way, how is your stock of Ash and Garbage 
Cans? It is an exceilent plan to order early. 
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The Majority Wrench 

It is an established fact that nine mechanics 
out of every ten like to work with a tool 
that is popular—^just as they like to work 
with men who are popular. 

The reason the majority of mechanics, ma¬ 
chine shops, garages and railroads prefer to 
work with the COES Steel-Handle Wrench 
is simply because it has the strength, the 
construction and the reserve power in its 
make-up which enables them to save time 
and do better work. 

And after all, isn’t the time saved and the 
character of the work that a company does 
the real factors that determine the choice of 
the tools they use ? 

For these very good reasons when Steel 
Screw Wrenches are needed—the choice of 
the majority is: “COES!” 

Sizes: 6 to 21 inches. 


GOES WRENCH GO. 

Established 1841 

WORCESTER, MASS. 

JOHN H. ORAHAM A OO^ 226 Market St., San Francisco, Oal. 

J. 0. McCABTY A 00., 29 Murray St., New York 
J. H. GRAHAM A OO., 113 Chambers St., New York 
HUGHSON A MERTON, Ihc., Portland, Ore.; Los Angeles, Oal.; 
San Francisco, OaL; Denyer, Colorado. 


Coes 

Steel-Handle 
Wrench 



Ask your jobber 
to supply you 
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The past is parent of the future 


Assure yourself a good lawn mower business 
next season by stocking ‘‘PENNSYLVANIA” 
Quality Lawn Mowers—the standard by which 
all others have been judged for almost half a 
century. 

They have been sales-leaders in the past. 
They will be in the future. 


PennsylvaMm®Mo\^rWorks 


.r^lLADELPHlA 


Quality 


This trademark is 
on the handles of: 


PENNSYLVANIA STANDARD. 

hi gh an d low wheel. 
PENNSYLVANIA JUNIOB. 

Ba ll Be aring, high and low wheeL 
PENNSYLVANIA OOLP, 

Ba ll B earing, high and low wheel. 
PENNSYLVANIA PUTTINO GREEN 
(Roller Type). 


Continental High Wheel 

Great American Ball Bearing 
Bed Clond Ball Bearing 
Orchid Ball Bearing 
Belmont Ball Bearing 
Delta Ball Bearing 
Panama Plain Bearing 
Belmont Plain Bearing 
Blectra Plain Bearl^ 
PennaylTanla B. B. Trimmer 
PennavlTanla Undercut B. B. 
Trimmer 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong: and eiffective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

tan Francisco Los Angeles Portland tea tt le 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Add This Salesman 

Good as Pexto Pruning Shears are ihey sell better 
for the way they challenge every customer’s pocket- 
book when displayed on the silent salesman opposite. 

The Shears themselves are beautifully finished 
and skillfully designed. But the way Pexto Quality 
wears after years of hard use is the point that 
sticks in the minds of folks who choose them. 
Farther, the hooks and blades are curved to insure 
easiest action; and the bevel of the blades makes 
them cut easily. Many types have adjusting nuts 
and regpilating ratchets to insure constantly close 
and firm adjustment. All are guaranteed. 

Pexto Pruning Shears Display Boards, beautifully 
lithographed, stand or hang, size 19 x 27 inches, 
and accommodate thirteen of the twenty-four Pexto 
styles. The shears for display boards come two dozen 
to a carton, and each number is in separate box 
within the carton. 

A Practical Pnming Guide 

The Little Pruning Book by F. F. Rockwell, a 
widely known writer with practical pruning experi¬ 
ence, tells how, when and where to pnine for the 
most vigorous and healthy growth. The published 
re-sale price of this 48-page book is 50 cents a copy. 

THE PECK, STOW & WILCOX COMPANY 

Mfrs. Mechanics’ Hand Tools, Tinsmiths' 
and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders’ and General Hardware 

Sonthington, Conn. Cleveland, Ohio 

Addma cmmspondtnct /• 2002 W»st Third StrMt, Clrvtlamd, Ohio 
Founded 1819 
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GENUINE 

“PHILADELPHIA' 

Lawn Mowers are cutting grass all over the World in a manner xmequalled 
any other machine; because we employ the highest grade raw materials 
and most skilled workmen and make machines that will stand up and do the 
work required of them, in the most satisfactory way. 


Our record for over fifty-two years of making the Standard by which all 
other makes are measured and the satisfactory service rendered the con¬ 
sumer at all times, makes the selling of Genuine “PHILADELPHIA" 
much easier than the other so-called high grade mowers. 





Largest 
Makers of 
High Grade 

Lawn 

Mow ers 

In the World 


Styles **Oraliain** end All BUel 

Vtnsdiam Cmclble Steel Blades. 
Practically Indestmctible. 


Send for Catalog 
and Discounts 
NOW 


Style *'E’*—Four Blades 
BemoTable Box Caps 


Most Satisfactory Motor 
Mower Made 


The most perfect in material and con¬ 
struction. The famous Vanadium 
Crucible Steel Blades, and the Bear¬ 
ings bored to rifle barrel accuracy, 
being features that have made the 

name “PHILADELPHIA “ worth 
remembering when buying Lawn 
Mowers. 


To supply the constantly increasing demand, 
we are making the Genuine **PHILADEL‘ 
PHI A" Lawn Mowers in 18 styles of Hand, 
3 styles of Horse and 2 styles of iMotor—all 
strictly the Highest Grade. 

A Mower for every purpose 
Are you ready to supply them? 


MOTOR Mowers. 30-iuch walking type 
40-inch ridinit type 

Combination lawn mower and lawn roller 


MOTOR MOWERS are becoming more 
po[)ular each season as great time and 
labor savers for Parks, Cemeteries, Gkolf 
Courses and large Estates, and 
like our Hand ami Horse Mowers, 
the GENUINE ‘^PHILADEL¬ 
PHIA” are the very finest that 
can bo produced. 


Write for 
FOLDER 
giving de¬ 
tails. 


The Philadelphia Lawn Mower Co. 

Slat and Chestnut Streets, Philadelphia, Pa. 

Huven & H&ven, SOS Mission street, San Francisco, OaU/omls, Selling Agente 
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SARGENT 


The Unit or Decimal System of Pricing and Packing Hardware 

which we have adopted and are now using for our product, 
appeals to most of our customers, and its adoption has met 
with their hearty approval; we believe that the advantages of 
this method of pricing and packing goods will be appreciated 
by all who market, specify and use the great variety of articles 
included in the general term hardware. 

When this new plan was first presented to the trade the 
idea met with general favor and we received many letters of 
approval from leaders in the industry, while resolutions of 
indorsement were adopted by trade associations. The response 
to our suggestion that we might adopt the new method was 
so favorable that we revised our prices, basing the new lists 
on the unit or decimal system and have since been changing 
our packages to conform. This has entailed a vast amount of 
work, but it is being done because of the great advantages of 
the new system. 

Advantages of the Decimal System 

It saves time, reduces labor and lessens the liability of 
error in sales and accounting work by simplifying the mathe¬ 
matical operations necessary to arrive at a price. 

Changes in Packs^es 

Articles that were formerly put up in boxes of dozens and 
grosses or fractions thereof are now packed in boxes contain¬ 
ing 5,10, 25, 50 or the most suitable quantities of which 100 is 
a common multiple, careful attention being given to the nature 
of the goods and the requirements of the trade. 

This change in trade methods is a ^eat advance that will 
he more and more appreciated as it is used and its use is 
extended. 

Sargent & Company 

New Haven, Conn. 

New York Chicago 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation hy the compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than 300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


ll;03.2143 

13 03.6065 
1303.7987 

14 04.0909 

15 04.3831 
1« 0467 63 
17 049675 
1306.2697 
13 05.65 19 
30 06.8441 


31 06.1364 31 
33 06.42 86 33 
33 06.7208 33 
3407.0130 

35 07.3062 

36 07.5974 

37 07.8896 
3308.1818 
39 08.4740 
3008.7662 



51149026 
5316.1948 
5316.48 70 
5416.77 92 
55 16.0714 
5616.3636 
5716.66 66 
5316.9480 
5917.2402 
6017.63 24 



91126.696 
9»16SB}1 
9327.176 
94127.46 It 
95137.7691 
9638.0619 
9728.3441 
9828.6363 


60 , 10 , 10,754 & 6 . --mm 


1103.1319 

1303.4166 


rnGliffFf 


71 20.2148 
73 20.4996 


The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U.S. Money Into Foreign Money and Re¬ 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Oross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8x11 inches. Cloth. Price, $10.00, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 


AnDBESS BEABZ8T OmOBi 
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Regular 
Can for 
Regular 
Price at 
Regular 
Discount 


DOUBLE your PROFIT 

—push Many-Use Oil 


Y, AUTO OILERj 


You are in business to make money— 
the most in the long run. We all are. 
Let us explain how you can make 
exactly the same profit on Many-Use 
as on the oil you are selling now, AND 
a big enough premium on every gross 
you sell to DOUBLE THE PROFIT. 

Handy size bottle 
Absolutely FREE to you 
Here’s your Velvet! 


RUST 


ETALS 




THESE DISTBIBXJTOBS PUSH MANY-USE 
l8 Your Name on the List? 


Arizona Hdwe. ft Supply Co. 
Appeal Mfg. ft Jobbing Co. 
American Grocery Co. 

Billings Hdire. Co. 

Ballou ft Wright 
Browning Bros. 

Baker, Hamilton ft Pacific Co. 
Blake. Moffit ft Towne 
Oaden-Strodthoff Co. 

Coffin-Redington Co. 

R. L. Craig ft Co. 

Cline-Cline Go. 

James A. Dick Co. 

Dunham, Carrigan ft Hayden Co. 
Fred Feldman Co. 
Fleischner-Mayner Co. 

U. L. Foss 
Oross-Kelly Co. 

John W. Graham ft Co. 
Hickman-^e Hdwe. Co., Ltd. 
Wm. H. Hoegee, Inc. 

Hoffman Hdwe. Go. 
Holbrookj^Merrill ft Stetson 
Heyman-Weil Co. 

Geo. Hambnmr Tool ft Sup. Co 
Jensen-King-Byrd Co. 

W. H. Kistler Stationery Co. 
Kimball-Upson Co. 

John J. Little 
Lowman ft Hanford Co. 

Morey Mercantile Co. 

Missoula Mere. Co. 
Marshall-Wells Co. 

Motor Mercantile Co. 


Morse Hdwe. Co. 
MoinKen-Dimneean-Ryan Co. 
Motor ILlwo. ft Equipment Co. 
Millard & Co. 

Martin, Finlayson ft Mather, Ltd. 
McLennan, MrFeely ft Co. 

Henry Mohr Hdwe. Co. 

New York Hdwe. Trading Co. 
Proudfit Sporting Goods Co. 
Piper & Taft, Inc. 

Peden Bros. 

Pettee Cycle Co. 

Ridenour-Baker Merc. Co. 

Spokane Hdwe. Co. 

Spokane Paper ft Stationery Co. 
Salt Lake Hdwe. Co. 

M. Seller ft Co. 

Scott Hdwe. Co. 

Strevell-Paterson Hdwe. Co. 
Schwabacher Hdwe. Co. 

Seattle Hdwe. Co. 

S. F. Sea 

SIoss ft Brittain 

Thomson-Diggs Co. 

Tritch Hdwe. Co. 

Tisdalls, Ltd. 

Union Hdwe. ft Metal Co. 

United Wholesale Grocery Co. 
Western Arms ft Sp’t’g Goods Co. 
Wheeler ft Perry 
Wood, Vallance ft Leggat, Ltd. 
Western Metal Supply Co. 

Zan Bros. 

Zion's Co-op. Merc. Inst. 


PREVENTS RUST 

OH Qur*: 

LUBRICATES 

NL'- ^« GUMS 

CLEANS- POLISHES 

puasiTw®E ■ _ 

I gunS.'’^''°lvers 

; automobiles 

I talking machines 

typewriters 
ccvVING ^^HINES 

motor cycles 
bicycles 


MANUfACTU' 

THE MANV-US 

NEW vOR** 


rACTuaCO 1 

'IV-USE OIL CO I 
JI 


Write ns for our resale proposition in 
full detaiL Or ask your Jobber 


THE MANY-USE OIL CO. 


BIABKET STREET 


Jolin H. aTaham h Oo., Sole Agents 


SAN FBANOISCO 
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The New Boston Rubber Chaff Tip 


SprinGriP 

T&ADB liABX 


PATBVTBD 


BEKD FOB CATALOG 


Assortment Box 


Rubber Chair 
Tips for' 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON . MASS. 


THE RUBBER TIP AND ITS PARTS 


BBA88 WABHEB 


BBA88 NAIL 


OOMPLETB TIP 
A88EMBLBD 


BuBBEB TZB 
WITH THB BBA88 
WA8HBB AND NAIL 
MOULDED IN BAMB 


rubber CHMr'^ 

♦ ^ til ^ ^^ousehold 

t X “ . 

T • A 
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^apa'^ 

SMcir^d 



This Red, White eind Blue 
Tape- Marker 

—Positively identifies and guarantees the 
strength, durability and service of every 
foot of Columbian Tape-Marked Pure Ma¬ 
nila Rope—a modem product, made with 
modern machinery and methods in the most 
up to date Cordage plant in the country. 

From the time that Columbian represen¬ 
tatives select the fibre in the Philippines 
until the completed rope is coiled and ready 
to ship, frequent and rigid inspections are 
made during the various stages of manufac¬ 
ture. The result is a high grade rope that 
we are glad to back up with an absolute 
guarantee. 

Buy Columbian Red, White 
and Blue Tape-Marked Rope. 




f^PE-MAPKEP 



^ guarantee 


Columbian Rope Company 

332.80 Gene6B6e Street 

Auburn, **T/ic Cordage City/* N. Y. 


Branches; 
Boston 


New York 
Baltimore 


Ohlcsgo 

Houston 
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Baldwin Circulation Proyed 

The above cut shows a Baldwin Dry Air Refrigerator with a wheel at 
bottom of storage room. The circulation is strong enough to turn the wheel 
at a rapid rate. No other make can turn a wheel placed in the bottom of 
the refrigerator. It proves that every inch of air in the refrigerator is in 
constant motion. 

We furnish dealers with a refrigerator fitted with glass door and wheel 
as illustrated above. Placed in your show window it has strong advertising 
value and attracts crowds. 

It’s positive proof and very convincing. They **See the 
wheel go ’round.’’ They see the Circulation. 

The Baldwin Refrigerator Co. 

Burlington, Vermont 

O. H. SBQTH 
Western Bepreseiitatiye 
S17 Soath St. Andrews Place, 

Los Angeles, Oalif. 

STOCK OABBIBD IN SAN FBANOISOO BT HEYMAN-WEIL COMPANY 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work. Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stamed and greasy hands, for instance in 
machine shops, garages, etc. 


^A6NETiG. 



The MAGNETIC CLOTH is as pliable 
as cloth, entirelj as efficient as the best 
abrasiye. Made to slip on the hand like 
a mitten. After nsing, rinse in warm 
water and hang np by the loop, to dry. 


Retails for 10 Cents 



These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back - aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modem house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Send US your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 


WAVUFAOTUBBD BT 


JOHN W. GOTTSCHALK MFG. CO. 

UmOH AVB. AND HA80HEB ST. PHILADELPHIA, PA. 

MeDONAZJ) B LZNFOBTH, Pacific Oosst BepresentativeB, 730 OaU Bnlldiiig, Ssa Fzaaeises 
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More Business This Fall 
on Wagon Lanterns 

M otor transport has reduced the number of night 
traveling, horse drawn vehicles but it has like¬ 
wise increased the volume of business on Wagon 
Lanterns by being the cause of law enactments, 
which make the use of lanterns compulsory instead 
of optional. 

This is the time of year to sell Wagon Lanterns. 

The pick of all Wagon Lanterns and the most popular 
among drivers are Dietz “Junior” and Dietz “Road¬ 
ster” Wagon Lanterns. 



Our illustration shows the “Junior” in action. This 
handy little lantern throws a 10 C. Power light ahead 
and a clear, lawful red light to the rear. This lantern 
is 12 inches high. Finish is black Japan. Packed 
half dozen in a case. 


R. E. Dietz Company, New York 

Fonnded 1840 

Largm»t Mak^rt of Lantern» in the World 
Tour Jobber Stocks DIETZ Lanterns 


Dietz 

“Junior*' 

Wagon 

Lantern 
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Great Scott—Man! 

What WOl Pyrex Do Next? 

'y HAT’S what a great merchant said when we gave 
him a pre-peep at the new 

Pyrex 50 

—and no wonder! Here are fifty new designs in 
what everyone thought was the most complete line. 
Everyone of them so beautiful, so practical, that a 
woman simply can’t resist them. Think of a dish 
that will perfectly bake two vegetables at once!— 
and that’s only a part of the 49 other attractions in 
the 50 new numbers of 

PYREX 

TRANSPARENT OVENWARE 

Ready for delivery. Each of these pieces of PYREX 
in an individual carton. Send immediately for price 
list and illustrations. 

Ask for the new PYREX window trim. 

Pyrex Sale* Division 

GOBNING GLASS WORKS 

Origimmtsn mmd Pattutttt •/ Trmmtpmrtmt Ovtmwmf 
706 Tioga Ave., Ckiming, N. Y. 
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The Monarch Refrigerator Works 

Burlington, Vermont 


There is still some Refrig¬ 
erator business for you, if 
you have Monarch Refrig¬ 
erators on your floor. 
These Jobbers can supply 
your wants quickly. 


Union Hardware & Metal Co. 
Lo$ AmgoloM, CaUfomia 

Sloss & Brittain 

San Francisco, California 
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BOYCO Galvanized Ware 



Quality Ware 


B OYCO Galvanized ~ 

Ware is made in / 

Western dealers. The 
Ware is made from 
black sheets and thor- 
oughly hot-galvanized 
after all construction 
is complete. The sur- 
face is clean, smooth 
and full of spangles. 

There are no cracks or crevices; no raw 
edges; no smallest bit of surface exposed; 
and no chance for rust or leakage. 


Each piece of Ware as it comes from the galvanizing pot is brushed mak¬ 
ing the surface clean and smooth. 


Place a trial order 
with your jobber to¬ 
day! Put this line on 
display! Show it to 
your customers — you 
will find that it sells 
on sight and brings re¬ 
peat business to your 
store. 



BOYCO Galvanized Ware is real quality ware; 
made better and finished better. 


Ask Your Jobber 



BOYLE MANUFACTURING COMPANY 

5100 Santa Fe Ave., Los Angeles CALIFORNIA 21 Sutter Street, San Francisco 
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The Tritch Hardware Company 

DENVER, COLORADO 


Jobbers to the Merchants of the 
Rocky Mountain West 



The Skidless Tire Chciin 

Manufactured by U. S. Chain Company 

OUT WEARS ALL OTHER CHAINS 

SMOOTH WHERE IT RESTS ON TIRE 

ACKNOWLEDGED THE BEST NON-SKID APPLIANCE 

ON THE MARKET 

APPROVED AND ENDORSED BY DEALERS AND USERS 

LOCK 100% SAFE 


The Tritch Hardware Company 

Distributors 
DENVER, COLORADO 

FRANK A. BABE, PMsldait R E. GEMTBT, TiMsnrer 

O. E. BABE, Vlce-Presideiit H. B. HUFFBIAN, Secretary 
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The best 
electric iron 
bein^ made 
today 


Superior in every detail 
of construction, work¬ 
manship, design and 
finish to any and all 
electric irons ever made 

Quality Sales Helps 
for Sunbeam Dealers 

CHICAGO FLEXIBLE SHAFT 
COMPANY 

5604 Roosevelt Road, Chicago, 111. 

30 Years Making Quality Producta 


^Quality Hand Iron 


WHY STAINLESS? 

HIS new steel, that neither rusts, stains nor tarnishes,” is not the result of 
an accident. Rather it represents the successful efforts of the metallurgist 
to produce a metal to meet certain specifications. 

RUST and STAIN have always been with us, so much so, we have taken 
them for granted. Your knives need no longer be disfigured with unsightly stains, nor 
do you need to resort to the expedient of plated blades. Stainless retains its keen cutting 
edge and also remains bright and shining under all conditions. 

In addition to the usual dinner and 
steak knives, stainless” blades 
are furnished in the better-known 
patterns of solid and plated silver. 


STAIKLESB OUTLEBT IB XABUPAOTUBED 
Americaa Bilvmr Company, Brlitol, Oonn. 

Intomational BUtot Co., Meriden, Conn 
Bead a Barton Corporation, TanntoxL Maaa. 

Boftri, Lnnt B Bowlen, Greenfield, Maae. ■ , 

SUver Plate Cutlery Co» Derby, Conn. I I 

Simeon L. and George a. Bogera, Hartford, Coon. ' ' 

Tbe Wataon Company. Attleboro, Maaa. 

B. Wallace A Bona Mfg. Co., Wallingford, Conn. 

Wm. A. Bogera, Idd., iflagara Falla, H. Y. 


BY THE FOLI.OWING COMPANIEB: 

American Cntlery Co., Chicago, niinoia 
Clement Mannfactnilng Co., Northampton, Maaa. 
Empire Knife Company, Winated, Conn. 

John Bnaaell Cntlery Co., Tnmera Falla, Maaa. 
Lamaon A Goodnow Mfg. Co., Bhelbnme Falla, M 
Landera, Frary A Clark, New Britain, Conn. 
Northampton Cntlery Co., Northampton, Maaa. 


American Stainless Steel Company 

1643 Oliver Bldg., Pittoburgh, Penna. 
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“Sterling’’ 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STEBLIN6 Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—^Past cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW a STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Tjuthtini.li Building, Boom 321, 417 Market Street, San Frandseo^ CaL 

EzellUiT* PMlfle StatM 


Screw Plates in Four Styles, Cutting up to IVa" 
CHAMPION TOOLS, Built for Service 
CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


No. 90. Self 
Feed 
DrUl. 


No. 963. 
Self - Feed 
end Double 
Oo m pound 

LeTerFeed 


No. 401. Rivet Forge 


No. 56. Cham- 
Dion One-Pire 
Variable Speed 
Klectric BUck 
smith Blower. 
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GET NEXT 


HELLERS 


Famous Sectional 
Cabinets 


FOR 


Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 


PROMPT SHIPMENTS 


Ask for Catalog 37-H 


W. C. Heller& Co. 

Montpelier, Ohio 




WM. R OTTEMILLER CO., York, Pa. 
Haiifactinrs of Cap aid Sit Senws, Seriw Maellii Wirt 

HEPBBBSMTATITXS 

Omer Cox, Atlas Bailding, San Francisco, California 
Sands A Oox, San Famando BldfLot Anfalaa, CW. 

Strimple A L. 0. Smith Bldg., Saattla, Wash. 

Rankin A Cox, Newhonse Bldg., Salt Lake City 

Taylor, Yonnn A Oox, Temple Cbnrt Building, I^nTer Oolorade 

Strimple A Coz, Oerbett Bldg., Portland, Ore. 
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THE JAMES SWAN COMPANY 

SEYMOUR - 


BITS 

AUGERS 



CONNECTICUT 

CHISELS 
DRAW KNIVES 



NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New Tori^ Office: 28 Warren Street 

WB WEBB AWABI»D THB MEDAL OP HONOB ON ME0HANI08’ TOOLS AT THB PANAMA- 

PAOIPIO EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento Oalifondia 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PhOMix ShoM mrm K«pt In Stock by tbc FoHcwIng Hcnccc 


Albaqnerqna, New Meodco.J. Korber k Oo. 

Boise, Idaho.Northrop Hardware Oo. 

Button Montana.Montana Hardware Oo. 

Denver, Colorado... .Moore Hardware k Iron Oo. 

El Paso, Texas.Momsen-Doiinegaii-Byaa Oo. 

Fresno, Oallfomla.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Oo. 
Loe Ancelee, Oallf.— 

W. T. MoFie Supply Company 
Perdval Iron Company 
Waterhouse k Lester Company 

Ogden, Utah.Oeo. A. Lowe Company 

Phoenix, Arizona— 

Palace Hardware k Arms Oo. 

Arizona Hardware k Supply Oo. 


Portland. Oregon— 

Korthweetern Hardwato k StM Oo. 

J. E. Haeeltine Company 

Pocatello, Idaho. .Salt Lake Hardwiue'Company 
San Francisco, Calif.— 

Holt Bros. 

Scovel Iron Store Company 
Spotswood-Hdfer Company 
Taylor k Spotswood Company 
Waterhouse k Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Oo. 

Seattle, Washington.Cray Brothen 

Stockton, Calif.Hickenbotham Brotlieni 

Tacoma, Washington.West Coast Steel Oo. 

Tncaon, Aria.. Albert Steinfeld k Oo. 


MANUFAOTUBSD BY 


PHOENIX HORSE SHOE GO. 

Largest Hone Shoe Manufacturers in the World 

BOLLZNG MILLS AND FAOTOBIBS JOILBT, ILL., PODOHKEEPSIB, NEW TMK 
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“THE RECOGNIZED LEADER” 



ELECTBO-ZINCEED ATTEB WEAVINO 

GALVANOID has won the preeminent favor of the trade beeanae it is the most depandp 
aUa zincked screen cloth made. Yon can confidently recommend GALVANOID to yonr 
b68t trade. 

OEDBE NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot fnxni^ advlao na and we will Me that yon are eppidled, 

WE ALSO MANUPACTUBE 
BRONZE, COPPER^ PAINTED AND OALT^ANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Sails Straot, OMoago, Hliiiois 

FACTORIES: 

Obleago^ niinoia Mt. Wolf, Pa. 

REPRESENTATIVES: 


EWINO-LEWIS CO., San Fran Jeeo and ixw Angelea, CaL 


D. L. HERMAN, Seattle, Waeb. 


Time to Order 



Order Now 
Christmas is Coming 


CROWN Tree Holders 



The only holder that has 
stood iq> for 30 years 


GRACEFUL— 

ATTRACTIVE— 

SUBSTANTIAL 

Quickly adjusted. Prevents accidents, and with 
ordinary care lasts a lifetime 

Saves your temper. You will appreciate the value of a good 
Tree Holder if you ever tried to arrange boxes or other flimsy 
appliances for holding Christmas Trees. The Crown will 
firmly clamp and hold any size tree that can be put into it. 


NORTH BROS. MFG. CO., Philadelphia, Pa., U. S. A. 
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CRESCENT TOOL COMPANY . 

Sr T.WN Ni^ * * 



Dealers Display 
Assortment 

No. DB 5 

Sue 26" by 26" 

This display board is made of quar¬ 
tered oak^ hand rubbed and is in the 
natural oak finish. 

On it is mounted a Decalcomania 
Transfer, showing the wrenches in ac¬ 
tual size and natural color. 

Hooks on the board permit a com¬ 
plete assortment to be carried and sold 
direct from the board. 

It is furnished with the assortment 
listed below at the price of the tools 
only, at the regular list and discount. 


6 only, 4-inch wrenches, list.$3.90 

12 only, 6-inch wrenches, list. 7.80 

12 only, 8-inch wrenches, list.9.60 

6 only, 10-inch wrenches, list. 6.00 

3 only, 12-inch wrenches, list. 4.50 

1 only, 15-inch wrench, list.2.26 

1 only, 18-inch wrench, list. 3.26 

6 only, 6-8-inch wrenches, list. 7.60 

3 only, 8-10-inch wrenches, list. 4.50 


Order from your jobber. 

CRESCENT TOOL CO. 

JAMESTOWN, N. T. 


roim TRADE WANTS 


The Highest Grade Coil 
FILES'^ File Made 

irSATOOL 




DELTA 


Will Please Your Customers 

Needs Only to be 
Displayed to Meike 
Sale 

REVtEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


Ronedy your Ignition Troubles with a “Deha” Coil Hie ^ 

OTAaS AU. COWTACr TOMTA-VASK fUMS > COILS > MAGNTTOa 
SMQULO K IN TNK TOOL KIT ON CVIIVT AUTOMOMLC ON MOIQN SONT 





Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in the Tool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


■A.. DELTA FILE WORKS 

PNIUDELPHIA, PA., U. S. A. 


DELTA 
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The Stanley Storm 
Saeh Fastener allows 
the window to be 
held open securely 
for cleaning, yentlla* 
tlon and other pur¬ 
poses. 


Don't Wait Until 
Snow Flies! 


I OOK over your line of hardware for 
“ storm sash windows and see that it 
includes the STANLEY STORM SASH 
FASTENER No. 1719 and HANGER 
No. 1715, illustrated above. 

The FASTENER is made in two lengths 
—5 inch for windows four feet high 
and smaller; 10 inch for windows over 
four feet high. It may be locked either 
in open or closed position. 

The HANGER enables the storm sash 
to be quickly and easily put in position 
without tools. 

To those who carry STANLEY 
STORM SASH HARDWARE 
in stock (or will do so), we will 
he pleas^ to furnish an attrac¬ 
tive folder, J-11, in two colors in 
quantity, imprinted with 
name ana address. 

THE STANLEY WORKS 

Main OfficM and Plant: 

NEW BRITAIN, CONN. 

Brnwh otSr..- ToA OUeiVO Frinelsoo 

Brand, omcaa. Angle, Beettle AUanta 




m 


“UNIVERSAL” 

Box Strapping 



"Known the Wwld Over" 


Cary’s “Divergent” 
Saw Edge Joint Fasteners 



Our new Saw Edge DIVERGENT Fast¬ 
ener with the flat web, is far superior 
to any fastener manufactured. It has 
a CONTINUOUS CUTTING EDGE as 
found on our other fasteners; the flat 
web is an added feature, which enables 
the user to center the fastener without 
loss of time or other annoyances experi¬ 
enced with other fasteners. All of our 
fasteners are being packed in tin con¬ 
tainers of uniform height, which shows 
up well on stock shelves. 

CARY MFC. CO. 

BROOKLYN - NEW YORK 
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2E Electric Blower 

A general utility motor driven 
fan unit. Equipped with universal 
motor and 6 speed regulator. 
Complete with plug ready to 
screw in lamp socket and start up. 
Cannot be beaten for forge blow¬ 
ing, exhausting fumes and smoke, 
organ blowing and similar re¬ 
quirements. 


Forges 

Drills 

Punches 

Shears 

Beading Machinee 
Tire Setters 
Woodworicers, Blowers 
Exhaust Fans 
Diso Fans and 
Ventilating Apparatus 

Write Dept. 37 for 
particolara. 



No. 200 Silent Bench Blower 

An ideal hand blower. Equwped 
with New Departure Ball Bear¬ 
ings, insuring smooth running 
with friction reduced to a mini¬ 
mum. Cut steel gears. Fan design 
conforms with most modern prac¬ 
tice. 

Just the equipment for a sm«ll 
forge. 


BUFFALO FORGE CO. - Buffalo, N. Y. 


N’T^ll4|l'i|ill)'l|ll|ll|l|IM^^ III! h hi: 1,H, li'hili!,!! |M1 liljlllll; l;„ '1 !,:| , ,1 l|h' , 1 , h 1 ,ih III ' 1 -jj 

iHHi^^^MMHMMMMMHi 



PORTER’S 

New Easy Bolt Clippers 

Look! 

A Neu) cupper 



12" long; cuts up to 3/16". 

Hie low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 
Porter’s No. 1866 Olippor 

SALES 0ITI0B8: 

Omer Ooiu Atlas Baildins. Ssn Frsneisso. Oalifornis 
Sands A Oox, San Fsrnando Bolldinf, Lm Anrslss, OaL 
Strimpls A uox. L. O. Smith Bailwf. SsatUs, Wash. 
Sirimpls A Oox, Oorbstt Bnildinf, Portland, Orsffon 


Cut Your 

Gauge Glasses 

The Bure and Easy Way 
A slight thumb pressure does the triek—^witb 
WiUdna Oauge CUaaa Cotter 
6E0. N. muons COMPANY, ISO N. Market St, CUa«i 
Woftam BsprssantatiTes, 8 PBAEB 8 AX 1 B 8 OO., Inc. 
Prentiss K. Rios F. H. Chown 0. E. Wood 

606 Carles Bldg. 1181 Oasco Bldg. 802 Postal Tsl. 
Denver Portland San Franelsoo 

O. T. Sprake. 216 Higgins Bldg., Los Angslss 


Store and Factory Trucks, 
Wheelbarrows, Scrapers, 
Hand Carts, 
■Ow 1 \ Casters 


Rankin A Cox, Newhonse Bldg., 
Taylor, Youngs A Oox, Tompl# O 01 

H. K. PORTER - 


Sslt Lake City 
•art Bldg., Denver, Oslo. 

Everett, Mass. 
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“Pittsburgh Perfect” 

Electrically Welded 

Farm Fencing 

Maximum strength, durability’ and 
appearance are combined in this one- 
piece fence fabric. Electrically 
welded at every joint, thus eliminat¬ 
ing wraps, twists and ties that add 
weight and hold moisture. Made 
exclusively of our own Open Hearth 
steel, heavily galvanized. A per¬ 
fected fencing; every rod guaranteed. 
Designs and heights to meet every 
need. Write for Catalogue. 



SPACING BOWECN 
BARSilNCHCS 



Pittsburgh Steel Company 


OBHBBAL OFFIOB8: PITT8BXJBOH, PA. 


Pacific Coast Office 

369-363 Monadnock Bldg., San Francisco, OaL 

Distributors of **Pittsburgh Perfect” and ”Columbia” 
Wire Fencing 


DimlisfliL OsRlgaa A Ha^sn Oo. 

8in Frsndsco, OsL 
Northern OsUfomia and NeTida 


Whiton Hardware Oompaiiy 
Seattle, Waeh. 
Waehlngton and Oregon 


W 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULLDOG 
LOGGING TOOLS 

Recognized all over the 
United States «s the 
BEST money and skill 
can produce 

WRITS FOR CATALOGUB 


Forgwd 


HIOHBST HONOR! 
AWARDED 

BY 



WARREN AXE CTOOL CO, WARREN, PA.lJ.S.A. 
daily CAPACITY agOO AXB3 AND LOOGINO TOOLA 



YOUB JOBBER WII«L SUPPLY YOU WITH 
THE OLD RELIABLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 


WESTERN SALES REPRESENTATIVES 
Omer Cox, Atlas Building, San Franciico, California 
Sanda & Cox, San Fernando Building, Loe Angele^Oal. 
Strlmple B Cox, L. 0. Smith Bnlldlxig, Seame, wash. 
Strimple & Cox, Corbett BnUdlng, Portland, Oregon 
Rankin & Cox, Newhouse BnUdlng, Salt Lake City, Utah 
Taylor, Yonnga a Cox, Temple Court Bldg., DenTor, Oolo. 
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FOR GENERAL BOOT 5. SHOE REPAIRING. M 


THRIFT is in 
THE SADDLE 

The day of the easy 
dollar is gone. Thrift 
is uppermost and — 

Our Guaranteed Perfection 
Economy Cobbler is the one article 
to put into the home. 

It is the Guaranteed Perfection 
Economy that takes the stitch in 
time and saves the proverbial nine. 

Holds a full complement of lasts, 
stands, tools and findings, and en¬ 
ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Air. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 


THE FATE-ROOT-HEATH COMPANY, Plymouth, Ohio 


QUARANTEEP 







HABdto DotaelMd. Ont ihowa Bight Hand Oaaamant Adjnatar 




uasement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Snpszlor Oasamsnt Adjastsr ia the ■ 
convenient to operate because all that is 
quired to unlock and move the window ia 
limply move the handle; when you let go 
tiandle the window is locked automaticMlj. 

Superior Oaaement AdJnsUr is the streag 
eat becauee it locke on the rod fattened te 
the window and thus combines the streagtk 
of the two rods. 

Superior Oasement AdJusUr holds the wia 
dow firmly at any angle and does not allev 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 

550 W. Lake Street, Chicago 




Qnslitj hangers and tracks designed to overcome all the troubles and 
draw-backs of ^eaply built hangers and tracks that are made merely to sell 
at a pries. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please eustomers and build trade. Wilts for catalog showing entire line. 



Roger Bearfngs 


Comlilste stedk earrimd of Tigard, Oregon, Brandi 


WAONEB MFO. 00., Dspi. T, Osdar Falls, laws 
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Did You Ever Feature Measuring Tapes i 

YOUK MARKET WILL SXTBPBISE YOU—THEY HAVE A THOUSAND USES 

There’s a tape for everybody, from farmer to professional man; of a style and price that 
fill the bill for each. There’s a good margin for you. 

iVt TRY IT OUT 









We will supply cuts for your printer, and colored display 
cards for your store that will talk tapes to everybody that 


comes in. 


We have a tape display case carrying just the assortment 
every hardware merchant needs. 

YOU WILL FIND THE DEIOAND IS FOB | 

TAPES 

THE RECOGNIZED STANDARD FOR YEARS 
Sand for Oatalogna. Ask Toor Jobber’s Sslesmsn 


New York 
Windsor, Ont. 


rii £/i/FAffN PifL£(Jo, 


Saginaw, Mich. 



SHELBY s;?; HARDWARE TherelsaDiffsTMCBiiiWashers 


WB AIJ30MASE 

Floor H i B g 01, 
Spring Bntts, Door 
Checks, Posh and 
Pull Plates, Door 

A _ ■ |H \ Bolts, Cupboard 

i t S \ Turns, Cupboard 

ItTl 9 V^J Catches, Card 

^ ]■ V-sF j Hold rs. Toilet 

7 I—I jH ( Paper Holders, 

/ \ CCy\ \ Garage Door Hold- 

V V«r j ew, Chest Han- 

diet/. Casement 
Adjustable Window Adjust’ 

Screen Door ers and Fasteners, 
Hinge hoclu, Sash 

Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, 
Door Braces, large line of Screen Door Hinges 
and a number of items not mentioned. Akk for 
catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBT, OHIO, TT. 8. A. 

COAST HEPBBiSENTATIVES 

POND HABDWABS OO., D. I. HERMAN, 
Lm Aii«^ Oat SMtUa, WaalL 


t 



Jnst M in am other eommoditj. Onr Weshers are 
made of the Beat Material and with the ntmoat eaare. 
That’a whr the largeat nsera of Waahera prefer thoae 
ef onr make. 

We also maike 

MaleaUe Washers aad Cast Iroa Washsaa 
Wraaght aad Staal Plata Washers 

ef all deaeriptiona. Round atnd Square, Plain or 
Galvanised. 


id RhetBMTS 
Sheared «dl 


- mm^M. — 

ruini miis 

ma-E.— 

miM 


PROMPT SHIPMBKT8 

Wrought Washer Mfg. Co. 

MllwmikM, WIs. 

Ooaat Repreaentatives, 

HUGHSON a MERTON, Inc. 

San PranoiBco, Oal.; Loa Angelea, Oal.; Portland, Ora.; 
Seattle, Weak.; Denvor, Oolo. 
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W.W. BABCOCK CO. 


HANUTAOTUBEBS 


BATH, N. Y. 


Spruce Ladder 

Your life depends on it. Why not get 
the best? 

Get a Babcock Spruce Ladder and be 
sure there is none better. 

Made in all styles for every need. 

Light, strong and durable. 

We want a dealer in every town. 

Write for Lateet BedmctiOB in Prices 

W. W. BABCOCK CO., Bath, N. Y. 


Lane’s Special 
Barn Door Hangers 



These Hangers have U-Shape frame, the 
form of the original Lane. The wheels 
are completely covered and will run on 
any length of track. 

Sold by the hardware trade everywhere. 
Manufactared by 

LANE BROTHERS COMPANY 

River Street, Poughkeepsie, N. T. 


Berger's Hooks and 
Pipe Fasteners 
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‘‘They Sell Because 
They Help” 

Manufacturing standards in the 
metal working trades have be¬ 
come far more exacting today 
than they were two years ago 
Employees are required to do 
more work—and do it more 
accurately—to increase output 
with less spoilage. 

Starrett precision tools help the 
mechanic to meet these higher 
standards. 

Workmen today are not spend¬ 
ing their money quite so freely 
as during the war years. They 
are buying only what they need. 

But they will buy Starrett Tools. 
Because Starrett Tools ‘‘help.” 

Write for Booklet—“The Tools 
Mechanics Buy” 

THE L. S. STARRETT CO. 

The World’s Greatest Toolmakers 
Manufactufn of Hack Sawa Unexcelled 

ATHOL, MASS. 


FACTS 

Worth 

Remembering 


In ordering 
Window or My 
Screen Cloth from 
your Jobber don’t 
forget these vital 
facte: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen CSotii de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Oloih is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a ruU 
100 lineal feet to 
every roll. 

That’s why dealers buy all of 
our wire products. Screen Cloth, 
Hardware Cloth, Poultry Net¬ 
ting, My Traps, etc. 

Please Order Through Your 
Regular Jobber 

BCannf aetured by 

The LUDLOW SAYLOR 
WIRE GO. 

ST. LOUIS, MO. 
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SHAOt. 


"EJtSY EMPTYINS" 

Grass Catchers 

** Favorably known the 
world over'^ now made 
with 

Re-taforcMl 
NM-SRpptag 


Dorablo 

Many exalnBive 
patented fea¬ 
tures and strong 
selling points 
explained in 
Catalog No. 20. 

Writs for it 


BOUZ or OUR PAOinO coast jorsbrs 
Oalifornia Hdwe. Oo. Baker, Hamilton A Paeifle 

Union Hardware A Metal Oo. 

Oo. Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jeneen, KIm, Bird A Co. 

Harper A Reraolde Oo. The Behaw-Bateher Oo. 

Faihng-MeOaunan Oo. Behwabaeher Hdwe. Oo. 

Marahall-Welle Hdwe. Oo. Beattie Hardware Oo. 
Hollej'Maeon Hdwe. Oo. The Thomaon-Diffi Oo. 

Dunham, Oarrigan A Hayden Oo. 

THE SPECIALTY MFC. C0.,SL PMLIIiM..U.S.A. 


AMERICAN SEAL 


PAINTS and CEMENTS 


<<MAKE GOOD” 


WRITS ns FOB DBAUBB'S PBOPOSITllOH 


MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROT, N. T. 1921 


WITH YOU AND TOUR OU8TOUBB8 


STAND FOB 

QUALITY and DURABILITY 


HERCULES COLD SODER 

the metal mendeb 


Monde any leak in any metal quickly and permanently, 
without heat or acid. Jnat apply Herculea Cold Soder, 
a eemi-liouid, from tube, eorering hole or crack. Fixee 
houaehola nteneile, braaa^ granite, aluminum-ware, pipea, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept A COUNCIL BLUFFS, XA. 

AMERIOAN MERCANTILE OO., 510 Battery Street. 
San Francisco, Oalif., Export Representatives 


JVORTROSS mwen 

iYLfKCnUOO CULTIVATORS 


Growing in Demand 
Every Day 

Sell one to s customer—end 
vou get hie next door neigh* 

bor. 

Comes In (8) sixee, 5* 
PRONG. 8 PRONG end MID¬ 
GET. suited to both Men end 
Women. 

The “NORCROSS’’ ie Dis¬ 
tinctively a “Quality” Line. 

Handsome in eppeerance 
and built to five long Service 
and Satisfaction. 

You’ll <injoy selling them 
because of tneir wonderful 
efficiency—-and becauae you 
can confidently recommend 
them. 

More then 800 Jobbers csrvy the j 
_.‘^ORCROSS” Line J 


Msnnfsctured by 

C. S. NORCROSS & SONS 

BiahneU, ZIL 
Dietributed by 
LEADING HABDWABE 
JOBBEBS 
BVBRYWHERB 


Digitized by LjOOQle 
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Prove It 

At Our Eixpense 

We have always said that vises 
can be made as fast moving stock 
as anything in your store. 

To prove this we have had con¬ 
structed handsome sales boards 
which keep PRENTISS VISES 
always before the eyes of your 
customers. 

Without Cost to you, one of these 
sales boards will be sent with 
your order for $62.50 (less the 
usual discount) worth of vises. 
It win prove how easily PREN¬ 
TISS VISES sell. 



Adc Your Jobber 
or write 

% 

PRENTISS VISE 

COMPANY 

106-110 Lafayette Street 
NEW YORK 

**On thm Bench Since 1868 ** 



THa l Couj^on 


CHICAGO SOLDER COMPANY HW 11 21 

4229 Wrightwood Avenue, Chicago, Illinois. 

Gentlemen: Please send me a free sample of Kester 
Acid-Core Wire Solder. 

Name . 

Company . 

Address . 

City. State. 

Our Supply House is. 


Solder business grows fast when you 
sell a solder of which you can truthfully 
say, “all you need is this solder and heat— 
no ifuz.” There is just one such solder— 


The drawing above tells the simple story of solder* 
Ing without separate fluxing. The ecientifically prepared 
acid flux ia contained in email pockets located at the center 
of the genuine tin-and-lead wire. Just before the solder la 
melted the flux ia released—result: exactly the right amount 
of flux at the right time,producing a hold-faet bond every time. 

YouHl know why every Kester sale brings repeat orders 
when you try a free sample of this solder. Just send the 
coupon. When you aee how * self-fluxing** cuts soldering 
time in half, you*ll decide to M thim bmtimr eoldr build a 
prubimblu moldur buminmee /or you. 

Sold in one lb. cartons, and on one, flve and ten lb. apoola. 

CHICAGO SOLDER COMPANY 

4229 Wrightwood Ave., Chicago 

Diroet Fmctory Ropromontmtivom : 

The Paucette-Huaton Co., Chattanooga, Tenn. 

Louie J. Zleeel Co., 216 Market St., Sen Prencieeo 


I t's like a 
third hand 
that applies 
the right 
amount of the 
right kind of 
flux at the 
right time. 


a Kester Solder Sale Means 
a Succession of Repeat Orders 


Digitized by i^ooQle 
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iMXOPfS 

f':; ITiconderq^ 

i! FLAK^' 
IS GRAPHITE 


DIXON’S 

Ticonderoga 
Flake Graphite 


is recognized the world over as the stand¬ 
ard lubricating graphite. 

It has many applications as a lubricant 
for cylinders and valves. Also used for 
coating gaskets and packing. 

Thousands of dealers consider Dixon’s 
Ticonderoga Flake Graphite indispensable 
to their stock—a 90 year reputation has 
built up a steady demand for it 

Can you supply your customers when 
they ask for it? 

Write for Booklet No. 230C and prices. 

Made in JEBSEY CITY, N. J., by the 

JOSEPH DIZON OBUCIBLE COMPANY 


EsUbUshed 1827 




(JET IN A SUPPLY OF 

NOVELTY FORCE PUMPS 

And treat your customers to the best. 

Y CjS^ f I We are the man- 
iTjll I I ufacturers of the 

' original ‘Novelty’ 

J B \\ 5| I Pump for WELLS 

JfJLn S!| and CISTERNS. 

m i patented ban- 

i attachment 

renders it the most 
I I durable, easiest 

jpL I working and best 

! fitted pump. 

Its imitations are 
« far inferior, be- 

Hni cause they are not 

^11 ^ ^ accurately con- 

^11 « structed and do 

sHII n produce as 

A^gll ^ large a volume of 

i Mrl « water with each 

^ ^ deU7- 

write for eircolar 
and special prices 
(Ho. ISO) once! 

THE HES8-SNYDEB CO., Uaasnion, Ohio 


The name of ^^BUTTERFIELD’’ on any tool 

Is a Guarantee of Accuracy, Service and Long Life 


BUTTERFIELD «c CO. ii| 

I j automobile: derby screw plate 

1:^ lA INCH STOCK HOLDI NG 'i ^^6 3/8 T'lS 
26 INCH STOCK HOLDING ^ 

WITH NO. 10 TAP WRENCH 


^ ; 



Automobile Screw Plate 
No. 102-A shown here¬ 
with, is one of the most 
popular sets on the market, 
and for this reason, one 
of the easiest to sell. 


NO. 102 A. 2 STOCKS lA IN. Sc 26 I N. LON G I 


Send for a copy of our new Catalogue No. 18, which shows the complete 
line of Butterfield Tools — Taps, Dies, Reamers, Reece’s and Derby Screw 
Plates —the finest and most profitable line any jobber could possibly handle. 

BUTTERFIELD & CO., Inc. 


DERBY UNE, VERMONT 


OHZOAOO STORE. 

11 Soath Ollnton Street. 


PAOIFIO COAST BEPBE8ENTATITB, 
Jolin F. Kegley, Lankenhlm, Oal. 


Digitized by 
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_ . numoer 

of styles of Pump Standards you have 
been carrying in stock? Every place a 
pump standard is needed can be filled 
with a MYERS Easy Operatine DEFI¬ 
ANCE OOG GEAR PUMP STAIOJARD. 

Strong enough to outlast two ordinary 
stands, with proper care; for either shal¬ 
low or deep wells. It will not only 
prove to be a big favorite with your 
trade, but will, through its improvements 
and service, enable you to concentrate 
vour efforts on a single style of Stand— 
The MYERS DEFIANCE. 

Ask your jobber or write us direct. 


PAINTS ♦ STAI 


The complete, eompaot, dietinctive line in handy hon— • 
hold cane—fnll-aise, full-meaaure. BBTA1Z*8 25 OB JiTg 
—no larger aisea. Big Value for user; Big Profit for 
Ton. A popular aeller with Hardware trade. Aaaort- 
menta oontam all 29 oolora; diaplay matter included. 

Dealer’s Assortment (30 doi.).964.00 

Jobber’s Assortment U2 dos.). 

Open Stock, all colors, per gross. 21.60 

2% Freight allowance, F.O.B. N. Y., 2% Oaah. 

Write for Color Card, CircaUtr and BooUot 


169-173 Second Asa., BBOOBXTN—NEW TOBK 
Townley Metal ft Hdwe. Oo., Kansas Oltj, Mo. 
Pacific Wooden Ware ft Paper Oo., Oakland, Gal. 


GENUINE 

HUNTER’S SIFTER 

BtandSFd of tiis Wodd 
Slnco 1880 


Sootional View Order from pour jobber. 
Showing Ckinstruotion 

Combines strength, beauty, usefulneee and dura- 
bUity. Cleanliness always possible liade in one 
piece of extra heavy tin platen nickel trimmings. 
£^dle swedged to bikly. No soldered joints to 
come loose. ICasy to remove all parte for eleanslng. 

THE FBED J. MEYEBS MFO. OO. 

Bmder Street aemlltoB, Ohie 


YOU ABE BIOHT IK 
BECOBiMEKDINO 

“WORLD’S BEST” 

IN NAME AMD FACT 


World’s Best 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


BXOLXfSIVB FBATUBSS 
Frame ia beat grade malleable iron 
Wheel underneath traek prerenta derailment. 

Wide bearing of the wheel diatributee weight and 
makes it the Eaaiost Banning Hanger on the market. 

Packed one pair in box complete with bolta: ono- 
half dosen pairs in a case. 

Track has Slidable Bracket, which hat made the 
World’s Beat Hangers ao popular with the building 
trade. 

If your Jobber can't supply you, we will. 

THE TOPPING MFC. CO. 

For 18 Yenni Safety Door Hangor Oo. 
A8HLAKD, OHIO. TJ. 8. A. 


F.E.MYERS k BRO. Ashland .Ohio 

MANurncTuStf ua of 

PUMPS FOR EVERY PURPOSE HAY TOOIS DOOR HANGERS 

WnWAUMlI. rICM. MIHIM N. M IKlUa 
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MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Higkest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David May dole Hammer Co. 

VOBWIO^ K. U. & A. 



/your\ 

^HAMMER 
SINCE % 

1843 ^ 


0 

HARGRAVE 


STANDARD BRACE WRENCHES 

They satisfy the most particular mechanic 



To fit all sizes of U. S. Standard Square 
and Hexagon Nuts, Cap Screws, Set 
Screws and Lag Screws. 

Absolutely accurate, strong and durable. 

Oar new catalog ihowa a eoiralete line of theae 
and a hundred other **QILUJTT TOOIiS" 


THE CINCINNATI TOOL CO. 

Oinclnnatl, Ohio 

Carleon h Frahm, Pacific Coaet Bepreientatlvee 
268 Market Street, San Frandeco 
1242 W. S6th Street, Loe Angelee 




Made in five ilxee —4, 6. 
8, 10 and 12-inch. And 
made of drop forged 
steel, carefully pack 
hardened with a faw of 
special steel of high ten¬ 
sile strength. Fully pol¬ 
ished or semi-finished. 
FULLY guaranteed. 


The Wresch 
Mechanics Choose 

Put this wrench in a mechanic’s 
hand. He’ll immediately sense its 
advantages. The scientifically 
designed curved handle, which ao 
conveniently fits his hand is 

more comfortable—it affords a firmer grip—and pre¬ 
vents the hand from alipping. Also of ineatimable valne 
for working in bard-to-get-at placet. 

Another improvement found only on Bergman’a Queen 
City Adjustable Wrench ia the greatly atrengthened 
tonf^e or web of jaw, which inaurea even distribution of 
strain over every part of the wrench. 

Write for Catalog and Qnotatlona 

BEBGMAN TOOL MAsNUFAOTUBINO 00. 
BXJFFAI.O, M. T. 

0. W. Ganio Co., 693 Million St., San Frandico, CiL 
Paclfie Ooait Bopreiontaitlvoa 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOE HARDWOOD WOBKIKO 

C The Foretner Labor Saving Anger Bit, unlike other bits, is guided 

E5SSS55iS5i5S^^^^^a by its Circular Bim instead of its center; consequently it wiU bore 

any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, rijbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PBOORESSIVE MFO. 00., Dept. “A,” Torrington, Oonn. 

Biiguin of Tour Hirdwirt Jobbiri, or Wilto Us Dlrtct. Supplied in Sots Writs for OsUlogii 


Digitized by 


Googl( 
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ROMMED 

U lSPRINGHINGESl Il 

STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMMEB SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.T. 
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TOOL CHESTS 


QN 


\ 


Wherever there are 
dealers who appreciate 
thoroughly the relation 
between tools and tool 
chests you will find in 
that locality hundreds— 
perhaps thousands — of 
Union Tool Chests ren¬ 
dering honest services to 
tool owners. 



1ARO 


Junior Screwdrivers No. 272 


inmninrFfmniFTii 

(• m >• It m »• I* It 

l<_H_ H_ n|_ n_ n_ !«_ H_ 11. 
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MB. DEALER — Honest-to-goodness tool steel 
blades, hammer forged, hardened and tempered. 
Dandy Viscolae finish handles, nickel plated fer¬ 
rules. One dozen assorted on rich maroon and 
gilt easel. 

The price will not break your heart, and the 
sales will make you smile. 

ASK YOUR JOBBER 

MABCY TOOL WORKS, INC. 

FUTNAM, OOKK. 

Western Bales Division; 

Geo. H. Wilkins Co., 180 N. Market St., Chicago 
Western Representatives: Sprake Sales Oompanj 

O. T. Sprake F. H. Ohown Prentiss N. Rice 
216 Higgins Bldg. 1121 Gasco Bldg. 506 Oharles Bldg. 

Los Angeles Portland Denver 

O. Edward Wood, 202 Postal Tel. Bldg., San Francisco 


The “Pony” Riveter 

Every “PONY’’ Machine will set both tubular and split rivets 
and is the best riveter made for repairing harness. 

This machine is made of malleable iron and steel and will not 
break if abused. 

MADE BY 

F. H. SMITH MANUFACTURING CO. 

3047 Carroll Avenue, Chicago, Illinois 
Manufacturers of 

Bivet and Fastner Setting Machines 
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How the Hardware Dealer 
Can Sell More Levels 


Lots of good workmen don’t feel they need a 
new level until they see a Sand’s. 

They may have a heavy iron one or a warped, 
wooden old timer, and they go on using it until 
they once get a Sand’s level in their hands. 

Then they buy a new level. 

It pays handsomely to carry Sand’s levels in 
stock and display them prominently. 

You not only ^et the business of the man who 
cannot resist buying when he sees a better level, 
but you get the business that goes to the mail 
order house when you do not stock and display 
levels. 

You can hold all the level business with the 
Sand’s line, for there are levels in pine, walnut 
and aluminum for all workmen on every kind of 
work. The price range eovers all competition. 
Your jobber wUl be glad to supply promptly. 

The following feeturei were originated and first 
applied hj Sand'e: The walnut leTel, the aluminum 
lerel, the solid set spirit glasses, the plate glass lens 

f iroteetion for spirit glasses and the friction grip wire 
oeaters to define exact center instantly. 

Write for fully illustrated folder describing 8and*s 
IsTels for accurate workmen on erery kind of work. 

J. SAND a SONS 

4866 BIVABD 8T. • • DETROIT. MIOH. 



The World’s Standards 

“SPECIAL" and “No. 1” Sawsets for 
hand saws not over 16 g'ang'e. 

No. 8 Sawset for Cross-cut and Circtilar 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 


104 ZafayMto St. 


KewTed[,M. T. 


^^STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
A] 0 o: Sabco Screw Anehora 

Sebco Toggle Bolts 
Sebco Concrete Xnserte 
Sebco Star l>nils 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

TraSe BlaHi 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


Gilson Garden Tools 

Have proven Live Sellers wherever 
shown. They get the weeds out of 
gardens and cash into the dealer’s 
tilL Write today for catalog and prices. 

J. E. OILSON CO., POET WASHTNOTON, Wia 



THE BBAINEBD LINE 


BOX, OHEBT, BEFBZOBBATOl 
rURN I TUBE TKTMim 


CABINET, 

08 


IN STOCK FOB PROMPT SHIPMENT 
THE BEAINEED MFC. CO. 
East Bochsstor, N. T., U. 8. A 



COTS - TABLES- CHAIRS- ETC. 




Light—Strong—Comfortable—Compact. 

Gold Medal Camp Fomitnre Mfg. Co., Eacine, Wis. 


TATTOO EAR MARKERS FOR LIVE STOCK 

The Only Permanent and Bailable Means for Live Stock Identifi- 
cation. For Hogs, Sheep, Cattle and Horses 
GOOD DISCOUNTS—GOOD SELLEB—REPEATS 
send FOB ODB DEALER PROPOSITION 

Three-Lattar Markar P S. BURCH A OO., 152-154 W. Huron Street, CHICAGO, ILL. 
















November, ip2i 


HARDWARE WORLD 


63 




1 ^ Lockwood Locks, recog- 

I nized as standard goods, 

I ba are well-made, of long life 

afford the users un- 
^ ^ excelled security. The line 

" H f includes locks for all pur- 

c W 

KLmJL Lockwood Dedgns, which 

can be had to harmonize 
with every architectural style, are pleasing 
in design and correct in their details. The 
wrought designs, for low-cost houses, are 
particularly attractive. 

LOCKWOOD MANUFACTURING CO. 

Mimufactarert of 

BUILDEBS’ kabdwabe 

SOUTH NOBWALK, OOMK., U. 8. A. 

F. o. maonr, Padfle Oout Bopr—OBta tt ve 
1938 Marin ATonne, BozkelOF, California, U. 8. A. 


Th« Only Wron^^ Iroii Anvil Mannfac- 
tnred in the United States 




Th« body is made of wrought iron, the face of 
higheet grade erueible east steel. 

The COLUMBUS ANVIL A FORGINa CO. 

Oolnmboa, Ohio 


OHLEN-BISHOP 


omouLAB O X 1170 

0BO860UT ^ VV ^ 

BAND V V kJ 


HAND 

OOBlPAflS 

BUTOHEB 


Tools and Trowels 

—^Made by— 

THE OHLEN-BISHOP GO. 

The Master Saw Makers 

Lawrsneelnirg, Ind. Oolmnlms^ Ohio, IT. a A. 

Western Trade Supplied Thru Branches at 
San Francisco, Oal. Portland, Ore. 


Drifting Pick for Ifiacc 


NORTHERN HANDLE CO. 

Mamifoetaren of 
*700001 BRAND” 
Gumateed Best QusHty 

HANDLES 

Axe. pldc, kuBBMn hoteketa Caot Hoclu, Pmvcj aod 
mckwoon HmAm 

Price List ttp<m Rn^neet 

NORIHERN HANDLE CO. ««».-<»> 

B«wlia« Gnm. Me.. U. a a 
K«t«for Siagfo Bit Axe 


THE ARROW WRENCH 


DROP FORGED 


HEAT TREATED 



A QUALITY TOOL 

An exacting standard is maintained in the manu¬ 
facture of the Arrow Wrench. 

When an order is placed for these tools, there 
is an assurance of receiving a uniformly high 
quality. 

ABBOW TOOL COMPANY, Inc., Buffalo, N. Y. 


Digitized by 















Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 


Patented 
Mch. 11. 1921 


TfcellnhrenalTira 

CarrierLock 

\\ _Vv,^ Adapted for aae 

on ALL ears. The 
El llT K 1 ^jjJy 

I completely protect 
I tires on the new 
I tire-carrier on the 
J Buiok, Overland, 
^Oakland, Chevro- 
Mch {" mi ^ let, Dort, Narii, 

Ho. lots Hajmes, Ford, etc. 
Sise across case 1% inchea 
Inside measurement of shackle is % of an 
inch. Adjustable to IH inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is ^ of an inch. 

Osee—Heavy, east brass, polished. 

Shackle—Formed steel rod, black, n st-proofed. 
Spring lever tumblers. In many key changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMAKBR HARDWARE GO. 

Lancaster, Pa., IT. 8. ▲. 

Waskem Salas Baprasantattvac 
R. D. TTLEB a OO. 

4th Floor Higgins Bldg., Los Angalaa, OsL 
612 Padfie Bldg., San Frandso^ OaL 
874 Holladay Ava., Portland, Ora. 


Sharon No. 9 Garage Set 



PATENTED 

The only hanger that can be used inside 
or outside, and allows the doors to fold 
back against the building without having 
costly adjusting brackets or built out 
arrangements. 

The box track and brackets for the No. 
9 are hung flat against the wall and 
cost very little to erect. 

T. F. STUART, Pacific Coast Agent 

1616 West 11th Street, Loe Angelee, OsUfonils 

SHAEON HARDWARE MFG. OO. 

Sharon, Pennsylvania 


SAMSON SPOT SASH CORD 


“Critchley-Six** 

Expanding Adjustable Reamer. Genuine original 
six or five blades are made only by 

CHADWICK A TREFETHEN 

Portsmouth, N. H. 

by CALDWELL SALES CO. 

San FraneUeo, CaL 


Sxtra quality, gnarantoed free from all imperfoetioni. 
Gan be distingoiihed at a glance by the Oolored Spots. 
Specified by architects and buildera ereryirbere. 

We manufacture braided cord in all sises and eolort, 
for all purpoiea. Carried by all jobbera. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Bope Chalk Lines 

Send for catalogue and samples 

SAMSON CONDAQK WORKS - B—Um. Maee. 

JOHN T. BOWNTBEE, INC., Bap. 

San Pranciaco, Los Angeles, Seanle, 

Denver, Salt Lake City 





















November, 1921 


HARDWARE WORLD 


65 



UNCLE SAM 

Supersteel Screw Driver 

BLADE AND HEAD ONE PIECE 

FEBBULE IS MACHINE TUBNED— 
NOT SPUN 

GENUINE mOKOBY HANDLE- 
WALNUT STAINED 

EACH SCBEW DBIVEB IS 
INDIVIDUALLY TESTED 


No. 100 Regular Pattern. No. 1000 
Insulated Pattern 
3, 4, 5, 6-inch lengths 


VAUGHAN St BUSHNELL MFG. CO. 

For Ovor 50 Tears Makers of Fine Tools 
2114 OarroU Ave..CMcago 


The Bridgeport Hdw. Mfg. Corp. 

BUDOEPOBT, OONK. 

Matchless Screw Drivers 
Tempered Blade Buns Clear Through the Handle. 
Red Varnished Handle 





No. 93 Mechanics* Square.2 to 12 inches 

No. 95 Electricians' Bound, Insulated.12 inches 

No. 96 Cabinet Bound.3*16x2 ^ to 12H inches 

K2‘o?n 8H. 4H. 6% ta. 

No. 970 Machinists* Bound .Hzl% inches 

No. 99 Baby Round.3*16x1 S inches 


Hercules Hnlfe Handle Screw Driver 
Forged Steel Handle Plate, High Carbon Steel Tempered 
Blade, Hardwood Handle 



I 

y 


No. 102 ]^und.2 to 12 inches 

No^lS Square .7*16x4 inches 


Challenge Plain Handle Scvew Dxtvsr 
Red Varnished Handle 


Fnll Tenqpeted Blade 

No. 82 Mechanics* .2 to 12 inches 

No. 84 Cabinet.1-4 x 8% to 12H inches 

Ne. 86 Xlectricians* .8-16x 2% to 12% inches 

* 0 . 87.8*16x1 inches 

Write 7 onr Jobber for prices. 

O. W. CAUSE 00. J. 0. McOABTT 

Western Sales Agents Eastern Sales Agents 
698 Mission St., Hew York Oltj, H. T. 

San Frandseo, OaL 


WOOD SCREWS 


MACHINE SCREWS 
SET SCREWS 
RIVETS BURRS 


STOVE aOLTg 
CAR SChEWS 
BOLTS NUTS 


Ifjp REED & PRINCE MFa CO. | 

Main Opfice and plant. Worcester. Mass., u. s. A. 
Branch. 121 North Jbppirson Strut. Chicaoo. III. 
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The Goods Our 
Readers Buy 

are principally those that are 
advertised regularly in our 
pages. 

We do not believe that the ad¬ 
vertising deserves all the 
credit. The goods themselves 
must have merit to win and 
hold the confidence of thou¬ 
sands of the most progressive 
dealers in this country. 

However, we have noticed that 
the goods which have merit are 
generally the goods that have 
the benefit of advertising, also. 
Perhaps the advertising is an 
expression of the confidence 
and sincerity of their makers. 

Our readers seem t o accept 
that view. They consiilt our 
advertising pages as a buyer’s 
guide when considering the 
addition of new lines, planning 
buying trips, or expecting the 
visits of salesmen. 

Address our nearest office for 
further particulars. 


MR. DEALER 

Have you placed your Sprayer order for 
1922? We want your business, and your 
trade wants our Sprayers. 

REMEMBER 

There is no other line of Sprayers so 
simply made or that gives better satisfac¬ 
tion to Dealer or user than 

THE UTILITY LINE 






No. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRAYER CO. 

ALBEBT LEA, IdlNN. 


Wltk th*- 

I ^ **“‘*** 

Anyone e«n ent a paM 
“ 1 dnplieato of nay Tnlt 

M type key in leee IkM 
one minute, linekln^ 
automatic. No enperi' 
anon ot skiU aeeeeaary- 
Write for deaeriptiTt 
booklet today. 

meitlN nieMlI * nw. t«, M« OHIm fW lurillM hmm. /UlMtaM. h. 


Gem Jr. Finger Nail Clipper 



The highest perfection in the clipper art. 
THE H. O. COOK OO., Anaonia, Ckmn., XT. S. A. 


THE PACKHAM 
ttm rfp< Criapar imI (Mto 

MADE BY 

THE PACKHAM CRIMPER CO. 
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NORTHLAND SKIS—TOBOGGANS —SNOW SHOES 

Every one a good seller -and profitable, too. Order early for next season—prices are down now 
NOETHLAMD SKI MFO. 00., 2330 Hampden Ave., St. Panl, Minn. ^ writ. 


Tannsrr 
* at 

mchifan 

OitT, 




“Rad-E-For-Use” 


RAZOR STROPS 



P r i e 6 ■ OnmruitMd 
anlnst dacUiit to d«t« 
or ablpmont. We hare 

reduced our line to the 
Terr beat numbers in 
each price. We manu* 
I faoture them in lar^e 

lota for stock. We can 
dallTor the Ko<>ds 
promjHlT. Write for aolectod 
sUndardLaod list and short 
line Quality samples. 

aiBFORD IdFO. OO. (not Inc.) 
No. 4 Pajno At., Adrian, lOcli., U. 8. A 



EVERYBODY WANTS UGNT! 

Give it to them and get the 
profits 1 400 candlepower of 

man-made sunshine. 

“IIULITE”LaBp$aid'Uitons 

Id^t at Uio acratch of a 
match. Equal to 20 coal oil 
lamps or lanterns in brightness. 
Handsomely finished. Lantern 
can't blow out. Bum 3 hours 
for 1 cent. Quick, aure sellers 
for the coming dark days. 

Write for our sales help. We 
pay for first ad in your local 
newspaper and supply extra 
electros free. 

mtlHd stuplic A metric Werks 

4U S. CKntoo St.. Chicago, HI.. U.S.A. 
Western Sales Representative 
OMER COX, 604 Mission St., 
San Francisco, Calif. 



Wilto 

for 

Catalog 


After They Had Bought Ten 
12 Blade Machines 

we thought they 
would stop, but 
they kept on till 
they bought 
THIRTEEN and 
they are now ne¬ 
gotiating for No. I 
14. When you can 
sell a firm one 
Twelve Blade ma¬ 
chine and by and 
by they come back 
and buy another 
you know then 
you have sold a 
man an invest¬ 
ment. When they buy 13 Twelve Blade 
machines you know you have. You can 
CON a man once but not continuously. 
The Hatfield is an investment—not a spec¬ 
ulation. 

Ldf UM tend you a cofoiogoc and prices 
Seven sizes. Seven prices 

THE HYFIELD MFG. GO. 

292 Clmrcli street ... New York 




HONES 


AMERICAN HONE CO. 

CLEAN, N.Y. 
lAfiGESTUNEOFSAZORHOHES 
INTHEWOWJ) 



BOLLER’S CRANK MOP WRINGERS 

Can Bg Usod Kvorywhoro 

Large Openings, Long Leverages and Cranks to 
tom out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER ROLLER BRCHHIE WORKS, 122-124 N. Cartis St, GUcaco, RL 
Padfio Ootst and Ittfr-Moontaln RapreaentatlTea 
TSAYBB a BOWBH 

846 Monadnoek Bldg., San Prandaoo, 820 Story Bldg., Loa Angalea 
Seattle and Denyer 
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Johnson Electric Washer 

The only washing machine selling at this time—WHY ? 
Because the housewife wants a washer LOW IN 
PRICE—EFFICIENT and ECONOMICAL. $110 at 

\HIWH SIMPLE and EASY TO OPERATE—COMPACT and 
ECONOMICAL—^fits into a space 27 inches SQUARE. . 
The JOHNSON popularity is created by satisfied own- 
ers—^ASK THEM. 

I BOILS the water— 

Bold onlj through STERILIZES the clothes— 

lOifliHg itoroo oarxT- 

.ppfc reduces time and LABOR — 

Doalon wantod ororj- 
whoro. Btato rldm 

As an INVESTMENT the JOHNSON LEADS 

for partteolan. 

Johnson Electric Washer Co* 

40th and Adeline Streets, Oakland Factory and General Office 



WATER SYSTEMS 

JOHNSON 
■ir|l ENGINES 

WINDMILLS 

HOOSIER 
\ ^ U PUMPS 

PAGIFIG PUMP ft SUPPLY GO. 

853 Folsom Street 
San Francisco, California 
Sole Distributors 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


SH2-44-46 Mission Street 
San Francisco 
California 


Wf carry factory brands onh undar factory 
labels arid rtnmbers 

WHOLESALE ONLY 
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OTSEGO BRAND 

STEEL GOODS 


llBUtTMPal 


sJopiS-. 


Otsego Brand Tools are strictly first grade and specially 
selected. Forged from extra quality crucible steel, oil tem¬ 
pered, polished hand finished and carefully tested. Handles 
are selected straight grain ash, polished, waxed and labeled. 

Ferrules are painted red. 



PRICES NOW IN THE HANDS OF OUR SALESMEN 
SEE HIM ON HIS NEXT VISIT 


DUNHAM, CARRIGAN & HAYDEN CO. 

San Francisco, California, U. S. A. 

Distributors for the Pacific Coast 


1112 
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BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 


For the Plumbing and 
Hardware Trade 




Standard Brass Casting Co. 

Main Office and Factory 
Oakland, Oalif. 

Sales Office 

823 Monadnock Bldg., San Francisco 


M. W. WUESTHOPF 
Sales Mgr. 


The Retailer 
Who Was “Out” 
When Your 
Salesman Called 

will be “in” when the postman 
hands him this copy of the 
‘ ‘ Hardware World. ’ ’ 

If your advertisement was 
here where it could attract his 
attention, you might be “in”! 

One of the great advantages of 
ADVERTISING IN OUR 
PAGES is the facility for 
reaching live merchants every¬ 
where, following up and rein¬ 
forcing the work of your trav¬ 
elers. 

It would pay you to be repre¬ 
sented regularly in the adver¬ 
tising columns of our publica¬ 
tion which is read everv issue 
by the really live merchants in 
Hardware, Housefurnishing, 
Sporting Goods and Accessory 
and kindred industries. 

If you ever get any increase of 
business, you must get it from 
these very people. 

Write us for further particu¬ 
lars. 
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The Mark on a Tool 
Is a Guarantee 
that it is the 
Best of Its Kind Made 

Tool Cabinets 





Assortments Ranging in Price from $200 to $15 

THE GUARANTEE—Replacement will be made free of charge on 
all Tools that may prove defective—the only condition being 

that defective tools must be returned to us. 

BAKER, HAMILTON & PACIFIC CO. 

San Francisco, California 
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Pure Manila Rope 

“Seaport” Brand 



TRADE MARK 


“Seaport” is a Pure Manila Rope with Government 
Standard Strength Requirements for Manila Rope. It 
is proper rope for Hardware Store trade, where a 
manila rope is desired. 

Ask your Jobber for this Rope. 

THE PORTLAND CORDAGE COMPANY 

Portland, Oregon . . . Seattle, Washington 


GARDEN HOSE 



WHITE FOB CATAIiOOUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Prert. J. A. SHEPPARD, Vice-Prert. H. B. PEASE, JB., Tieas. C. P. BUNTON, Swsy. 
6S9 MlMlon Street Noe. 61, 63, 65, 67 Fourth St., ft Pine St 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Onaraateed Merit, from a 
Honae Famoaa for Ita Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 




m 

Wbolesalen—Jobben 

StreveU-Paterson Hardware Go. 

BAIiT ZiAXB OITT 


A. M. HOLTER 

Hardware Company 

Helena, Montana 

BstaHUkti 1867 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


HONEYMAN 
Hardware Company 

Park and Olisan Streets, Portland, Oregon 

SELBY 

BLACK LOADED SHOT GUN 
SHELLS 

GUNS AND AMMUNITION 

GAS AND OIL HEATERS 

HEATING STOVES 

ANDIRONS, FIRE SCREENS 

FIRE SETS, SPARK GUARDS 

BASKET GRATES 

OVERLAND WAGONS 

EXPRESS WAGONS 

VELOCIPEDES, HAND CARS, 
BARROWS, ETC. 


HOLTER 

Hardware Company 

Spokane, Wash. 

WHOLESALE 

ONLY 

Auto Accessories 

Plymouth Hope Peninaolar Ltw 
Automatic Waahera Fuxnacea, Bangoe 
Sargent Hardware and Heaters 
Acme Paints Schuttler Wagons 

Bawlings E^xnting Mill, Mfafay ang 
Goods Logging SnppUes 


Prompt, Courteous Service 
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The House of Fair and Square Dealing—^Ask Our Customers 

EVEBYTHINa IK HABDWABE, IBON, PIPE AND HOUSE¬ 
HOLD UTENSILS, SPOBTINO GOODS AND OUTLEBT 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


THERE ARE MANY REASONS 

For the Continued and Increased Growth of Our Trade 


If you are one of 
our customers yon 
know them. 

If yon are not one 
we want the oppor¬ 
tunity of showing 
you why it will be 
to your interest to 
send us your orders 


Service —Equal to the best 

MicrchsindlSC^^of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everything in Hardware' 


Salt Lake City 
Utah 


Xhe ^alf Lake 

cHardw 


cHardware Co. 


Pocatello 

Idaho 
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1880 FORTY-ONE YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1921 


ARROW 



BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Otdy 


693 MissicMi Street, San Francisco, CaL 

Samples and Prices on Request 


The New Haven Brownie 

TELIiB THE TIME DAT AND NIOHl 



FX7IJ. RADIUM WHITE DIAL 
ONE DAT INTERMITTENT ALARM 

Heifht, 4 inchea. Dial 2% inchea. 

Alarm ringa 5 minutea, intermittently in 20-aecond 
intenrala. Haa ailent awitoh. Caae, aeamleaa braaa, 
hearily nickel plated. A compact, atrongly made, at* 
tractiTo little clock. 

MOROAN A ALLEN 00. 

150 Post Street, San Francisco, Oalifomia 


O. LINDEMANN & CO. 

SSaadSTWooMarSt^NewYork E8iabilMhmdl863 



Mmmtmimwmtvf JAPANNED. BRASS mid 
TINNED WIRE 

BM C^es aid Cage Smiries 


A. It. Conger, 708 Market Street, San Franclaco, Cal. 

Repreeentatlve for Oalifomia 
T. D. McLean, L. 0. Smith Enildiu Seattle, Waah., 
Repreaentattve for Waahington, Oregon. Idaho, 
Utah, Montana and Britiah Oolumoia 


STOVE & FURNACE REPAIRS 

Welding for All Bffskes Bepairs and Wicks for New Perfection and Porltan Oil Stores and Heaters 


JOBBERS MYER S. RUBENS WHOLESALERS 


D I A X C D C suver. Nickel, Brocse, Copper, D I A X C D C 

rLi/\iEjlxO Brass, Bine and Chm Metal Oxidising I Li1 Ej I\ D 

GALVANIZING RESILVERING RETINNING 


Demountable Elms, Etc. 
1009 W. FIEST AVE. 


Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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LET YOUR FALL ORDERS 
FALL OUR WAY 


YAKIMA 

Hardware Company 

TAEmA, WASH. 

Wholesale 


JOBBERS OF STANDARD LINES OP 
HARDWARE AND AUTOMOTIVE 
EQUIPMENT 


•r4en nu«d 

Same Day 
aa BaceiTad 



laai 


Prompt 

Oonrtaona 

Sanrloa 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We, have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for ns to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE A FUBNAOE 
REPAIR WORKS 

Inoorporatad 


MAX BUBEK8 


M. M. BUBEira 


J. X. BUBBHI 


8POKANB, WABHINOTOK 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON . 

IS CONDUCTED BY HABDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and HouseWd Goods for Hardware 
and Implement Dealers. 

SAVINGS FOB 1921 

609b OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail 
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FOR OVER FIFTY YEARS THE NAME E. A. BEEO HAS STOOD FOR 



Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH 
GRADE LINE. We can now make prompt shipment of Pliers, Plane 
Irons, Chisels and Razors. 

We are also sole American Representatives for the famous 
(KRON SAGER) SWEDISH HACK SAW BLADES, the HIGHEST 
QUALITY BLADES MADE, AT PRICES NO HIGHER THAN 
ORDINARY BLADES. Write for Prioes 


BENSON IMPOBTINO CO.» 620 South Hill Street^ Los Angeles^ California 



THE ONLY 
GENUINE 

AL WILSON 


8PIKNEBS 
BASS SPOOKS 
OONNEOTINO 
UKEB 

With the Safety 
Catch 


Famous from Pacific to Atlantic for workmanship 
and material. 

Ordtr throagh your Jobbor Witts ns for eiaslof 
AL WILSON CO.s WUliams BuUdiiifs San Frandsoo 


A good 
Profit 
for yon. 





EVERY FISHERMAN 
“ NEEDS 

Hall Automatic Gaff 

Only Practical Gaff Made. 

Weight, 20 oz.; 

Length 17 in. 


^GaffCt. 

lONE, WASH. 


Fire Losses Have Increased 469^^' 

Are You Prepared? Are Your Policies Written Correctly? 
k Your Coverage Complete? Are You Fully Insured? 

Let Us Audit Your Policies 
Write Us Today! 

CHAS. A. McKENZIE, Manager 

(Complete Insurance Service) 

PACinC COAST DEPARTMENT 

Retail Hardware Mat Fire Ins. Co. Hardware Dealers Mat. Fire Ins. Co. 

' Of Mlnn€$ota Of WiMconBin 

Minnesota Implement Fire Ins. Co. 

PRESENT CtfiOL For Thirteen 
SAVING Consecutive Years 

Licensed in PadAe Coast States Assets Over $4,000,000 

Insurance in Force, $300,000,000 
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Thompson Adjustable 
Sprinkler Head 


The 

Schaw - Batcher Co. 

SACRAMENTO, CAL. 

WE OFFER YOU 

Hardware 

Tinware 

EnamduMre dependable 
Ammunihon nuALlTY 
Budders* 

Hardware 

PROMPT AND EFFICIENT SERVICE 


Sold Through the Jobbing Trade 

Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


MANGRUM & OTTER, Inc. 

827-831 Idission Street, San Francisco, Cal. 

TILE, MANTELS AND FIREPLACE ACCESSORIES 

THE PEERLESS DOME O PORTABLE BASKET 

DAMPERS A let ORATES 

ASH PIT DOORS |fi|| ASH TRAPS OR DUMPS 

FIRE SETS S'PA'RTr n.TTA'P'ns 


ANDIRONS 


SPARK GUARDS 
FOLDING SCREENS 


Digitized by Ljoooie 







November, 


HARDWARE WORLD 


79 





Garbeige Cans 


It ^8 easy to point out the superiority of Made- 
well Garbage Cans to your customers: 

1. Deep drawn tight-fitting cover. 

2. Galvanized reinforcing wire around the top. 

3. 26-gauge body with heavy reinforcing 
swedge. 

4. Vent holes, allowing free circulation under 
can. 

5. Galvanized handles that fit the hand. 

6. Heavy leak-proof bottom. 

WRITE FOR NEW FOLDER, which describes 
the cans in detail. The Madewell line is a profit¬ 
able line for you. 

Madewell Pipe & Culvert Works 

East 12th Street and 25th Avenne 
Oakland, Oalifomia 


’MAOEWEL''* 



SPARK 


HOT BLAST 

Combination Wood and Coal Stove 

The satisfaction which this Hot Blast will 
give is guaranteed by the record for durability 
and good service which attaches to all Spark 
products. 

Fact-arguments which sell this stove — 

1. The air-ti((ht construction assures the 
utmost fuel economy, as it assures ma¬ 
jor heat delivery. 

2. The cheaper grades of fuel can be 
burned in this Hot Blast without sac¬ 
rificing the heating efficiency. 

3. This Stove works without trouble, 
without fail—It can always be* de¬ 
pended upon. 


with Dnplex Orates. Cast lining 
1 and Wood. Steel lining for Wood 


Fitted 
for Coal 
only. Size: 21x21x14. 


Scores of dealers who have tried handling 
several lines of stoves found that by concen¬ 
trating their efforts on the Spark*' line 
they could do a larger apd more profitable 
business. Some of them quadrupled their 
volume of sales and profits by featuring 
‘ ‘ Spark * ’ stoves exclusively. You have a 
chance to do likewise. 

If your locality Is not reprotontod 
write for the oxelutloe Agency for 
this **Spark** Hot Blaet ■ 

MADE IN A DAYLIGHT PLANT BY 

UaiMiHar-Dra/Co 

OAKLAND CALIFORNIA, U.SJL 


Portland 

F. L. Green Co. 
Portland Fum. 
Exch. Bldg. 


Seattle 

F. L. Green Co. 
62 Pike Street 


Los Angeles 
D. D. Adams 
332 So. Sprlnsr 
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“C-B-CO” Bottle Capper 


AUTOBCATIO RRTaBAaE 



Ho Kofol 
Ho SpiUifol 
Ho Adjoiimonlol 


EASY TO 
OPEEATE 


Ho Blocktl 
Ho Standfll 
Ho OMtingtl 


CAPS ANY 
SIZE BOTTLE 


SHUR-TITE 

BOTTLE CAP 


For perfect 
sealing — and 
re-sealing-—of 
home bever¬ 
age s, ketch- 
ups, sanees, 
etc., without 
the use of a 
capper. 



Used 

Eepeatedly 


Instantly 

Applied 

Seals 

Positively 


OOMFI.ETE IN ITSELF 

A home neceasity in bottling home made ehili sanee. eatanp. 
*frnit Juieea. mayonnaiae, horaeradiah. cider, cooking oils, beTcr- 
agea, or any liquid or aemi-liquid that raqnlrea an air-tight 
aeaL **ASK YOm JOBBBB" 

Ufa. byCOMSTOCK-BOLTON GO. Kansas Git^ Mo 

-CAPS THEIC ALL" 


lilil 



BETAILS 

THBEE 


COMPLETE 



Attractive 
discounts to the 
trade. 


OBDEB 

SAMPLE 

GBoes 

TODAY 


If ANUFAOTURBD BY 

POBTBB PRODUCTS CORPORATION 

Bmrarton.Kaw Toik 



Announcing 

THE NEWEST 

Faultless Caster 

(Ball Soaring) 

Of the same high standard that characterises the 
entire FAULTLESS line. A beautiful caster, neat 
appearing—built with lines that conform to the 
custom of furniture made today—^manufactured to 
a precision, no rough comers or unsightly scratches, 
symmetrical. These are a few of the extraordinary 
features that are standard in this new 

FAULTLESS BALL 
BEARING CASTER 

Ifsds in ell slsos nnd finishes, with mspls, lignnm-Titse. 
steel, esst-iron, fibre or felt wheel. Sena for sample best 
adapted for yonr purpose. 

Faultiess Caster Company 

Executive Offices 

BvamvlUe, Indiana 

Eastern Sales Office: 200 Fifth Avenue, New York 


**Moves th* 
FAULTLESS 
Way** 




Digitized by 


Google 





November, 1^21 


HARDWARE WORLD 


ei 




Digitized by 


OOgl 


Twin Tub 


TheylSell Easily and Make Friends 

The low prices and splendid quality of A B G 
“Alco” Power and Electric Washers hsTe kept 
them in the lead for 13 years. cypress 

tubs, peg or disc dollies, hi h. p. motors or 
pulleys for sas engine, quiet underneath drire, 
etc. Liberal discounts. All ABO Washers 
operate ABC Electric Ironers—sares buyer $32 
on extra motor. We belp our dealers to sell. 
Write for prufmsition 

Altorfer Bros. Co.. Peoria^ III. 

New York San Francisco Brantford, Ont. 

]B 

WASHIS WKINCS ••• lAONt 


Arcade Crystal Coffee Mill 


A Nationally Advertiaed 
Coffee Mill 

The air tight glass hopper, 
keeping its contents free 
from dust and atmospheric 
action, has two great advan¬ 
tages — screwing into the 
neck of the frame it can be 
taken off for 
cleaning p u r- 
poses as well os 
packed s e p a- 
^ 0 ^ rately, avoiung 

breakage. 

The glass cup is marked 
with tablespoon gradua¬ 
tions, insuring correct 
amount of ground coffee. 

Finishes—Black, Blue and 
White Enamel — 

Plate—Oxidized Copper. 

We also manufacture Tots, 
Banks, Culinery articles. Oarden 
Sets, Mop Sticks, RiTeting 
machines and several hundred 

other herdwere itema 


The 

E VERED Y““ 

Bottle Capper No. 3 for Home Use 


Ask for Catalogue No. 98 


ARCADE MFG. CO. 

Freeport ■ . . m 


Warranted Unbreakable 

Made entirely of Malleable Iron and Steel 


Manufactured by 


U. S. Oct. 19, 1920 
Canada, May 3, 1921 


DEALERS 

ARE 

WARxNED 

TO 

BEWARE 

OF 

INFRINGE¬ 

MENTS 


There is no set limit to the amount of Capping that 
can be done with an Everedy. 

The speed and skill with which it is operated 
numbers the amount of bottles that can be capped. 

And all bottles are sealed absolutely air-tight. 

The pressed steel capping head with reinforcing 
flange assures this. 

Packed in individual cartons, half dozen to ship¬ 
ping carton, weighing 23 lbs. See your Jobber. 


Fumishod with rubbor-cmsliloiiod base, 
as abown, or with lO** hardwood base. 


The Everedy Bottle Capper Co. 


Frederick, Maryland 
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H ere is an added reason for selling the already 
popular Glasbak dishes—the new “Heatkwik” 
bottom. 

Show this feature (found only on Glasbak Ware) 
to your customers; only a few words are needed to 
explain that it allows the oven heat to circulate 
freely underneath each dish, that it means quicker 
and more even baking, and that it helps to save fuel. 
The beauty of Glasbak dishes doesn’t need to be 

McKEE GLASS 


pointed out, and the variety of styles makes it pos¬ 
sible for a woman to own attractive dishes for ever>^ 
baking purpose. Be sure you have a complete line 
of pie, bread and cake pans, custard cups, bean pots, 
casseroles, utility dishes, etc. Each piece is packed 
in individual cartons for your convenience in 
handling. 

We guarantee that Glasbak Ware will stand the 
heat of any oven without cracking or chipping in 
any way. Send for booklet E. 

CO., Jeannette, Pa. 



Cupola Bunior Oil Storo 



Short OhlBiiioy Oil Stovo 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 


SEND TOXTB OBDEB8 TO 

QUICK MEAL STOVE CO., DIV. 

OF AMEEICAK STOVE OOMPAHT 


C. H. SCHIECE 

We also cany a large Pactne Ooaat Agout 

716 Indiana St, near lOtli St.. 

OOAZt BAl^GES San Franeiaco, OaL 


We also cany a large 

ime of 

GAS RANGES 
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You Will 
Enjoy— 

A profitable Combination Business when selling 
the PARAMOUNT Malleable Oaa-Ooal Range. 

It is practical and appeals to the housewife 
because of the satisfactory manner in which it 
cooks and bakes. Two ovens are provided—one 
lor the use of Coal only—the other for Oas 
exclusively. 

Onr Salas and AdvarUadn^ cooperatien will assist in 
estabUshing the Paramoimt in yoor territory. 
Write ns today. 



Malleable Iron Range Co. 


BBAVEB DAM 


WISCONSIN 


Makers of Monarch Malleable Goal Ranges 


The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO TH E . WHOLES ALE TRADE 


If joQ are a wholesale dealer and have not onr catalog and prices, you should write for them at onee. 



BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with unproved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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OPENS CANS OF ANY SIZE OR SiWPC 



] The Word Sanitary ^ 
—and Egg Beaters ^ J|r‘‘ 

^oods that ACTUALLY ARE SANI- 
TARY, are most desirable for kitchen 
use; they are head and shoulders ahead 
of those not really SANITARY — in 

L fact, SANITARY goods stand in a class 

by themselves. For this reason manu- OH 

facturers use the word SANITARY HJl 

wherever possible. Our experience is jU|| 

BOTH WOOD AND CASTIRON in JSIL 

kitchen Beaters are UNSANITARY. If 
any article must embody cleanliness, ( 
rSiZEOPSiiAPt that’s a kitchen beater and THAT’S ^ 

WHY we have always made LADD 
ALL-STEEL BEATERS—ALL STEEL, A 

NICKEL PLATED with a SMOOTH SURFACE, JUST 100% SANI- 
TARY, NO LESS. They cannot discharge dirt, durft, paint, etc., into 
the mixture. A VERY IMPORTANT TRUTH FOR SALES TALK. 

lADD Alilt-STEXIL BEATEBS—3 sises for all requirements. 
lADD MIXES 0HUEN8—qt., 2 qte. Bemovable Beaten. 
BATUBN HEELS—2 finishes, 40 ft. cord. 
aATUSN OAK OPENEB—Safety, EUtionary. 

CAN OPENEHS—5 nsoal varieties. ootr 

KAZOB PABIKO KNIFE. NXTT OBAOKEBS. 




Ladd 

Mtxer-Chamt 


UNITED ROYALTIES CORPORATION, 1133 Smy, New York 


Saturn Clothea- 
Line Reels 


Bepree en tativet; Omer Cox, Atlas Bnildinfc. 604 Mission St., San Francisco, Calif.; Sands A Cox, San Fernando Bnildinf, 
Los Angeles, Calif.; Strimple A Cox, L. C. Smith Building, Seattle, Wash.; Rankin A Cox, Newhonae Building, Salt Lake 
City, Utah; Taylor, Youngs A Cox, Temple Court Building, Denver, Colo.; Strimple A Oox, Corbett Building, Portland, Ore. 


WHITE MOUNTAIN REFRIGERATORS 


f STOlViE WH ITEl 



“The Chest With the ChOI in It” 

The name “WHITE MOUNTAIN“ for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN “ the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- 
TAIN” Refrigerators you should 
send for our finely illustrated [-jp 
catalogues and booklets. S 


Maine Manufacturing Company - Nashua, N. H., U. S. A 

BRANCH OrrZOBS: 

Now Toffk Oltj BoaOoii, Mata. AllanU, Gn. Dtliaa, Texas San Fraaclsoo, Cal. Dtnver, Colo. MslbonriM. Ana. 

PACIFIC COAST DIBTBIBX7TOB8: 

San Frandaoo.Donham, Osrxlfsn A Hajden Co. Portland.Btonnjmsn Hsrdwsse Ot. 

Sacramento.lliller-Enwnglit Co. Seattle .Schwabaehnr Hardware Co. 


. Schwabaehnr Hardware Co. 
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ROCK-A-BYE 

NURSERY ACCESSORIES 


SWING NO 


SWING BED NO. 19 


SPECIAL N0.7 


.24 


ROCKER NO.24 ^ 


ROADSTER NO.IO 


WALKER NO. 18 


Perfection Manufacturing Co, 5tlqui5,mis5ouri. 

Leffingwell ave and Montgomery street. 


When clear lamps give too intense a light 
recommend the 


WHITE Htygrade 


FILLED 


Z . 
U%iU$u{6- 
iooAjiikea 
ekUmat^^ 


Soft, glareless, artistic light—for Reading 
Lamps, Living Rooms, Nurseries, Sewing 
Rooms. 

For workers on polished surfaces. Hospitals, 
Churches, Canopies, Marquees, Show Windows, 
Show Cases, Hotels, Schools, Motion Picture 
Houses. 


- lAit 

trademmi^ 
inrtd-i$onerrfy 
/ampyott 


,- 1 


WHITE Hygrade 
Gas-filled 
50 Watts only 
Opalescent Glass Bulb 
Light without Glare 


For any place where glareless light is needed. 

Hygrade lamp Co Western 1 

V Representative 

Atlea Bnilding 

^ALEM MASS FrandaMTcal. 


OMEB OOX 
Weatera 
Bapreaentatlve 
Atlaa Bnilding 
Ban Frandaoo, Oal. 


Licensed 

mdtrlktUmfdm 

GmifalEkciikCo 


The Hygrade Lamp Company makea a complete line of 183 types and aiaea of large etyle tungsten lampe 
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VTie Only JSampwdk the ^Double S^ilament 


From 40 to 1000 Watti 

Buy According to 
Candle Power— 

Not Price. 

The iTorago 200 watt 
lamp lold on a prico baaia 
only, glToa 166 0. P. 

whitollte glTea from 226 
to 230 0. P.—the Bnrean of 
Standarda rating for 200 watt lampa. 

Tbia 36% to 40% increaao in candle 
power which the WhiteUte bnyer geta OYor the 
man who bnya on a price baaia only, ia w^ 
.n^t it? 




Now in 76. 100. 200 WatU 

Dualite — exactly tlie 
game quality as WMte- 
lite, but having two fil- 
amenta, it gives exactly 
double the service. 

When one filament bnma 
ont, nae the other filament 
and donble the life of the 
lamp. 

Dnalite ia practicaL It haa been on the market 
twelve montha. The many thonaanda that have 
bean aold—each one rendering donble aervlce to 
the naer and creating increaaed bnaineaa for the 
dealer—provea that it ia not an experiment. 


worth conaiderlng—ian 

WHITEIiITE ELEOTBIO 00., 368-370 Broome Street, New York City 

Liccrued under Gmerol Electric Compcuiy'a polenta 

Superior Qas 7iUed J^amp 
xiri th. One ‘d^Uament 



WHITEOTE 


Tk9 Dmmlif U fmllj 
$r»t*et§d h U, S. 
Pmt 0 ut$, mmd it mmdt 
eed ftrtUtd mcim- 
tiv^ht. 


Lalance & Grosjean Mfg. Co. 

Mtmufacturtrs of the Colohrotod Linos of 

.A.gate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Franciaoo 
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ORDER FROM YOUR 
NEAREST JOBBER 

The 

OLD REUABLE 
Lines of 

American 

Enameled 

Ware 

Marble 

(Blue and White) 

Swedish 

(Molded Veined) 

White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMEUNG CO. 

MASSILLON, OHIO 

3 Plantt at BeUairOf Ohio, and MaMoUlon, Ohio 
covering IS acres of floor space 





. (HA11UON 


FISH CUTLERY 



Every household 
needs a fish scaler 
and oyster knife, 
and so does every 
restaurant and 
fish dealer. Sell 
Chatillon Fish 
Cutlery, give sat¬ 
isfaction to all of 
them and make 
profit for your¬ 
self. 


Chatillon Fish 
Cutlery i s well- 
made and substan¬ 
tial, with strong 
steel blades and 
firm, comfortable 
handles. In use the 
last fifty years all 
over the United 
States. 

Ask your jobber for 
information on 
this line 

85-99 Cliff Street 
NEW YORK CITY, N. Y. 



jOii?: oWiLLOM 6 sows 

New York U.S.A. 
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THE THOMPSON \ 
SUBMACHINE GUN 

The Mo0t Effective Portable Fire Arm in Existence 

The Thompson Submachine Gun is the lightest automatic gun in 
the world, weight eight pounds. It can be taken apart and assem¬ 
bled in less than a minute without tools. It can be carried under 
the coat ready for instant use. It enables the amateur to fire 
with the precision of an expert machine gunner. There is nothing 
to break, wear or jam. It fires at the rate of 1000 shots per 
minute full automatically from the shoulder or semi-automatically 
a shot for each pull of the trigger. 

Hardware jobbers and dealers can stock tbia remarkable new gon to 
adTantage. It baa a tbonaand and one aaes. Write for full details. 

Mads by Colt*a Patant Fixa Anns Mfg. Oo. for 

AUTO-ORDNANCE CORPORATION « 

302 Broadway, New York City |. 

Oabla Addrsaa: Antordeo. N. T. 


/ ' 
s ^ 




The 


A TRI 



Thil new aeale 
U called **Lib- 
erty Foetal 
Scale'* — eapae- 
ity t wo pounds. 
Finiabed in fold bronie or oxidiied eopper. 

Order thii TRINER aeale now. It* a a quick aeller, 
with a good profit. 

TRINER SCALE & MFO CO. 

Wa«t TwMitrFint StfMt CHICAGO, ILUNOIS 

W. P. HORN * CO. 

Pacific Coast RepreaentatiTea 
Rialto Buildinr, San Franeiaeo, Oal. 

Loa Angelea Portland, Ore. Seattle, Wash. 


I 



Makes Stoves Look Like New 

KILLS RUST; PREVENTS RVST- 
INO; CLEANS AND POLISHES. 
Write for Wboleiale Pricea 
SUPERIOR LABORATORIES 
Ocnoral Offloea. Dept. 11 


GENERAL SALES CORPORATION 
Pacific Ooaat RepreaentatiTea 
718 Mlaalon St., 737 Terminal Bt., 
San Frandaco Loa Angalea 
Seattle, Wash. 
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1921 N.R. A. Indoor Championship 

WITH 

AMMUNITION 

Lakewood Rifle Club, of Lakewood, Ohio, made the phenomenal 
score of 9,650 x 10,000 in Prone and Off-hand combined. 

Prone .4,997 x 5,000 

Only three points down for five-man Team 
Off-Hand .4,650 x 5,000 

These Lakewood Champions used exclusively 

Peters **Tackhole Special” 22 Long Rifle Gartridges 

• The Peters Cartridge Company, Cincinnati, Ohio 

BRAKOHES: NBW TOBX— 8AH FBAV0I800 

PAOIFIO COAST BRANCH—88&-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL-WELLS COMPANY, Portland-^pokana-Dnlnth-Winiiipef-Edmontoa 
HIBBARD. SPENCER BARTLETT A GO., Ohicafo, Ill. SLOSS A BRITTAIN, Ine., San Franeiaeo 



Milbradt Ladders 



Will pay for them¬ 
selves in a short time 
by enabling yon to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appear¬ 
ance of your store up 
to date. 

Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv¬ 
ing. 


MILBRADT MFC. CO. 

2416 No. Tenth St - - - St. Louis, lAo. 


IMARVEL 

I NITROGEN LAMPS 

I All Sizes! 

Stamped on every Mar¬ 
vel carton are the words 
‘‘One GUARANTEED 
Nitrogen Larap.*^ 

You are protected! You 
and your customers are 
assured of perfect | 
lamps—no disappoint- § 
ments, n o misunder- 1 
standings — no come- | 
back claims. | 

IMMEDIATE | 

DELIVERIES | 

Write or Wire | 

BRITE LITE | 
LAMP MEG. CO. | 

214 Oxford St. 1 

PROVIDENCE, R. I. | 
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Less Sales 
Resistance 

As a retailer you can’t take time to in¬ 
troduce new or unknown goods. It re¬ 
quires too much sales effort. That is 
one reason why you should stock Witt 
Corrugated Ash Cans and Garbage 
Pails. These yellow label products are 
well and favorably known all over the 
country. They meet with little sales 
resistance, enabling the dealer to close 
business with less time and effort. 

If you do not now carry Witt Corru¬ 
gated Ash Cans and Garbage Pails it 
would be wise to stock them. Your 
jobber carries them. 


FOB SAIiE ON THE PACIFIC COAST BT 

Baker, HamUton k Pacific Co.San Frandaeo 

l>olirniann Commereiid Co.. .San Frandaeo 

Dnnkam. Carrlgan k Hayden Co.San Frandaeo 

Heyman-Well Co.San Frandaeo 

Holbrook, MerrlU * Stetaon, Inc.San Frandaeo 

Mannmm k Otter, Ine.San Frandaeo 

SeUer Broa. * Co.fan rnmdaw 

Wldton Hardware Co.2“^* 

J. Bomatein k Sona, Inc.Seattle, Waak. 

Schwabacher Hardware Company.Seattle, Waak. 

Seattle Hardware Company.Seattle, Waah. 

Tbomaon-Diggs Co.Sacran^to 

M. Seller ItOo.Portland, Seattle, Spokane 

Honeyman Hardware Co.Portland 


THE WITT CORNICE CO. 

CINCINNATI, OHIO 



This phstograpk shsws Mr. G. P. Baksr mt ths at* 
of 76, with his St 9 v*ns Favorit* Rifit. Aft*r shoot¬ 
ing this rift* mor* than 10,000 rounds, Mr. Bnhor 
smj*: i$ smek mn mecurat* rifU tkmt / enmttdar 

that St$v*uM rifUs mr* th* mott acastrmt* 
shot mud i kmv* shot tk*** rifU* for 40 ymmn. 


Stevens Is Still Stevens 

WeVe always said that Stevens accuracy was 
a 58 year old tradition. Here’s the unbeatable 
proof. 

The above reproduction shows targets made by 
Mr. O. P. Baker, who for 40 years has shot the 
Stevens Favorite Rifle. And Mr. Baker at the 
age of 76 made these targets with the same rifle 
that he has fired more than 10,000 times. 

A pretty convincing argument for Stevens 
accuracy and a pretty positive proof that the 
healthful outdoor life of the Stevens shooter 
keeps a man young a long time. 

The steady hand and undimmed eye that made 
possible these targets, have been trained to shoot 
straight by a life-long association with Stevens 
accuracy. 

Once again results have proved that Stevens 
is still Stevens. 

For Your Customers — Mr. Dealer - 

Here’s some information to hand your Stevens 
Customers. 

Put this in your window or paste it on the 
inside of your gun case—anywhere so long as 
people coming into your store can see it. 

It’s using facts like these that help the Dealer 
cash in on his Stevens stock. 

TTilf Ad mossntod on cardboard wlU look 
wall in ifour loindow 

J. STEVENS ABMS COMPANY 
Cbicopae Falls, Mass. 

Executive and Export Offices: 50 Church St., New York 

Oumod mud Opormtod ky 

Savage Arms Corporation, New York 
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MADE IN OHIO, U. 8. A. 


ALUMINUM 

“Real Solid” 

The •mmAX, mOLXD" LINE hae been for 20 
years, the Strong, well known, dependable 
Aluminum line of mtohen Utensils. 

Our Policy is and has been to five the dealer 
foods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronafa 

"REAL SOLID” WARE 

This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Riaidness and 
Durability. 



TRIMMINGS — Tinned Iron, usinf Double 
Coated Tinned Iron—The beet on the market. 
PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straijrht— 
bottom of handle is protected with Metal 
Trtmminfs, so that it will be impossible for 
flames to creep up over bottom and bum off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofora 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finfer prints from 
handlinf or dirt, which may accumulate while 
on dealers* Shelves. 

We have added 26 New Items, all prac¬ 
tical. This makes the **BEAL SOLID” 
Line the most complete on the market 

Write Today and fet our New ’ 
Catalof just off the Press. 


The Buckeye Aluminum CoiiipiU]]i 

W008TEB, OHIO 



A **Down to the Minute** 
Camp Outfit that 
Makes Camp Life Enjoyable 

—As a running board box it carries a eom- 
plete Camp Cooking Outfit, a two burner 
ffaeoline cook stove and a metal service 
box, in which to carry a complete dining 
service. 

—The box is convertible in lees than two 
minutes into a Camp Cook and Dining 
Table, having a top measuring 26V6z33 
inches and with two spacious shelves under¬ 
neath for bolding utensils, stove, etc. 

—With the **Oampera Friend** you stand 
up and cook with ease and sit down and eat 
in comfort. 

—It eliminates the open camp fire for cook¬ 
ing purposes with all its disagreeable 
features. 

—There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this * * up-to-date ’ ’ outfit. 

Write for Prices and Dlnstrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OBEQON 
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The 

Sunshine 
of the 
Night” 


WICHITA ST. PAUL TOLEDO DALLAS LOS ANGELES 
ATLANTA CHICAGO 

_ Canadian Factory: ToronlpOjj 


P I Just the Thing for Christmas! 

I /^^OLEMAN Quick-Lites make the finest kind of 

' Christmas gifts. They benefit the whole family. They 

brighten the home. They make it happier—at Holiday time 
and all the rest of the year. They are the most practical, 
most sensible and handsomest gift you can offer your trade. 

( oleman Quick-LHe 

L^nips and La sterns 

‘ Easy to sell. Just light them (with common matches) on | t" M I ; 

your counters and in your window displays. Their brilliant Jk ! / L | 

white, yet soft and restful light of 300 candle power is ab- (l L* ' 

solutely the best Christmas Salesman you can put to work J? f liri I 

in your store this season. Nationally Advertised all this ^ j 11 | ’ 

month, in the leading Farm Papers and Magazines as “Just ^ ! ' 11■| ' i i\ 

the Thing for Christmas. “ I j [|jj[ M 

Y 9 ur jobber has Coleman Qmicb’Lite Lam^ and Lanterns waiting | 1 

for yon. Send him yonr Christmas order today. Write us for your 1 i 

Quicb-Lite Window Cards, Advertising Circulars and other helps, ^ ^ m 

Thef oleman f Smp anv MyKsijKy 
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Western Made for Quality Trade and Sold All Over the United States 


5 Electric Toasters 

IfJ^ Electric Table Stoves 
Electric Heaters 

Low Price and Large Profits for You 

Simplicity of construction, beauty of design, economy of operation, make 
BESTOV one of the fastest selling lines on the market. Rigid adherence 
to the highest standards of manufacture make possible the maximum 
service performance of BESTOV appliances. 




TalMe Stoves 

Siae: 8% inches square, 6 inches high—660 watts. 
No. 201—Uniferm Blue Steel, List Price..$6.00 
No. 202—Highly polished blue steel, nickel- 

plated top. List Price.$6.00 

No. 203—All nickel-plated. List Price.$7.00 

No. 204—Same as No. 203, but with C-H 

Switch in cord. List Price... .$8.00 


Luninoiis Heater 

Oxidized copper frame, nickel-plated legs, polished 
copper reflector. 

No. 601—1800 watts. List Price.$30.00 

9 inches deep, 26 inches long, 22 inches high. 

No. 602—3000 watts. List Price.$37.60 

9 inches deep, 21 inches long, 22 inches high. 




Twin Stove 

Size: 9 inches wide, 18 inches long, 
6 inches high. 

No. 401—Blue steel, nickel-plated, 
cast iron legs. Ist hole 550 watts, 
2nd hole 650 watts—total 1200 watts. 

List Price.$16.60 

No. 402—Cast iron, all nickel- 
plated. Ist hole 550 watts, 2nd hole 
700 watts—total 1250 watts. List 
Price.$22.00 


Three Heat Stove 

Size: 9 inches square, 6Mt 
inches high. 

No. 403—Cast steel. All nick¬ 
el plated, 660 watts. List 
Price .$16.00 


Toaster 

No. 301—Size: 5 inches wide, 
9 inches long, 5 inches high. 
All nickel-plated, 400 watts. 
List Price.$6.50 


If yon are not stocking this profitable line 
write for farther particnlars. 


BESTOV MFC. CO., Seattle, Wash., U. S. A. 
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Here’s a Plum for Your Xmzis Profit Pudding 

15,000 of the “ Lifetime’’ Christmas Packages here shown will be sold this season on the 
Coast alone. $75,000 will be taken in by Pacific Coast merchants on this idea. Over $22,000 
will be the amount of profit they will realize. Are you going to get your plum ? 


How TUey WiU Do It 

First, they will have the right commodity to work 
with. Aluminum is always one of the biggest Christ¬ 
mas sellers for the hardware merchant. And this 
“Lifetime Christmas Package is the ideal way of 
selling it, because of its contents, price, appearance, 
and quality. 

The items—six quart tea kettle, four quart convex 
covered kettle, three quart Rubberoid handle sauce 
pan—are possibly the three most used utensils in 
any kitchen. Their popularity goes without question. 

Packed in their holly box, they will be offered to 
the public for $5.00, a price remarkably low for the 
quality and within reach of all. 

The attractive Christmas box will clinch many a 
sale. It helps to make the Lifetime’^ Christmas 
Package of aluminum ware second only to a set of 
silver ware. 

The quality is regular ‘‘Lifetime^’ quality; each 
piece bears the * * Lifetime ^ ^ guarantee to last a life¬ 
time. 

Publicity Will Put It Over 

After securing the right package, the next thing 
is to put it across! We shall put this ‘‘Lifetime 
Christmas Package across for the dealer entirely 
at our expense: 

(1) On Sunday, November 13, a 60 to 80 inch advertise¬ 
ment will be placed in all lending Sunday newspapers on the 
Coast. With their wide circulation, reaching far out into 
the small towns and rural districts, these advertisements 
will undoubtedly create an unheard of demand for the 
“Lifetime” Aluminum Christmas Package 

Names and addresses of all participating dealers will be 
in the ad appearing in papers which cover their communities. 

(2) In towns where our newspaper advertisements do 
not circulate, handbills will be furnished the dealer. 


THB ALUMINUM PRODUCTS CO. 

OP THE PACIFIC COAST 

OAKLAND, CAUFORNIA 

PIJtNT No. 3 


(3) Dealer-helps in form of special window banners 
and counter cards will be furnished. 

(4) Reprints of initial newspaper advertisements will 
be mailed to dealer’s customers. 

Where The Merchant ComeB In 

Big and little dealers share alike, all are on equal basis. 
One price to all regardless of the size of the store or order. 
Each merchant gets the same publicity; each has the same 
chance to make this sale the biggest his store ever put 
across. He Does Not Overstock 

He is not required to order a superfluous stock. One 
case of 12 packages is the minimum order acceptable, but 
it is an order that even the smallest merchant can swing, 
and it entitles him to all the advertising benefits. 

60 Day Terms—30 Per Cent Profit 

Each case of twelve packages costs only $42.00. It 
retails for $60.00. The profit is $18.00 a case or 42% 
profit on the investment—30% net. We allow sixty day 
terms as follows: $12.00 per case within 80 days and $30.00 
within 60 days after shipment. These payments are taken 
care of by the consumers. For, according to our advertise¬ 
ment, they deposit $1.00 for each package to reserve it, and 

S ay the balance of $4.00 when it is delivered, on or after 
>ecember 15. ITie merchant therefore has practically no 
money tied up. He pays as he receives the money from his 
customers. 

Send No Money—^rder by Coupon 

It is not necessary to send any money to have one or 
more cases of these “Lifetime” Uhristmas Packages deliv¬ 
ered to you. Simply use this coupon; immediate shipment 
will be made according to the above terms. 

Oet your order in by November 7 if yon wish your name 
in onr November 13th Advertisement. 


J 


Alnndnnm Products Co., Oakland, Cal. 

Send.cases of “Lifetime” Xmas PacksMs—12 

Packages to the case. Price $42.00 the case f. o. b. Oak¬ 
land. Terms 30 days and 60 days as specified. 


Name 


Address 


State 


Reference 
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Quick sales; easy profits 

S LEEP-METER, like the to know they can depend upon 
other leaders of the West- a Westclox for their most 
clox family, moves over the important timekeeping jobs, 
counter with the minimum The dealer who stocks West- 
amount of sales effort and leaves clox and displays them in his 
behind an excellent profit. window is the one who shows 
National advertising has the most profits from alarm 
created a demand for Westclox. clock sales. 

Top notch quality has made a A booklet illustrating and 
satisfied customer of every per- describing the Westclox line 
son who has purchased a West- and a price list will be mailed 
clox alarm. People have come on request. 

WESTERN CLOCK CO., LA SALLE, ILLINOIS, U. S. A. 

Makers of Wfstclox: Big Ben, Baby Ben, Pocket Ben, Glo-Ben, America, Sleep-Meter, Jack o’Lantem 

Schlo68 Manufacturing Co., S8-42 Beale St., San Francisco, California 

Sole Pacific Coast Agents for Westclox 
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The Worth of a Smile 

H ITTLE Jimmy Godfrey, aged thirteen, climbed a tree in Kansas City to 
gather walnuts. He came in contact with an electric wire. One side of 
his face was burned, leaving an ugly scar. A damage suit against the 
power and light company was instituted on Jimmy’s behalf. The chief element 
of damage about which the claim centered was that Jimmy had lost his youth¬ 
ful smile. 

On the witness stand, Jimmy was asked to try to smile. The only result was 
a puckering of the lips and a melancholy drawing of the face. A physician testi¬ 
fied that the smile muscle in his cheek had been bound by the scarred tissues 
above. The jury promptly returned a verdict giving Jimmy $20,000. Thai be¬ 
comes the officially fixed value of a smile. 

If a smile is worth $20,000 when you lose it, it is worth $20,000 when you 
use it. 

The world is full of Jimmy Godfreys—some of ’em little chaps like him, some 
of ’em big, grown-up folks. Some of ’em are like Jimmy used to be—with a 
warming, cheering, helpful smile that makes life happier for everybody in it. 

Some of ’em are like Jimmy is now—“smile muscle” always gone—^instead, a 
deep, dark, foreboding frown that makes the world a little darker and a little 
gloomier for all who come in contact with them. 

They paid Jimmy $20,000 to compensate him for his loss. 

His loss! Do you get that? In other words, important as Jimmy’s smile 
was to others, it was most important of all to him. 

If all the “smile muscles” in the land were electrocuted, and all the radiance 
went out of the faces of those — you know them — who help us turn the 
dark clouds inside out, all the gold in the world couldn’t shine bright enough 
to make a compensating light. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 

Bofttmen's Bank Building 421 Firat Nat. Bank Bldg. 70 Fifth Are. Phelan Bldg. 105 S. Houaton St. 

Broadwar and Olive, St. Louia Chicago New York San Franciaeo Dallas, Texas 

388 Taylor 8t. 424 Higgins Bldg. 505 Pioneer Bldg. 204 Scott Bldg. 220 Pacific Bldg. 

Portland, Ora. Los Angeles Seattle Salt Lake Vancouver, B. 0.. ^n. 
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If you can’t stand adversity you’re 
not fitted to stand prosperity. Think 
this over. 


“Riches have wings.” Yes; but 
they can fly to you as well as from you— 
provided you deserve them and would 
be any better off if you got them. 

THREE PATHS OPEN TO ALL MEN 

The first is inviting, easy going and 
full of pleasure, but leads straight to 
failure. The second is one requiring a 
little more exertion and less gratifica¬ 
tion of desires of a temporary character. 
It is the road of mediocrity, much trav¬ 
eled by a multitude of good fellows who 
escape poverty but never get anywhere 
in particular. 

The third path is rocky and uphill, 
not attractive at its entrance, with un¬ 
certain footing at first, without indul¬ 
gences—“a hard road to trac'd” in 
young manhood. But it grows better 
the farther one goes on it, and by middle 
life leads one to pleasant prospects, 
comfort and security. It is the road to 
success, which grows more and more de¬ 
lightful, and is full of honors. 


Many a man who has a good opiniou 
of himself is a poor judge of human na¬ 
ture. 


Many young men are willing to 
start at the bottom—if they can go up 
in the elevator. 


It is not so strange that a fool and 
his money are soon parted. The wonder 
is that they ever get together at all. 


Be sure to distinguish between hav¬ 
ing self-respect and having conceit. The 
first is indispensable. The second L 
contemptible. 


When the new philosophy of Servi<-e 
and the Square Deal sweeps out the old 
philosophy of Slacking and Restricted 
Output, things will begin to go ahead. 
Start them right now. Treat them fair¬ 
ly. Do them a good turn and they will 
come again. Make them realize that 
service and the square deal mean giving 
every man what he deserves. No more 
and no less. 


Thanksgiving, 1921 

O 0WN through the ages come echoes of hymns of thanksgiving offered up 
by various peoples to their different gods for the fruits of the earth. The 
Greeks held a feast in honor of Demeter, goddess of com fields and har¬ 
vests, the Romans called their harvest feast Cerelia, the Jews solemnized the 
Feast of Ingathering. 

Today these echoes find place in our hearts and from vaulted cathedral and 
humble village meeting house swells the paean of gratitude—“Praise God from 
Whom all blessings flow.” 

For life and work—the most wonderful gifts bestowed upon man—each morn¬ 
ing should bring its prayer of thanks. 

And as the last glow of sunset fades and the evening star heralds the ap- 
proa('h of night, let us look back into the past to the thoughtless, care-free merri¬ 
ment of childhood, to the ambitions that urged us out into the world and brought 
visions of success, to the failures perhaps of later years that j'et strengthen our 
desire for attainment; let us consider the realities of the present—friends, 
family and the plentiful harvest—then let us give thanks to the Giver of Gifts, 
and in the words of Robert Herrick say: 

“All these and better Thou dost send me to this end—that I might 
render for my part a thankful heart.” 
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HOW PRICE TAGS INCREASED 
SALES 

A “Hardware World” subscriber in 
telling us of methods which he has used 
to increase his sales, mentions a unique 
price tag system he recently inaugu¬ 
rated throughout his sales windows and 
store displays. He conceived the idea 
of sending one of his clerks around with 
a kodak and photographing or taking a 
snapshot of the homes of aU his cus¬ 
tomers. 

The work was done within a day or 
two and the expense of developing and 
printing the photos was slight. He had 
reprints made on cards that permitted 
him a sufficient space below to mention 
the name of his customer, the article 
purchased, leaving space for the price 
of the article. 

If he had sold a customer a washing 
machine, the photograph of the house 
owner attached as a price tag to a simi¬ 
lar washing machine was on display in 
his store. He followed the same idea 
with all of his customers, no matter 
what had been purchased. If it was a 
stove, a refrigerator, ice cream freezer, 
electrical apphcances, silverware, glass¬ 
ware, the price tag photograph of the 
home of has customers who had pur¬ 
chased the articles were used. 

He did not overlook his men cus¬ 
tomers and if there were mechanics who 
purchased tools, or customers who had 
purchased sporting goods, automohUe 
accessories, the same system was car¬ 
ried throughout. 

The display price tags on the various 
articles attracted wide attention and 
caused much favorable comment. Peo¬ 
ple crowded his store and the windows 
to find out if their home was shown. 
People naturally have a pride in want¬ 
ing to see the photograph of their home 
if they have a neat and attractive one, 
and he thus develops many new cus¬ 
tomers through this price tag scheme. 

Interest may be materially in¬ 
creased by having such a sign as: 

“Come in and add your home to the list of 
homes which this store has made happy.” 


All the tags may not be displayed at 
once. It might be well to suggest that 
customers count the tags or watch how 
they increase from day to day, each tag 
representing one of the homes which 
had been outfitted by hardware or mer¬ 
chandise : 

“Is your home represented here! If not, 
come at once to our store and let us show you 
the many things which you would find to add 
to your happiness and pleasure.” 

was another window card. 

Photos Onstomen 

Another angle to this might be made 
by taking snapshots or photographs of 
the men and women, and children too, 
who are your customers and display 
them in yoiu store windows. Not many 
object to having their photograph 
taken, even though they might appa¬ 
rently say so. When they once find out 
that other photographs will be shown 
among your customers, such a method 
will add interest to your sale. 

Try this and let us know the results. 
It can be used by merchants in small 
towns as well as large ones. 


THE WORLD WILL GET WELL 

An imknown optimist circulated the 
following freely at a convention of pur¬ 
chasing agents: 

Th’ world has been ailin’—as sick as a 
pup. 

But it’s gonna git better, then folks’ll 
cheer up; 

So, meanwhile, dog-gone it, let’s pull a 
fool trick. 

By cheerin’ up now, while th’ world is 
still sick! 

As long as th’ glooms are barred out, 
you kin tell 

Th’ old worl d ain ’t failin’—^It’s a-goin’ 
t’ git WELL. 

The world always has got well, no 
matter how sick it may have been, and 
usually it gets better than it ever was 
before. It’s going to get well this time; 
in fact even now is convalescent, and 
the recovery will be advanced measur¬ 
ably if we all think it is going on and 
then do our best to further^.QQgj^ 
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The Philosophy of Business 



USINESS is the basis of all human activities. It is the way by which 
the world gets its living. It provides mankind with food, clothes and 
shelter. It makes possible comforts and luxuries. It furnishes the ma¬ 


terial means by which human beings reach higher atmospheres. 


Business is a product of the past. It was born out of the instinct of self- 
preservation. It has passed through many periods of growth. It has developed 
step by step from the primitive hunting stage until it has covered the earth 
with a network of trade relationships, brought isolated peoples together, elimi¬ 
nated famine, built great cities, and provided for the well-being and prosperity 
of the entire human race. 


Business is not a contaminating institution. It is not necessarily detrimental 
to the development of heart, mind and soul. While philosopher, priest and poet 
may shun it as a corrupting influence, yet it contains sod in which to grow great 
philanthropists, such as i^drew Carnegie and John D. Rockefeller. I^ile 
idealistic souls may spurn it as filthy and unworthy of their sublime touch, yet 
it produces great leaders, such as E. H. Gary and Charles M. Schwab, great em¬ 
pire builders, such as James J. Hdl, and great servants of humanity, such as 
Herbert Hoover. 


Business is not ruthless competition. It is not rough and tumble individual¬ 
ism, nor a ^ecies of cannibaUsm, Charles Kingsley to the contrary notwith¬ 
standing. It does not foster the dog-eat-dog spirit. If it is characterized by the 
tactics of the jimgle, the blame rests not upon business itself, but upon those 
who are engaged in it. 

Business is productive. It creates wealth. It brings forth goods and serv¬ 
ices. It fills storehouses with food. It turns out commodities for the gratifica¬ 
tion of human wants. 


Business is conquest. It wages war against rough nature. It clears the for¬ 
ests. It tunnels through the mountains. It turns deserts into gardens. It 
establishes pathways across the sea. It conquers the air. It re-shapes the earth 
and moulds it to fit the needs of men. 

Business is a game. It takes good sportsmanship to carry it on. It requires 
teamwork to play it successfully. It demands clean participants, square deals 
and enthusiastic rivals to make it score the largest number of profit-yielding 
points. 

Business is a great adventure. Within its ranks is room for an abimdance 
of courage and daring. Along its highway is opportunity for the display of grit, 
push and nerve. In its movements of prosperity and depression there is no place 
for slackers, cowards and weaklings. 

Business is activity. It is opposed to idleness. It is antagonistic to loafers, 
drones and parasites. It calls for workers. 

Business is constructive. It builds up. It erects factories, skyscrapers, de¬ 
partment stores, museums, homes and cathedrals. It establishes subways under 
Hudson Rivers, harnesses Niagara Falls and digs Panama Canals. 

Business is clothed with a public interest. It is closelv allied to public wel¬ 
fare. In supplying the wants of consumers and ministering to human needs, it 
affects public rights, partakes of a public nature, and bes^ea^^^l^ic good. 
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Business demands thinkers. Its organization and management are impossible 
without brains. Its efficient conduct depends not upon the hand but upon the 
head. Its supreme need at the beginning of the third decade of the Twentieth 
Century is for veritable intellectual dynamos. 

Business makes use of science. It recognizes the value of the scientific 
method. No longer is rule of thumb the guiding principle. The standard of 
business excellence is scientific exactness. 

Business develops artists. It gives outlet to the creative impulse. It opens 
the way to achievements in good craftsmanship. It enables individuals to be 
skilled not with brush and palette, but with machine and raw materials. It is as 
productive of true artistic souls as is art school or studio. 

Business contains beauty. It possesses a glow of the poetic. It has music 
which the uninitiated cannot hear. It stands for more than filth, grime and the 
din of machinery. It means human strivings after better standards of life. It 
signifies human hopes and aspirations. 

Business requires the human touch. Without the human equation, its ad¬ 
ministration would be a failure. Unless human personality is back of all its 
policies, there is little chance for success. 

Business involves the ideal of service. Its operations offer individuals a 
medium through which to take part in the world’s work and carry their share of 
the world’s burdens. Its activities afford as much opportunity for usefulness 
as the activities of doctor, lawyer or teacher. Its promoters, organizers and man¬ 
agers are as great servants of mankind as prophets, poets and minis ters. 


WHAT HAVE WE DONE TODAY? 


WHO FILLS THE PAY ENVELOPE? 


We shall do so much in the years to come, 

But what have we done today? 

We shall give our gold in a princely sum, 

But what did we give today? 

We shall lift the heart and dry the tear, 

We shall plant a hope in the face of fear, 

We shall speak the words of love and cheer. 
But what did we speak today ? 

We shall be so kind in the after awhile, 

But what have we been today? 

We shall bring to each lonely life a smile. 

But what have we been today? 

We shall give to truth a grander birth. 

And to steadfast faith a deeper worth, 

We shall feed the hungering souls of earth, 
But whom have we fed today? 

We shall reap such joys in the by and by, 

But what have we sown today? 

We shall build our mansions in the sky. 

But what have we built today? 

Tis sweet in idle dreams to bask, 

But here and now do we do our task? 

Yes, this is the thing our souls must ask: 
“What have we done today?’’ 

—Nixon Watermr^n. 


No doubt 99 per cent of employes think their 
wages are paid by the man or firm that employs 
them, which is not unnatural in view of the 
fact that they draw their money at the cashier’s 
window. But in truth the boss doesn’t fill the 
pay envelope, and wages come through the 
firm but not from it. 

The workman’s pay comes from the con¬ 
sumer of the product, be it bicycles, batik dra¬ 
peries or breakfast foods. It may be considered 
as advanced to the employe out of the firm’s 
capital investment just as a bank discounts a 
note. But in this case the employer simply dis¬ 
counts with cash wages the prospective income 
from the sale of goods. Prom this selling price, 
of course, there is also extracted a certain per¬ 
centage to compensate the executives of the 
firm for the work and responsibility of man¬ 
agement, and a certain percentage of dividend 
on the capital invested in the store, fixtures, 
stock and overhead. 

The employer who bears the responsibility 
of guaranteeing wages, is in reality only the 
directing instrument of production and the 
trustee managing the distribution of wages, 
while the worker’s pay actually comes from the 
buyer. 
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Real Reason of Much Unemployment 

Many of the Unempli^ed Are Unemployable. Unmasking the False Pose of ‘ ‘ EHdUed Mechanics. ’ * 
Politicians Also Largely to Blame for Present Conditions 


conference on unemployment seems to be working in a business-like 
way, thanks to the initiative of Mr. Hoover. Anything like what may be 
called the magic wand solution of the problem is being carefully avoided. 
There has been no display of emotionalism nor demands that the government 
play the part of Father Christmas. 


The various committees have been tactfully reminded by means of charts and 
statistical tables that this is a matter for col(Uy intellectual study and that diag¬ 
nosis must precede treatment. Indeed it may almost be said that diagnosis and 
treatment are the same things. 

Probably we shall find that things are not nearly so bad as has been repre¬ 
sented, and that in large numbers of cases the remedy lies in the hands of the 
men themselves. Every one who is so situated as to be brought into contact 
with individual cases of unemployment knows well how many instances there 
are where the unemployed are also unemployable, where insimmountable bar¬ 
riers to employment have been raised by inflated ideas of value, by obstinacy, 
and by stupidity. 


For example, there are large numbers of men whose natural status is that 
of the day laborer, but who were able to pose as skilled mechanics through the 
stresses of war and who now refuse to return to the only class of work for which 
they are actually fitted. We ought to know how far this is a factor in the present 
situation. 


We ought to know what relation there is between strikes and unemployment 
and in what particular areas and activities the evil is most visible. 


Politicians and Idealists Largely to Blame 


But a conference of this sort cannot go very deeply into fundamentals. The 
true causes of unemployment, of the constant danger of unemployment when¬ 
ever there shall come a shock to the social fabric like that of war, must be sought 
far back in our methods of government, and particularly of the methods that 
have prevailed during the last twenty years or so. Unemployment is the symp¬ 
tom of a disease, and not the disease itself. The disease may exist even in times 
of seeming prosperity. 

As an example of the malady that was to afflict the whole nation we may cite 
the campaign of Governor Johnson in California, a campaign nominally against 
abuses—and there were plenty of abuses—but actually against the commercial 
and economic activities of that state. Capital was frightened underground and 
production at once began to wane. 


The suicidal policies on a vastly greater scale found their ruinous expression 
in Washington. They became a national and governmental dementia. Under 
the name of conservation we witnessed the paralysis and depopulation of 
Alaska, and the same thing in various forms went on everywhere. There was 
frenzied witch-hunt for capitalists, for everyone who was making somethin 
out of nothing. 
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We Invented a New Orime, the Crime of Natural Development 

All those great economic and industrial virtues to which we once attributed 
the power of the country were now dressed up in convict garb and put in the 
pillory as felons and outlaws. Regulation became the order of the day and 
regulation was only another name for handcuffs and poison gas. And with this 
mania in high places came another mania in low places as its logical result. 

The workmen of the country came to a nearly unanimous and simultaneous 
resolve henceforth to produce half as much for twice the pay as formerly. And 
when they were resisted they struck. 

Not limited to One Party 

Now these are the true causes of unemployment. They may be summarized 
according to our political predilictions as Johnsonism, Lafolleteism, Pinchotism, 
and Wilsonism. They were reflected in the minds of college professors, popular 
preachers, et hoc genus omne, who spread themselves like mosquitoes all over 
the land preaching the now gospel. 

The results did not show themselves at once. There were quite a number 
of golden eggs still in the nest, and the fact that no more were being laid was 
overlooked. We walked steadily, light-heartedly and light-headedly toward the 
edge of the precipice. Then came the war which pushed us over. 

Now we have to retrace our steps, but we are doing it reluctantly. We are 
still disposed to believe that no man can possibly have a dollar in his pocket 
unless he stole it. We are still itching to put manacles on the hands of any man 
guilty of turning rubbish into gold, of making grass grow where there was no 
grass. Congress is doing it at this moment with the new tax bill. But we shall 
learn in time. Even stupidity has its limits. —Argonaut. 


ESSENCE OP TRUE CHRISTIANITY 

Centuries ago the great philosopher, Con- 
fucius, walked through a forest when a com¬ 
mon Chinaman stopped him and said: ‘‘Oh, 
&reat man, we poor creatures of the earth hear 
much of thy learnings and of thy religion. 
Thou speakest much we do not understand, 
and more than we fain can remember. ’Mongst 
us poor common people is much discussion as 
|o thy teaching, for each hath but a fragment of 
tnine understandings, and we cannot make a 
complete fitting of thy great words. Do us, 
nerefore, the great favor to tell us how to live, 
make thy discourse only so long as I shall 
able to stand upon one foot, for that much 
^niy can my small understanding and my poor 
remember.’’ Whereupon the great man 
trifh T ^ essence of all the 

f r,, Stand thou therefore upon thy 

poor man: “Do 
voQ as you would have them do unto 


is like health in that—Irishly ex- 
never know we have it until we 

haven’t it. 


APPEARANCES OFTEN DECEITFUL 

It is unfair to condemn the man who appears 
to be no good. He may turn out to be a genius. 
Take Knut Hamsun. Even as a youngster, he 
was unable to find a publisher. He drifted from 
.iob to .iob. In Norway he tried to become a 
shoemaker and in the United States he was a 
farm hand, a worker in a logging camp, a coal 
heaver, a road mender, a school teacher, a sur¬ 
veyor’s assistant, and in Chicago he w^as a street 
car conductor. He was such a poor conductor, 
however, that he was fired. It seemed to be 
impossible for him to remember the names of 
the streets. He would forget to ring the bell. 
The people who knew him then thought he was 
little more than a fool. 

Today, however, his books are translated 
into half a dozen languages or more, and last 
year he was awarded the Nobel prize. The 
young fellow who looks like a fool to you may 
turn out to be a genius. 

It is also true that the young fellow who 
appears to be a genius may turn out to be a fooL 
Why judge. It’s an unsafe occupation. 

—Tom Dreier, 



t>ecome a top-notcher, keep in top-notch 
^^entally and physically. 


Some are faster than others, and the faster 
the better if real efficiency goes with real 
speed. 
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Increasing Your Sales 
Through High School Students 

Hamp Williams, Thos. Witten, 0. K. Jones, J. 

M. Campbell, Messrs. Thoi^e, Beatty, Barrett, 

Wells, Brown, Scott, Morris and Thousands of 
Other Progressive ‘‘Hardware World*’ Mer¬ 
chants Will Be Trying Out Such Suggestions 
As These 


T WO boys in the gaily-colored skull caps 
came into the back of the hardware store. 
When Perry and the salesman halted their 
conversation, one of the boys produced a piece 
of paper and said: 

“We’re collecting for the ads in the Moroon 
and White, Mr. Perry.” 

The hardware man swung around to his 
desk and wrote out a check. 

“Get the garage doors up all right, Harry!” 
he asked the larger one, as he handed over the 
check. 

“Oh, yes, they work fine, Mr. Perry.” 
“High school paper, I suppose,” remarked 
the traveling man, as the boys went out the 
door. Perry nodded. 

“Do you have much of that to contend with 
here—school paper, programs and the like?” 

“Well, quite a little,” replied Perry. “In 
a town like this it seems pretty hard to get 
away from it. But I’ve been trying lately to 
get something for my money instead of just 
helping out the school or church or whatever it 
is.” 

“How’s that?” questioned the salesman. 
“Well, up to last fall, I guess nearly every¬ 
body that came along got an ad out of me— 
times were good, so I’d just take a space and 
hand ’em a letter head and tell ’em to fix some¬ 
thing. When things began to tighten up and I 
began to figure on ways to cut expenses, I had 
just about decided to cut out all the advertis¬ 
ing except the local paper. I never had figured 
that this: 

j J. H. Perry, a complete lino of hardware 

in those programs did much good. 

Taught How by His Own Son and Daughter 
“Early in September I ran into trouble. I’ve 
got a boy and a girl in high school. At supper 
one night they mentioned that the editors of 
the school paper had been elected that day. And 
Jimmy remarked that he had told Harry Ed- 
low—the boy that “was just in here—tc come 
and get an ad from me. 

“I told them that I had to cut expenses and 
tliat I wasn’t going to use any space in anything 
but the local paper. The youngsters were in¬ 
dignant. 

“Jimmy said: ‘Gee, dad, that’ll look fine, 
won’t it! Both of us kids in high school and 
you not supporting the high school paper.’ 


“But I told him it wasn’t good business not 
to get anything for your money. ‘What will I 
sell to your high school bunch! What goodT 
it do me?’ I asked theih. 

“They didn’t answer. 

And His Little Girl Told Him 

Finally Alice said, ‘All the girls in the cook¬ 
ing class have got to buy little casseroles— 
maybe you can sell all them. ’ 

“I laughed and said, ‘That’ll just about pay 
for the ad for one month.’ 

“I knew the youngsters were liable to run 
into some students who wouldn’t hesitate about 
trying to make them feel cheap because then- 
father wouldn’t help the paper, so I decided to 
give them an ad. When Harry came in I told 
him I’d take a space and started to tell him to 
run the same card as last year. Then I told 
him to come in again and I’d have something 
fixed up. You see, I’d suddenly decided to 
say something in that space, but I didn’t know 
just what to talk about. 

If More Merchants Only ileallzed It 

“I kinda kept turning it over in my mind. 
If I’d been in the candy or clothing business 
there’d have been something to sell the young¬ 
sters. But high school students don’t buy much 
hardware. Before I got through it had worked 
around to where I realized that most of the>e 
students would grow up some day and most of 
them would stay here in Forestville—and 
they’d buy hardware then. As long as I had 
to pay for the space why not try to build up 
good-will for the future—it wouldn’t be over 
five or six years before some of them would be 
buying. But what would they be interested in 
now? 

“In a joking way I told the youngsters at 
supper that they had to see that I got some 
results from that ad and asked them what their 
schoolmates w’ere interested in that I had to 
sell. 

“Jimmy said, ‘Skates,’ right away, but I 
pointful out that I didn’t sell skates all the year 
round. 

“Alice spoke up and said, ‘All the girls are 
interested in cooking. Dad. ^lildred Athey said 
she w’as going to make her mother get a bread 
mixer and bake bread at home. And ^Irs. 
Davis bought a lot of earthenw^are after Helen 
used some at school last year.’ 
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“ ^Well the girls are interested in cooking, 
but what are the boys interested in?' I asked 
and then answered it myself, ‘In anything ex¬ 
cept work, most of the boys of today.' 

Anything to Save Time and Work 

“Jimmy burst right out, ‘You said a mouth¬ 
ful, Dad.' I looked at him and started to call 
him down for such slang, but he went right 
on. ‘All the kids in school don't like to work 
and that's what you ought to try to sell 'em. 
I mean the kids don't like to put in any more 
time than they have to and want things up-to- 
date to do it with. You ought to get 'em to 
coax their parents to get 'em.' I got what Jimmy 
meant, although the high school didn't seem to 
be teaching him to express his ideas. 

“What was really in his mind was this: The 
present generation is strong for labor-saving 
devices and is constantly telling the older folks 
they ought to get this and they ought to get 
that. Therefore, Jimmy thought, I ought to 
advertise the things that would make home 
work easier and give the young folks more time 
for pleasure. It wasn't a bad suggestion, at 
that. Even if they didn't get their folks to 
buy now, they'd remember my store when they 
grew older, maybe. 

“So instead of just running a card in the 
high school paper, I changed the copy every 
month. And I aimed a little message at the 
girls, for I think a lot of the influence of the 
women folks, even on the buying of hardware. 
As a matter of fact, seven out of the nine ads 
were to the girls. 

The first month the cooking classes were 
just starting out, so I ran this: 

GIRLS 

Why don^t you have mother get a whole set of 
earthenware? Tell her to look in our window and 
seo the different pieces. 


“All the ads were brief like that. Here’s 
another: 

Girls! Bring mother into our store and we’ll 
prove she needs a vacuum cleaner. 

“In the last year I advertised an electric 
washing machine, a fireless cooker, an electric 
iron, a bread mixer and a vacuum bottle to the 
girls, and skates and a new auto jack to the 
boys. But the little space in the high school 
paper wasn't all. I was rather impressed with 
the idea of having the young folks boosting for 
me and the things I sold. 

Did You Ever Try This Method 
“Having them urge their parents to get 
this or that was more effective than if I sug¬ 
gested it. So I sent them a little advertising by 
mail. Nearly all the manufacturers, of course, 
furnished some sort of folder or booklet. I fig¬ 
ured the boys and girls didn’t get nearly so 
much circular mail as the old folks and would 
pay more attention to what they got, especially 


if it pointed out the way to making their work 
easier. 

“So I had Jimmy and Alice get me a list of 
the students and when possible put down some 
of the special studies they were taking. You 
see, this is a township high school and there are 
lots of country pupils, who are taking a course 
in agriculture. I thought maybe if I could get 
some of their families aware of my store I 
would be doing something to offset the mail 
order houses. I put several folders in each 
envelope and was careful to have the ad¬ 
vertising about the things that ought to interest 
the particular boys and girls. 

Good Judgment in Sending Printed Matter 

“I sent some stuff about tools to the boys 
who were taking manual training and on gene¬ 
ral principles leaflets about jacks and garage 
hardware to all the boys because they're gen¬ 
erally interested in anything concerning the 
car. Of course, the earthenware advertising 
matter went to the girls of the cooking class, 
but I didn't play any favorites and stuck in 
some about aluminum ware, enamelware and 
the fireless cooker. The whole list of girls got 
the stuff about washing machines, electric irons 
and other appliances, bread mixers and the 
things the mother used. 

“Does it pay? Yes, it does. Of course, as 
I said a while ago, I am figuring mostly upon 
the good will of these young folks when they 
get homes of their own. But I know a lot of 
them and can trace sales directly to the adver¬ 
tising I have sent out. There are about 200 
pupils in the school and I can't trace all of it, 
but I believe that I've got a pretty good chance 
to make friends in a big part of that 200 fami¬ 
lies—and that's worth going after. You heard 
me ask that boy, Harry, about his garage doors, 
didn't you? Well, he sold a set of hangers and 
locks to his father for me. Now I'm going to 
try to figure out some way not to waste the 
space in church programs that I've almost got 
to use." _ 

“DE DUCKS" GOT IT 


A South Missouri negro tenant farmer says 
“de ducks" got his crop. He went to the bank¬ 
er to borrow some money. That individual 
asked what he did with his corn money. “De 
ducks got it, sah," was the reply. The banker 
asked for an explanation—and got it thus: “Ah 
shipped dat cawn to market and Ah dediick de 
freight charges and dat leaves me 41 cents, and 
den Ah deducks sellin' commission, and dat 
leaves me 40 cents; and den Ah dednck elevatah 
charges and dat leave me 35 cents. Ah de¬ 
duck 15 cents for huskin' and 10 cents fo' shell- 
in' and a nickel fo' haulin' and dat leaves me 
a nickel to feed mah boss. De dam ducks got 
it, dat's all." 

And it is “De Ducks" that likewise prevent 
many merchants from being successful—count 
>our “Ducks." _ ^ 
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The Homekeeper’s Window 


Value of Devoting One Special Window for tiie 
Women Folk. Snccesaful Seattle Merchant 
Specializes on Merchandise for Homekeepers. 
Customers Always Watch for Comer Window 


OOD windows are worth as much to a 
ft Ji store as one-third of the sales force/* 
This is the opinion of Spelger & 
Hurlbut, Seattle’s pioneer hardware depart¬ 
ment store merchants, and they know what they 
are talking about. 

I had gone to Spelger & Hurlbut’s for the 
material for this article. 

think I may be able to help you,” said a 
pleasant-faced, keen-eyed gentleman, after I 
had asked to talk with a manager or depart¬ 
ment head about the corner window. He was 
so nice about it that I did not insist (as I 
wanted to do) on talking with the ”man higher 
up.” The plain truth is, I could not resist the 
enveloping kindliness of his smile. 

He walked with me out to the window, and 
my education began. 

Throe Things to Bemember 
“The success of a window depends upon 
the price of the article displayed, the attractive¬ 
ness of arrangement, and the appeal to the cus¬ 
tomer,” my host smiled. 

We looked at the contents of the window. 
Plain, thin-glass water sets, a tapering pitcher 
and six glasses for ninety-eight cents. (I had 
one hugged under my arm at that very min¬ 
ute.) Some were on the floor of the window, 
some on plate-glass tiers of shelves, that rested 
on plain glass vases, inverted. The sets were 
spaced far apart. The window had a dignified, 
restful appearance. “There are more inside. 
We didn’t try to put them all in this one win¬ 
dow,” it said as plainly as a sign could have 
done. 


yrindow Appeals Primarily to IVomeii 
I learned that the store is conducted funda¬ 
mentally for women—the women who keep a 
home. They are the buyers, the dispensers of 
the family income. Every effort is made to 
appeal to them, to supply their demands, to 
make them feel that the store is operating in 
their interest. 

This comer window is the homekeeper’s 
window, the “welcome” from the store to the 
woman shopper. With an arcade entrance on 
each side of it, it catches the attention of the 
crowds passing and re-passing along both Sec¬ 
ond Avenue and Union Street. It always con¬ 
tains articles that will appeal to women and 
children. 

Seasonal Displays Are Made 

For the weeks before Thanksgiving, silver, 
carving sets, cut glass, roasters or steamers are 
shown. At Christmas time, toys take the lead; 
in the spring, small garden tools; in summer, 
canning supplies and articles for camp or shore. 
When other stores are advertising their June 
white sales, scissors, thimbles and kindred small 
articles necessary to sewing are the feature. I 
remember one display of beach toys. The lower 
part of the window glass was sprinkled with 
tiny finger-prints and fat little spots where 
small noses had pressed. 

On tbe IVatch for Sales Soggestlona 
When there is nothing of a distinctly sea¬ 
sonal nature available, ideas for this window 
are developed in various ways. Perhaps a de¬ 
livery boy says Mrs. X asked him if the store 
keeps a special brand of can-opener she has seen 
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advertised. At once can-openers, paring knives 
and cork-screws—yes, cork-screws, even in 
these prohibition days—are placed in the win¬ 
dow. Or a clerk may mention how convenient 
she has found a certain article. That thing will 
very likely be displayed the next day. 

These sources failing, the proprietors confer 
with department heads as to merchandise that 
will make a strong appeal, and the result, in 
list form, is handed to the window trimmer, who 
makes the new display. 

Most often, there is only one kind of article 
on display at a time, but knowing that variety 
is necessary to hold interest, the trimmer some¬ 
times puts in several related articles, or again, 
different articles at one price. The window is 
not large, perhaps five by seven feet, and is 
always used therefore for small goods. 

If it happens that a window is not successful, 
it is changed at once. “If there is a large 
crowd in front of another store’s windows, and 
none in front of ours, we proceed to find out 
why,” with a chuckle. 

Knives by the Barrel 

“Our most successful window—was win¬ 
dows,” the gentleman continued reminiscently. 
“We trimmed them all with narrow streamers 
of red and white, with pocket knives tied on 
the ends. We had barrels of pocket knives in 
each window. We tipped some over so the 
knives spilled out. We priced them at thirty- 
nine cents apiece. We sold a thousand the first 
day. 

“But I think the funniest thing that ever 
happened in connection with this store had 
nothing to do with windows at all. We bought 
a carload of garden tools that had been in a 
wreck. We did not stop to put them in the 
windows—^just stood them on the sidewalk. 
Prices ranged from five to fifty cents, no deliv¬ 
eries. All that day, all over Seattle, people 
were seen—women in silks, dignified business 


men, dainty misses in high-heeled pumps—go¬ 
ing home with those rakes and spades and hoes. 
We sold them all in two days.” 

If You Think Customers Don’t Notice 

But back to the window. Queer things hap¬ 
pen sometimes. A price tag frequently falls 
down on some more expensive article below it. 
A customer comes in and demands the article 
at that price. If it is a twenty-five cent tag 
that has fallen into a fifty-cent stewpan, the 
customer is given the article without objection, 
and the tag is replaced. 

But if a dollar tag has fallen on a seven 
dollar casserole, their reason is jokingly ap¬ 
pealed to. “Surely you know that could not 
possibly be sold for such a price,” says the sales¬ 
man smilingly, and the matter is adjusted. Also 
there is the inveterate bargain hunter who 
comes in, eager-eyed, the moment the doors are 
open, to take deliberate advantage of an obvious 
mistake in a newspaper advertisement. This 
case calls for the head of the store, and fre¬ 
quently for some real diplomacy. 

Always tlie Comer Window for the Home 

“But this corner window,” my informant 
placed his hand on the frame, “is our woman’s 
window. The business of a store is to pass on 
an advantageous purchase to its customers. 
Our buyers keep this corner window in mind 
and often are able to stock large lots of stand¬ 
ard merchandise for its supply. It is the home- 
keeper’s window. We think it is our best one.” 

“Are—are you—a buyer?” I asked, wishing 
to have authority for my story. 

“Oh, no,” he answered quietly, with an 
amused twinkle in his eyes, “I am Mr. Hurl- 
but.” 

I gasped. One of the firm! And he had 
given me nearly an hour of his time. I thanked 
him, not adequately, I am afraid, for all his 
kindness, and tiptoed away. 
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You can capitalize the increasing interest that is being taken in the “Big Games” by the youth 
of your community, and thus increaes your sales of sporting goods and athletic equipment. 



Qreftt Tale Bowl, seating 80,000. The playing field la 27 feet below the surface of the ground, anl there 
are 30 entrances. It covers a total area of 12 Va acres. 


Eincouraging Athletics Will Increase 

Your Sales 


Do you take advantage of your 
opportunities in the sporting goods 
department, interesting the boys and 
girls and young buyers of your town 
by showing an active interest in their 
play? 

Play these days is not a bob-sled 
nor a kite nor a back lot baseball 
contest, nor is it fishing with a bent 
hairpin or swimming round the bend. 

Do you cooperate with the public play¬ 
ground movement in your city, the directors or 
commissioners or leaders of the boys and girls* 
clubs? If you show an interest in their work 
and their contests, perhaps offer prizes or 
trophies, they will be coming to your stare for 
their equipment. These are the youngsters who 
are going to grow up into golfers, trap shooters, 
hunters, fishermen and outdoor sport enthu¬ 
siasts. It will pay to let them know what you 
have in stock, and how glad you will be to send 
for anything in the catalog. Let them know 
before they get the habit of sending for these 
things themselves or trading somewhere else or 
patronizing a mail order house. 

Tour Ghreat Advantage in Ckmtact 

You can do these things that neither the 
mail-order house nor the city sporting goods 
stores can do: 

1. Cultivate the athletic officials, those who 
place the community orders. 

2. Take an interest in the 
contests of the boys and girls, 
both in school and out. 

3. Organize- or make head¬ 
quarters for any baseball, bas¬ 
ketball or football teams that 
may be organized by the young 
men of the town in the name of 
the town. Many merchants have 
found it was fine advertising 
to have the ball team bear the 
store’s name. 


In this connection, it is interesting to note 
the remarkable strides, that have been taken in 
late years by our nation, and especially in be¬ 
half of the young, along these sporting, athletic, 
outdoor lines. 

Human Nature the Same In Tour Commimity 

Look at the phenomenal growth in popii> 
larity of the game of golf. 

See new interest in tennis, swimming, hand 
ball, basket ball, football and all organized^ 
amateur sports. 

Follow the thousands who now find joy 
quickened circulation of their blood in hikiag 
in regions where the country offers an incaa- 
tive. 

Then look at the m3rriads who used to spend 
their vacations on the porch of some sninmer 



PropoMd new •tadinm at the Univtnitj of OallfomlA^ 
koloy. to Mat 60,000 poraona and to coat 11,000,600. Xt wUi 
bo an oval of ralnforcod eonerata, with double dock skaaS 
almllar to thOM In the New York Polo Qronnda. 
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It is not necessary that you live near the campus of some large university or college to profit by 
the increased interest in sports and athletics that young men and women in your home town or 
city, no matter where you live, are taking. The interest in these games and sports, though far 
removed from you, can be turned to good advantage if you will. 



Top—The Harvard stadiam at Caznbxldge, seating 
42,000. 

Section of capacity crowd In the Princeton 
stadium. 

Left—Recently reconstructed stadium at Atheis» 
said to be the most beautiful In the world. 


Left—Proposed 
stadium for the 
University of 
Chicago. 


Photographs of some of these large stadia or athletic fields, filled with cheering and enthu¬ 
siastic crowds, can be easily obtained and would serve as a reminder to interest the young men 
and women of your community in all manner of sports and athletics. 
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resort hotel who now go auto-camping and buy 
or assemble their equipment beforehand from 
your stock, or your competitor’s. 

Very nearly every school department, and 
many separate grammar and high schools now 
have their athletic director who coaches the 
teams, conducts the contests and sees to it that 
every boy and girl in the school takes some 
sort of exercise and forms some healthy habit 
of sport to fall back on in later years. This man 
is your friend, or should be. You need his 
help, and he needs yours. 

Stadia and Playground Building 

, In addition to the movement in most com- 
tmunities to provide playgrounds and recreation 
{fields for the schools and the community in 
general, there is at the present time going on 
i among the colleges of the country a great era 
of stadium building. Football and other school 
sports have aroused such keen interest that 
thousands clamor unaccommodated at the gates 
of the contests. 

So these great stadia are conceived, fields 
and arenas on classical models, where great 
crowds numbering from 25,000 to 75,000 people 
may see these great battles in sport and have 
their blood warmed and their spirits made new. 

About these fields are scattered the seeds 
of your sports department’s success. The 
crowds who attend and the men who take the 
field should be ‘‘meat for you,” if you have 
done your share, shown your support, made the 
building and equipping that much easier, pro¬ 
vided an established rallying point for the ath¬ 
letes and authorities. 


Therefore look ahead, make a long-run in¬ 
vestment in good-will, provide officials for the 
games from your staff, order extra equipment 
to accommodate, go after the business, run your 
advertisement in the school paper, publish the 
line-ups in a souvenir program, let the com¬ 
mittees meet in your store, organize a basket¬ 
ball or baseball or football or tennis or golf 
league and offer prizes. Keep a game booking 
department at the store. Supply any service 
or information or accommodation to place you 
in favor. 

Do everything you can to help good, clean 
amateur American sport along, and the returns 
will come back to you many-fold, both in mate¬ 
rial reward over the counter and in that high¬ 
est satisfaction that can come to any merchant 
—knowing that his business has been dedicated 
to the improvement of citizenship, the spread 
of sportsmanship, and toward building real 
Americans, sound in body and mind. 


KEEPING A SALESMAN WAITING 
UNNECESSARILY 

Business courtesy, true enough, but business 
efficiency and common sense demand that vre 
do not unnecessarily waste another’s time. If 
you are a buyer and compel a salesman to wait 
hours for you, the cost of this time is bound to 
be added to the cost of his product. It is gen¬ 
erally as convenient to see a man at one time 
as another, and to keep him waiting never im¬ 
presses him with the buyer’s importance. Tbe 
biggest and busiest men are not the hardest to 
see. 
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HARDWAKE STORE OVERHEAD SET AT 
AT 21 PER CENT 


RAINY DAYS A GOOD TIME TO MAKE 
FRIENDS 


Figures compiled by the Bureau of Business 
Research of Harvard University indicate that 
in the majority of retail hardware stores the 
overhead appears to be about 21 per cent of 
sales. The lowest figure reported was 11.42 
per cent, and the highest 3G.3 per cent. The 
average selling expense is 7 per cent and the 
average for buying and management is 4.4 per 
cent. 

The following figures express the percent¬ 
ages between the various expenses and the total 


sales: 

Low. High. Com. 

Wages of sales force. 2.57 15.80 6.2 

Other selling expenses. 0.03 4.12 0.7 

Total selling expense. 3.02 15.8 7.0 

Delivery expense . 3.22 0.7 

Buying, management *»nd office 

salaries . 0.66 9.64 4.0 

Office supplies, postage and other 

management expense . 0.08 1.87 0.3 

Total buying and management 

expense . 1.15 10.6 4.4 

Rent . 0.38 6.09 1.7 

Heat, light and power. 0.06 1.35 0.4 

Taxes (except on buildings, income 

and profits) . 0.04 1.14 0.5 

Insurance (except on buildings).... 0.08 1.02 0.4 

Repairs of store equipment. 0.01 1.11 0.1 

Depreciation of store equipment.... 0.02 1.6 0.3 

Total interest . 0.95 8.95 3.3 

Total fixed charges and upkeep exp. 3.07 12.68 7.0 

Miscellaneous expense . 0.01 3.86 0.9 

Losses from bad debts. 6.8 0.5 

Total expense. 11.42 36.30 31.0 


To realize a net profit of 5 per cent on the 
year’s business, the hardware dealer must, there¬ 
fore, add an average of a little over 35.1 per 
cent. 

In comparison with these figures, the Bu¬ 
reau of Business Research points out, the over¬ 
head in retail drug stores averages 27.6 per 
cent, and in grocery stores, 14.6 per cent. 


COMPOSITION OF A WOMAN 

According to Hindu legends, the god Vulcan, of 
Hindu mythology, created the world. When he started 
on woman he found he had used up all available 
materials, but knew that the world would be nothing 
without women, so he took— 

The roundness of the moon. 

The undulating curve of the serpent. 

The graceful twist of the creeping plant. 

The slenderness of the willow. 

The velvet of the flowers. 

The lightness of the feather. 

The gentle gaze of the doe. 

The frolicsome reflection of the dancing sunbeam. 

The tears of the cloud. 

The inconsistency of the wind. 

The timidity of the hare. 

The vanity of the peacock. 

The hardness of the diamond. 

The chill of the snow. 

The cooing of the turtle dove. 

All these he combined to form this glorious being— 
woman. 


“In my early days as a financial reporter,” 
says a successful newspaper man, “I used to 
rejoice when a rainy day came. Why? Because 
I discovered that when it rained heavily very 
few people ventured out-of-doors, and I stood 
a far better chance of finding big men in their 
offices and without a line of people waiting. 

“Consequently, they had more time and 
more inclination to sit and talk with me. In 
this way I was able to gather a lot of informa¬ 
tion that I could not p>ossibly get on busy days. 
Also, it gave me opportunity to become better 
acquainted with many financial and business 
leaders. 

“When I remarked to a youngish business 
man the other day that he must be finding very 
little to do, he immediately replied: 

“ ‘I never was busier in my life. If you 
mean that I haven’t been able to get very much 
business, you are right. But I have been able 
to do more missionary work and to make more 
friends with the right kind of people this sum¬ 
mer than ever before. Most of the people I 
have been cultivating have been far from 
rushed; so they have had time to talk with me. 
I know that I am going to cash in very hand¬ 
somely on all this work I have been doing. Of 
course, I suppose I could have let myself become 
discouraged because of the small amount of 
actual business I have landed. But I’ve had 
sense enough to be patient and to plug along 
as hard as ever. In fact, I have never worked 
harder in my life. The reward will come by 
and by. I know it will.’ ” 

Is there a suggestion in this for you? 


SAY HENRY MAKES $199 FROM EACH 

i^ttention drawn to Henry Ford’s own state¬ 
ment of his manufacturing costs recently has 
induced financial circles to continue the process 
to the point of estimating his cost per car. As 
brought to light tliis speculation is generally 
taking the form of an estimate that materials 
entering into the manufacture of a flivver do 
not exceed $50. This, added to the $93 which 
Ford confesses is his labor and overhead cost, 
gives a total of $143. So he is content to add 
more than 100 per cent as his profit and let it 
go at that. 

]Matching this against the current price of a 
Ford touring car, $415, and deducting 171/2 
per cent from this price as agent’s commission, 
the financial circles described arrive at the con¬ 
clusion that each touring car nets the Ford 
Motor Company $199. This is checked freely 
against another recent estimate of a man who 
had been close to Ford that the net profit on 
a vehicle was $189. And the checkers have 
gone on from this and figured it out that the 
actual bench cost of a Ford, material and labor, 
but excluding overhead, is about $100. 
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Merchandise Turnover and Stock Control 


Knowing What Is Taking Place While It Is 
Taking Place, Provides a Peroetual Inventory, 
Prepa^ by the Chamber of Cfommerce of IT. 8. 


T here should be no difficulty in expressing 
the idea that the number of turnovers are 
just as vital to a business as the amount of 
profit on each turnover. Thus: If the profit on 
each turnover is 5 per cent and there are four 
turnovers in any given period the profit on the 
stock • investment is 20 per cent; and if the 
number of turnovers is doubled the profit will 
be doubled. 

Many years ago merchants and manufactur¬ 
ers who had studied distribution with exacti¬ 
tude, as if it were a science or at least an art, 
learned that the rate of turnover is one of the 
most important factors in business. If all of 
its relations are taken into consideration per¬ 
haps it is the most important factor, except 
always an accurate form of cost accounting, 
without which it is inconceivable that any busi¬ 
ness large or small can be conducted really well. 
If a merchant does no advertising his failure to 
utilize this sales method is not an argument 
against the need for publicity. If a business 
man does not keep his costs separated from each 
other, we are forced to ask: 

How Does He Know Wlien Some of Hie 
Expenses Are too High? 

Clearly as the importance of the turnover 
appears and universally as its truth is accepted, 
there are frequent violations of its most funda¬ 
mental principle—not to overbuy—even among 
comparatively progressive merchants. 

An addition to the cash discount or an at¬ 
tractive price concession sometimes will induce 
the purchase of considerably more goods than 
can be sold within a reasonable turnover period. 
This entails the likelihood that a season will 
pass leaving a costly lot of goods in stock and 
the resultant mark-downs and sacrifice sales as 
the only way of moving them. 

It is, of course, possible to be too conserva¬ 
tive and to buy less than could be sold. This 
is not really a serious condition, because, unless 
transportation facilities are very poor or the 
distance from supplies is very great, a shortage 
usually can be made up in a few days and often 
in a few hours. Average conditions only can 
be discussed here. Special cases demand special 
methods. 

Elements involved 

When the various expenses and wastes in¬ 
volved in slow turnovers are stated separately 
the subject becomes even more easily under¬ 
stood. What are the elements in which losses 
due to slow turnovers may be found? 

(a) Investment. 

(b) Interest. 

(c) Mark-down. 


(d) Salaries and wages. 

(e) Shelf or storage room. 

(f) Prestige—Reputation. 

(g) Inefficiency. 

An examination of these elements shows 
their relation to each other. 

(a) Invested money is the source of profit 
which in turn depends upon the amount of 
goods in stock and upon the length of time 
which these goods are carried. It is evident 
that to double the turnover comes to the same 
thing as doubling the amount of stock without 
increasing the investment. Or, vice versa, one 
half as many turnovers results in doubling the 
amount of money invested for the same quan¬ 
tity of goods. 

(b) Interest must be paid upon all bor¬ 
rowed money and most merchants are borrow¬ 
ers. If the turnover is reduced from a period 
of six months to one of three months the interest 
on a given loan is reduced in the same propor¬ 
tion. 

(c) Mark-downs are required for three 
principle reasons; 

1. The goods have proved unsalable at the 
original mark-up. 

2 . Too many were bought and a change in 
the style or season has left some of them on 
the shelves—• 

3. With the result that they have been 
soiled, chipped, bent or defaced otherwise by 
frequent handling. 

(d) Salaries and wages must be included 
because every operation in every establishment 
costs something. When an unprofitable opera¬ 
tion is performed it represents a loss. Roughly 
these losses are due to; 

1. Waste of time by management in reach¬ 
ing decisions as to when and what mark-downs 
are to take place. 

2 . Waste of time by sales force. 

3. Rewriting tickets. 

4. Rearranging goods for mark-down sales. 

(e) Shelf or storage room is a definite part 
of the expense of doing business; and that por¬ 
tion which is devoted to slow-selling merchan¬ 
dise is wasted. 

(f) Prestige-Reputation—for the high char¬ 
acter or timeliness of merchandise is sought by 
most stores. There is a distinct waste measur¬ 
able in dollars and cents when the reputation 
of an establishment is lowered by shopworn 
goods. 

(g) Inefficiency always results in waste. 
The buyer whose judgment often is wrong usu¬ 
ally makes the mistakes from lack of knowledge 
as to the stock and the speed or slowness with 
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which it is moving. Frequent mistakes cause 
uncertainty in the mind of the one who makes 
them and tend to worse errors as time goes on 
unless some measures are taken to make them 
improbable. 

Have You Ever Figured or Even Estlinated the Amount 
of These Coeta in Tour Own Business? 

Value of Records 

There is just one method of reducing waste 
to a minimum. That is through records of pur¬ 
chases and sales which can be consulted at any 
moment; which Will give a complete picture of 
the situation as it changes from week to week, 
from day to day, even from hour to hour if that 
be desirable; and which will supply the knowl¬ 
edge for immediate additional purchases, for 
mark-downs or for any other change in handling 
the stock. 

In Figure 1 are shown two sets of graphs, 
series A-1, A-2, A-3, A-4 and B-1, B-2, B-3, B-4. 

Each of the columns in series A represents 
sales amounting to $100,000 but the number of 
turnovers increases from 1 in A-1 to 4 in A-4, 
and it will be observed that with each increase 
in turnover the stock investment as well as the 
interest are cut in two while the amount of 
profit increases. 

Series B shows uniform stock investments 
and costs of interest throughout while the 
amoimt of profit increases with the number of 
turnovers. 


Differently expressed, Series A proves the 
decreased investment needed to perform a given 
amount of business while Series B proves the 
increased business and profits which accrue to 
the same investment upon a multiplied turn¬ 
over. 

All of this has been accomplished in a simple 
manner with benefits equally to the merchant 
and to the customer. (And every wise mer¬ 
chant knows that a benefit to the customer 
comes home to roost as a benefit to his busi¬ 
ness.) 

In a certain establishment the direct cost of 
this method of stock-control has amounted to 
less than 1 per cent of the selling price. Yet it 
has increased the turnover considerably in all 
of the departments where it has been applied; 
and in the department where it was first in¬ 
stalled the turnover has nearly doubled while 
the mark-down wastes have been more than cut 
in two. 

Not only has the number of turnovers in¬ 
creased, but also the amount of merchandise 
sold in each turnover. Errors in the judgment 
of buyers have been made less probable in the 
future as the causes and kind of errors have 
been made clear. Last but not least, a record 
of the remarks by customers shows the en¬ 
hanced reputation of the stock. 
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Here are two ways of illustrating the profits due to more frequent turnovers: 

Series A is based on a given PERIOD and shows how the investment and interest grow less while 
the profit increases. 

Series B is based on a given INVESTMENT so that the interest also remains the same although 
the profit increases. 
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Simple in Operation and Adaptable to Small as 
Well as Large Business 

If the accomplishment of these results had 
been thron^^h any complicated or difficult meth¬ 
od its preneral application might not be easy. 
But the exact contrary is the case. It is per¬ 
fectly simple and almost as easy as not to do it 
at all; and it is quite as applicable to a whole¬ 
sale as to a retail business; to a large business 
as to as mall one. 

First and foremost is the necessity to divide 
the establishment into departments. Usually 
this is the case already where a large stock is 
carried, but small stores often have not done so 
and a part of their trouble comes from this 
neglect. An additional advantage following the 
practice is due to the better display which may 
be made of the stock. This, however, is another 
subject, since the discussion now relates solely 
to control of the stock which can be accom¬ 
plished effectively only if it be arranged accord¬ 
ing to a definite departmental plan. 

It may be thought at first by some readers 
that there would be difficulty in dividing into 
departments a store which, like a shoe store, 
might itself form one of the departments of a 
true department store. But on second thought 
it will be seen that there are several possible 
departments even in a small retail shoe store. 
For example, many shoe stores sell stockings; 
there are men’s and women’s shoes; and there 
are costly and cheap shoes for men and for 
women. 

Many departments are possible in hardware, 
groceries, jewelry and, indeed, in every whole¬ 
sale or retail business whether it be large or 
small. Neither need departments be separated 
by partitions or show cases; an imaginary divi¬ 
sion is quite enough so long as the proprietor is 
conscious of it and uses it on the control-cards 
to secure a reliable sales-analysis. 

It is the only method by which unprofitable 
departments may be reorganized intelligently. 

Have Yon Divided Your Store Into Departments? 

After the departmental plan has been ar¬ 
ranged an inventory must be made on the con¬ 
trol-cards which are designed to exhibit every 
necessary fact for every day in the month. A 
sample card is shown, Figure 2, but the exact 
shape and size will differ somewhat with the 
department or kind of business involved. 

The idea is adapted to the most widely dif¬ 
fering merchandise as for example shoes and 
wire nails—or canned goods and vacuum 
cleaners. By printing on both sides the capacity 
of the cards may be doubled, and by using a 
card twice the size, folded in the middle, a quad¬ 
rupled capacity is secured. 

Tinted Caxds a Convenience 

Many methods are practicable for indicating 
to which department a control-card belongs. 
Probably the simplest is by means of tinted 
cards, of which there are seven standard colors: 
White, blue, red. green, yellow, salmon and 


grey. If a greater variety is needed, the name 
of the department may be printed faintly in 
large characters on the face of the card; or the 
upper edge of the card may be indented or 
clipped at the corners so that it may be identi¬ 
fied at a glance. Whatever plan is adopted 
should be considered carefully beforehand, 
since changes are troublesome and expensive. 

The row of figures at the top are the days 
of the month and the blank spaces below are 
for the quantities ''Rec’d,” ‘‘O. H.” (on hand), 
‘‘Sold” and “0. 0.” (on order). 

According to Figure 2, the firm had on hand 
at the opening of business on August 1, 19 pairs 
of size 9 and 11 pairs of size 9V^ black oxford 
blucher calf shoes, style 2783, which cost $4.50 
a pair and were bought of Stevens and Com¬ 
pany. During the first week of August 18 pairs 
of size 9 were sold, two pairs were returned by 
customers (one each on the 4th and 5th) so that 
three pairs were on hand at the opening of 
business on Monday, August 7. On the same 
day 24 pairs were received, which had been or¬ 
dered on the 2nd. 

Certain of the figures, like “returned 
goods,” usually are made with red ink, but the 
color cannot be shown in the engraving, for 
which reason the figures are enclosed in a 
circle. The figures 24, “0. 0.,” should also be 
cancelled with red ink. In practice most words 
are abbreviated and “Black Oxford Blucher” 
would be written “Blk Ox Bl.” 

Oonstitnte a Parpetoal Inventory 

These cards it will be observed constitute a 
perpetual inventory which displays at a glance 
every factor in which the management and the 
buyer may be interested: At what rate the 
goods are selling; which sizes are selling fast¬ 
est; which styles are most popular; when it is 
time to order more; and which of the goods 
must be marked down. 

They are under the charge of one person, 
who makes all of the entries, and are mounted 
in an open rack. Probably the most remark¬ 
able characteristic of the control-card is the 
fact that changes are recorded within a quarter 
of an hour after they take place, so that those 
in authority, if it is necessary, may know the 
precise condition of the whole stock at any 
hour of the day. 

FVom this description it is evident with what 
certainty and rapidity judgments may be 
formed and policies may be altered. 

Your Busineea Most Important to You 

To provide the facts for this control, a cou¬ 
pon bearing the style number is detached from 
the ticket with which each article of merchan¬ 
dise is provided when it is placed on sale; and 
this coupon it is necessary only to transmit to 
the person who has charge of the control-cards. 

As an interesting economy (although having 
really nothing to do with this particular sub¬ 
ject) these tickets are made in triplicate and 
are printed on an addressograph. Not only has 
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there been a direct saving in the number of 
people employed in marking the goods, but 
there has been a surprising elimination of er¬ 
rors; and, of course, the very common troubles 
due to poor handwriting have been obviated 
wholly. 

It follows therefore that the careful study 
of this subject brought indirect improvements 
as well as those betterments which were sought 
more particularly. Labor-saving devices usual¬ 
ly insure also a much higher degree of accuracy. 

One very great improvement and saving not 
mentioned yet is the increased knowledge of 
what constitutes the proper mark-up in various 
lines. Hitherto there was a sort of happy-go- 
lucky guessing contest as to what might be a 
reasonable spread. This has given way to the 
recorded facts shown upon the control-cards. 
It has not reached the high plane of a fixed 
mark-up percentage for each class of goods, but 
even that is expected as one of the results in 
near future, and in the meantime most of the 
usual and costly errors have become things of 
the past. 

Enthuses Your Sales Force 

It would be difficult to exaggerate the im¬ 
provement in the morale—the enthusiasm—of 
the sales force which will follow the introduc¬ 
tion of the control-card method. Naturally 
this has brought with it a higher ratio of sales 
to the time expended in selling. A very definite 


certainty exists that the profit due to quicker 
turnovers will be matched by the saving in sell¬ 
ing expense; and this again is certain to be 
reflected in the attitude of the sales force 
toward their employment and particularly 
toward the sale, which will be regarded by 
them more in the light of a probability than 
ever before. There is nothing strange in this. 
A feeling of confidence is the first requirement 
for successful selling and merchandise which 
drags must have a deterrent effect upon those 
who attempt to dispose of it. 

Do you believe in guessing or in knowing? 

It should be understood very clearly that 
while the control-cards are for the purpose of 
collecting information which is required in 
every business, there remains the necessity to 
condense the figures w^hich they display in the 
form of a report. This should be done weekly 
and monthly in any event; and preferably there 
should be reports of the previous day’s opera¬ 
tions placed upon the desk of each person in 
authority every morning. Without these reports 
the management fails to secure the benefits en¬ 
dowed by the control-cards and the chance for 
immediate action is lost. Opportunties for a 
profitable change in policy may come suddenly 
and if not taken advantage of at once may dis¬ 
appear as quickly as they came. Control-cards 
are largely to provide for these sudden changes 
which a wide-awake merchant can convert from 
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2.—A fona of Ck>ntrol-Card suitable for many kinds of busineilb, which shows at any moment the condition 
of the stock and the rate at which it is seUing. 
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a loss into a profit only if he has before him 
a picture of what is taking place. 

Two forms of report are needed: 

(a) Slow-selling merchandise. 

(b) Quick-selling merchandise. 

These will be considered separately because 
they relate to problems which are entirely dis¬ 
tinct from each other. 

(a) Slow-selling merchandise must be rec¬ 
ognized immediately in order that the mark¬ 
down shall not be delayed beyond the proper 
moment and to insure that future purchases of 
that class shall be made with more caution. 

i'b) Quick-selling merchandise should be 
emphasized in the minds of those who are re¬ 
sponsible for buying and this can be done only 
through visualizing what has taken place by 
means of the actual figures and dates. 

If other business men find these facts nec¬ 
essary, should not you provide yourself with 
them also? 

No particular importance need be attached 
to the precise form in which these reports are 
made so long as they are of a size to fit standard 
filing cabinets. They should display a short 
description of the merchandise, the name of the 
manufacturer, the quantity sold, the quantity 
unsold and the date when placed on sale. In 
the case of slow-selling merchandise the report 
should show the mark-down (if any has been 
made) and the sales since marking-down. Both 
of the reports should have a sufficient space for 
remarks. 

In an establishment of any magnitude the 
best results can be insured only by employing 
someone from the outside, whose duty shall be 
to study the existing practice and apply better 
methods wherever it can be shown that an im¬ 
provement is likely to follow. 

In one instance very great results were se¬ 
cured through a young man who had never sold 
a dollar’s worth of merchandise in his life and 
who had no merchandising experience of any 
sort. But he had an observant eye, an analytical 
mind and a diplomatic manner. Those who have 
been close to a business, who have seen it grow 
to large dimensions from a small beginning, 
usually are the last to believe that any improve¬ 
ment can be suggested which they would not 
themselves think of first, unless they have rare 
qualities of vision and imagination—unless they 
are bigger than their jobs. 

Management begins with ^lan and distribu¬ 
tion is Man from the top to the bottom. 
Thoughtless management helps no one, the man¬ 
agement least of all. The more exact, the more 
progressive, the more scientific distribution can 
be made, the more everyone will be helped from 
and including the producer to the consumer. 

Control-cards are a means. 


Discipline is that kind of training that 
causes us to do willingly things we* used to 
hate to do. 


NOBODY HIRES YOUR TIME 

Nobody pays you for putting in so much 
time. 

Your time isn’t worth anything to anybody. 

It’s only what you DO that counts and that 
anybody will pay for. 

A man might punch the clock at six o’clock 
in the morning and stay inside the works for 
eight, ten or twelve hours, yet not have earned 
a dollar. Another man might be inside the plant 
only a few hours and have earned a good day’s 
pay. 

Perhaps you have sometimes remarked that 
the big fellows around the place often put in 
very little time, that they seem to take lots of 
time off. But corporations or other employers 
never measure the value of a high-salaried man 
simply by the number of hours he spends at his 
work. He is judged solely by the value of what 
he accomplishes. One man in an executive posi¬ 
tion might work twelve hours a day and yet 
not be worth $2,000 a year, while another might 
be on the spot only half as many hours and yet 
be worth $20,000 a year. Incidentally, most 
men holding responsible positions devote a 
great deal of thought to their duties while they 
are away from business. 

The wise, willing, ambitious worker will 
strive to do so much work and to do it so well 
that he will sooner or later be promoted to a 
position where his pay will be governed not 
by so much per hour, but by the worth of the 
services he renders. 

This thought that your time is not worth a 
nickel to anybody is a helpful one to keep al¬ 
ways in mind. 

Don’t try merely to “put in the day.” Strive 
with all the energy and vigor you possess to put 
something into the day. 


SUCCESS IN COOPERATION 

Said a wise old bee at the close of day. 
“This colony business doesn’t pay. I put my 
honey in that hive tliat others may eat and live 
and thrive; and I do more work in a day, by 
gee, than some of the fellows do in three. I 
toil and worry and save and hoard, and all I 
get is my room and board. It’s me for a hive 
I can run myself, and me for the sweets of my 
hard earned pelf.” So the old bee flew to a 
meadow lone and started a business of his own. 
He gave no thought to the buzzing clan, but 
all intent on his selfish plan, he lived the life 
of a hermit free—“Ah, this is great,” said the 
wise old bee. But the summer waned and the 
days grew clear, and the lone bee wailed as he 
dropped a tear; for the varmints gobbled his 
little store and his wax played out and his heart 
was sore, so he winged his way to the old home 
band, and took his meals at the Helping Hand. 
Alone, our work is of little worth; together we 
are the lords of earth; so it’s all for each and 
it’s each for all—united stand, or divided fall. 
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A. L. SCOTT RE-ENTERS TRADE 

The trade will herald with interest the re¬ 
turn of A. L. Scott to active connection with 
the western trade as vice president and sales 
manager of Mangrum & Otter, long established 
jobbers of heating, hotel and household equip¬ 
ment. Mr. Scott has already entered into his 
new work with all the energy and enthusiasm 
characteristic of him, and he is being warmly 
received by his many friends in the trade 
throughout the West. 



A. 8. MANOBUX 

President nnd feneral manager of liangmm A 
Otter, who are large and prominent factors in 
the trade thronghont the West. 

Mr. Scott is well and widely known as one 
of the most forceful and capable men, one of 
the keenest executives, and one of the greatest 
salesmen ever developed in the hardware busi¬ 
ness of the West. He has always been one of 
the most forceful figures and personalities in 
the field, and his friends unite in welcoming him 
back to the activity which has been character¬ 
istic of him. 

Associated with A. S. Mangrum, president 
and general manager of Mangrum & Otter, he 
joins forces with a man whose standing and 
regard in the trade are the highest, and to¬ 
gether these two able men face an opportunity 
to build, develop and strengthen with mutual 
benefit to the trade, their house and them¬ 
selves. 

Mangrum & Otter is one of the pioneer job¬ 
bing houses of the West and in many years cf 
business life a unique and important trade has 
been built up. They specialize on heating and 
ventilating equipment, complete hotel and res¬ 
taurant kitchen installations, metal and tile 
supply, and a general business in household 
goods, fireplace accessories, refrigerators, etc. 


They manufacture many of the special goods 
they handle, and have developed a large volume 
on many of these supply lines. 

Mr. Scott entered the trade at the very bot¬ 
tom as a 16 year old boy, first as an apprentice 
and stock clerk for Dunham, Carrigan & Hay¬ 
den Co. After a year or two in which he made 
the very best use of his time in familiarizing 
himself with every department and detail of 
the business, he was sent out on the road and 
immediately proved remarkable sales ability. 



A. n. 8O0TT 

Vice president snd sales manager, Mangmm A 
Otter, is being welcomed by his many friends on 
his again re-entering the trade. 

After full experience and the building of 
a circle of friendships in the trade, he left the 
house to join in forming the firm of Miller, 
Sloss & Scott, forerunner of the Pacific Hard¬ 
ware & Steel Co. In the executive capacity in¬ 
to which the new and growing destinies carried 
Mr. Scott, he again proved his strength in hand¬ 
ling men and building up a sales and general 
organization. 

The unceasing energy and unflagging enthu¬ 
siasm that have always animated Mr. Scott are 
just as active, now that he is back among his 
friends and again rubbing up against hardware 
problems among hardware men. His many 
former co-workers and admirers are wishing 
him the best of good fortune in the work that 
he has shown himself so distinctly adapted for. 


No man can be utterly unhappy who has the 
consciousness of doing good work. 


Good times are diffident about rushing in 
where bad times are expected. It is always 
good policy to look for the best. T 
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Electric Facts You Should Know 

Every Man in Your Store Who Sells Tools or 
Supplies for Electrical Work Should at Least 
Master Such Rudimentary Facts as Follows 


W HEN electric lights first came into gene¬ 
ral use there were a great many fires 
from electrical origin. Various associa¬ 
tions of underwriters therefore formulated 
rules in accordance with which they required 
that all wiring be done. Later these various 
rules were reduced to a uniform code known as 
the National Electrical Code. All fittings that 
have been approved bear a label of approval 
from the National Board of Underwriters and 
only such fittings can be used where an inspec¬ 
tion is required. 

Some of the smaller towns are not governed 
by underwriter’s inspection, but to avoid possi¬ 
ble danger from fire, their rules governing wir¬ 
ing and material should be adhered to closely. 
These rules are revised as often as changes in 
electrical art make such revisions necessary. 

The following embodies a few of the under¬ 
writers’ rules, together with a brief description 
of some of the electrical material in common 
use. 

Wire 

Smaller than No. 14 B. & S. gauge must not 
be used except in electrical fixtures and flexible 
cords. The size of the wire should be governed 
entirely by conditions. 

For wiring interior of house a No. 14 wire 
is used for circuit wires; not more than twelve 
16 candle power carbon lamps, or a total of 660 
watts should be put on one circuit; where more 
than twelve 16 candle power lamps or 660 watts 
r.re desired, another circuit or two more wires 
Hiust be run. For example, if it is desired to 
wire a five-room house and install the number 
of lights, distributed as follows: 

Parlor, 4 lights; dining room. 2 lights, bed¬ 
room No. 1, 2 lights; bedroom No. 2, 2 lights; 
hall, 2 lights; bathroom, 1 light; kitchen, 2 
lights; front porch, 1 light. 

Total, 17 lights. 

Two circuits would be necessary, one circuit 
for parlor, dining room, hall and porch, and one 
circuit for balance of house. 

Main or lead wires are used from branch 
blocks to main blocks and size of wire used must 
be as follows: 

For 17 lamps or less, No. 14 or larger wire. 

18 to 24 lamps, No. 12 or larger wire. 

25 to 33 lamps, No. 10 or larger wire. 

34 to 46 lamps, No. 8 or larger wire. 

47 to 65 lamps. No. 6 or larger wire. 

Main or lead wires should never be over¬ 
loaded. 

For such wires as fixture wiie and lamp 
cord, the sizes mostly used are Nos. 16 and 18. 



Electrical applianeet alwaya make a apedal appeal to tbi 
women folk of your community. Particularly will tklf bi 
found true at this season of the .year. 


When joints are made in the branch or lead 
wires, they must be soldered and covered by a 
sufficient amount of splicing compound and 
friction tape to equal the insulation on the wire. 
No. 14 single and double braid and No. 12 sinsfle 
and double braid are the wires most commonly 
used for branch wires. 

Beqnirementa for Switches 


Switches designed to disconnect the line 
from source of electricity when necessity or con¬ 
venience requires. Snap switches are most com¬ 
monly used for controlling circuits from the 
wall. They should be used in connection with 
switch base No. 17 to meet requirements of un¬ 
derwriters. This auxiliary base is placed be- 
tw’een the porcelain base of the snap switch and 
wall, thereby bringing the wires the required 
distance from the wall. Snap switches are com¬ 
paratively inexpensive, but on account of pro¬ 
jecting from wall will not make as neat a job 
as the push button flush type. 

The push button switch is set in an iron or 
steel box in the wall. After all connections are 
made, it is then covered with a plate, which is 
generally finished to correspond with the hard¬ 
ware and fixtures. Each switch is designated 
as one gang. Very often several lights are to 
be controlled from same position. The switches 
and switch boxes are then ganged up to the 
required amount and covered by either one 
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piate perforated for the amount of switches 
used or by a series of single plates. 

The pendant switch is used practically the 
same as key socket, except it can be arranged to 
control several lights, and key sockets control 
only one. 

The knife switch of the lighter type, is used 
mostly on battery work, such as gas engine ig¬ 
nition, telephones, etc., or for entrance or main 
switches where the wire enters the building 
between the cut-out and meter. A combination 
cut-out and switch is used very largely for the 
same purpose. It is always necessary to use a 
cut-out or fuse block where the wires enter. 
They are generally of the plug or cartridge 
type. 

While both types are permitted by the un¬ 
derwriters, the cartridge type is preferred on 
account of the fuse being enclosed in a metal 
case, and less liability of fire from a blown 
fuse. The cartridge fuse usually has an indi¬ 
cator to indicate the burned fuse, which is a 
great convenience in locating promptly when 
several fuses are used. The plug type are pro¬ 
tected by a mica covering. Fhises are very nec¬ 
essary to the protection of wdre from overloads 
or lightning. 

Other Oonstmction Devices 

Flexible conduits should be used between all 
partition walls or other places where extra 
protection is necessary that is not exposed to 
dampness. 

Wood or metal moulding and fittings are 
used when it is desired to run wdres w^here it is 
impossible to conceal them in the wall or ceiling. 

Rosettes are used for diop lights, one type 
where wires are run through mouldiugs gener¬ 
ally on the ceiling surface; others for concealed 
v’ork or where the wires run overhead and drop 
through the ceiling. 

Porcelain cleats and knobs are used for 
either concealed or exposed work. Wires can 
be run on the cleats or by means of porcelain 
knobs. Porcelain tubes should be used wherever 
the wire is run through.the ceiling, floor joists, 
or in parts of a building where the wires are 
liable to come into contact with other material. 
They are also used where the lead or branch 
wires cross the bell wire or telephone wire. 
When they are used for this purpose, they 
should be carefully taped at the ends to avoid 
being moved from their position. 

Sockets 

Key sockets are most generally used. Key¬ 
less sockets are used where the lights are con¬ 
trolled by independent switches. They are most¬ 
ly in use on electroliers. The wall socket can 
be used in connection with switch base No. 17 to 
meet with the requirements of the underwriters. 

Chain-pull sockets are used for a great many 
different purposes and operate the same as the 
key socket, except the make and break attach¬ 
ment is controlled by the chain. The key and 


keyless sockets are generally without bushings 
fitted, but before being used should always con¬ 
tain composition bushing. 

Weather proof sockets are used on all wiring 
which is exposed to dampness, such as electric 
signs and decorative w'ork in amusement parks 
and streets. Porcelain sockets are used in base¬ 
ments, bathrooms, etc., or any place where 
dampness is likely to attract current and fom 
a ground. 


SELLING ELECTRICAL APPLIANCES 

In selling electrical appliances the Nicholas 
Hardware Co., of Oak Park, Ill., tell us that 
their biggest asset in this connection is the fact 
that many of their customers prefer to buy at 
their store because of the assurance of satisfac¬ 
tion and good service which they have been 
careful to build up, with the further fact that 
they have made it known that they do not take 
advantage of anyone who is unfortunate enough 
to be unable to continue their monthly pay¬ 
ments, after getting in a tight place, or even in 
taking back the appliance sold when agreeable 
to the purchaser, reimbursing them for the 
amount paid, less a reasonable depreciation. 

They advertise these goods regularly and 
consistently in their local papers and have 
actual demonstrations of washing and ironing 
and vacuum cleaning in their windows and store, 
to keep their local people interested and pro¬ 
mote sales. 

They further tell us that their losses on 
electrical appliances for last year were one- 
fighth of 1 per cent, which they consider excep¬ 
tionally good when you consider that 75 per 
cent of this business is done on credit. As a 
matter of fact, their loss on their entire store 
business was about one-eighth of 1 per cent. 


OLD BUSINESS 

I left my dad, his farm, his plow. 
Because my calf became his cow; 

I left my dad—^twas wrong, of course, 
But my pet colt became his horse; 

1 left my dad to sow and reap. 

Because my lamb became his sheep; 

I dropped my hoe, and hit New York 
Because my pig became his pork; 

The garden truck I made to grow. 
Was his to sell, and mine to hoe. 

Believe me, too, I had to hoe— 

There was no riding down the row. 

NEW BUSINESS 

With dad and me it’s half and half. 
The cow I own was once his calf. 

I’m going to stick right were I am. 
Because my sheep was once his lamb. 
I’ll stay with dad—he gets my vote, 
Because my hog was once his shoat. 

No town for me—I’ll stick right here. 
For he’s made me tractor-engineer. 
It’s ^^even split” with dad and me 
In a profit sharing company. 

We work together from day to day— 
Believe me, boys, it’s the/o^y^way^T. 
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Steam Pressure Canner in Gioking 

(By Hannah L. Weasllng, U. 8. Dept, of Agricnltore) 


B eside being one of the most dependable 
devices for the canning of dense and pro¬ 
tein vegetables, and a very reliable one in 
the South for the home canning of meats and 
fish, the steam pressure canner may be used 
in the cooking operations of the home through¬ 
out the year with a saving of much time and 
fuel. By utilizing the steam pressure canner 
as a cooker in the preparation of the daily meals. 
4 n appreciable saving of fuel (or money) will 
soon be effected. 

The construction of the steam pressure can¬ 
ner or cooker is based upon the principal that 
the temperature of boiling water dependes upon 
the pressure exerted upon it and increases with 
the pressure. For example, at sea level water 
boils in an open vessel (that is, under atmos¬ 
pheric pressure) at 212 degrees P. At 5000 
feet above sea level, where the air pressure is 
noticeably less, it boils at a considerably lower 
temperature, i. e., at 203 degrees F. 

By increasing the pressure upon the water 
above that of the atmosphere at sea level, it 
will not boil until the temperature rises above 
212 degrees F. By confining boiling water in a 
tightly closed vessel, such as the steam pressure 
cooker, and continuing to apply heat, the press¬ 
ure of the steam becomes greater and the tem- 
])erature of the boiling water continues to rise. 
The pressure cooker is equipped with a dial 
which registers the amount of steam pressure. 

At 5 lbs, steam pressure the temperature of 
tlie boiling water is 228 degrees F. 

At 10 lbs. steam pressure the temperature of 
the boiling water is 240 degrees P. 

At 15 lbs. steam pressure the temperature of 
the boiling water is 250 degrees P. 

At 20 lbs. steam pressure the temperature of 
the boiling water is 259 degrees P. 

Poods cooked in steam at these high temper¬ 
atures become tender much more rapidly than 
ordinarily, since the connective tissues of meat 
and the fibrous parts of vegetables are more 
quickly disintegrated. Consequently, the cheap¬ 
er cuts of meat, dried beans and peas, which 
usually call for long, slow cooking, may be pre¬ 
pared in a relatively short time in the pressure 
cooker. 

Some Advantages of Pressure 

Saves time. Owing to the greater reduced 
cooking period is an appreciable saving of the 
cooker, there is an appreciable saving of the 
housewife’s time. After the preliminary prep¬ 
aration of vegetables, etc., the actual cooking 
requires very little time. 

Saves labor. There is no danger of foods 
sticking or burning, hence the housewife does 
T.ot need to spend time in stirring or basting 
food. When once placed in the cooker with 


sufficient water in the bottom no further at¬ 
tention is needed, except to maintain the re- 
quiied pressure. 

Saves fuel. After bringing the contents of 
the cooker up to the boiling point of the de¬ 
sired pressure, very little heat is required to 
maintain this pressure. 

Saves heat. Since so little heat is needed 
to maintain a given pressure and the cooking is 
completed in a comparatively short time, the 
kitchen will be noticeably cooler in warm weath¬ 
er than with the ordinary method of cooking. 

Saves food values. In the steam pressure 
cooker, as in an ordinary steamer, it is very 
easy to cook meats and vegetables by steam 
alone or with very little water and retain all 
the extractive material to be served with the 
article prepared. With care this may be done 
even with the ordinary methods of cooking. 
However, since there is usually great danger of 
scorching foods when very little water is used, 
vegetables are too often cooked in an abund¬ 
ance of water, which is later thrown away, al¬ 
though it holds in solution valuable mineral 
matter so essential in our diet. When meats 
are cooked the extracted juice, which is left as 
a concentrated stock, should be utilized either 
as gravy or to serve as the basis of a soup for 
u subsequent meal. 

Retains flavor. The cooker being tightly 
closed prevents the carrying off of the volatile 
substances to which the flavor of many vege¬ 
tables and other foods is principally due. This 
is especially noticeable with delicately flavored 
vegetables and fish, and when seasonings, such 
as onion and spices, are used, less is required. 

Less shrinkage. Poods prepared in the cook¬ 
er shrink less than in the ordinary process of 
cooking because there is less loss of water. 

Obviates odor of cooking. Owing to the 
cooker being tightly closed during the cooking 
process, there will be an entire absence of odor 
until the pet-cock is opened and the cover taken 
off when the food is ready to be removed. Even 
this may be avoided with onions, cabbage, etc., 
by placing the cooker on the porch or in an 
open window before opening the pet-cock or 
removing the lid. 


Best Way to Use Cooker 

The most efficient and satisfactory way of 
using the cooker is to prepare as many as possi¬ 
ble of the articles required for the meal at one 
time. By planning the meal in advance, estimat¬ 
ing the time required for the various articles, 
preparing them for cooking so that each may 
be introduced into the cooker at the proper 
time (or several at once), much time, labor and 
fuel may be saved. The meat will usually 
require the longest time. T 
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If two or more vegetables, such as potatoes, 
carrots, turnips, etc., which require 10 to 16 
minutes (depending upon age of vegetables and 
degree of pressure used), are to be prepared, 
place them in the cooker about 15 minutes be¬ 
fore the meat is expected to be ready. While 
they are cooking, cream sauce for the vege¬ 
tables may be made, the salad dressing prepared 
and other preparations for serving the meal 
completed. 

GIVE ME THE FLOWERS NOW 

IVe noticed when a fellow dies, no matter what 
he's been, 

A saintly chap or one whose life's been deeply 
steeped in sin, 

His friends forget the bitter words they spoke 
but yesterday 

And try to find a multitude of pretty things 
to say. 

I fancy when I go to rest someone will bring to 
light 

Some kindly thought or goodly deed long buried 
out of sight. 

But if it's all the same to you, just give to me 
instead 

The bouquets while I'm living and the knock¬ 
ing when I'm dead. 

Don't save your kisses to imprint upon my mar¬ 
ble brow, 

While countless maledictions are hurled upon 
me now. 

Say just one kindly word to me while I mourn 
here alone. 

And don't save all your eulogies to carve upon 
a stone. 

What do I care if, when I'm dead, the Times, 
Sun, Gazette, 

Give me a write-up with a cut in mourning 
border set? 

It will not flatter me a bit, no matter what is 
said. 

So kindly throw the bouquets now and knock 
me when I'm dead. 


NEW PRODUCT MADE FROM WASTE 
SUGAR CANE 

A new enterprise has been inaugurated ad¬ 
jacent to New Orleans, which is designed to 
make from the sugar cane a board, which it is 
claimed will find a most practical use in build¬ 
ing. A plant has been opened by the Louisiana 
Celotex Company at Marrero on the west bank 
of the Mississippi River opposite Audubon park, 
adjacent to New Orleans, in which the waste 
sugar cane or “Bagasse" will be converted into 
“made lumber." 

The raw material is taken direct from the 
rollers of the sugar mills that havre extracted 
the juice, baled and sent to the Celotex plant. 
Here it goes through a simple process and the 
“bagasse" rolls out of the finishing end of the 
machinery a twelve foot board, three-quarters 
of an inch thick and of any length up to nine 
hundred feet. 

The manufactured article is known as an in¬ 
sulating board and has been given the trade 
name of “Celotex," the name suggesting the 
cellular character of the material. It weighs 
approximately six-tenths of a pound per square 
foot and makes a lighter board than lumber 
and practically an artificial cork board. 

Heretofore this waste material has simply 
been used as fuel, even then it was a poor fuel, 
as it was fifty per cent water. 

The officers of the company are: B. G. 
Dahlberg, president; J.KShaw, vice president; 
C. G. Muench, vice president; T. B. Monroe, vice 
president; C. F. Dahlberg, treasurer, and T. E. 
Dahlberg, assistant to the president. 


The Urban Hardware Company, 3145 South Grand 
Avenue, St. Louis, has been incorporated, with a capital 
stock of $20,000. 


The Pierce Hardware & Implement Co., Pierce City, 
Neb., recently moved to a new location, to give them 
the facilities for carrying increased stock. 


The Sabine Supply Company at Orange, Texas, 
desires the address of the ‘‘Wheeler & McGreeger'' 
fishing reels, formerly made at Milwaukee, Wis. 
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A Urge gathering of mannfactnreri and jobbers is in seision at AtlanUc City as these psges go to nress. There 
Is an earnestness and determination among them that speaks well for the return to more normiu conditions. 
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A TRIBUTE TO A DOG 

One of the most beautiful tributes ever paid 
to a dumb animal came from the lips of the 
late Senator George Graham Vest. The occa¬ 
sion was a trial over the killing of a dog, which 
was held in a Missouri town when he was a 
young lawyer. 

Senator Vest appeared for the plaintiff, 
while the late Senator Francis M. Cockrell, 
then a country practitioner, represented the de¬ 
fendant. 

Young Vest took no interest in the testi¬ 
mony and made no notes, but at the close of 
the case arose, and, in a soft voice, made the 
following address; 

''Gentlemen of the Jury; The best friend a 
man has in the world may turn against him, and 
become his enemy. His son or daughter that 
he has reared with loving care may prove un¬ 
grateful. 

"Those who are nearest and dearest to us; 
those whom we trust with our happiness and 
our good name, may become traitors to their 
faith. 

"The money that a man has, he may lose. 
It flies away from him, perhaps when he needs 
it most. A man's reputation may be sacrificed 
in a moment of ill-considered action. 

"The i>eople who are prone to fall on their 
knees to do us honor when success is with us, 
may be the first to throw the stone of malice 
when failure settles its cloud upon our heads. 

"The one absolutely unselfish friend that 
man can have in this selfish world, the one 
that never deserts him, the one that never 
proves ungrateful or treacherous, is his dog. 

"A man’s dog stands by him in prosperity 
and in poverty, in health and in sickness. He 
will sleep on the cold ground, where the wintry 
winds blow and the snow drives fiercely, if 
only he may be near his master’s side. 

"He will kiss the hand that has no food to 
offer; he will lick the wounds and sores that 


come in encounter with the roughness of the 
world. He guards the sleep of his pauper mas¬ 
ter as if he were a prince. 

"When all other friends desert, he remains. 
When riches take wings, and reputation falls to 
pieces, he is as constant in his love as the sun 
in its journey through the heavens. 

"If fortune drives the master forth an out¬ 
cast in the world, friendless and homeless, the 
faithful dog asks no higher privilege than that 
of accompanying him, to guard him against 
danger, to fight against his enemies. 

"And when the last scene of all comes, and 
death takes his master in its embrace and his 
body is laid away in the cold ground, no matter 
if all other friends pursue their way, there by 
the graveside will the noble dog be found, his 
head between his paws, his eyes sad, but open 
in alert watchfulness, faithful and true even 
in death.” 

When he concluded his remarks, there were 
but few dry eyes in the audience. The case was 
submitted without further argument, and the 
jury promptly returned a verdict for the plain¬ 
tiff. 


Walter L. McLaughlin is the successor to Luth Jk 
Bartling, at Emerson, Neb. 


Carl Jackson Hardware Company has been sold to 
Perry Folck, Madrid, Iowa. 


Root & Reeder have succeeded to the business for¬ 
merly conducted by Ruggles & Beckwith at Jefferson, 
Ohio. 


E. W. Paul has sold his interest in the Bingman 
Paul Hardware Company at Osceola, Iowa, to Olin C. 
Snair. 


A. B. Pryor is erecting a new building at Owens- 
mouth, Cal., in which his hardware stock will be 
installed. 


The Canadian Hardware and Furniture Company at 
Canadian, Texas, have increased their capit^ from 
$25,000 to $40,000. 



Wherever the 1 idles ire githered, it conventions or elsewhere, yon will ilwiyi find mere min 
not fir iwiy. The Atlintic City Convention, ilthongh it wss i onsy one, proved no exception. 


Digitized by 


Google 













November, igei 


HARDWARE WORLD 


23 



Oxoap of mABvfactimrf eomparod notoo in diicoiiing IndlTldnnl 
M Will M fonoral problems si the Atlantic City Oonyention. 


FORGET YOUR TROUBLES—WORK 

“Sleep knits up the raveled sleeve of care/' 
wrote the Bard of Avon. Work is just as good 
a knitter, according to Brig. Gen. Charles E. 
Lawyer, in Forbes. He says: 

“You can't overwork. God Almighty in¬ 
tended this wonderful mechanism called the 
human body to work. It is working all the 
time. Did you ever think of that ? 

“Think of it once more! This heart of yours 
pumps on, seventy-two times a minute, from the 
moment it takes its first breath until it dies, at 
fifty-six years, or sixty years, or a hundred. 
It pumps 4,320 times an hour, 103,680 times a 
day. 

“Everything in us is constructed to work. 

“Everything in us is constructed to carry 
big loads, big burdens. 

“This human hand—it's a masterpiece of 
mechanics. This spinal column—it's con¬ 
structed to hold your body up, and teams of 
horses pulling in opposite directions could 
scarcely pull it apart. 

“God intended us to work. He made it 
necessary for us to work. Whether you know 
it or not, your day's work lights up the glad 
side of your ledger. And idleness is loss. 

“The happiest moments in the life of a man 
are those in which he is at his best intellectually 
and physically working at high speed with the 
greatest necessity for good judgment and quick 
action. Then, if he has troubles, he forgets 


them in the exhilaration of the hour. Whether 
he knows it or not, his actual, everyday employ¬ 
ment is his biggest boon to happiness. 

“Look at President Harding. He has always 
been a worker; he is always working. He seems 
to be easy-going, but he works, as he plays, 
with great energy. He works at great speed. 
Today he is a fine example of physical and 
mental manhood at the age of fifty-five." 


A BIG MARKET FOR COURAGE 

America's stock of courage is today very 
low. I recently put out a little supply in the 
form of a short article calculated to inspire op¬ 
timism and confidence. The demand for it 
proved extraordinarily keen. Permission to 
spread this word of cheer was requested from 
many directions. One concern alone (Oppen- 
heimer Casing Company of Chicago) distributed 
10,000 copies among the largest manufacturers 
throughout the United States. Is it not justifi¬ 
able to draw the deduction that when so many 
people are beginning to feel eager to go ahead 
and do things, we can hopefully look for early 
and distinct improvement in business activity? 

Practically all the materials for the making 
of better business are here, but they must be 
mixed with optimism and courage. 


Carl G. Wenstrand Hardware Company at Shenan¬ 
doah. Iowa, has been incorporated, with a capital stock 
of $150,000. 



The Atlantic City 
for aialng up bnnn 


Oonyention la alwaya looked forward to with great interest by manufacturers and Jobbers as an opportunity 
ess and trade conditions. Here were found some of the biggest and best business minds ofjtb^ ^un^. 
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SUGGESTIVE ADVERTISING WILL PAY 
EVERY MERCHANT 

If more retail merchants would pattern after 
the department stores they would not only dis¬ 
play their goods to better advantage, but would 
advertise them in a different way. There is 
no doubt but what sales could be materially in¬ 
creased, even doubled and trebled. 

Items You Need 
Ef 10c to $1 


The most modest sort of an expenditure in our Kitchen¬ 
ware Department will secure for you some novelty or 
necessity of the greatest value in house-work. 

Inventions thought out and perfected by geni^ for 
your benefit are today available for such a trifling sum 
that to bNC without Aim would be unwise and unprof¬ 
itable, to say the least 

Suppose you glance over the list below (merelv a sug¬ 
gestion of what else you may expect to find here), che^ 
off whAt you require, and tomctrow or next day come 
in for them. 


OhrU 

Hm, 

Afvb Cmw».....JK# I 


Ic« Pick*....56# H 

— 

T*ii« iCi.im‘.-';.T:i5# 

Steel Skewen. pet tet S5# || 


Broom Holder*-15# {[ 

jCuvM PMliy Bm*-30# 

fPa.try Tab*.lb# 

Itaka Twnan.l5# 


40#. 50#, 

T..51.00 1 

RoiU Ptiii.4B#r»# 
Totftl ftolbn.....SO# 


AbmibiftB Frmi Jm 


AbMBM jJb MoobJl U 
.10# 


AlBBinum Te« BaCTB# 


OMppuif Bowk 1) ia 
bm.85# 


Btitm Poddlot _as# 


Wood Sppoo^ m. 

loo#-10# 

—— 

|P{J> 


. :.85# 


Di«k Mop*..10#, 15# 


Bru.u..::.3B# 


Poarjr^nabos, l-io. wide 
-36# 


P- 


14ilS m. 

■ _ .—85# 

Cf«pf fniii' Tfil***- - ^8 # 

jAltiwiii Sink Sfruiaen 
50# 




~|Wir« PoUl* 

I .8 0# 

I P^io B»flm-30# 



_ ..as # 

CwcUTt. 

. 18 # 


TTi* Craicn.. 




"iMvlfia iPaai. U 


ICm bpcMrt. IB# *0 I 


|CI^ 

ao# 

15#. 


~PanaC KSwT" 



iSfMiuUt. 6 m. loftfjSS# 


M«U. n- 
kMV7-15# I 


5 # 

^ 12 # 


GIm« W«h BoarA. - 51 
Mcp Handle-^5# 


pjCtdv Poli#i. 4 •«. 


[O-CaJar Mopa.. 


-51 


UohaaM’t FUor Was. par 
lb.. 85 # 


rnmt Braad Sdvar P»Mi 

__30# 

|Lw Baatara. 



$ 13.50 


For Tho$€ Who Dread 
or Dislike Dish 
Washing 

DOWN AND 
MONTHLY 
FOn ONLY 
to MONTHS 
TIm WwM Etoetrie DUkwAmr 
b • cMtriTUMa which caa hwbh 
for jroo forovor that moal Sialaal^ 
fol homohoM Uab—DISH WASH. 
ING. 

SaoM aBoco^ as h takas tha alaco 

of tha Utchaa Uhla. BaaottfoUr 
whUa snaaialad 

Abaalataly afficiaat, too, ar wa 
araaM aot offar it far sala ia thb 
' larastifatol 


Too often merchants depend upon their cus¬ 
tomers coming in when they are in need of a 


certain item rather than to offer suggestions. 
They will be sure to meet with a quick response. 

Every hardware and house furnishing mer¬ 
chant can advertise in a similar manner as that 
shown in the advertisement of Nathan-Dorhman 
Co. We wish to commend this method, giving 
a list of prices of these items with a memoran¬ 
dum or place for checking the items needed. 
Try this in your local papers to see if it does 
not increase your sale on each particular item. 

THE TALE OP A ONE DOLLAR BILL 

A citizen went down town to spend 
Some of his hard-earned dough, 

And in a merry jest, and just 
To show his printing skill. 

He printed his initials on 
A brand new dollar bill. 

He spent that dollar that same day, 

Down in a grocery store; 

He thought 'twas gone forever then 
And he’d see it no more. 

But long before the year rolled by 
One day he went to fill 

A neighbor’s order, and received 
That same old dollar bill. 

Once more he spent that dollar bill 
In his own neighborhood, 

Where it would do himself and friends 
The most amount of good. 

Four times in two years it came back 
As some bad pennies will, 

And each time he’d go out and spend 
This marked one dollar bill. 

Had he been wise, that dollar might 
Be in the town today; 

But just about two years ago 
He sent it far away. 

The people who received it then 
I know have got it still. 

For ’twas to a mail order house 
He sent his dollar bill. 

No more will that marked dollar bill 
Come into this man’s town. 

And never more will it help to pay 
The taxes he planks down. 

He put it where it never can 
Its work of life fulfill. 

He brought about the living death. 

Of that one dollar bill. 


J. M. Nelson has sold his hardware business at Elgin, 
Iowa, to Chas. Feller. 


J. P. Miller has purchased the hardware business of 
W. L. Stroup at Ira, Iowa. 

Edward Meier is piittine in a stock of hardware and 
implements at Millburg, Michigan. 


.T. V. Ireland and L. Grace have purchased the Fred 
Harm Hardware Company at Bertrand, Neb. 
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SUPPORT YOUR OWN TOWN MERCHANTS 

(By John Dillon, Secretary Venice Chamber of 

Commerce and Venice Merchants Association) 

This thing of buying “at home*' is an old, 
old song. You hear it in every community. I 
like to hear it in every town and I like to see 
the home people support their own home mer¬ 
chants, so there can be more stores and better 
stores, bigger varieties and lower prices. 

Buying at home is very important. You 
save money and you save time. True, you may 
not be able to get the varieties at home that 
you get in the larger stores in the city, but you 
can get the quality and fresh merchandise. You 
may pay a little more, but when you do, you 
sure do get better quality. And quality counts. 
Quality remains in one’s mind long after the 
price is forgotten. 

I am strong for home buying, because I 
believe it is the only way to build your town 
earnestly and enthusiastically. Yes, you keep 
your investments on the climb and all business 
conditions progressive and prosperous. Every 
dollar you spend away from your merchants 
takes that much away from you as well. 

If you do not buy everything from your own 
town merchants, try it once, and see. You en¬ 
courage your home merchants to be more solici¬ 
tous about keeping better values and larger 
varieties, selling at lower prices, w^hich mean 
closer relations between customer and merchant, 
and lastly satisfaction. 

By keeping your dollars working within the 
home town circle, you enlarge stocks, bring 
more investments, increase property values and 
make your community grow more prosperous, 
and surely you all want that. 

Sure you can “save,” or think you “save” 
once in a while. If you go a distance to buy 
remember it costs to travel and when one travels 
more is spent than is necessary for luxuries and 
things not essential. You buy this and you buy 
that. When you get home you commence to 
figure how much you saved here and saved 
there. After taking all into consideration, what 
you spent unnecessarily and in getting question¬ 
able quality, then you fully realize that you are 
out of pocket—and the thing that you did not 
consider at all—you kept just so many dollars 
from going through your own merchant’s till, 
from increasing his service to you and the com¬ 
munity. 

You kept those same dollars from the home 
bank’s deposits—and deposits make banks 
grow, and healthy growing banks are a strong 
asset to every town. You know that, ever^^- 
hody does. You induce another to do what you 
did, possibly hindered another store from open¬ 
ing to give you another live store to compete 
in competition—and competition makes trade, 
and a busy buying public makes a real business 
city. 


Possibly you did not consider this, but you 
decreased the value of real estate investments, 
kept another house from building, held back the 
going up of another business block, the building 
of some great investment enterprise that will 
bring more people. Lastly, you kept those dol¬ 
lars from coming back to you again. 

Let’s trade at home. Invest your dollars at 
home. It wdll do you good; it will do the other 
fellow good. What helps you, helps your neigh¬ 
bor, and you should not be so envious of the 
fellow on the next lot that you do not want 
him to succeed. Shoot straight for your Own 
Home Town, everybody will enjoy it, everybody 
will be happy, and happiness makes us all live 
longer. 

Suppose you try it out. It will not hurt— 
and it is sure to do a lot of good and make more 
money for all. Trade at home—it means better 
goods, lower prices, better service and increased 
wealth for the Old Home Town. 


THE MERCHANT’S LAMENT 

It ^8 true, the farmer had some ready cash 
At odd times in last year— 

But he spent it all with the catalog house. 

And now that the time is here 
To pay his bills with the home town men. 

He says, “I hope you can carry me again. 

For it^8 right up against it, I truly have been.'' 

'‘You know my tobacco was ornery as sin. 

And it brought a very low price— 

Corn is worth less than nothing at all— 

I can't get a thing but advice. 

Nothing of mine is worth a blame cent; 

It near took the hide to pay taxes and rent. 

Now I'm flat broke, not just badly bent. 

“So I can't pay a thing. I'll give you a note; 

It's the only thing left I can do— 

You know I like to pay what I owe, 

Of course, you know that is true. 

Yes, it’s true that during the year I have bought 
From the catalog house, not from you as I ought. 
Cash business, of course—they credit for naught." 

And we sell them on time, as we always have done, 
Because all are neighbors and friends— 

We go through the same old rigamarole. 

And always the same way it ends. 

But when they burn out, and are all out of luck. 

Do they go and ask help from Rears & Sawbuckf 
They do not—we ’re the birds that they pluck. 

Or when they want help to build a new church, 

Right gladly we always shell out— 

They solicit us quick when a farmer needs help; 

it takes CASH to answer their shout. 

'Tis a good we must do without hope of reward. 

They ask us to help—and we do—praise the Lord— 
They'll never get help from Gummelly-Ward. 

—B. L. Thompson, Owingsville, Ky. 


The Pioneer Hardware Company is a new enter¬ 
prise at Hayes Center, Neb. 


The Colon Hardware Company is erecting a new 
store building at Colon, Neb. 


V. Snyder, who recently engaged in business at 
Macon, Neb., is adding to his stock. 
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(To readers of the Hardware World. Mr. Buckley is always glad to furnish free legal advice 
on current problems that vex them in their own business. Any dealer desiring this special service 
is invited to state his case clearly and briefly in a letter to the Hardware World; a careful reply 
prepared by Mr. Buckley will be forwarded him as promptly as possible.—Editor.) 


HAVE YOU A COMEBACK WHEN SOME- 
BODY SELLS YOU ON AN INCORRECT 

PREDICTION OF MARKET ADVANCE? 

(Copyright by Elton J. Buckley) 

I don’t know to what extent the readers of 
these articles, outside of those in the grocery 
business, have heard of the sugar contract 
cases which are now being brought in various 
sections of the country, but those cases are ex¬ 
ceedingly interesting and important because 
they involve legal principles which control any 
transaction for the purchase and sale of goods 
tor delivery in the future. 

The sugar contract cases are an echo of the 
war time conditions in sugar, which were in¬ 
deed the war time conditions in many another 
commodity. In the spring and early summer 
of 1920 sugar was exceedingly high. The whole¬ 
sale price of granulated was 22^/2 cents a pound 
and the retail prices ran up to anything that 
the dealer thought he could get. The refiners 
expected the market to go even higher and 
their representatives confidently predicted that 
the wholesale price would go to 30 cents before 
the end of the year. Sugar is the biggest end 
of the grocers’ business, and the big sugar buyer 
faced the problem of sewing up enough to 
supply their trade for the balance of 1920. They 
therefore contracted with the refiners to supply 
them with sugar for the remaining months of 
1920, delivering so many pounds per month, at 
the uniform price of 22^2 cents per pound. 

Before more than a small percentage of this 
sugar was delivered, it developed that every¬ 
body had misjudged the market. The very 
high prices ruling in this country attracted 
sugar here from almost everybody in the world 
who had it for sale, and in consequence it poured 
in here in such volume that the price was broken 
and fell to a mere fraction of the 22 V 2 cents 
which was the basis of all the future contracts. 

Since taking in all this sugar at 22V1> cents, 
when the market had declined to haff that, 
meant enormous losses to the buyer, many of 
them repudiated their contracts on various 
grounds, and refused to take the sugar. The 
refiners at once instituted suit. The grounds 


for cancellation given by the defendants mark 
the limit of legal ingenuity in some of the 
cases, but in others there is sound defense, and 
in all probability the refiners will be defeated. 

Several of these cases have already been 
tried. Every one that has gone to a jury has 
been decided in favor of the refiners. Some 
have been decided by the Court without a jury 
and all of these but one, I believe, have also 
been decided in favor of the refiners. The 
single exception showed a difference in terms 
between the copy of the order held by the 
seller and the copy held by the buyer, and the 
Court ruled that that case should go to a jury. 

The cases decided, and those not yet decided, 
involve a great many points of contract law, 
but of these I shall discuss only one. It was 
raised in one of the cases tried in Philadelphia, 
and took the form of this defense to the suit: 
‘‘The refiners in this case falsely represented 
in the spring and summer of 1920 that sugar 
was scarce, that the scarcity would continue, 
that sugar buyers would not be able to get 
sugar unless they made contracts, that the 
wholesale price would advance to 30 cents be¬ 
fore the year was out. The buyer relied upon 
these representations and bought. The repre¬ 
sentations were not true and the buyers were 
therefore left with large quantities of high 
priced sugar. It would be most inequitable to 
allow the refiners to collect damages under 
such conditions.” 

To apply this to an ordinary business trans¬ 
action, when a manufacturer, or a jobber, or his 
salesman, comes to you and predicts an advance 
on something, and strongly advises you to buy 
in order to escape that advance, and you, rely¬ 
ing solely on that prediction and that advice, 
do buy, but instead of advancing, the market 
declines, leaving you stuck with a lot of high 
priced goods, what redress have you against 
the seller? This is one of the questions in¬ 
volved in the sugar contract cases, and the 
Philadelphia case I have referred to decided 
in clear cut and unmistakable language. I 
quote: 

The affidavit admits the making of the two con¬ 
tracts in question, and sets up two defences: (1) 
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That the plaintiff secured the execution of the con¬ 
tracts by false representations, (2) That no tender nor 
delivery was made within the time limited by the 
contract. 

(1) That fraud alleged is, that the plaintiff falsely 
represented to the trade daring the spring and summer 
of 1920 that refined sugar was scarce; that the scarcity 
would continue; that defendant would not be able to 
get sugar unless allotments were made; that the price 
of sugar would advance to 30 cents before the end of 
the year; and the defendant avers that the scheme of 
allotment was intended to force large sales. 

It is plain that none of these were misrepresenta¬ 
tions of existing facts, but that all were predictions, 
and expressions of opinion or guesses about future 
conditions. Guesses about future events may be wrong 
or mistaken, but they can scarcely be called false. No 
relation of trust or confidence existed between the 
parties. They were merely buyer and seller who dealt 
with each other at arm’s length. Each was entitled to 
his own opinion, and if the defendant chose to act or 
the broker’s or the plaintiff’s opinion of the market 
instead of relying on his own judgment, he has nobody 
but himself to blame. Further discussion is however 
unnecessary. It has never been held that unfulfilled 
predictions even insincerely made are, where there is no 
relation of confidence, proof of fraud. 

Which means that so long as a seller con¬ 
fines his representations to predictions of some¬ 
thing to come, he cannot be held to them, even 
though they all turn out wrong. Matters in 
the future are everybody’s guess, and if you 
choose to act on the other man’s guess, it is up 
to you. If the guess is wrong, the loss is yours. 
Of course, if you can show fraud it is different. 
If, for instance, you could show that the seller 
who made the misrepresentations had informa¬ 
tion at the time which told him that his predic¬ 
tions could not be verified, you can hold him. 

Or if his representations are those of fact 
rather than prediction. If, for an example, he 

said: ‘‘The normal supply of-at this 

date is 50,000 barrels, but there are only 13,000 
barrels, therefore the market is bound to go up,” 
you could hold him, for then the misrepresenta¬ 
tion would be one of fact, and that often con¬ 
stitutes fraud. 


PEP 

“Nobody without some pepper is worth his salt” 
Vigor, vitality, vim and punch— 

That’s pep! 

The courage to act on a sudden hunch— 
That’s pep! 

The nerve to tackle the hardest thing. 

With feet that climb, and hands that cling, 

And a heart that never forgets to sing— 

• That’s pep! 

Sand and grit in a concrete base— 

That’s pep! 

Friendly smile on an honest face— 

That’s pep! 

The spirit that helps when another’s down, 
That knows how to scatter the blackest frown. 
That loves its neighbor, and loves its town— 

That’s pep! 


YOU MUST HAVE A GOOD REASON FOR 
REJECTING SALESMEN’S OR 
BROKERS’ ORDERS 


(Copyright by Elton J. Buckley) 


There are few phases of the law about 
which there is more uncertainty than the right 
of a salesman or a broker to commissions on 


orders he has obtained and has had accepted by 
his principal, but which for some reason are 
never delivered. Under the settled law the 
commission of a salesman or a broker is due 
the minute he obtains an order from a responsi¬ 
ble buyer and turns it in to his employer, if it 
is accepted, regardless of what becomes of it 
afterward. This rule of law, however, has been 
altered in many lines of trade by the custom on 
the part of brokers or salesmen to take com¬ 
mission only on orders which are delivered. 

An interesting case has just been decided 
by the Supreme Court of Pennsylvania (Bod- 
man vs. Fisher & Co., 268 Pa. 1920), which clear¬ 
ly settles the point that where a salesman has 
contracted with a merchant to get orders for 
goods on a percentage basis, he can collect his 
percentage on orders he has gotten, turned in 
and had accepted, even though they were never 
shipped. This is useful both for a salesman and 
his employer to know, I believe any court in 
the United States would have decided the case 
in the same way. 

In the case I refer to, the salesman was to 
get 6 per cent on all goods which he sold or 
which anybody sold in his territory, “all goods 
returned and allowances made to be first de¬ 
ducted.” And all orders obtained to be “sub¬ 
ject to the acceptance of Fisher & Co.” 

The parties had precisely the same experi¬ 
ence which everybody has who employs sales¬ 
men or brokers. First, orders were gotten by 
Bodman which had to be refused because of the 
buyer’s weak credit. Fisher denied responsi¬ 
bility for commission on those, and Bod¬ 
man agreed. Second, some orders were 
taken contrary to authority. Fisher refused 
commission on those and Bodman agreed. Third, 
orders were cancelled by the buyers. Fisher 
denied commission on those and Bodman agreed. 
Fourth, orders were obtained and delivered, but 
goods were sent back by the buyers. Fisher 
also said he wouldn’t pay commission on these 
orders and Bodman agreed. Fifth, orders were 
obtained and accepted, but for various reasons 
not shipped. Fisher also refused to pay com¬ 
mission on these, but here Bodman disagreed 
and finally brought suit to recover. This was 
the case. 

At the trial Fisher contended that Bodman 


must not only show the obtaining and accept¬ 
ance (by Fisher) of the orders, but also ship¬ 
ment to the buyers. The Court knocked this 
contention completely out, and a verdict was 
rendered for Bodman for commission on the 
orders which he showed he got and had had 
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accepted, without regard to whether they were 
shipped. Fisher appealed and the Supreme 
Court affirmed the lower court in a decision 
which clearly says that unless a salesman (or 
broker) and his employer have agreed to the 
contrary, a salesman can claim commission on 
orders which his employer has accepted, even 
though not shipped. The following is from the 
Supreme Courtis decision: 

We do not agree with the contention of defendant 
that the burden was on plaintiff to show the goods 
were, in fact, shipped into the territory alloted to him. 
The contract does not either expressly require this to 
be done, or make payment of commission depend upon 
the shipment of the goods, as was the case in decisions 
relied upon by defendant. In absence of such express 
conditions, fair business dealing required defendant to 
accept all orders sent in by plaintiff which, in the 
exercise of sound business judgment, they would reason¬ 
ably be expected to accept. Defendant did not by 
entering into the agreement, place the conduct of its 
businss in the hands of the agent by agreeing in advance 
that all orders the agent secured and delivered must 
be accepted and filled regardless of the existence of 
good business principles for not doing so. On the 
other hand, neither could plaintiff be expected to 
travel at his individual expense, as was done in this 
case, and be deprived of his compensation merely be¬ 
cause the principal failed to ship goods regardless of 
valid reasons for not doing so. Each was bound to 
act in good faith toward the other and, upon receipt of 
orders from the agent and their acceptance by the 
principal, the former became entitled to receive his 
commission in absence of proper grounds for their 
rejection. The burden of proving a cause for rejecting 
rn order covered by the contract was on defendant and, 
in absence of evidence tending to show a refusal under 
the terms of the agreement or other good cause, plaintiff 
was entitled to recover. 

This decision goes even further than the 
principle I have laid down. It practically says 
that he who employs a salesman or a broker to 
get orders must accept his orders unless there 
\h some good reason for rejecting them. The 
buyer’s weak credit, or the improper taking of 
the order, or the exceeding of instructions by 
the salesman, and so on, would be sufficient 
reason for rejecting an order which the sales¬ 
man had brought in, but under this decision the 
employer of a salesman who has gotten bona 
fide orders must fill them or be prepared to 
explain why to a jury if the salesman brings 
suit. Under this decision it would not be enough 
to say “we didn’t see fit to accept the orders.” 
You can do that if you are dealing direct with 
the buyer and not through the salesman, but if 
the salesman has gotten the order he must be 
protected. 

The Double Hardware Store at Prattville, Mich., 
has been purchased by Mr. Hillard. 


SUCK-SESS SEEK-RETS 

Onst there wuz a Man who went 
into bizness for Hisself. He konceived 
the Brilliant idee that he wood put in 
Side Lines enuff to pay his rent an’ 
General Overhead. This Tickled him 
mightily, for he sed, “I will then 
have awl of the reggler prophets of my biz¬ 
ness kleer. 

Sew every agent who came to town with 
a freek proposition of any kind, hunted him 
up an’ passed the Word along that he wuz 
A Easy Mark. 

As a matter of fac’ he fell for everythink 
presented to him, an’ soon his stoar looked 
like a Ole Curiosity Shop. He wood no soon¬ 
er get interested in pushing this line than 
another wood crop up with Superior Klaims 
an’ he wood bob from one to the Other like 
a pea on a hot skillet. 

After he had been in bizness for several 
Years nobody had any idee as to what his 
Main Line wuz, an’ to tell the Truth he had 
forgotten hisself. 

His kompetitors had put in Side Lines 
too—only they didn’t put in sew many, an^ 
for this reason could push the few they took 
on, harder. 

He lost out. an’ today has neither Main 
Line nor Side Lines to fall back upon. He 
has just been elected President of the Down 
And Out Club. 


“THREE BUTTS TO A DOOR” 

The carpenter smiled as he drove the last screw. 

“Thank goodness,” he said, “I am finished 
with you.” 

“How well,” said the owner, “it opens and 
shuts.” 

“They’re asking too much,” thought the new 
pair of butts. 

The carpenter left, and for almost a week 

The door did its part without even a squeak 

And swelled up with pride. Just a door out of 
luck! 

For it stopped in the jamb, and there stubborn¬ 
ly stuck. 

At the points where the butts were, ’twas all 
very fine. 

But horrors! The center was much out of line. 

Carpenter—troubles—and bills once again— 

Another butt needed to lessen the strain. 



.Tames J. Petro has erected a new store building at 
9005 Buckeye Road, Cleveland, Ohio. 


Carlson & Trofast are the successors to S. I. Briggs, 
hardware dealer at Kent City, Michigan. 


The Gross Implement Co., La Grange, Tnd., are 
successors to the La Grange Hardware Co., handling 
full lines of hardware and implements. 


The owner discovered it paid in the end 
To do a good job that he’d not have to mend. 
He doesn’t buy butts by the pair any more; 
He’s strong for the slogan: “Three Butts to a 
door.” 


P. J. Pekoe, Jr., is erecting a new store building 
at 14009 Kinsman Hoad, Cleveland, Ohio. 
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HEADS NEW IDAHO ASSOCIATION 

When the hardware and implement mer¬ 
chants of Idaho got together recently and re¬ 
organized the association, one man stood out 
as the obvious leader—H. C. Baldridge of the 
Baldridge Implement Co., Parma. What was 
more natural than that he should be elected 
president? With his characteristic energy and 
contagious enthusiasm he has set about to se¬ 
cure the benefits of organization and coopera¬ 
tion for his fellow merchants in the Idaho ter¬ 
ritory, centering at Boise. 

Mr. Baldridge is also vice president of the 
Oregon Association, so his new office is merely 
an outgrowth of the former one, which he 
really holds ex-officio. He carries out to the 


full the duties that were vested on him by the 
convention at Portland. 

Mr. Baldridge is no newcomer into the 
Northwest. As a boy he farmed and taught 
school in Illinois. Then the grain business 
claimed his attention for seven years. When he 
first moved to Parma in 1904 it was to engage 
in general merchandising, but he gradually 
saw the advantages of specialization, and since 
1909 he has been building on the implement 
foimdation. 

Today the Baldridge Implement Co. carries 
both the International and Case lines, together 
with a full line of implements, poultry supplies, 
harness ^d automobile supplies. The company 
is also successful agents for several standard 
automobiles, and these are carried along with 
the implement stock on the 10,000 square feet 
of floor space, which is available for display 
and stock purposes. 

A leader in his community, Mr. Baldridge is 
president of the First National Bank of Parma, 
an institution of which he may well be justly 
proud. He also has extensive land and farming 
interests which he operates on the cooperative 
plan and is a prominent member of the Chamber 
of Commerce. He takes his place as a leader, 
commercially, socially and politically in his 
community. 

Associated also in the Baldridge Implement 
Co. are A. A. Baker, vice president; E. E. 
McCreight, treasurer, and M. Clare Baldridge, 
secretary. Mr. Baldridge’s son was prepared 
to work into and take over the business event¬ 
ually with a full college course and a nine 
months’ post graduate course under the Stafs 
and Stripes overseas. Miss Baldridge, the new 
president’s daughter, is a teacher in the Parma 
public schools. 
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Tills Tlew of a portion of the Baldridge Implement Company's store Is typical 
of many of our subscribers who handle accessories as well as automobiles. 
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USE THIS IN YOUR STORE PAPER 

Many subscribers of the Hardware World 
send us copies of their store paper, which we 
are always glad to see. 

Here are some practical suggestions cover¬ 
ing necessary action in cases of bleeding—the 
result of many j^ears of practice by many phy¬ 
sicians and surgeons: 

In Oases of Bleeding 

Bleeding from slight wounds—Cover with 
surgically clean gauze. Bandage firmly. 

Bleeding from veins—Blood is dark red, 
flows freely from the wound but does not spurt. 

Lay patient down. Loosen tight clothing, 
garters or straps. Elevate wounded part. If 
severe, press on wound with hard pad or clean 
gauze. Apply cold by means of ice. If this 
does not stop bleeding, apply tight bandage 
near wound, on side farthest from heart. 

In stopping bleeding by pressure, remember 
that flow of blood in veins is toward the heart, 
in arteries from the heart. 

Bleeding from arteries—Blood bright red, 
comes in spurts. 

There is great danger. Act quickly. Send 
for surgeon. 

Lay patient down, cut away clothing and ex¬ 
pose wounds. 

Elevate wounded limb. Press with thumb 
or finger covered with surgical gauze or clean 
towel on or into the wound. Replace this by 
crowding gauze into wound and hold it with 
tight bandage. 

• If artery passes over bone, press there with 
fingers. 

If bleeding does not stop, compress arteries 
with tight bandage near wound, between heart 
and wound. 

When bleeding is stopped, give hot drinks of 
tea, coffee or milk. 

After bleeding has been stopped, cover the 
wound at once with surgically clean gauze and 
bandage. Soiled covering is worse than none 
at all, and may cause blood poisoning. Keep 
patient absolutely quiet. 

If tight bandage constricting the limb has 
been applied, release it slightly, so as to restore 
the circulation of blood. 

Fainting from bleeding—Lay patient down 
with head lower than body, see that he has 
plenty of fresh air to breathe, loosen all tight 
clothing from waist up. Keep limbs elevated; 
apply warmth. When again conscious attend to 
any bleeding that occurs; give hot drinks. 

Bleeding from tooth socket—Put ice in the 
cavity or a plug of cotton held tightly by clos¬ 
ing the jaws. If not successful, saturate cotton 
in strong solution of alum or salt. 

Nose-bleed—Lay patient on back; raise arms 
above head. 

Apply ice or cold water to forehead, nose 
and back of neck. 


Let patient snuff solution containing a table¬ 
spoonful of salt or alum in a pint of water. If 
these fail, stuff strips of surgical gauze or cot¬ 
ton into nostril tightly, pushing it well back. 

The nose must not be blown for several 
hours. 

Bleeding from lungs—Lay patient down 
with head and shoulders elevated and sup¬ 
ported. Keep him absolutely quiet in a cool, 
darkened room if possible. Give small pieces of 
cracked ice. Also small portions of salt mixed 
with vinegar. 

Place cold wet cloths on chest, but keep 
rest of body warm. Give no stimulants. 

Bleeding from stomach—Lay patient down 
with head and shoulders slightly raised. Abso¬ 
lute quiet is essential. Peed cracked ice and 
give 15 drops of turpentine in a little warm 
milk at intervals of 2 or 3 hours. 

Bleeding Don’ts 

Don’t use lukewarm water to stop bleeding 
—it only increases it. Use either ice, ice-cold 
water or water as hot as can be borne. 

Don’t apply cobwebs, tobacco, mud or other 
styptics to stop bleeding. 

Don’t give stimulants to bleeding patients. 

Don’t put bare fingers into a bleeding 
wound. 

Don’t keep tight bandages applied longer 
than necessary. 

Don’t apply any dressing or bandage except 
such surgically clean ones as are described. 


ATTRACTIVE SPRING HINGE HANGER 

Bommer Spring Hinge Company of BrooK- 
lyn has issued an attractive spring hinge hang¬ 
er in colors showing their various styles ot 
Bommer Spring Hinges. 

The hanger is gotten out in an attractive 
manner showing a view of their factory and the 
various styles of their hinges which have proven 
so popular with the trade. 

It makes a neat sales card and help, which 
they will be glad to send to any dealer. 


Good habits will in time make the going 
comfortable and easy. 


Be careful, be cautious of your thoughts— 
they rule you and the people you come in con¬ 
tact with. 


A COAXER 

The latest American church device for raising the 
wind is what a religious paper describes as some collec¬ 
tion box. The inventor hails from Oklahoma. If a 
member of the congregation drops in a 25-cent piece, or 
a coin of larger value, there is silence. If it is a 
ten-cent piece, a bell rings; a five-cent piece sounds a 
whistle, and a one-cent fires a blank cartridge. If 
anj'one pretends to be asleep when the box passes, it 
awakens him with a watchman ^s rattle, and a kodak 
takes his portrait. 
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LIST OF STORE PAPERS 

We often receive copies of the store papers issued 
by various retail merchants. Each of these embody 
some special feature, which is usually not found in any 
other, and the thought occurs to us that perhaps some 
of our subscribers would be glad to obtain copies of 
such store papers from other merchants, as they might 
thereby secure suggestions. 

Among the papers that have been brought to our 
attention are the following: 

Hardware News—M. E. Springer Co., Manila, P. I. 

Warner Way—Warner Hardware Co., Minneapolis, 
Minn. 

The Oyster—Oyster Hdwe. Co., Lumberport, W. Va. 

Store News—^John W. Welch, Berea, Ky. 

Store News—Blodgett Merc. Co., Spokane, Wash. 

Hardware Notes—^Brown Bros., Bichmond, Va. 

Co-Operator—DahPs Hdwe. Store, Goodridge, Minn. 

Hardware News—Linder Hdwe. Co., Tulare, Calif. 

Messenger—Faut Hdwe. Co., Brookfield, Mo. 

Store Ore—Hennessy Co., Butte, Mont. 

Store News—Heyne, C. H., Uehling, Neb. 

Hardwar News—Wilson Hdwe. Co., Waterloo, Neb. 

The Whetstone—Geo. A. Bullock, York, Neb. 

Hardware News—Pierson Hdwe. Co., Pittsfield, 
Mass. 

Messenger—Roberts & Phebus, Coldwater, Kan. 

Hustler—Geo. W. Splaty & Co., West Terre Haute, 
Ind, 

Sandpaper—Blanning Hdwe. Co., Williamstown, Pa. 

Store News—Fowld^s Hdwe. Stores, Uitenhage, 
cape, C. S. A. 

Buzz Saw—Clark & Burgess, Wilbaux, Mont. 

Hardware News—Hoff & Bro., Reading, Pa. 

Norvell News—L. B. Norvell, Newbern, Tenn. 

Hardware News—C. Y. Schelly & Bro., Allentown, 
Pa. 

Hardware News—Wollf, Kubly & Hirsig Co., Madi¬ 
son, Wis. 

Sapper^8 Ink—Sapper's, Inc., Hermiston, Ore. 

American Eagle—American Hdwe. Stores, Bridge¬ 
port, Conn. 

Store News—W. H. Fox Cp., Cincinnati, Ohio. 

Co-operator—L. W. Waldorf, Western, Neb. 

Store News—Bigelow Hdwe. Stores, North Law¬ 
rence, N. Y. 

Store News—Vallender Hdwe. Co., Angola, Ind. 

Hardware News—Baker Bros., Andover, N. Y. 

Herald—J. D. Sandford & Son, Laurinburg, N. C. 

Radiator—Arps Hdwe. Co., Nucla, Colorado. 

Bulletin—McCue Merc. Co., Lamar, Colorado. 

Dep's Pep—J. G. DePrez Co., Shelbyville, Ind. 

Store News—Hartley Hdwe. & Sply. Co., East Pales¬ 
tine, Ohio. 

Hardware Sandpaper—Wm. Jevons, Wakefield, Kan. 

Hardware News-4j. M. Stewart & Co., Indiana, Pa. 

Hardware Hustler—Whitesell Hardware Co., Clear¬ 
water, Fla, 

Store News—^Ritchey & Grotthouse, Los Angeles, 
California. 

Bulletin—Weinhold Bros. Hdwe. Co., Kansas City, 
Kansas. 

Hardware News—Olson, Hegg & Co., Hatton, N. D. 

Penn-Ware News—^Penn. Hdwe. & Paint Co., Pitts¬ 
burgh, Pa. 

Hardware News—T. P. Jones & Son, Nanticoke, Pa. 

Hardware News—J. E. Larrabee Co., Amsterdam, 
New York. 

Nampa Booster—Christenson Hdwe. Co., Nampa, 
Idaho. 

Store News—E. Hackley, Earle Park, Indiana. 


KO WONDER A FAVORITE 

The Habdwabe World certainly has many 
^*crackerjack ideas” in it each month to make it 
a favorite with retail merchants. 

Yours truly. 

New Mexico. B. W. ISAACS HDWE. CO. 


A GOOD COLLECTION SUGGESTION 

A Detroit hardware dealer was carrying an 
account that was long overdue, the customer 
having ignored numerous requests to come in 
and settle up. Finally the hardware man added 
a fictitious item to the man's bill in his monthly 
statement, ‘^To six hammers at 85 cents each, 
$5.10." 

A day or two later the man came in, visibly 
annoyed. 

You've charged me here for half a dozen 
hammers," he asserted, “and I've never bought 
a hammer in my life—either here or anywhere 
else." 

“That's funny," said the dealer; “there 
must be a mistake somewhere. We'll just de¬ 
duct $5.10 and you can pay the difference." 

The customer acted on the suggestion and 
went away, happy that he had escaped an over¬ 
charge. 


FRED GRIEBENOW GOES WEST 

C. M. Clark and C. W. Jones of the Sierra Madre 
Hardware Company have disposed of their interests 
to Messrs. Fred Griebenow and C. B. Klunk. The third 
partner, W. S. Hull, maintains his interest. 

Messrs. Clark and Jones were prominent in helping 
to develop the Sierra Madre community. 

Fred Griebenow, one of the new partners, has had 
twenty-five years' experience in the hardware business 
in Wisconsin, being a former president of the Wisconsin 
Retail Hardware Association. 

C. B. Klunk has been with the firm for nine years 
in charge of the plumbing department, and likewise is 
a new member of the firm. 

Mr. Griebenow became enamored with the climate of 
California some time age, when on a visit and decided 
to locate in business. 


SELLING CLINTON LOCKS 

The Clinton Lock Co. of Clinton, Iowa, announces to 
the trade that they will be represented in the West 
hereafter by the Dowd Sales Co., at San Francisco, 
Seattle and Los Angeles. 

Clinton makes a full line of builders’ hardware 
locks, as illustrated by the new catalog of the company. 
The trade has found that the new catalog is particularly 
easy to use, in that the numbering of the locks and 
parts in each design are so arranged that there is a 
minimum of confusion in making estimates and in 
placing orders. As a matter of fact, one of the largest 
hardware jobbers in the West is said to have recently 
changed their complete stock, closing out a line they 
have carried for 15 years, and installing a complete 
Clinton stock. 


J. K. Ofsthus has sold his hardware store at North- 
wood, Iowa, to W. B. Williston. 


FAR BETTER THAN MOST OTHERS 

I want to compliment you upon the articles and 
the editorials appearing in your publication. They 
are far better than the average, such as we usually 
find in trade journals. I want a half a dozen extra 
copies of your last issue at your earliest convenience 
and please send invoice for same. 

Yours truly, 

WEBER-KIRCH MFG. CO., 
Keokuk, Iowa. C. A» Weber, Pres. 
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TRIBUTE TO E. C. SIMMONS—FOUNDER 
AND BUILDER 

A deserved tribute indicative of the high regard 
and esteem in which the late £. C. Simmons was held 
by his associates and co-workers long identified with 
the Simmons Hardware Company, was a happy concep¬ 
tion that resulted in celebrating Founder’s Day on Sep¬ 
tember 21, in memory of Mr. Simmons. 

Often we have been told that there is no sentiment 
in business, but those of us who are more closely in 
touch with the everyday life of the business world 
know that sentiment plays a large part in business 
today. Well it should, for if you take sentiment out 
of business you are taking out of it the real pleasure 
and the true enjoyment of business life. 

A beautiful booklet was issued commemorating Mr. 
Simmons’ life and work and the principles for which 
he stood. 

In closing his response to the presentation, Wallace 
D. Simmons, president of the institution, said: 

‘'It now remains for us to carry on his work; to 
make our interests one with the interests of those 
with whom we have business dealings, remembering 
his principle that no deal is a good deal unless both 
parties to it profit by it. There never was a time when 
the recognition of that practical adherence to it was 
of greater importance to the nation and to the welfare 
of the people generally. 

“Let ns make this Founder’s Day the beginning of 
a new era of vigorous effort on our part to contribute 
our full share to the work of reconstructing the nation’s 
trade upon a sound and wholesome basis. Let us make 
our methods reflect the spirit of the founder and 
service measure up to his standards.” 


HOW E. C. SIMMONS BECAME KNOWN AS 

‘‘No. 8’' 

When the bronze bust of E. C. Simmons, founder of 
the Simmons Hardware Company, was unveiled in the 
office at St. Louis recently, it was recalled that Mr. 
Simmons was known as “No. 8” among his associates, 
traveling salesmen and his letters and memoranda were 
always signed with that number. 

The bust was paid for by the contributions of the 
older employes, to whom Wallace D. Simmons, president 
of the company, sent a letter of appreciation, in which 
he referred to his father as “No. 8” instead of by 
name. 

This designation came about through a new office 
boy, who in noting Mr. Simmons’ initials, which was 


a long “S” which resembled the figure 8, the lad 
inquired, “Who is this Number 8 that writes over 
everything.” It was from this remark of the new 
employe that Mr. Simmons became known among all 
of his employes as “No. 8.” 


AUTO EQUIPMENT REPRESENTATIVES 

The Automotive Equipment Representatives’ Asso 
elation has made distinct progress during the year. 
The eligible members are the manufacturers’ agent< 
on the Pacific Coast. One of the main issues is that 
sales are to bo made exclusively to jobbers. The full 
policy and aim of the association can be obtained at 
the Executive Office, 900 O’Farrell Street, San Fran 
cisco. 

Weekly luncheon and monthly business meeting are 
held under the leadership of the following officers: 
President, W. S. Greenfield; vice president, A. E. Mob- 
rig; treasurer, J. H. Collins; executive secretary, A 
D’Ettel; counsel, Albert M. Elliott; board of govern¬ 
ors, Paul Gardiner^ Louis Graf and the officers. 

The membershm is at present as follows: AllieC 
Industries, Inc.; W. D. Calawell, J. H. Collins, of San 
ford Bros.; Norman Cowan, Paul Gardiner of the Bailey 
Drake Con^any; Thomas M. Gardiner, Graf Salc^ 
Company; Harold L. Hardwick, Hnghson & Merton. 
Inc.; C. N. & F. W. Jonas; A. E. Mohrig; Norton Mus¬ 
ter Company^eo. A. Sanborn, Jr.; Sprake Sales Com 
pany; V. S. Walsh; Wright & Lacey; Louis J. Ziesel. 
Monroe Sales Company, and J. G. Griffiths. 


HOW ABOUT THE CIGARS? 

Congratulations are in order to Mr. Young Moore 
of the International Electric Company, Indianapolis. 
He’s the proud father of a brand new pound baby. 
Lest you stop to wonder, we hasten to add that the 
baby spoken of is no less than the new Intemationil 
Electric Baby Iron, which is to retail for $3.50. 

Housewives everywhere will welcome the “Baby” 
for pressing laces, lingerie, plaits, tucks, baby elotbes, 
ribbons, millinery and other small pieces. Congratula¬ 
tions in the form of big orders from all over the 
country are being received in Indianapolis. 


Wells & Stump will open a hardware store at Oska- 
loosa, Iowa. 


Adolf Quarberg has purchased the Henry Marquardt 
business at Nelson, Wis. 


Nord & Westlund have purchased the hardware 
stock at Yankton, S. D. 


E. J. Pollock has purchased the hardware business 
of Bert McKinley at Morning Sun, Iowa. 


Ziegler Bros, have sold their hardware business at 
Delta, Iowa, to John B. Crew and Elmer Boot. 


W. T. Willoughby has purchased an interest in the 
H. C. Bourne & Company at Grundy Center, Iowa. 


The Old Trail Hardware Company has been incor¬ 
porated with a capital stock of $15,000 at Spencerville, 
Ohio, by Messrs. G. E. Winger, G. G. Hileman, O. I. 
Bobbins and H. B. Bobbing. 


KO DELAY TOLEBATED 

I have always been a reader of the HaJtDWABi: 
World, and now since I have moved to another 
location it is hard for me to do without it. Please 
enter my subscription and do not keep me waiting 
long for a copy. 

Yours truly, 

Indiana. SAILER-MOREHEAD HDWE. CO. 
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Before Winter Comes— 
Stock Peerless 


Winter with its sudden snow-storms, its biting 
winds and zero nights is only a few weeks away. 
To Ford owners it spells stalled motors—frozen, 
leaking, bursted radiators. To Peerless dealers 
it opens a season of bigger, easier sales. It means 
thousands of requests for new radiators—^thou¬ 
sands of dollars in Peerless Radiator profits. For 
the famous Peerless Guaranteed Honeycomb Core 
resists freezing—it expands with the water and 
eliminates the chances of bursting. 


If youVe handling Peerless now, be sure your 
supply will meet the winter demand. If you 
aren’t handling it, get acquainted now with this 
rapid-selling Ford replacement—stock it before 



the first winter weather breaks. Your jobber will 
supply you—or, if he is out of them, write us 
direct. 


The CORCORAN Mfg. Co. 

Dept. 14 

Section Aye., Norwood, Cincinnati, O. 


At fifty cents, this Peerless 
Radiator Cap is becoming 
the biggest seller of its kind 
on the market. Get 'em 
^om your jobber 



FOR FORD CARS 
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Western Industry Grows to NationaJ 

Importance 


T he course of industry as well as the course 
of empire is taking its way westward with 
ever-increasing speed as the years pass. 
During the last year two factors have acceler¬ 
ated western movement—high freight rates and 
the comparatively prosperous and flourishing 
condition of western markets. So there has been 
a great incentive to western industries and 
western manufacturers, particularly of bulk 
and heavy goods. 


for more than a quarter of a century has been 
directing the course of the Boyle Mfg. Co. that 
is today. 

A native of Wisconsin in 1856, his father 
died when he was 15 years old, after the family 
had moved to Missouri. This made it necessary 
for the boy to go and work. For a year he wad 
a railroad brakeman on the M. K. & T. After 
learning and working at the tinsmith’s trade 
for several years, at K. Lamed and Ft. Dodge, 



w. J. BOTne, SB. LEW 1C. BOYliB J. W. THOMAS 

Founder and President Vice President and Sales Promoter Sales Manager 


The Boyle Mfg. Co. is a notable example of 
an institution which has taken full advantage 
of the present situation. Here energy, enter¬ 
prise and high quality products have been re¬ 
warded and in marked degree with phenomenal 
growth, continuing and increasing demand and 
notable possibilities and promise for the future. 

By way of illustration, the big Boyle stamp¬ 
ing and galvanizing plant has been in continu¬ 
ous and full operation all through the year, but 
a recent large order made it necessary to put on 
extra speed. The company wired to one of the 
rolling mills in the East inquiring the earliest 
date that they might have delivery on an order 
already placed. 

In his reply the mill executive wrote that 
this was the first wire the mill had received 
this year asking the earliest date for delivery. 

The BCaa Who Has Built With Vision 

So much for results. Let us look for a 
minute at how it has all come about. Consider 
W. J. Boyle, Sr., the man behind the plant, who 


Kansas, the gold rush broke out in Colorado, 
which provided his real start in business. 

He drove two males and a freight wagon with 
shelled com and bacon to Pneblo, where he sold the 
outfit at a profit, and then returned to Augusta, Kan., 
where he bought a stock df hardware and began busi¬ 
ness. For the next 12 years his textbooks were hard 
ware catalogs and he learned and taught, both as 
retailer and wholesale salesman. 


Los Angelos Start in 1808 


In 1893 he associated himself with a group of steel 
men from Niles, Ohio, in the manufacture of steel 
sheets under the name of the Los Angeles Iron A Steel 
Co. These were the pioneer days, and the Los Angeles 
Iron & Steel Co. traveled a rocky road« About 1895 
the company became involved and the courts made Mr. 
Boyle receiver. He made short shrift of the receiver 
ship under a $50,000 bond. Then in 1896 Mr. Boyle 
combined with Chas. L. Pinney in a sheet iron and 
metal business known as the Pinney & Boyle Mfg. Co. 
Here was the real start of the present business, but 
bask of all was Mr. Boyle’s preparation as railroad 
man, tinsmith, hardware man, rolling mill man and 
financier. Seven years ago Mr. Boyle took over the 
Pinney interests, and four years ago the name of the 
business was changed to the Boyle Mfg. Co. 
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Every Rusco Product sells 
another Rusco Product 





Rusco DENONCO NON-CHATTER BAND FOR FORDS 


RUSCO PRODUiCTS 


IF YOU are unfamiliar with Rusco Products, 
it probably means little to you to have Rusco 
Brake Lining mentioned. Yet, on two separate 
counts, Rusco Brake Lining and Rusco Products 
in general can be a source of profit to you. 

First, each and every individual Rusco 
product—10 in all—is a quality article. It gives 
the kind of satisfaction that makes it easy to 
sell other Rusco Products when the need for 
them arises. 

Second, sales made on a family of quality 
products net you more profit because they 
require less buying, less selling and 
less bookkeeping expense. Adjust¬ 
ments are made more i>rompt]y. 

Quality is always uniform. WSSSSm 


Write today for complete 
selling and advertising plans 

THE RUSSELL MANUFACTURING 
COMPANY 

Middletown, Conn. 


Every Rusco Product 
ie made for service 


Rusco Brake Lining 
Rusco Clutch Facings 
Rusco Hood Lacing 
Rusco Tow Line 
Rusco Fan Belts 
Rusco Tire Straps 
Rusco TABBUCKLER 
Straps 

Rusco Emergency 
Brake for Fords 
Rusco Transmission 
Lining for Fords 
Rusco Denonco Non- 
Chatter Bands for 
Fords 
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0. B. KOOKBBB 

Honor eraduato of the Simmoni Hardware Co. salei organiza¬ 
tion, who ia in charge of the Boyle branch aalea office at San 
Traneiaco. “Charley" haa friends all over the country, and he 
welcomea thia opportunity to specialize on "cans of all kinds." 

Great Plant Now Snppllei West 

It is claimed that the Boyle galvanizing plant is the 
largest in the West, and the only one west of St. Louis 
equipped to galvanize all types of work. For Boyco 
products include a full line of cans, tubs, pails, boilers, 
canteens and other sheet galvanized products. Many 
of these articles are of patented, improved design, and 
have been especially adapted in the Boyco plant to 
ne^ uses or for added convenience or service. 

The new Boyco plant occupies a five and one-half 
acre tract at 51st and Santa Fe Aves., Los Angeles, with 
a floor space of 140,000 square feet. Adjoining, the 



The birthplace of the present business, 25 years ago, a 
little corrugated iron work shop on the outskirts of town, 
with a brain under the roof and an idea behind that. 



"Can" is the word, never "can’t," with the Boyle family. 
Here is a hot dsy sales conference between father and sons. 
Reading from left to right: W. J. Boyle, Jr., W. J. Boyle, 8r., 
and L. M. Boyle. 

company owns four and one-half acres, where it is 
planned to erect additional warehouse facilities. The 
growth of the institution has been phenomenal, and it 
has been necessary to open its own branch offices in s 
number of the principal cities to handle their sales. 

Boyco products are sold strictly through the jobbing 
trade, and the sales plans of the company include the 
fullest cooperation to both jobbers and dealers in Boyco 
roducts, so that superior lines of galvanized ware may 
e handled with convenience in receiving prompt ship 
ments, as well as meeting long-haul freight charges. 
Able Ezeentiye Corps Controls Actiylty 

In the present organization Mr. Boyle is assisted 
by strong men, both of his family and out, who think 
as he does, have grown up with the organization, and 
who have been trained under his able direction. Mr. 
Boyle ^8 two sons fall naturally in line. Mr. W. J. 
Boyle, Jr., is the technical engineer, superintendent and 
factory manager. Prepared by schooling as a mining 
engineer and intending a career in Mexico, greater 
opportunity near at home absorbed his abilities. 

L. M. Boyle, “Lew,'' the younger son, is vice 
president and manager of sales promotion. He is the 
man who has popularized Boyco products, and is his 
father's able understudy in the executive management. 
His publicity and advertising of the Boyco line is 
notaMe in the West. Mr. Boyle's brother, M. C. Boyle, 
is secretary. 

As sales manager, W. J. Thorns comes to the com¬ 
pany after a well rounded and successful career in the 
hardware business with the Shapleigh Hardware Co. 
and Simmons Hardware Co. For many years he traveled 
particularly in the Texas territory. For over ten years 
Mr. Thomas has been in the retail business, both in 
Texas and California, but the opportunity was irresist¬ 
ible and he has entered into his new work with the 
enthusiasm that has always characterized his work. 



Present plant of the Boyle Manufacturing Co., covering 6H acres with 
140,000 square feet devoted to Boyco products in all stages of manufacture 
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One Bnxner *‘Hunter’s Special** 
Open for nse 


“Hunter’s Speeisl**—dosed 
All equipment padeed inside 


The “Hunter’s Special” 



Two Bnrnor Sit—open for mo 

Pxleo with oqalpmoat.$17.60 

Prlco without oqulpmoiit_$16.00 


Two Burner Sit—cloied 
All equipment pecked Inside 



AUT(^KAMW<00K0VEN OPtN 


Every owner of an Auto-Kemp- 
Kook-Kit should have an Auto- 
Kamp-Kook-Oven. Makes it possi¬ 
ble to have roasts and baked foods. 
SUe of oven 12''xl2''xll'*; folds up 
to 12'*xll''x2''. 

Price .$6.00 


H SMALL size one burner kit, built 
especially for hunting and fishing 
trips, where space is at a premium. 
Takes up no more room than a camera, yet 
as efficient as a gas stove. 

Auto-Kamp-Kook-Kit burns motor gasoline 
—gives a steady hot blue flame that a thirty 
mile wind will not blow out. Made of heavy 
stamped steel, with black baked enamel fin¬ 
ish. Folds up like a suit case with handle for 
carrying. Light, compact, efficient. 

Auto-Kamp-Kook-EIits are made in several 
sizes from the one burner Hunter’s Special 
to the Six Party Suit Case Outfit, and retail 
at from $10.00 to $47.50. 

Order today and have a supply of this Spe¬ 
cial Hunter’s stove on hand for the ap¬ 
proaching season. 

Prentiss-Wabers Stove Co. 

18 Spring Street, Wisconsin Bapids, Wis. 
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GETTING BUSINESS AFTER 
HOLIDAYS 

The average merchant is inclined to 
think that after a holiday, such as 
Foiu^h of July, Thanksgiving, Wash¬ 
ington’s Birthday, or Decoration Day, 
people are not in the humor of buying. 
But did you ever notice how department 
stores feature their merchandise imnic- 
diately after a holiday! As a matter of 
fact, often the issues of the papers both 
on the holiday and the morning follow¬ 
ing direct special attention to what is 
being offered. 

It should be realized that human na¬ 
ture is very much the same whether you 
live in a small town or in a large city. 
People are influenced by the same emo¬ 
tions, and the desire to gratify their 
wishes is common to rich and poor, no 
matter where they may live. 

As a matter of fact, actual statistics 
prove that more people transact busi¬ 
ness on the day following a holiday than 
6n ordinary days. Whether it is to 
make up for the loss of the previous 
day, we do not know, but people return 
to their work and homes with renewed 
zest and want to do things, want to buy 
and want to make up for the day that 
was lost. 

This principle is to be seen empha¬ 
sized in the sales and offerings every 
Monday morning in the large depart¬ 
ment stores. Announcements are to be 
found in the Sunday edition as weU as 
in Monday’s paper. 

Applicable to Any Line 

Simply because you are not catering 
to department store trade or to women’s 
furnishings is no reason why you would 
not find hardware, housefumishings, 
silverware, glassware, electrical appli¬ 
ances would interest customers. 

One successful merchant tells us he 
has a young lady who telephones to fifty 
or a hundred people the day before a 
holiday for four or five days, reminding 
them of the sale that will be made on the 
day following the holiday. This is sup¬ 
plemented by newspaper announcement 
so their customers will not forget it. 


Remember that if you can bring 
twenty-five or fifty customers or even 
a dozen customers to your store, who 
have never purchased before and add to 
your present list of customers, it is 
something worth striving for. 


HARDWARE CONVENTIONS 

Pacific Northwest Hardware and Implement Asso¬ 
ciation Convention to be held at Spokane, Was^ Jan. 
17, 18, 19, 20, 1922. Secretary, £. £. Lucas, Mutton 
Bldg., Spokane, Wash. 

Western Retail Implement, Vehicle and Hardware 
Association Convention to be held at Kansas City, Jan. 
17, 18, 19, 1922. Secretary, H. J. Hodge, Abilene, BLan. 

Oregon Retail Hardware and Implement Dealers' 
Association Convention to be held at Portland, Ore,. 
Jan. 24, 25, 26, 27, 1922. Secretary, £. E. Lucas, Spo¬ 
kane, Wash. 

Indiana Retail Hardware Association, Inc., Conven¬ 
tion and Exhibition to be held at Indianapolis, Ind., 
Jan. 24, 25, 26, 27, 1922. Secretary, G. P. Sheely, Argos, 
Ind. 

Kentucky Hardware and Implement Association 
Convention to be hold at LouisviUo, Ky., Jan. 24, 25, 
26, 27, 1922. Secretary-treasurer, J. M. Stone, Sturgis. 
Ky. 

West Virginia Hardware Association Convention 
and Exhibition to be held at 'Wheeling, W. Va., Feb. 
1, 2, 1922. Secretary, James B. Carson, Schwind Bldg.. 
Daj^on, Ohio. 

Idaho Retail Hardware & Implement Association. 
Boise, Idaho, February 1, 2, 3, 1921; E. E. Lucas, Sec 
retary. Spokane, Wash. 

Nebraska Retail Hardware Association Convention 
to be held at Lincoln, Neb.^ Feb. 7. 8, 9, 10, 1922. Sec 
retary, George H. Dietz, Little Bldg., Lincoln, Neb. 

Wisconsin Retail Hardware Association Convention 
and Exhibition to be held at Milwaukee, Wis., Feb. 8, 
9, 10, 1922. Secretary, P. J. Jacobs, Stevens Point, 
Wis. 

Michigan Retail Hardware Association Convention 
and Exhibition to be held at Grand Rapids, Feb. 7, 8. 
9, 10, 1922. Secretary, A. J. Scott, Marine City, Mich. 

Pennsylvania and Atlantic Seaboard Hardware Asso¬ 
ciation, Inc., Convention and Exhibition to be held at 
Philadelphia, Pa., Feb. 13, 14, 15, 16, 17, 1922. Secre¬ 
tary, Sharon E. Jones, Fulton Bldg., Pittsburgh, Pa. 

Illinois Retail Hardware Association Convention to 
be held at Chicago, Feb. 14, 15, 16, 1922. Secretary. 
Leon D. Nish, Elgin, HI. 

Minnesota Retail Hardware Association Convention 
to be held at St. Paul, Minn., Feb. 14j 15, 16^ 17, 1922. 
Secretary, H. O. Roberts, Metropolitan Life Bldg.. 
Minneapolis, Minn. 

Ohio Hardware Association Convention and Exhibi 
tion to be held at Columbus, Ohio, Feb. 14, 15, 16. 17. 
1922. Secretary, James B. Carson, Schwind Bldg., Day- 
ton, Ohio. 

Iowa Retail Hardware Association, 24th annual con¬ 
vention and exhibition at Des Moines Coliseum, Des 
Moines, la., February 21, 22, 23, 24, 1922; Secretary, 
A. R. Sale, Mason City, Ta. 

Missouri Retail Hardware Association Convention 
and Exhibition to be held at St. Louis, Mo., Feb. 21, 22, 
23, 1922. Secretary, F. X. Becherer, 5106 N. Broadway. 
St. Louis. 

New England Hardware Dealers^ Association Con¬ 
vention and Exhibition to be held at Boston. Mass.. 
Feb. 21, 22, 23, 1922. Secretary, George A. Fiel, 10 
High St., Boston, Mass. 

New York State Retail Hardware Association Con¬ 
vention and Exhibition to bo held at Rochester, N. Y., 
Feb. 21, 22, 23, 24, 1922. Secretary J. B. Foley, City 
Bank Bldg., Syracuse, N. Y. t 
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SAFETY DEMANDS 

That YOU and Every Other Driver Have a 


/VIX. 


SEES-ALL Mirror on His Car 

—Ed. Kennard, Prerident Sees-AU Mfg. Co. 


Bevelod Plate. Mon- 
r u B t i n g^E n a m e 1 
Frame, weighs 166 
IbB. per groBB, pseked. 
ComeB in Individiisl 
cartons. In orderinc 
be sure to iMclfy 
open or closed types, 
as clamps differ. 


1 Sees-AIl Mirror 

(Patented) 


A Dealer writes: ‘‘I have received your Sees- 
AU Mirror and have installed it on my ear with 
greatest satisfaction. I find that it is all that 
you claim for it.” 


A Jobber says: ” Never have 1 appreciated 
anything on my ear so much as the Sees-AU 
Mirror. The duplex feature enables me^ either 
as driver or passenger, to fuUy command the 
view behind. No ear is complete without the 
Sees-AU Mirror, and I am tellmg this to aU my 
friends. ’ ’ 


It’s the best thing in the world for avoiding automobile accidents and goodness 
knows there are enough accidents these days. 

My little Sees-AU Mirror is really two mirrors in one—heavy beveled plate glass 
mirrors—in a neat and substantial metal frame, and are at the exact angle which per¬ 
mits the driver and his companion to see the road, both sides and behind, while looking 
ahead. 

It is quickly and firmly attached to the top center windshield, right before your eyes. 

Try This Sees-All Iffirror on Your Oar 
10 Days Free 

So positive am I that when you once 
use this mirror on your car that you wiU 
recommend it to every car owner and 
sell it readily, that I am willing to send 
you one right now to try for yourself. 

JUST SEND THIS COUPON and 
the Sees-AU Mirror will come to you 
postpaid. If you don’t like it, just send 
it back. If you keep it, remit $2.50. 
Please enclose your card or letterhead. 

Dcolcfi and Johhen Write for Our Propoeition 

ADDUESS OFFICE NEABEST TO YOU 
1220 BoAtmen*! Bank Bldg. 866 Phalan BnUdlng 
;^t. Louis, Mo. San Frandseo 

1810 WasUake Ava. 888 Taylor St. 

SaatUa Portland, Ora. 



liilllfil 


LIST PRICE, $4.00 




Ed. Kennard, SEES-ALL Mfg. Oo. 

Alright, Ed: I'll try your old Sees-All 
Mirror on my wagon for ten days that yon 
offer to readers of the Hardware World. If 
I don’t like it. I'll return it to you. Other¬ 
wise I'll remit you trade price, $2.50. 


My Car is Open Model ( ) Closed Model ( ) 
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Missouri Merchant ‘‘Shows His Customers” 


I N our August issue we referred to a system 
that enables some far western retail mer¬ 
chants to meet the price of catalog or mail 
order houses on most of the commodities they 
sell. 

Here is an illustration of how the Aid Hard¬ 
ware Company at West Plains, Missouri, are 
“going to the bat” so to speak and quoting 
their own prices against catalog houses. They 
believe in full publicity. They do not believe 
in sitting back and allowing their customers to 
rest under the impression that the catalog house 
can undersell the local merchants. 

The average retail merchant has no idea of 
the amount of business that is going out of his 
town. Only a few of them keep track of freight 
shipments, but by far the greater portion of 
goods received from catalog houses are shipped 
by parcel post and express, so the average mer¬ 
chant doesn^t really know what is taking place 
in his own community. The Aid Hardware Co. 
believe there is nothing to be lost, but on the 
contrary, everything to be gained by placing the 
facts before their customers. We are repro¬ 
ducing a portion of the circular which they re¬ 
cently sent out, which was producing splendid 
results for them. Would there were more Aid 
Hardware Co.’s in business. 

As We See the Blghtl Here Is Positive Proof, 

See for Yonrself 

Montgomery Ward & Co., of Kansas City, 
have recently filled this county with their large 
new fall and winter catalogues No. 95 for the 
season of 1921 and 1922 and it is a beauty. Pull 
of pretty pictures, printed on good paper, well 
bound and is a very expensive piece of ^ork 
that some one must pay for. 

After carefully going through we find that 
their prices are high with the exception of a 
few items that are priced low as order starters 
or bait. You will note that the majority of 
merchandise is of a nature that it is almost im¬ 
possible to make comparisons, such as dresses, 
suits, hats, furniture, silks, woolen goods, etc. 
That is one reason why they can get their price. 
But we have picked out at random a few staple 
items and have made comparative prices to 
show you we are right. 

No. 95 Catalogue 

M. \V. Price Our Price 


Half hatchet .7S .7r> 

Pointing trowel ..2.5 

Short globe lantern . 1.49 1.25 

Jews harp.17 .15 

22 cal. cartridges.24 .25 

16 gauge loaded sludls.91 .90 

Rid-o-Skid chain . 2.80 2.65 

Revolving punch . 1.23 1.00 

Tubs, No. 1.85 .75 

Tubs, No. 2.94 .85 

Tubs, No. 3.•.. 1.1.'^ l.dO 

White enameled wash basins No. 1... .69 .50 

White enannded wash basins, No. 2. . . .79 .60 

Retinned knives and forks.98 .75 

Steel corn poi»pers.42 .40 


Butcher knives, No. 1 



.55 

.50 

Butcher knives, No. 2 



.69 

.60 

Butcher knives, No. 3 



.85 

.75 

5 gal. milk can. 



_ 4.45 

3.5u 

10 gal. milk can. 



_ 6.00 

4.75 

Steel spades . 



_ 1.35 

1.25 

Door lock and knobs 



.52 

.50 

Brass wash boards .. 



.79 

.i 5 

White slop jars. 



.... 2.10 

2.00 

Coil bed springs .... 



.... 7.95 

6.75 

Kitchen Cabinets ... 



.... 37.75 

33.00 

Blacksmith hammers, 

No. 

1 . 

.... r.i8 

.75 

Blacksmith hammers, 

No. 

2. 

.... 1.30 

.85 

Blacksmith hammtrs, 

No. 

3. 

_ 1.53 

1.25 

Hollow auger .. 



_ 3.28 

2.25 

Double bit axe. 



.... 3.05 

2.50 

Double bit axe handle 



.62 

.35 


In buying from a mail order house there are 
these things to be taken into consideration that 
we save for you: 

You must make out an order. 

You must send the cash in advance. 

You must wait a week or two for your goods. 

You must pay freight or express on same. 

You must make out your claim for damages 
in shipping, and other inconveniences that we 
eliminate. 

Read their front page announcement, as fol¬ 
lows : 

“For forty years, Ward’s have been dealing 
fairly with the public. We pledge our custom¬ 
ers continued fair dealing, also better service, 
better merchandise, and even lower prices. *' 

Now please read our comparison of prices. 

This is not a fair comparison, from the fact 
that we have not added the transportation 
charges to their prices; these charges are high, 
whether by freight, express or parcel post. 

And they are real artists, too. Just turn to 
the ladies’ underwear and hosiery department. 
(It may shock the modesty of us old fogies.^ 
Why, the Angels in Heaven have no such lovely 
forms as are pictured there. Can you blame a 
woman for wanting these regardless of cost? 

They are very adept in selecting some one 
popular item and making a leader of it, for in¬ 
stance take the Champion-X Spark Plug at 49 
cents each. This plug, as they tell us, is use<| 
on all Ford cars, and is one of the best knowr 
articles in the trade, as most every body owns 
or has owned a Ford car. 

We wrote the Champion Spark Plug peopl«\ 
asking how Montgomery Ward & Company 
could seU their Champion-X for 49 cents when 
they charged us the same price in a wholesale 
way? They wrote us that they have not sold 
and will not sell them the Champion-X, and 
what they have was secured in some under¬ 
handed way. 

This style of business is condemned and 
resorted to by respectable merchants, and yet 
these people “holler their heads off” abour 
their honor and honesty. Bah! It ain’t in ’em. 

AID HARDWARE COMPANY. 

C. T. Aid, President. 
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ANTI¬ 

SKID 


roruCMT 

MMtt* 

•* MtCMf lOIMOr 


Prevent 

Skidding 


BRIOGCPORT, CONN..U.S.A. 


Name of* Dealer 
Imprinted Here« 
witHont Cost 


W EED Pocket Computers are ex¬ 
tremely practical and popular. 
They are just what you need to keep 
your name before your customers and 
help sell more Weed Chains. They are 
exactly what your customers have been 
looking for to help them compute in¬ 
stantly the cost of the gasoline they buy. 

We will gladly send you a quantity 
FREE with your name carefully im¬ 
printed on each. 


They Help Sell More Gas,Too! 

Read what one dealer has to say about them: 

Since my customers have these pocket computers, I notice that I have 
been selling more Weed Chains—more gas, tool 
^It may sound strange, that I am selling more gasoline, but this seems to be 
the psychology of it. When a driver stops for gas and he sees that his tank 
is partly full, he is likely to order five, ten or some even number of gallons 
because he doesn’t like to burden his mind figuring the cost of an odd num¬ 
ber of gallons at the prevailing price. On the other hand, if he is equipped 
with a pocket computer, he doesn’t hesitate to order his tank filled because 
he can tell immediately what 17 gallons will cost at 27c or compute any 
other difficult combination.” 


Write us ta-^day for your supply of Weed Gasoline Computers 


AMERICAN CH AIN COMPANY, Inc. 

BRIDGEPORT CONNECTICUT 


IN CANADA: Dominion Chain ComiMny, Limited, Niacara Falls, Ontario 
Geneial Salei Office: Grand Central Terminal Bldg., New York 
^Hstriei Sale* Offices: 

Boston Chicago Philadelphia Pittsburgh Portland, Ore. San Francisco 

LARGEST MANUFACTURERS OF CHAIN IN THE WORLD 
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THE TIDE HAS TURNED TO RISE 
Editor Hardware World : 

Over a year ago we urged our customers 
to save themselves from losses by bending every 
energy to reduce their surplus stocks and get 
rid of the slow moving items. Now we say, be 
alert to grasp the opportunities for gain to off¬ 
set the losses. 

A year ago the tide had passed the flood and 
was running out. Now it has passed the ebb 
and is slowly turning to come in. The waves 
will come forward and fall back, but each wave 
of progress will be higher than the last and the 
fall-back less. 

This means a change in policy. No longer 
can attention be centered only on the saving of 
losses. Caution is still necessary. Any surplus 
or slow moving items of stock must be sold on 
the best terms obtainable, but the man who 
looks ahead will no longer allow a surplus of 
one item to offset a shortage in another. The 
time has passed for driving only to reduce the 
total inventory. The time has come to guard 
against a shortage of salable items. 

Business is on the mend. It is not good. It 
will not be good for some time to come, but it 
is getting better instead of worse. For the last 
three months the average wholesale price of 
the leading basic commodities has advanced. 
Hardware lags behind just as it lagged behind 
on the decline. Price readjustments are not 
over, but the market is growing larger. The 
Federal Reserve Banks are advocating a more 
liberal policy in regard to loans. This is the 
opportunity for the man of courage. 

There will not be business enough for all. 
It will go to the hardware man who is prepared 
to give service and service requires a small but 
complete stock of salable items. The man who 
carries on too long the policy of retrenchment, 
will lose business to his more far-sighted com¬ 
petitors. Customers won, good will built up by 
the service of past years can be quickly lost 
through failure to supply urgent wants. 

Business can be won by the man who makes 
a determined drive for it. He must base his 
drive on ability to serve as he used to do, from 
a complete stock, without substitution. FMll up 
the holes in your stock. Get ready to win the 
business that the better selling market and the 
improvement in the financial situation are open¬ 
ing up. Yours very truly, 

FAYETTE R. PLUMB, INC., 
Fayette R. Plumb, President. 



SioQz Tools sro the standArd tools in garafos •▼orTwhers 
for 

BBMOVnrO BU8HZHOS 
BB-rAonro, bb-sb atino , OBiHBiiro 
amt AMD AU. 8IZB VALVES 
ALBERTSON A OO.. Mannfaetursra. SIOUX 0IT7. lA. 



PEERtOS 


The Peerless Radiator Cap for Ford Car^ 
has been placed on the market by The Corcoran 
Manufacturing Company, of Cincinnati, Ohio, 
and is already proving a worthy addition to the 
well known family of Peerless Products for 
Ford cars made by that company. 

The new radiator cap not only adds neat¬ 
ness and attractiveness to the front of a Porri. 
but it is extremely serviceable. It is made of 
the very best materials, is heavily nickel-plateJ 
and has all the wearing qualities and appear 
ance of much more expensive caps. The pop j 
lar dumb-bell type handles make handling easy 
and do not retain heat. It is non-leakable, rust¬ 
proof, and will last as long as the Ford it is or. 
The cap retails for 50 cents. 


STEARNS ROLLOMOBILES 



E. C. Stearns k 
Company of Syracuse 
are putting on the mar¬ 
ket what is known a5 
the Steams line of 
Ridamobiles and Bollo- 
mobiles. 

This is a line to 
keep the kiddies riding 
and exereising out in 
the open. They claim 
that safety, comfort, 
strength with lightness 
and practicability are 
their main features, 
supplemented by ex 
ceptionally moderate 
prices that places them 
within the reach of 
every parent. 

There is a model 
for every youngster— 
a model that combines 
many exclusive fea 



tures of durability, staunchness, ease of propulsion and 
operation without fatigue, due to the roller bearing 
construction. 

There is the low-built but sound construction, so 
essential to positive safety and extraordinary weight. 

These children’s vehicles are equipped with long 
wearing rubber tires, the tires being applied so that 
they won’t creep or slip or come off under the strain. 

They will be glad to give full information to any 
of our readers upon request. 


Anton Quarberg ha^urchased the interest of H. P. 
Marquardt at Nelson, Wis, 


Chas. F. Eder has purchased an interest in the 
hardware business at Nyssa, Ore. 
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Retry Tuning-Up-Valve 

“The Scientific Detector” 


Operates easily* 
no strain on 
exhaust pipe. 


[ Lever adjustable to 
8 angles. Costs 
less to attach. 



doesnt lose 
^ tension. 

All exhaust expelled to rear (not down) 
through megaphone opening. Highly mach¬ 
ined valve stops duttenng. 

Why do particular motorists demand the Petry Tuning- 
Up-Valve in preference to all others! Motorists find 
that the Petry Tuning-Up-Valve is a carefully designed, 
well-made product, and not some castinn carelessly 
assembled. It appeals, on sight, as a ‘good job. 
Compare it yourself with any other tuning-up 
and your verdict will bo that it is America s Best Tun¬ 
ing-Up-Valve and “Scientific Detector" for tuning up 
and locating trouble. Sixteen sises for all makes of cars. 

a a Ptby c«., hN., 34$ a RairfaMiSt, PhlaMiMa 
ICikan of Potty Pump, VontUotor and Podal 
Western Distributor: 

Honnsn Oowan Oomptoj, 446>61 Blalto BnUdlng, 
Bin Fnuiciieo, Oallfoniia 

C 9 trHthil 921 , N, A, F 0 tf 9 €•„ Imc. 



Top Secoven, Seat Coven 

Badiator and Hood Coven 

Side Curtains, Bain Guards 

Tire Covers, One-man Ford Tops 
Trinunen' Material and Supplies 
Tents, Pauhns, Wagon Coven 
Cotton Picking Bags 

Clifton Manufacturing Company 

Main Office and Factory 
Waoo, Tjcxaa 

BAN FBABOIBOO - LOB AKGELEB 
DEKVEE, COLORADO 
KAKBAB OITTp MIBBOUBI 
DALLAB, TEXAB 


HOMRINY 


Wholesale 


Bxclusivel 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EX0iI.U8IVB SISTBnUTOBS FOU TBS 

ronLOvme uns 


KMaioa 

O enrow 

Tmb m 

atroflibacB OuIvuvIots 
WalBWTlght PlflMa 
BUa-Pnr Poxfoetlna Bprlaga 
EplM Badinfeon 
HAD atotk Abtotbon 
for Fordo 
OAbiM Bimbbon 
Qllmoro Foi Bollo 
Kaj Boo Spot LAglito 
IBoBoeo Eronao 


Momaeo Tool Kita 
Ftmko Indtloii Paila 
Loekwoonoat Oorora 
Tiro and Eadiator Oovora, 
Bte. 

Fairbaaka Oaraca BfklF- 
Oantdj-Otto Oaiafo BfOlF- 

IBOIIt 

Arrow Ohataa 
Du Pont Top Matoslal 
Laidlaw Boat Ooror 
Matorlal 

DrlXnro Batrsadora 


And a Oonptota Xiao of Maokaniea' Tbols and Oarafo 
BqnipmoBt 

New 1990 Oatalof FnniWied oo 

/\^ oTOi^ Mei ^cantile Company 

11B.117 somk Wool Ttnplo Btroat. Balt Lako Oltp 


BBIliDlllllllllillllllllllll 


Ko. 16 BaHablo 
Weight 10 Ihs. 
Will Idft 3000 Iha. 
Height Lowered 
llVs in. 
Height Balaed 
17H in. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiininnnM 


Reliable Jacks— 

All that the Name Implies 

A jack that lives up to a name must be depend¬ 
able, serviceable and efficient. 

“Reliable'^ Jacks live up to their name. 

Reliable Jack customers are satisfied customers 
and when they need other hardware articles they 
go to the store that sold them that Reliable Jack. 


T 


Writm for thm RoUabh Catalog 
or A$h Your Jobhmr 

ELITE 

MANTTFACTUBINO 

COMPANY 

ABhland, Ohio 
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VIRGINIA MERCHANT'S IDEAS OP PRESIDENTIAL DEMOCRACY 

Editor Hard wABE World: 

I am enclofling a snapsliot of a week end outing of a somewhat remarkable group, which I believe manj 

of your readers will be interested in seeing—in fact as a real illustration of '‘democracy^' (of which people 

have gotten tired of hearing), I doubt if it could be duplicated in any other nation—President Harding, Thomas 
A. Edison, Henry Ford, and members of their families, enjoying outdoor camp life near here recently. 

My interest in this is due to the fact that a country merchant sold them a part of the camping outfit. 
You will note an. entire absence of silver and cut glass or fine china, but on the contrary all American made 
white enamelware dishes, ordinary table cutlery, etc. Such an example of Jeffersonian democracy is worth 
all the preachments about it that we have had for the last ten years. 

I wonder if a former occupant of the White House had gone on a similar outing a year ago^ if he 
wouldn’t have required an expensively fitted out camp—glass enclosed, finely decorated, with a retinue of 
chefs and cooks from one of New York’s hotels, a forty piece orchestra, the mosquitoes and other nocturnal 
insects being kept away by the burning of Japanese incense from the island of Yap and Shantung. 

At least there would have been a massive parade of entry, through all the adjacent towns, a large stage 

erected, a welcome from the mayor or town council to afford opportnuity for a dissertation on the fourteen 

cardinal principles. 

I beg your pardon for introducing a tabooed topic, but if anyone disagrees with me, let him answer through 
your columns. Why I should mention this I don’t know, except I remember Thanksgiving is approaching, and 
we have many things for which to be thankful, aside from the fact that Samuel Gompers is not now helping 
to run the government. 

Virgrinia. J. A. MOORE. 


SCREW HOLES WITH RAWLPLUGS 

Fastening fixtures to walls by ordinary wood screws, 
whether the walls be of soft plaster, hard plate, con¬ 
crete or metal, has been made possible by introduction 
into the American market of l^wlplu^, originally an 
English invention, the device of G. G. Rawling, a Brit¬ 
ish engineer. This unique plug is a tube of stiffened 
longitudinal jute fibre strands cemented in position so 
that they will not crumble. This plug expands as the 
screw is inserted, becoming an integral part of the 
brick or other material in which it is placed. The 
screw automatically threads the fiber, permitting re¬ 
moval and reinserting as often as desireA 

These plugs can be used in plaster, tile, marble, 
slate, metals, glass, concrete, wood, cement and stone. 
They are applied by making a small neat hole with a 
special tool that comes with the plugs or any drilling 
tool and inserting the fibre plug in this hole. They are 
used extensively by electricians for metal moulding 
outlet boxes, etc., and in bathrooms for fastening fix¬ 
tures. 

The Rawlplug comes in cardboard boxes, packed 100 
in a box. They are manufactured by the Rawlplug 
Co., 471 Eighth Ave., New York City. As an intro¬ 
ductory offer, the company will send its No. 10 me- 
chanical outfit to any dealer on receipt of $2.75 in 
stamps, money order or check. This contains 100 
Rawlplugs, tool holder, two drills and a supply of 
screws, and is admirably suited for demonstrating or 
experimenting with the plugs. The company is repre¬ 


sented in the West by the Dowd Sales Co., San Pran- 
cisco, Seattle and Los Angeles. 


SAW STYLES STANDARDIZED 


Hardware dealers and jobbers who handle the Si- 
monds brand hand saws are being notified bv the 
Simonds Manufacturing Company of Fitchburg, Mass., 
and Chicago, Ill., of a new departure in manufacturing 
and selling their line. The company announces that 
in line with the era of business reconstruction, and to 
assist their dealers and jobbers, it has decided to 
reduce the numbers or styles of its hand saws, so that 
hereafter there will be no duplicates of patterns appear¬ 
ing under different numbers. 

The Simonds Blue Ribbon Hand Saws with numbers 
10 and IOV 2 will constitute the new hand saw line. 
Seven other styles which closely resemble these num¬ 
bers have been discontinued. This plan, it is expected, 
will assist dealers and jobbers. They will not find it 
necessary to carry such a large number of saws while 
at the same time they will have high, medium and mod¬ 
erate price saws in all styles necessary to meet 
demands of carpenters or for general use. 

The idea of fewer numbers is in accordance with 
the general policy of many manufacturers, and sim¬ 
plifies the problem for the retailer and jobber so far 
as carrying a fairly complete stock. The Simon ^.s 
Blue Ribbon line will sell at the same price as was 
formerly asked for the regular line. 


Digitized by 


Google 









November, ig?i 


HARDWARE WORLD 


145 



xNEW QUARTERS FOR QUAKER CITY 
RUBBER CO. 

On November 1, the Quaker City Rubber Company, 
manufacturers of Daniel ^s P. P. P. Rod Packing, Ebon¬ 
ite Sheet Packing, Ironsides Rubber Belting, and a 
complete line of mechanical rubber goods, will move 
into their new modern Quaker Building, 624-28 Market 
Street, Philadelphia. 

This company has been located on Market Street 
for considerably more than a quarter century, and 
this new building will house the main offices and 
salesrooms. It is the culmination of continuous growth 
and success enjoyed by this prominent rubber com¬ 
pany since its beginning. 

The new building, which is just across the street 
from their old address, is the latest in builders^ art. 
Large plate glass windows with ample depth for dis¬ 
play purposes are on the street floor. The exterior is 
of Inmana limestone and tapestry brick. The interior 
equipment has been selected for efficiency and comfort, 
and consists of high speed electric elevators; vacuum 
steam heating system, thermostatically controlled; 
lighting, plumbing and all interior fixtures modern 
in every respect. 

Well appointed offices for the executives and cleri¬ 
cal force have been planned and laid out that makes 
possible the highest efficiency in the daily work, while 
ample space for shipping and receiving materials has 
been provided. 

In addition to mechanical rubber goods, this enter¬ 
prising company is also the manufacturers of the 
Trusty Friend, Quaker Cord, Miles Cheaper’^ tires 
and Multi-tubes. 

The Quaker City Rubber Company extends a cordial 
invitation to its many customers and friends to visit 
them in their new building. 


The Engelman Hardware Company at Tone. Ore., 
report a very satisfactory season. They had an espe¬ 
cially good business the last fall and report a good 
ontlook. 



to offer your car owners every feature of real value 
that can be obtained in other visors, some of which sell 
for much higher prices. Rain gutter, awning ends, 
sturdy throughout and a price of $10 makes the New 
Kra line ideal. Write for Catalog. 

NEW ERA SPRING «r SPECIALTY CO. 

66 Cottage Qrove Ave., Orand Baplda, Mich. 
Mamfn. e/i« 9f Stw Era Sprirngs and Now Era "Brtttr” BmmPan 

E 

DeLuxe (All Metal) VISORS 


Users Buy By Name 

tho^e things thatigive greatest satisfaction. Which U 
true of wrenchea. Carry the bMt socket wrenches that 
useys have found, thru experience, to be thoroughly 
dependable— 

‘‘HEXALL” 

Trade Mark Reg. U. 8. Pat. Off. 

and you have a fast-moving line, generous in profit, a 
promoter of lasting friendship. There are no better 
wrenches made than **HEXAitL'* —twelve sets—a set 
for every need. Sold under this guarantee: 

Brmak Any *H£XALL* Wnnch and Wa Rapairlt^No Chary** 

R. F. SEDGLEY, Inc. SsLlSSl 

Also Mahan of **BABy*’ Hammariaaa Raoohan 
2311-13-16 North 16th Bt. Philadelphia, Pa. 

Pacific Coast Reprcscotativcs. McDonald ft Liefbitli. Sea Frsacisoo 


**OlL RUINS TIRES” 

Motorists realise what a great menaee til 

is to inner tabes and, therefore, look for 
the place where they eaa fill tires with 

CURTIS AIR-FRRC 
FROM OIL 

Five different sises of eom- 
pressor, 135 different eom* 
Dinations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
35 years' ezperieneo in 
compressor manufacturing. 
Sena for Bulletin 0-6. 

Csrtis Psea. Mdqr. Cs. 

1618 Xienloa Av., Bt JgonlM 
6S0-L Hudson TenOn V. T. 




OUTING 
EQUIPMENT 
For Christmas 
Waterproof Matchbox: 
Keeps matrhes bone dry un 
der water; seamless brass, plated 
—size 10 gauge shell. List 60c. 
Handy Compass: Guaranteed accu¬ 
rate—finest agate bearings. List 
prices: Pocket Compass, No. 184. 
stationary dial. $1,25; No. 186, re¬ 
volving dial. $1.50. Ssifety Coat Com¬ 
pass, No. 182, stationary dial. $1.60; 
N •. 0S2. revolving dial, $1.75. Lu- 
miao.is Dial Compass, shows plain at 
night. Docket, No. 186L, $2.00; coat. 
No. 0821... $2.25. Dealers or direct. 

MARBLE ARMS & MFG. CO. 
5380 Delta Ave., Gladstone, Mich. 
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REPRESENTING O'KEEFE & MERRITT 

Thomas M. Gardiner^ nationally known western sales 
representative of general manufacturers, announces to 
the trade his connection as sales representative for 
O’Keefe k Merritt Co., with products in the automobOe 
accessory and sheet metal lines, and whose plant is at 
Los Angeles. Mr. Gardiner thus adds this to his other 
lines sold through the jobbing trade. 

Among the feature items in the ''line with Merit 


in it” are their Cook-quick gasoline stoves, Swing- 
tong luggage carriers, anti-rattling and velvet finished, 
their wire camp grids, and other sheet metal products. 
The makers of these products have years of experience 
and skill in producing sheet metal goods, and their 
output is being readily absorbed by the jobbers, accord- 
to Mr. Gardiner, one of the most active, energetic, 
hard-working men in the trade. 

Although Mr. Gardiner covers a dozen western 
states in his activity and may be almost anywhere, 
doing all but appearing in two places at the same time, 
he makes his headquarters and receives his mail orders 



Among the feetnres of the »ato cemp etovee are: Detaehablf 
lege, eTen-bnming,*long lasting burners at anj fire height, either 
of which may be used independently of the other, east iron grates 
and top completely covered, top folding back to provide table 
while cooking, detachable acetvlene welded sheet steel tank lined 
with asbestos guards against blow-ups and fire, hooks in place, 
and removable to fill or carry. 


Do You Sell 

Hack Saw Blades 

That Do Not Break or Shell Teeth? 

D HOSE are the two important features about Blades. They are the 
two things which will make users say you sell first-class hack saws. 
They are the two chief features around which the whole success of 
SIMONDS HARD EDGE Hack Saw Blades for hand use has been built. 
It hasn’t increased the cost of the blades to put this wonderful steel 
quality in them, but it has increased their attractiveness as a selling 
proposition for any Dealer—Read our offer on next page. 

Simonds Manufacturing Company 

Portland, Oregon “The Saw Makers** Seattle, Wash. 

San Francisco, Calif. Vanoonver, B. 0. 
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NOW RATHBONE SARD SALES MANAGER 

C. P. Jacqnea, known to every large buyer and seller 
of stoves in the West, and for several years past repre¬ 
sentative for Rathbone, Sard & Co. at their different 
western offiees, has been appointed sales manager for 
the company over the entire United States, and he is 
now at Aurora, HI., in active charge of affairs. 

Mr. Jacques is a native of British Columbia, we 
believe, yet his hardware career began in Mexico and 
along the southern border. In his many years of con¬ 
tact with the trade he has been associated with such 
well known institutions as the Hoffman Hardware Co., 


Pacific Hardware & Steel Co. and the General Sales 
Corporation, as well as Rathbone, Sard & Co. 

In his new work, Mr. Jacques will have the broadest 
possible outlet for his abilities and the opportunity to 
put into practice his reactions to the invaluable experi¬ 
ence he has been storing up during his long service 
on the skirmish line in the sales department. We may 
assure Mr. Jacques that we express the unanimous 
sentiment of his friends in the West when we wish 
him all good fortune and success in his new and larger 
work. 


ONEIDA REDUCES PRICES 

Effective the first of October, the Oneida Com¬ 
munity Company have made a reduction of 15 per cent 
on their silverware prices. 

Coupled with the accelerated sales of the holiday 
season, this well timed drop should result in a phenome¬ 
nal business for the next few months. 


REPRESENTING W. H. GILBERT 

The W. H. Gilbert Sales Company announce the 
appointment of W. £. Hendrickson as branch manager 
in charge of their San Francisco office. Among the 
manufacturers whom the Gilbert Sales Company are 
aggressively representing are McNab & Harlin of New 
York, the Bowers Pottery Comj^ny of West Virginia, 
and S. S. Fritz & Company of Philadelphia. 


The Ririe Hardware Store of Ririe, Idaho, have been 
increasing their stock in anticipation of a good outlook 
in business conditions. 


The Jones Hardware A Furniture Company have 
been incorporated with a capital stock of $30,000, at 
Collinsville, Oklahoma. 


W. P. Gaydeski a hardware merchant of Monse, 
Wash., has splendid crops in his locality and conse¬ 
quently this 18 a good season for trade. 



That is the Kind 

Most Economical for Your Customers 
and Most Profitable for Yourself 


HESE Blades are made in 8, 9,10 
and 12 inch lengths, 14,18,24 and 
32 teeth per inch. A “silent sales¬ 
man” stock cabinet to set on your 
counter, bright colored, attractive de¬ 
sign, holds four gross assorted blades 
and he^s you sell them by its unique¬ 
ness. One of these given free with an 
order for four gross of blades to be 
billed at regular Dealer’s discounts. 
This involves such a small amount 
only, that you ought to order today 
and get in line for Hack Saw Blade 
profit. 

This picture of the free cabinet 
doesn’t do it justice. You ought to 
see the real thing. 
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SAVE THE SURFACE CAMPAIGN 
LAUNCHES ONE THOUSAND DOLLAR 
PRIZE CONTEST 

One thousand dollars in cash prizes is being of¬ 
fered by the “Save the Surface“ Campaign to the 

g ublic for the most appropriate title to a painting by 
[r. Norman Rockwell, the famous artist, which is to be 
used as the illustration on the 1922 “Save the Surface” 
calendar. 

Mr. Norman Rockwell was secured to paint the pic¬ 
ture reproduced on this page because of the human 
interest he puts into his boys, so often seen on the 
covers of the Saturday Evening Post, Literary Digest 
and American Magazine. His painting for the “Save 
the Surface” calendar ranks as high as anything he 
has done, and what is more, his painting will sell paint 
and varnish. It reeks with them. 

This $1,000 prize contest is to be announced in a 
full page advertisement in the Saturday Evening Post 
of December 31, and in the January issues of the 
American Magazine and Farm Journal, a combined 
circulation of nearly five million. 

The real reason for advertising the 1922 calendar 
illustration is not apparent until it is understood that 
the participants in the contest, in addition to submit¬ 
ting a title to the picture must accompany same with a 
story of some particular surface which they have caused 
to be saved or know to have been saved with paint 
or varnish, or know to have been ruined through lack 
of same. It is expected as a result of this contest to 
get a rather comprehensive view of the public’s attitude 
toward paint and varnish, as well as many valuable 
illustrations which can be used by manufacturers, job¬ 
bers, dealers and master painters, in their efforts to 
convince the public that it is cheaper to paint than 
not to paint. 

The 1922 “Save the Surface” calendar, based on 
Mr. Rockwell’s design, is available as an advertising 
calendar to the entire paint and varnish trade. A 
great many orders have already been received by Save 
the Surface Headquarters for this calendar, from paint 


and varnish dealers, the hardware trade, and from 
master painters in all parts of the count^. A very 
handsome promotion feature giving full details eon- 
cerning the calendar, is being mailed out to the trade. 
If you haven’t received your copy of it, we suggest 
that you write at once for it to the Save the Surface 
Cami>aign Headquarters, 507 The Bourse, Philadelphia. 

Every paint and varnish dealer and every master 
painter who has set for himself the goal, “Make 1922 
the Greatest Paint and Varnish Year,” will see in the 
“Save the Surface” calendar a fine way to start off 
the year for this goal. 

The calendars will be in great demand as a result 
of the national advertising and on account of the $1000 
prize contest. The design alone puts this calendar in 
a class by itself and the great quantity being printed 
brings the cost of the four-color printing to the low 
figure of $10 per hundred, including mailing container 
and cost of imprinting dealer’s name, business, tele 
phone number and address. 

Here is a true “art calendar” pertinent to the 
paint and varnish business. It ought to sell paint and 
varnish 305 days in the year 1922. 
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"Educating the Public to Use 
Paint amd Varnish” 

Every One of Our Readers Who Sells Paint (and More 
Than 10,000 of them do) Will Get Ideas From This 
Helpful Address That Will Help Him Increase His 
Sales. It Is Beal Worth While Information 


(By Ernest T. Trigg) 


S OMEONE said: Experience is the boat teacher. 

Upon occasion, we repeat this adage. We should 
be more accurate, if we were to say: * ‘ Experience 
is the most convincing teacher.** But even then we 
would be only partially truthful, for there are other 
very potent Vocational forces, which, in come cases, 
are more far-reaching than individual experience. 

The effectiveness of experience as a teacher is 
diminished because of her limitations. Experience may 
be one-sided and develop in her pupil distorted, un- 
symmetrical character. She may repeat the lesson 
over and over, in spite of our best efforts, and become 
not only a disagreeable preceptress, but an inefficient 
one as well. Upon occasion, experience may become 
laggard and neglect us entirely. 

Experience teaches in a most convincing manner. 
She is convincing because she is realistic; she speaks 
in concrete terms. And realism and concreteness beget 
interest and attention. 

Besides experience, there is another great educa¬ 
tional force of the most far-reaching influence, which 
we sometimes call ‘‘Public Opinion.** Legislatures 
may deliberate ad nauseam ana eventually enunciate 
a code of behavior affecting the lives of every one 
of ns; but unless the law is backed by public opinion, 
it is impotent—it will not be enforced. 

Value of Public Opiniim 

We like to assert that we are “free agents,** but 
our ethical and moral relationships are founded largely 
upon public opinion. In the case where public opinion 
eventuates in a condition whicn is beneficial, the 
combined effects of public sanction and personal satis¬ 
faction constitute an almost invincible force. Experi¬ 
ence may teach us that a certain action results in 
slight physical injury, and we may persist in the 
practice notwithstanding. But let public opinion ex¬ 
press itself, and a very brave or callous heart is needed 
if we are to run counter to its mandates. 

Now it happens that public pinion is pliable. Like 
glass, it can be slowly bended. Where a sudden shock 
would have a shattering effect, a slow, persistent pres¬ 
sure will produce almost any desired result. And the 
rapidity with which the change can be accomplished 
will be closely proportional to the degree of truth 
embodied in the force at work. 

This natural law applies as fully in the education 
of paint and varnish consumers as in the education of 
any other group. There is probably no commodity more 
universally used than paint and varnish. Everyone is 
familiar with it, with its appearance and, in a more 
or less ill-defined way, with its uses. To the esthetic 
sense, paint is a beautifier, whether it be on house or 
canvas. To the engineer and scientist, paint and 
varnish appeal as surface protectors and conservers of 
wealth. 

I suppose I would be lustified in saying that on 
tne average, we are not very highly specialized either 
psthetically or scientifically. But in general, we seem 
to have a greater inherent appreciation of pleasing 
appearance than we have of conservation of propertv. 

Most people, upon seeing a dilapidated building, 
will remark as to its ugly appearance, rather than as 
to the condition of the material structure. We are 
depressed by a gloomv environment. We are uplifted 
by pleasing surroundings and harmony of color. It 


is, therefore, quite natural that the consumiug public, 
which has caused the manufacture of paint and varuish 
to develop into one of our greatest industries, should 
have placed the emphasis upon the improved appearance 
of surfaces covered with these products, rather than 
upon their protection from decay and attrition. It is 
only recently that serious consideration has been given 
by the public to the value of paints and varnishes as 
preservative materials. 

If our products were to be used for beautifying 
purposes only—that is, if there were no need of sur¬ 
face protection—tones and tints would perhaps be the 
major considerations involved in the manufacture of 
these products. But when emphasis is placed upon 
paints and varnishes as protective films, which are 
really to serve as a shield between our property and 
the onslaught of the elements, the (question of the 
ability of these surface coaters to ^thstand attack 
becomes one of commanding importance. 

Manufacture of Paint a Matter of Careful Study 

The doctor is successful to the degree that he is 
specific. And the practice of medicine and surgery has 
become so complex that to be specific means to be a 
specialist. The conditions under which paint and var¬ 
nish must stand up are so diverse that the manufac¬ 
ture of them is attended by a similar high specializa¬ 
tion. Paint, deserving of the name, has to be made 
according to prescription. The prescription can be 
determined only after detaUed study, not only of the 
disintegrating forces to which it will be subject, but 
also of the surfaces to which it will be applied. 

The demand for and requirements of surface coaters 
are multitudinous. They are required for preserving 
surfaces of every conceivable type. They must with¬ 
stand successfully exposure to a legion of destructive 
agencies. 

Probably no other article of public consumption 
requires so much research and technical skill in manu¬ 
facture as do modern paints and varnishes. By modem 
paints and varnishes, 1 mean those which are purposely 
made, with precision, for specific purposes of the most 
exacting nature. 

For instance, the manufacturer of cement selects 
his cement-rock, limestone and coal with a view to a 
standard quality of cement; the iron master gives at¬ 
tention to the character of his ore, fuel and flux 
purposely to produce a standard (quality of steql. These 
comparatively simple considerations, complicated in 
special cases by the introduction of a limited quantity 
of other ingredients required for special products, con¬ 
stitute about all that the makers of these two important 
commodities have need to worry about from the stand¬ 
point of raw materials. 

l>id Ton Ever Think of This? 

Let us look for a moment at the paint and varnish 
industry. There, we have a thousand chemical and 
earth pigments or colors, oils, resins, thinning liquids 
and waxes which enter into one or another of the 


products of this great industry. And each of these 
must be selected with the greatest care. Furthermore, 
the properties of each of these many raw materials 
must be made the subject of extended research in order 
that it may be used under varying conditions of com¬ 


bination with other ingredients, always in a precise 
and perfectly effective manner. 
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Because of these conditions, the outer reaches of 
possibility in the paint aud varnish industry have 
never even been glimpsed. Through tedious centuries 
its technique has slowly evolved. More recently this 
ancient heritage has been builded upon by intrepid 
spirits, who dared to vision a new era in manufacturing 
methods. Through the lar-sightedness of these leaders, 
surface coaters, made according to specific prescrip¬ 
tions. are now being produced by a number of leading 
manufacturers. 

As a result of this policy, the I*aint Manufacturers 
Association organized its Educational Bureau. In their 
preliminary study, which was made to determine what 
initial activities of the bureau would be most conduc¬ 
ive to carrying out the work for which it was organ¬ 
ized, the members became convinced that a policy 
should be adopted by which information should be sup¬ 
plied not only to the members of the association, but 
to the consuming public as well. The need was early 
felt for wide-spread demonstrations, which would call 
the attention of the public to the economic, as well as 
the aesthetic, value of paint. 

Value of Exposure Tests 

Because of these considerations, the bureau in 1911 
authorized the erection, on the grounds of the Institute 
of Industrial Research at Washington, D. C., of a 
vehicle test-fence on which all known paint vehicles 
are now undergoing practical exposure-tests, for the 
purpose of obtaining data which will benefit both the 
manufacturers and the consuming public. 

The bureau laboratories are under the supervision 
of Dr. Henry A. Gardner, who is also director of the 
bureau’s scientific section. These laboratories are 
located in the Institute of Industrial Research at Wash¬ 
ington, D. C. They are quite generally recognized as 
the best equipped laboratories in the world for research 
in the field of paints, oils and allied materials. 

The bureau early took steps to prevent the threat¬ 
ened abandonment of flax raising in America. As a 
result of its suggestions, made in 1907, all of the prin¬ 
cipal paint manufacturers of the country united in an 
effort to rehabilitate flax raising. A special committee 
was appointed to have charge of this important matter, 
with which the bureau has remained in close touch 
ever since; cooperating with it at every step. 

The Bureau has not confined its activities to raw 
materials. It has given much attention to the physical 
properties of paint films, as a necessary prelude to its 
study of the chemical conditions affecting them. 

This work has all been done, fundamentally, in the 
interest of the consumer. The bureau has not developed 
“trade secrets” for any one manufacturer or for a 
small coterie of manufacturers, but has made its in¬ 
formation available, world wide, to all who might 
desire to use it. 

By these methods of operation, the bureau has ex¬ 
ercised a mighty influence upon public opinion. It has 
not attempted any far-flung propaganda. It has de¬ 
voted itself to a genuine effort to give the public a 
better product for its money. At no time has it re¬ 
sorted to spectacular advertisements of itself. But 
it has ipxerted a slow, steady pressure upon public 
opinion, which has educated the consumer to the fact 
that the paint and varnish industry is a highly devel¬ 
oped one, that surface coaters best serve which are 
manufactured with an aim to specific uses, and that 
“cure alls” in paint and varnish are no more possible 
than in medicine. 

Thus has the foundation been well laid, for a second 
great step in the paint and varnish industry. The 
foundation was laid among manufacturers by the de¬ 
velopment of an esprit de corps, which has never 
existed before, and of their appreciation of and pride 
in superior quality. 

Upon this foundation has been built a campaign, 
with which you are all undoubtedly familiar, purposely 
designed to influence public opinion. I refer to the 
great lesson embodied in the slogan, “Save the surface 
and you save all. ’ ’ 

Unlike the bureau referred to above, the sole pur¬ 
pose of the “Save the Surface” Campaign is deliber¬ 


ately to mould public opinion slowly and, hence effect¬ 
ively. 

The “Save the Surface” Campaign was launched 
in the spring of 1919, through the joint efforts of all 
important paint and varnish interests, including pro¬ 
ducers and handlers of raw materials, paint and varni>h 
manufacturers, jobbers and dealers in paint and var 
nish, and master painters. The campaign is impersonal. 
It is impartial. It is not designed to confer special 
benefit upon any one person or firm. 

Need of ProjMrty Oonflervatlon 

The campaign is the result of a strong conviction 
on the part of thoughtful men in the industry that a 
large proportion of the property in the United States 
is not being properly protected from preventable wear 
and decay, in many cases, no attempt is being made 
at protection at all. 

A rough estimate has been made that not over 25 
per cent of the property in the United States is being 
painted and varnished with sufficient frequency prop 
erly to protect and preserve it. The 25 per cent esti¬ 
mate, a more or less arbitrary one, is undoubtedly high, 
it was made high purposely, in order to be conservative. 
I feel confidence in the assertion that if it were possible 
to subject the paint repair condition of all of the 
property in the United States to an exact determina¬ 
tion, the result would show that less than 25 per cent 
is being protected from the action of the elements by 
proper and sufficiently frequent paint coatings. 

Our primitive forefathers seem first to have use^i 
equally primitive pigments for decorating their bodies 
It was probably long afterwards that the idea occurred 
to them to decorate their tents as well. Thus by 
slow steps has the art of decoration developed. The 
tents were not painted for the sake of preserving 
them from the weather; they were painted to make 
them look pretty. 

The great teacher, Experience, has never taught 
the masses that paint is for any other purpose than 
that of decoration. She has taught a few scientific 
souls that so long as a film of paint or varnish is 
maintained, like a shield between the surface and the 
forces which tend to disintegrate it, the forces are 
impotent to destroy anything except the paint film; 
and that if this paint film is made of a material 
which has been produced with a detailed understandine 
of how these destructive forces act, the film itsilf 
will wear only very slowly. 

In order to get across to the general public the 
facts which technical experts have learned by experi¬ 
ence, the “Save the Surface” Campaign is necessary. 
The results of this campaign will be to mould public 
opinion into the same conviction relative to surface 
protection as that held by these technical experts. 

Packed into the terse slogan “Save the surface and 
you save all”—a brief imperative of seven simple 
words—is the whole reason for the existence of the 
paint and varnish industry. It is well known that rot 
in wood and rust in metal are caused by moisture, com¬ 
ing into contact with their surfaces. It follows that if 
all exposed surfaces are completely covered with coat¬ 
ing which are impervious to moisture, the surface of the 
wood or iron cannot begin to rot or rust. If the surface 
does not disintegrate the interior is forever safe. The 
campaign addresses itself to the education of the con¬ 
suming public on this point. 

Large corporations attend to the proper painting 
and varnishing of their plant and equipment surfaces, 
and of their products, with as much care as they give 
to any other phase of operation. The executives of 
those corporations would as soon think of neglecting 
fire insurance as decay insurance. This attitude on 
the part of large organizations is well illustrated by 
the attention paid by the federal government to it? 
paint and varnish problems. 

For example the specifications by the government 
during the war for the construction of ships were just as 
explicit relative to surface protection as they were to 
any other detail, and were checked up just as carefully. 
The repainting of these ships, both during and since 
the war, has been as exact and as regular as anv other 
Digitized by . , 
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p^rt of the ship’s repair. This condition holds true 
in all government activities both in times of war and 
in times of peace. 

Large manufacturing plants, under the direction of 
careful and far-seeing executives, are invariably kept 
in excellent paint repair. Such executives realize the 
economy of their policy. They are not at all influenced 
by the subsidiary decorative feature, which can be 
incidentally worked in, without additional expense. 

The railroads are consumers of what to the lay 
mind might seem to be fabulous quahtities of paint 
and varnishes. We all understand how great the finan¬ 
cial problems of the railroads have been since the war. 
They have not spent a cent for anything which their 
executives did not consider to be absolutely necessary. 

And yet—during the years of 1919 and 1920, the 
railroads of the United States purchased, annually, 
well in excess of $20,000,000 worth of paints and var¬ 
nishes. These lar^e purchases were made as a matter 
of absolute necessity. These materials were not bought 
from the standpoint of decorative considerations. 

They were used for the purpose of preserving and 
prolonging the life of certain carefully selected equip¬ 
ment, much of which was in extremely bad condition, 
and which, under ordinary conditions, would have been 
replaced by new equipment. Here is an instance where 
paint and varnish were used as the only means of 
getting further use out of equipment which would 
otherwise be of little value. 

There has probably been no group of men more bur¬ 
dened by financial problems during the last two years 
than the executives of our great transportation systems. 
Their resourcefulness in the use of paint and varnish 
is a striking example of the truth which we desire to 
get across to a hundred and twenty million people 
through the **Save the Surface” Campaign. 

The word ”property” refers not only to structures, 
but to many other classes of capital investment: as 
for instance, automobiles, vehicles of all kinds, farm 
implements and tools, and articles of every nature, 
whether of wood, metal or other material, which comes 
into contact with the elements or other destructive 
forces. 

Property owners who fail to insure their property 
against loss by fire are considered improvident; they 
are not ^ood credit risks for the banks and the mer¬ 
chants vath whom they desire to do business. Banks 
ordinarily will not extend credit to a man who does 
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not carry fire insurance on his property. And yet, 
statistics of fire insurance companies show that prac¬ 
tically one-half of one per cent (fifty year average 
56-100 of one per cent) of all the risks insured by them 
are destroyed by fire. 

Property owners who fail to insure their property 
against destruction by the less spectacular, but univer¬ 
sal destruction through wear and decay, are facing a 
100 per cent loss. Wear and decay may be slow at 
first, but it is a well-known fact that after depreciation 
has reached a certain stage, complete destruction invari¬ 
ably follows with great rapidity, in spite of all efforts 
to retard it. 

Expensive fire prevention equipment and tens of 
thousands of men are held in readiness night and day 
to respond to isolated threats of property destruction 
by fire. Until recently no concerted step has been 
taken to protect our national wealth from the slower, 
but inevitable, disintegration by natural processes. I 
mentioned above that it has been estimated that 25 
per cent of the property of the United States is ade¬ 
quately protected by surface coaters. The annual pro¬ 
duction of paints and varnishes in the United States 
amounts approximately to $300,000,090. This expendi¬ 
ture is for the protection of 25 per cent of our property. 
The “Save the Surface” Campai^ is moving inevi¬ 
tably in the direction where public opinion will con¬ 
demn the man who permits his property to be destroyed 
for want of proper surface protection. 

Eventually, we shall reach a condition approximat¬ 
ing closely a 100 per cent protection of property by the 
adequate use of surface coaters. Allowing for the 
probably high estimate of 25 per cent, above referred 
to, and for the continued gro^h and development of 
the country, even an approximation of 100 per cent 
property protection will cause the paint and varnish 
indust^ of the United States, through this great 
educational campaign—through the slow, but steady 
moulding of public opinion—to assume the nant stature 
of a business producing well in excess of one billion 
dollars worth of commodities annually. 

In the meantime, the attention of the public and 
of manufacturers is being focused upon quality of 
paints and varnishes as never before; and the adven¬ 
turer who would “get by” with imitation surface 
coaters is experiencing considerable “hard going.” In 
time, he is goine to learn from experience, that ^eat 
teacher, that unless he crowns the arch of his busines3 
effort with the Keystone of Integrity, he cannot exist. 
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152 


HARDWARE WORLD 



J. S. RAWLINS AS MANUFACTURERS’ 
REPRESENTATIVE 

J. S. Rawlins, for many years identified with 
the Pacific Hardware & Steel Company as 
sales manager and later serving in a similar 
capacity with the consolidation of Baker, Ham¬ 
ilton & Pacific Company, has entered the field 
as a manufacturers’ representative. 

His territory will be the Pacific Coast. By 
reason of his knowledge and acquaintance with 
the trade and his many years’ experience in the 
hardware business, he is well fitted to prove a 
most desirable western representative for man¬ 
ufacturers seeking a man who is well informed 
and with a wide acquaintance. 

Mr. Rawlins recently attended the conven¬ 
tion of the American Hardware Manufacturers’ 
Association at Atlantic City. 


ALUMINUM WARE SELLS READILY FOR 
CHRISTMAS PRESENTS 

The Aluminum Products Company are offering to 
retail merchants throughout their territory on the Pa¬ 
cific Coast a special Christmas package of aluminum 
ware, which is sure to enable the retail merchant to 
increase his sales. 

A six quart tea kettle, four quart convex covered 
kettle and a three quart wooden handle sauce pan— 
the three most used utensils in any kitchen—are packed 
in a special Christmas box. Their popularity goes with¬ 
out question. 

These are put up in an attractive way and offered 
to the public for $o.00 for the three. 

Retail merchants who feature this ‘‘Lifetime 
Christmas package are sure to find a big sale for them. 

In cooperating with retail merchants they plan to 
feature in the leading newspapers, the middle of this 
month, an advertisement of this Christmas package, in 
which the names and addresses of all participating 
dealers will appear in the announcement. Where news¬ 
paper advertisements will not reach the dealers’ cus¬ 
tomers, they will furnish handbills, dealer helps and 
counter cards. 

These Christmas packages will be packed in twelve 
packages to the case and costs the dealer only $42 
and retailing for $60, or a profit of 42 per cent on the 
investment. 



DEATH OP REAL SPORTSMAN 

J. A. (Al) Cook, one of the best known outdoor 
sportsmen and hardware men in the West, died suddenly 
of acute appendicitis in a Portland ho^ital recently. 
The news came with a shock to the host of friends 
who always thought of Al Cook as the personification 
of vigorous, robust good health. 

For years Al Cook has been well known and well 
beloved in the hardware trade. His ten years with 
Pacific Hardware & Steel Co. and his six years with 
Remington Arms Co. gave him an unusually large circle 
of friends in the western trade. 

Mr. Cook was every inch a sportsman. As a fisher¬ 
man and big game hunter, as an amateur and profes¬ 
sional trap shootei^ he was far above the average. 
Only the week before he died he won high honors 
for professionals at the Rose City tournament. 

For the past six years, first in Seattle and then in 
Portland, Mr. Cook has been the representative of the 
Remington Arms Company. He was a prominent mem¬ 
ber of the Elks. Mrs. Cook and his daughter survive 
him. 

All his many friends will remember with affection 
'*A1” Cook, who has passed on into the great beyond. 


The Oneonta Hardware Company of South Pasadena 
recently sent us a copy of the Oneonta Hardware Hook, 
featuring their various lines. It is an attractive store 
paper, well gotten up, calling attention to local events, 
and one that is sure to be of value to these enterprising 
merchants. 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

EvflryoiM Biqni a Ttm 

TRY OUR ASSORTED 
BARREL 

SELLS ON ABEXVAL 

The BELMONT TUMBLER CO., Bellaire, Ohio 















November, iq2i 


HARDWARE WORLD 


163 



VOSS SEA WAVE WASHER MODEL B 

Voss Bros.’ Manufacturing Company, the 
well known washing machine manufacturers, 
are placing on the market their new Voss Sea 
Wave Model B Washer, which will retail at a 
price of $125.00 P. 0. B. factory or warehouse. 

In manufacturing this machine they are em¬ 
phasizing the fact that they are making this 
machine at a price which is very low indeed 
when one considers the type and quality of the 
machine in comparison with other machines 
now on the market retailing from $100.00 to 
$150.00. 

This is sure to prove a popular model; it is 
most attractively gotten up, presenting an in¬ 
viting appearance, and Voss dealers will be 
sure to find a ready sale for them. 


THE EVEREDY BOTTLE CAPPER 

Attention is called to the announcement of 
the Everedy Bottle Capper which is warranted 
unbreakable and made entirely of malleable 
iron and steel. 

This capper costs dealers $18.00 per dozen 
but retails for $2.50. 

Each capper is furnished with a rubber 
cushion or with a 10-inch hardwood base. 

Their products are meeting with consider¬ 
able favor wherever known and are proving 
ready sellers. 

P\irther information can be obtained from 
any of their jobbing connections, or if your 
jobber does not handle this capper, write the 
manufacturers direct. 


J. & C. Hardware Company at Libby, Mont., report 
a very satisfactory season of trade and are planning 
for a good fall business. 


LET THERE BE NULITE 

The National Stamping & Electric 
Works of Chicago, Illinois, announce 
with pride the appointment of the 
Omer Cox organization as exclusive 
sales representatives for the National 
Nulite line of gasoline lighting and 
heating appliances throughout the 
West. 

The National Works are among 
the leaders in their line and make 
one of the most complete lines of 
gasoline devices .in the country, in¬ 
cluding single and double mantle lan¬ 
terns, heaters, stoves, portable lamps 
and also high class, medium priced 
canrn cook stoves. 

The business was started in 1891 
and in 1893 they produced what is 
claimed to be the first gasoline lamp, 
la, 1910 their famous ‘‘Storm King^^ lantern was in¬ 
vented and in the three years that followed it was 
accepted by the trade throughout the country, together 
with a similar portable table lamp. 

One of the features of the line is the patented gener¬ 
ator on the lantern and lamp, said to be a distinct 
innovation. As is the case with all products handled 
by the Omer Cox organization, the fine will be sold 
through the jobbing trade. 


B. P. Shanks has opened a hardware store at 7087 
Venice Boulevard, Palms, Cal. 


Mr. Peterson is preparing to install a line of shelf 
hardware at Arroyo Grande, Cal. 


Jaines J. Balgliesh of Grundy Center, Iowa, has 
sold his interest in the Dalgliesh & Smith Hardware 
Company to Carl T. Cohrt. 


The Van Nuys Paint & Hardware Company have 
moved from their former location at 214 Sherman Way, 
Van Nuys, Cal., to a new location at 509 Sylvan Street, 
giving them increased ability for carrying a new 
stock. Business is good with them and they report 
excellent prospects for the coming season. 



KNOWLSOK sPBnra spbeadebs 



Easy to operate. Fits any spriof. All dealers, or sent prepaid 
Spring Uaf LohrfGitM-Co., 1008 Forost Avo.. ta Mor, RMch. 

W*tt*rn RepraMntotiTe. WalUr A. Scott Co.. Mills BWf . S«n Praoeisco, Cal. 


Electric Appliance Company 

807-809 Mission St., San Frandsoo 


JOBBERS OF ELECTRICAL AND AUTO 
SUPPLIES AND ACCESSORIES 


Electric Ranges Washing Machines 

Suction Cleaners Ironing Machines 

Fan Motors Heating Devices 

Wiring Materials Auto Accessories 

Tires—Tubes—Ford Parts 


Genuine Crank Shaft and Connecting Bod 
Bearings, Etc. 
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EYELET TOOL CO. 

Manufaeturert of Punebaa and BoU 
(hand drive and foot power) for 
Leather, Oloth and Metal. Pu n e h 
Tnbee, Pmnchea and Diea. All kiada 
and aisea mada to order. Write jobber. 
Bookleta free. Eatabliahed 1668. 

190 Dorcheater Are. 
BOSTON, MASS 


building products and farm specialties that can be made 
of ^Ivanized iron. 

The Kansas City branch house has recently leaned 
a new catalog^ which they will be glad to supply to 
their western readers. 

In the far West they are represented by the well 
known manufacturers ’ and sales representatives of 
John T. Bowntree Company and their products are dis 
tributed through leading jobbers. 


NEWEST ADDITION TO AUTO-WHEEL 
LINE 

Bight in line with the Auto>Wheel Coaster Com¬ 
pany's policy in the coaster wagon, is the new steel 
disc wheel now being placed on the market. Much of 
the popularity of the line has been developed around 
the idea of **a real automobile wheel—^just like Dad’s 
car. ’ ’ 

The general acceptance of the disc type wheel on 
many of the most recent models of high-priced automo¬ 
biles determined the addition of this innovation—an 
Auto-'WTieel coaster with steel, disc wheels. 

^ Made of cold-rolled 

steel with shrunk-on 
steel tire, wood felloe 
and wood cushion center, 
thw new wheel with 
stands the roughest kind 
of usage. A shiny auto¬ 
mobile hub cap com¬ 
pletes the resemblance to 
a real auto wheel. Rein- 

'- ^ forced steel axles^ new 

rear braces and a round support brace are further im¬ 
provements found in this new member of the Auto- 
Wheel family. 

To the dealer the new disc wheel presents added 
selling points—sturdy construction, smartness, beauty 
—which make sales come easier. Bubber tires are 
provided for the boy who lives in an apartment or a 
quiet street. 

National advertising and articles in ‘'The Spokes¬ 
man,” the Auto-Wheel house magazine for boys, are 
directing prospects to the dealer for further informa¬ 
tion. Although just recently announced, indications 
point already to a phenomenal sale of Auto-Wheel 
coasters and convertible roadsters, equipped with the 
steel disc wheels. For full details address Mr. J. E. 
Baumler, advertising manager, Auto-Wheel Coaster 
Company, Inc., Buffalo, N. Y. 
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This extraordinary 
looking vehicle is not an 
automobile; it’s a gas 
propelled locomotive. Its 
designer has named it 
“The Cross-Country Loco¬ 
motive. ’ ’ 

Though it has a gaso¬ 
line engine like an auto¬ 
mobile, and runs over 
roads on automobile tires, 
it’s not an automobile in 
disguise. Almost every 
part from frame to whis¬ 
tle was especially built 
and designed by the man 
who conceived it—F. A. 

Stemad, designing engi¬ 
neer of the Chicago Solder 
Company, Chicago^ Ill. 

Every locomotive fea¬ 
ture has a part to play in 
its operation. The cylin¬ 
der and connecting rods 
on the sides that corres¬ 
pond to the driving parts 
of a steam locomotive are 
actually pumps that compress air up to 125 lbs. pressure 
in the tank behind the cab. This compressed air is 
used to inflate tires and to blow the whistle. The 
“steam dome” in front of the cab affords access to 
the gasoline tank. The “sand dome” provides an 
openmg for ventilating the motor. The ‘ ‘ smokestack ’ ’ 
is the opening to the radiator. What looks like “clean 
out doors” forward of and just below the cab, are 
handy ventilators for the cab; the “air brake cylin¬ 
ders” above these doors are an auxiliary air supply 
for the whistle. 

Mr. Stemad spent four years building the Cross- 
Country Locomotive. He could devote only his spare 
time to its design, for during the day he was occupied 
by a more practical task. As designing engineer of 
the Chicago Solder Co. he was designing and building 
special machinery for manufacturing Kester acid-core 
wire solder. 

The Kester is a self-fluxing solder. The flux is 
contained in little pockets in the hollow wire of 
genuine tin-and-lead solder. Just before the solder 
melts the flux is released and flows out on the job. 
The automatic application of the right amount of the 
right kind of flux at the right time assures a perfect 
bond every time, cuts soldering time in half, and 
enables the unskilled workman to do expert soldering. 

Free samples of Kester acid-core wire solder will 
be mailed on request to the Chicago Solder Co., 4229 
Wrightwood Ave., Chicago. 


MILWAUKEE CORRUGATING PRICES 
BACK TO NORMAL 

The Milwaukee Corrugating Company at Milwaukee, 
Wis. with their various branches, have announced their 
price list of September 1, 1921. They are back to 
normal prices on their complete line of sheet metal 
building products. They or any of their branches wmII 
be glad to supply our readers with their complete 
price list and catalog of their entire line. 

This reduces practically everj^thing in the line of 
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A NEW “MAGAZINE” SHAVING BRUSH 




A new specialty in the class of popular priced gifts 
for men is the Duo Lather Brush, which is about to 
be distributed to the trade through jobbers, with the 
intention of securing initial distribution 
as a Christmas gift specialty, and then 
continuing as a staple commodity, which 
the manufacturers describe as ^^a com¬ 
panion tool to the safety razor.” 

The Duo Lather Brush has a detach¬ 
able bristle knot which is a combination 
of badger hair and bristle set in rubber. 
This knot detaches for cleansing and ster¬ 
ilizing, and extra knots are sold in what¬ 
ever quantity is desired, so that one can 
have a separate knot for each individual 
customer. This sanitary feature has in¬ 
sured the popularity of the brush with 
barbers, ana the Duo Brush is now being 
used in many first-class barber shops in 
New York, Philadelphia and other cities. 

The brush handle is a hollow tube of 
white metal, nickel plated, with a detach¬ 
able cap on the lower end. A threaded 
hollow feed tube runs throughout its 
length, penetrates the rubber setting on 
the upper end, and protrudes about a half 
inch into the bristles. In the upper end 
of this feed stem a needle valve is placed 
which controls the flow of cream. The 
composition of this feed stem is German 
silver and Monel metal; is non-corrosive. 

Collapsible tubes filled with a choice 
of several popular brands of shaving 
cream are provided by the company, 
which fit snugly into the handle of the 
brush. The lower end of the feed stem 
screws into the neck and body of the 
collapsible tube, and when the cap is 
adjusted the brush is ready for use. One 
losing lasts two months. 

Cartridges contain 90 turns 
or charges of cream; usual- 

V ■■91 oneshave; how-noaowmonite- 
ever two turns are allowed 
to each shave; an average 
of 45 shaves per cartridge. 

Barbers break a glass- 
i n e envelope and remove 
an individu^ knot that has 
been scoured, sterilized and 
scalded thoroughly, without 
being touched by human 
hands until ready for use. 

This knot is attached in an 
instant to the handle which 
carries the shaving cream. 

The cream is fed into the 
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MOUOW FEED TOW 


bristles by a quarter turn of the brush handle. It is 
fed through the hollow stem and the flow is controlled 
by the needle valve on the upper extremity of the feed 
stem. This device measures off the shaving cream 
automatically, and when enough cream for a normal 
lather has been thrust into the bristles, the needle 
valve automatically slides into position and closes the 
feed stem, protecting it from lesikage and cream waste, 
as well as from contamination by air or water. When 
the needle valve in the feed stem is closed, nothing 
can get either in or out of the cream cartridge. 

It is claimed by the manufacturers that the brush 
saves six operations on every shave, and that it elimi¬ 
nates two or three pieces of equipment, which might 
otherwise be necessary. A choice of four well-known 
advertised brands of shaving cream is available. 


A PROFITABLE SELLER 



The Arcade Crystal coffee mill 
which is nationally advertised 
possesses features not found in 
any similar mill. 

The air tight glass hopper, 
keeping its contents free from 
dust and atmospheric action, has 
two great advantages—screwing 
into the neck of the frame it can 
be taken off for 
cleaning imrposes as 
well as .packed sepa¬ 
rately to avoid break¬ 
ing. ' 

The glass cup is 
marked with tablespoon gradua¬ 
tions, insuring correct amount of 
ground coffee. 

It is finished in black, blue 
and white enamel, nickel plate 
and oxidized copper. 

The Arcade Manufacturing 
Company also make a full line of 
toys, banks, culinary articles, gar¬ 
den sets, mop sticks, riveting ma¬ 
chines and many other profitable 
and rapid selling hardware items. 

They will be glad to give full 
particulars to any of our readers 
upon request and to send catalog 
No. 28, showing these lines. Ad¬ 
dress them at Freeport, Dl: 


WESTCLOX STOCK IN THE WEST 


The Scbloss Manufacturing Co., sole far western 
agents for the Western Clock Co. of La Salle, Dl., an¬ 
nounce that they now have on hand at San Francisco 
a complete reserve stock of clocks and Pocket Ben 
watches, from which reservoir they can make immediate 
delivery to western merchants on orders of any size. 

Under present conditions, with the trade attempting 
to keep stocks as low as possible, merchants will appre¬ 
ciate this cooperation by the Western Clock Co. and its 
agents, whereby they may serve their customers with 
a minimum stock, insuring a rapid turnover. 


Westclox need no introduction to the hardware 
trade. In fact, they are so well known to the entire 
country through their national advertising that every 
sale has been prepared. They are sold under a positive 
guarantee, and so make an attractive line or clocks 
and watches for the trade. In fact, it is at this time 
of year, when the nights are long and the mornings 
dark, and when household gifts are in order, that the 
main sales on alarm clocks and luminous dial clocks 
and watches should be made. 

If you are not getting your share, you are missing 
an opportunity. 
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A feature of interest to both dealers and eonaumera 
is the fact that no attempt is made to heat one oven 
with two fuels. Paramount ranges are constructed 
with a separate oven for the use of coal only and 
another for the use of gas exclusively. Both ovens 
being conveniently located in a single compact body. 

Another important item, which is really a new 
feature in combination construction, if! the use of mal¬ 
leable iron. The entire top of these new gas-coal 
ranges is made of malleable iron and it is also used in 
other parts where strength is necessary, thereby re 
ducing all excessive weight. 

Paramount malleable gas-coal ranges are manufac 
tured complete in the modemly equipped factories of 
the Malleable Iron Range Company, located at Beaver 
Dam, Wis. The entire plant of this company covers 
over eight acres of ground space, where they operate 
their own malleable Iron foundries and annealing ovens. 


CORRECTED LUFKIN SQUARE PRICES 

In our last issue, in mentioning the new Lufkin 
No. 65 try and mitre square, retail prices were men¬ 
tioned on the* tool with both 9 and 12 inch blade. The 
Lufkin Rule Co. have since notified us that the prices 
published were supplied incorrectly. The correct prices 
are: No. 65, 9 inch, $2.00; No. 65, 12 inch, $2.25. 


PARAMOUNT GAS-COAL RANGES 

The Malleable Iron Range Company, who for 22 
years have * manufactured the well known Monarch 
MaUeable Coal and Wood Ranges, are now placing on 
the market a new line of combination ranges. 

To be known as Paramount Malleable Gas-Coal 
Ranges, these new combinations possess many newly 
devmoped and practical features in point of design 
and construction. 

Before introducing the Paramount Gas-Coal Range, 
the Malleable Iron Range Company soent several years 
conducting extensive experiments and tests to develop 
a combination that would render most efficient service 
to the housewife. 


LYON BUMPERS STANDARD EQUIPMENT 

The Norman Cowan Company, western distributors 
for the Metal Stamping Company of Long Island Ci^, 
New York, on Lyon bumpers, announce that they have 
been accepted and adopted as standard equipment for 
Studebaker and Cadillac cars by some oif the largest 
automobile distributors in the West. 

The selection of accessory equipment on any auto¬ 
mobile is a matter of choice with each individual 
distributor, and therefore in this ** survival of the fit¬ 
test’’ and judgment on merit alone, the western jobbers 
are particularly pleased that the Lyon bumper has 
been accepted by the distributors of the kind of auto 
mobiles that go to people who know and care. 


NEW WINDOW DISPLAY CARDS FOR 
“MIRRO” DEALERS 

Attractive window display cards are of great 
value in obtaining and holding the attention of 
passing crowds. An unusually striking set of 
window display cards has just been issued by 
the Aluminum Goods Manufacturing Co., of 
Manitowoc, Wis., to their dealers who sell 
“Mirro Aluminum.** We show a cut of these 
cards on this page. 

The “Mirro Aluminum** line of cooking 
utensils is the quality line of the Aluminum 
Goods Manufacturing Co.'s products. It is sold 
direct to the dealer. Great emphasis is placed 
on proper display of the line, both in store 
windows and interior counters. 

The three cards shown are printed in four 
colors. The larger card is 20 
by 40 inches. The two others 
are each 12 by 12 inches. The 
reproduction of the effect of 
the brilliant, mirror-like sur¬ 
face of the ‘‘Mirro** utensils 
shown has been accomplished 
with unusual success. This 
window display material is 
now being furnished to 
“Mirro** dealers. 




J. E. Etter is thi 
successor to Etter & 
Trimmell, at Greens- 
burg, Ind. 


E. E. Seagly A Sons 
have sold their busi¬ 
ness at South Mil¬ 
ford, Ind., to A 
Sucker. 


White A Jones 
have sold their hard- 
ware business a t 
Fairbury, Neb., to 0. 
H. Buchanan and J. 
G. Moore. 
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WHAT ALUMINUM IS 

What Aluminum Is and How Cooking Uten- 
sile Are Made is the title of a most attractive 
folder issued by the Aluminum Goods Manu¬ 
facturing Company at Manitowoc, Wisconsin. 
It is of a most excellent educational nature for 
when a merchant or a salesman understands 
the various methods or processes in which goods 
are manufactured, he can talk them much more 
intelligently, whether it is aluminum ware or 
anything else. 

No manufacturer goes to greater length to 
co-operate with the dealers to a larger extent 
than the Aluminum Goods Manufacturing Com¬ 
pany. 

They supply, not only attractive literature 
and cutouts and window displays, but they co¬ 
operate with their dealers in the most effective 
way to help them to increase their sales and ex¬ 
tend their tiade, and a dealer handling the 
Mirro line is sure of wonderful co-operation 
which produce results in increased sales. 


NEW PIKE RAZOR HONE 




The Pike combination razor 
hone is announced by the Pike 
Manufacturing Go., of Pike, N. 
H., the outcome of several years ’ 
development by the company’s 
research department. 

As every user of a razor 
knows, the hone problem has 
been to secure the right com¬ 
bination of abrasive elements to 
hone quickly and at the same 
time leave an edge which is not 
harsh and wiry. The Pike Com¬ 
pany confidently believes that 
the new combination hone does 
this veiy thing and therefore, 
production is now under way. 

It is the first combination 
hone that the Pike Co. has ever 
felt sufficient confidence in to 
back with its own name and 
trademark, notwithstanding they 
are extensive manufacturers of oil stones, razor hones, 
grinders, Mythe stones and abrasive specialties. 

The new hone is said to be two hones in one. One 
surface is for rapid cutting and the other side slower 
for finishing. Neither side is said to give a harsh, 
wiry edge; in fact when a razor leaves this hone it 
should be ready for the face with but little stropping. 


T. W. Coats is engaging in the hardware business 
at Stewart, Iowa. 


Willard Snapp has jjurchased the hardware business 
of Homer Hett at Findlay, Ill. 


E. E. Seagly & Sons have sold their business at 
South Milford, Ind., to A. Sucker. 


I Shupe Bros. Hardware Company are succeeded by 

Stanley Shupe at Clarion, Iowa. 


W. B. Williston has purchased the hardware busi¬ 
ness of J. K. Ofsthus, at Northwood, Iowa. 


Carl and Henry Oven have purchased the business 
of Aarestad Bros. & Toseth at Hannaford, Neb. 



HOWARD 

WOODENWARE 

Made of Select Sitka 
Spruce 

Ironing Boards 

Pastry Boards 

Clothes Driers 

Step Ladders 


A OOMFLETE XJNE OF 

WASHBOARDS 


The Rubbing Surface Plates in the HOW¬ 
ARD Washboards are all of the best 
materials. The frames are of Sitka Spruce, 
Strong, Durable and Bright Appearing. 

The quality of the HOWARD LINE has 
been established for years. 

Stocked by Ail lioadlng Jobbers 

HOWARD MANUFACTURINO 00. 

Seattle, Wash. 



Matchless Saw Set 

BEVEBSED LEVEB 


THE PERFECTION OF 
SAW SETS 

Combines the revolvinjf anvil and indicator dial with 
other features that give it marked practical advantages. 

Lever is placed below the bo^ of the Saw Set, where 
it is operated by moving the fingers only, doing away 
with the motion of the entire hand necessary with the 
older types. 

E. G. STEARNS & GO. 

155 Oneida St. Syraense, N. T. 
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Making Sales by Asking Questions 


O NE of the ‘‘Hardware and Plumbing 
World subscribers tells us of a method 
which he uses in really making sales by 
doing little more than asking questions, 
even among his friends and business acquaint¬ 
ances as he meets them on the street or when 
they come into his store. 

He is not at all impertinent and his sincere 
interest in the welfare of his clients often 
prompts them to suggest that he give them 
information. 

For example, when a customer comes into 
his store, he says to him something like this: 

“Mr. Jones, you have a fine up-to-date bath¬ 
room, haven ^t you, and I am sure you take great 
pleasure in it. 

Then if Mr. Jones says “no, he hasn’t, that 
he has an old one, and has an old tub, that he 
has been intending to get a new one,” Mr. 
Plumber tells him that he must have had some¬ 
one else in mind. 

Nevertheless, the ice is broken and he sug¬ 
gests to him, “Won’t you let me show you some 
of the modem equipment and fixtures?” 

Or he may vary it by saying, “I will send 
you a catalog showing some of the most modem 
and up-to-date fixtures in plumbing supplies.” 

Don’t you readily see that here is a splendid 
introduction and it can easily be followed up 
without the slightest embarrassment. In fact, 
Mr. Prospect will appreciate your interest in 
his welfare and the comforts of his home. 

Suppose he knows that a man hasn’t a 
shower in his bathroom, he will make some such 
remark as “You don’t know what a satisfaction 
it is to have a shower always on tap. It is so 
easy and my family take great delight in it.” 

Particularly would this reference to a shower 
be appropriate if you know that the prospect 
has boys in his family. 

Often, Mr. Plumber gets information from 
his papers relative to need of plumbing equip¬ 
ment or perhaps from the real estate people 
where houses are vacant and they are trying to 
rent the houses. 

He will often go to the owner of the house 
and says that he is sure that if his plumbing 
equipment was more up-to-date that it w^onld 
be a big point in keeping permanent tenants. 


These are just a few suggestions, and one 
question will naturally suggest another. 

This is a method that a plumber, no matter 
where he is located, in a large city or in a small 
town, can use to advantage, not only on his 
customers in the immediate locality but likewise 
on prospects of the farmers. 

As a matter of fact, he can circularize his 
prospects and develop a big business in this 
way by merely such suggestions. 

Remember department stores keep up their 
volume of business through such methods, and 
human nature is the same in your line as in 
theirs. 


YOU CANNOT HIDE YOUR VIRTUES 

People who are fortunate enough to possess 
virtues and good habits cannot possibly hide 
them. Individuals whose life bespeaks honesty, 
integrity, morality and kindliness speak for 
themselves. 

In the same way, bad habits cannot be 
hidden. Those who are careless and guilty of 
vicious practices often have ostrich-like char¬ 
acteristics, thinking that when they hide their 
head in the sand the whole body is out of sight. 

Bad habits will show; they are indelibly 
written on our faces, in our lives and in our 
words and we cannot avoid showing them. 


KEEP ON LIVING 

It’s the plugging away that will win you the 
day. 

So don’t be a piker, old pard; 

Just draw on your grit; it’s so easy to quit; 
It’s keeping-your-chin-up that’s hard. 

It’s easy to cry you’re beaten—and die; 

It’s easy to crawfish and crawl; 

But to fight and to fight when hope’s out of 
sight— 

Why, that’s the best game of all! 

And though you come out of each gruelling 
bout 

All broken and beaten and scarred. 

Just have one more try—it’s dead easy to die— 
It’s the keep-on-living that’s hard. 
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Carl Closse—Bred on Brass 


Director of Sales for the Bickersberg Brass Oo. 
Has Grown Up in Cleveland at the Very Hearth 
and Home of the Plumber’s Brass Goods 
Industry 


S CIENTIFIC sales direction is a compara¬ 
tively new merchandising step, which lead¬ 
ing manufacturers in various lines have 
taken. Along with the innovation the office of 
“director of sales” is an art in itself. As the 
opportunities and needs have grown the sales 
director has had to build his own ship and sail 
it on his own sea. 

Perhaps the pioneer director of sales in the 
plumbers* brass goods line is Carl Clnsse. 
serving in this capacity for the 
Rickersberg Brass Co., of 
Cleveland, Ohio. He is in 
every sense an Argonaut, and 
the golden fleece of his quest 
is a new selling plan by new 
and original methods through 
all parts and branches of the 
trade throughout the nation. 

Instead of sitting in an of¬ 
fice, receiving reports from 
salesmen and personal repre¬ 
sentatives in all parts of the 
county, Mr. Closse does his 
own investigating. He makes 
it his business to bring closer 
together the buyer, the manu¬ 
facturer’s representative and 
the factory. He searches out 
any trade irregularities wher¬ 
ever they may exist in the na¬ 
tion. It is he who irons out 
the diHiculties, sees where 
new opportunities exist and 
cooperates with the company’s representatives, 
with the distributors, with the jobbers and the 
users of Bickersberg brass goods. He charts 
new sales seas and sets the courses for their 
successful navigation as trade routes. 

For 20 years Mr. Closse has unconsciously, 
but at the same time systematically, prepared 
himself for the present work. He was in every 
sense bom and bred on brass. Very naturally 
there is a whole lot of brass in his makeup, but 
it is brass of the right sort, which tends to 
strengthen him in his conviction that it is a 
high service to introduce quality goods and 
straightforward, business-like sales methods. 

Cleveland seems to be the home of plumbers’ 
brass manufacturing in the United States, so 
naturally it is Mr. Closse’s birthplace and home, 
and he has grown up and developed there, just 
as the plumbers’ brass goods industry has de¬ 
veloped and during about the same time. 


20 Yean With Brass Qoods 

Mr. Closse’s connection with the industry 
traces back 20 years, during which time he has 
contributed to the success of many of the 
largest and most successful organizations in the 
field, both in the sales departments and in their 
production branches. Moreover he has con¬ 
ducted his own business as broker and manu¬ 
facturer and there is no branch, nook, corner or 
thread in the process of manufacture and dis¬ 
tribution of high quality brass 
sroods with which he is not 
iamiliar. 

The growth and develop¬ 
ment of this industry which 
supplies the country with its 
finished, high quality bath 
and basin cocks, bibbs and fin¬ 
ished valves is just as interest¬ 
ing as any romance in Greek 
mythology. Perhaps several 
hundred years from now, 
wlien mythology, romance and 
fable are founded on the in¬ 
dustrial development of today, 
rather than the geographical 
development of the past, we 
shall have the story of the 
brass god Faraam, correspond¬ 
ing somewhat to the stories of 
Tubal Cain or Vulcan and 
their worthy sons among the 
artificers. 

Fanuun the Father of Plnmbere* Bran 

At any rate it was Famam who was the 
father of modern high grade plumbers’ brass 
goods, and the little Farnam Brass Works in 
Cleveland, where cocks and bibbs were supplied 
to the community to meet the demands of revo¬ 
lutionized sanitation, was the germ which de¬ 
veloped the later, greater growth. “Ike” 
Glauber learned his trade with Farnam and the 
Glauber Brass Mfg. Co. was founded to project 
on a larger field the development that had 
taken place under the master. Since then, 60 
or 70 different institutions have been founded 
at Cleveland, manufacturing high grade plumb¬ 
ers’ brass goods on a national scale. 

Among the leaders in this group is the Ric¬ 
kersberg Brass Co., and others include Republic 
Brass Mfg. Co., United Brass Mfg. Co., Central 
Brass Mfg. Co., Royal Brass Mfg. Co., Monard 
Brass Co., Atlas Brass Foundry Co., and Empire 
Brass Mfg. Co., and many others. 
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L. A. FSAHM K. D. CABL80N 


Ample, able, amiable, aggressive western representatives of the Rickersbcrg Brass Co. They are just at 
enthusiastic about the line and work, as hard in the interests of high type plumbing fittings, as Mr. Closse and 
the principals. Both these men have spent many years with the largest institutions in both purchasing and 
selling, and their energy, business-like service and thorough knowledge and experience have brought their 
organization into the front rank among western manufacturers’ representatives, with such other products as 
those of the Cincinnati Tool Co., Made well Pipe & Culvert Works. 


It is no self-centered boast of Mr. Closse’s 
on the part of the Rickersberg Brass Co. that 
his institution admits no competition. Since 
they do business on a little different plan, in 
that their line differs from any other manufac¬ 
turer’s, naturally their proposition to the trade 
is entirely separate and apart. 

Specialize on Most Popular Items 

The present Rickersberg line, as a matter of 
fact, is more or less a result of the war. Since 
they are the sole makers of the ball thrust valve, 
naturally the war placed a tremendous demand 
on their factory for this single item and the pro¬ 
duction on it was systematized and made me¬ 
thodical to the point where ball thrust valves 
could be turned out in large quantities at a 
minimum cost. 

With this experience in mind, the company 
set about to standardize on certain other items 
in the plumbing line. They have taken the most 
popular models and sizes—only a few of them— 
and specialized. They produce a special bath 
and basin cock, a representative compo¬ 
sition cock, representative bibb, No. 1 stand¬ 
ard brass valve, in addition to the ball thrust 
valve. This is not in any sense a full line, but 
it represents selections in the lines in demand. 
These are produced under the most efficient 
methods consistent with highest quality. Thus 
they offer to the dealer a very limited line of 
fine goods at a price that is the very minimum 
consistent with the most efficient production 
and a fair profit. 


Keeps in Tench With Sales Everywhere 
With this proposition and with this back¬ 
ground, Mr. Closse goes about the country co¬ 
operating with the agents and the distributors 
everywhere, for the Rickersberg Brass Co. have 
sales representatives in every part of the United 
States. 

Within the last month Mr. Closse has visited 
Rickersberg’s western connections, working 
particularly with their energetic sales represen¬ 
tatives, Carlson & Frahm, at San PYancisco and 
Los Angeles, going over the territory with them, 
meeting buyers, and in every way making the 
Rickersberg volume larger and making the 
work easier and more fruitful. 


Fox & Clarke Hardware Company recently suffered 
a fire loss at Pablo, Mont. 


James Campbell, for many years a resident of 
Seattle and proprietor of the Union Hardware Com¬ 
pany of 106 Occidental Avenue, passed away recently 
at the age of seventy-four years. Mr. Campbell first 
engaged in the hardware business in 1875 under the 
firm name of Wald & Campbell. He was a native of 
Scotland and came to America when seven years old. 
He was a member of the Seattle Commandery of the 
Knights Templar and of the St. Johns Lodge of A. F. 
and A. M. He is survived by a widow, one son and 
two daughters. 


A GOOD HABIT HARD TO STOP 

While i have been out of the hardware business 
for some time, I still want the Hardwabe World 
to continue, as I get a great deal of good out of it. 
Marshfield, Mo. C. W. ROBERTSON. 
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BETTER NOT TO GO UP LIKE A ROCKET 

You may feel that your progress is painfully 
slow, that you are not winning advancement 
reasonably rapidly. Most of us do feel that 
way. It is better, however, to climb slowly and 
surely than to shoot up like a rocket. I know 
ono man who pulled strings so that he maneu¬ 
vered himself into a more important position 
than he was capable of filling. He had enough 
puli’’ with the boss to hold his job. Then came 
a change in the management. And the man 
was dropped. He had by this time accustomed 
himself and his wife and family to a rather 
expensive way of living. He could not afford 
to take any position paying much less salary. 
But he could not find anyone willing to employ 
him at anything like the amount he had re¬ 
ceived in his big job. Moreover, he was swayed 
by pride. He argued that if he took the kind 
of position he had held before he jockeyed him¬ 
self into the high-salaried place, lie would be 
written down a semi-failure. All his friends 
and associates would figure that he had gone 
backwards. The result was that this man is 
today far worse off, both financially and men¬ 
tally, than he would have been had he been 
contented to move up by degrees on merit. 

We all admire men who have courage to 
“tackle anything.” But courage must always 
be combined with common sense, or it becomes 
not courage but foolhardiness. 


Dependable Service 
Quality Goods 

We are ezclasiye agents for 

Homesfeead Quarter-Turn Bkur-Off Valves 
Witt Pump Governors and Segnlating 
Valves 

/ Valve Discs 
\ Bod Paddiig 
Durable \ Sheet Packing 
I Union OadEets 
V Gauge Glasses 

Distributors of 

Wm. Powell Valves and Specialties 


The M. L. Kline Co. 

WllOlflMleiB 

PXiVMBIKO, HEATIN Q AMD STBAlf 
SUPHJB8 

84-86-87-89 Front Street, PocOaiid, Ore. 



Church Seats 


The glistening pure white¬ 
ness of Church Closet 
Seats reconuneuds them 
for use on yomr most par¬ 
ticular installations. 

People demand sanitation 
and expect lasting satis¬ 
faction— that is why 
Church is the natural 
choice. 

Write Jor Latest 
Catalog 

C. F. Church Mfg. Co. 

Holyoke, Mass. 

Mew York San Francisco Ohlcaso 

These goods esn be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get 
them, Mdress for information W. B. OUchilsi, Padfle Coast Bepreseotatlva, Monadnook Building, San Franoiseo, 
Cal. Tliese goods are sold by all the leading jobbing and supply houses. 


No. 500 

Witb Non-Soil Hinge 
No Metal on Under Side of Seat or Oover 
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HOT WATER CAMPAIGN 

The trade should give the fullest coopera¬ 
tion to the hot water campaign recently inaug¬ 
urated throughout the country. Aside from the 
convenience of having hot water available, 
there is another side to it in its value for medici¬ 
nal purposes that could be emphasized from 
time to time with good effect. 

It is well to educate your own employes to 
the Hot Water Campaign and put in a good 
hot water display in your sales window or in 
your store or shop, and make the change fre¬ 
quently. 

The Trade Extension Bureau Service will 
give full information. 

A prize contest is suggested offering first, 
second and third prizes for the best essays by 
school students on domestic hot water service 
and the various methods of heating hot water. 

You can get the merchants in your own 
towns to cooperate by pointing out how the 
extended use of hot water will stimulate sales 
of all sorts of merchandise and greatly improve 
sanitation of dwellings and business buildings. 

It would be especially easy to secure the 
support of the gas and coal companies, local 
health and school organizations, who are always 
interested in improved sanitary conditions and 
would prove splendid allies. 

Local newspapers would likewise be glad to 
cooperate if the matter is put before them. 


The A. P. Swoyer Co. merchandise stock at 
17 North Seventh Street, Philadelphia, has been 
purchased and the premises formerly occupied 
by Swoyer leased to U. T. Hungerford Brass & 
Copper Co., 510 Arch street, Philadelphia. Pos¬ 
session will be taken by the Hungerford Com¬ 
pany September 1, and they propose carrying 
a full line of brass, copper, tobin bronze, nickel 
silver and monel metal products in Philadelphia, 
in sheets, rods, tubes, wire, nails, tacks, etc. 


ROOSEVELT ADVOCATED THRIFT 

Extravagance rots character; train youth 
away from it. On the other hand, the habit of 
saving money, while it stiffens the will, also 
brightens the energies. If you would be sure 
that you are beginning right, begin to save. 

—Theodore Roosevelt. 


An old darkey got up one night in meeting 
and said: 

‘‘Bredders an’ sisters—you know an’ I 
knows that I ain’t been what I oughter been. 
I’se robbed hen-roosts an’ stole hogs and tol’ 
lies an’ got drunk an’ slashed folks wi’ ma’ 
razor, an’ shot craps an’ cuss’d an’ swore; but 
I thank de Lord dere’s one thing I ain’t neber 
done—I ain’t neber lost ma religion.” 


Good habits will in time make the going 
comfortable and easy. 


DON’T OVERLOOK YOUR PARMER 
PROSPECTS 

It is too often true that plumbers have con¬ 
fined their efforts largely to the town or city 
in which they live. They don’t realize that the 
farmer and rancher h‘as been educated up to 
more comfortable and better means of living and 
that the farmer’s families are just as much in 
need of economical and sanitary conveniences 
as is the town or city dwellers. The market 
in the country and adjacent community has 
hardly been touched. It is not that the farmer 
lacks means to purchase, because they normally 
have a high average of income, neither is it due 
to any unwillingness to purchase, because 
the farmers are really anxious to increase their 
standards of living and to keep their children od 
the farm. 

It should not be thought that merely because 
the farmer 3ces not have gas available that 
plumbing fixtures and all of their accessories 
cannot be utilized. Most farmers are now pro¬ 
vided with satisfactory water supply. 

With the extension of the electric service 
particularly in the West, a source of power as 
well as the means of providing these really nec¬ 
essary conveniences is available. 

As a matter of fact, the plumber should not 
overlook selling electric power plants and sys¬ 
tems. This is something that the “WoRU)’’ 
readers will find well worth while investi¬ 
gating. 

The same methods that you use in selling 
in the city would be doubly effective in the 
country, because the farmer has not been can¬ 
vassed to the same extent. One should not, 
however, be discouraged just because their first 
efforts do not meet with the results they antici¬ 
pate. 

You will bear in mind that it is the constant 
dripping that wears away the stone, and so it 
is constant and persistent efforts in any line 
in any locality that is sure to bring the best 
results. 


CAN’T FOOL ’EM 

Two colored gentlemen were engaged in con¬ 
versation when one of them became very much 
annoyed by the persistent attention of a large 

fly- 

”Sam, whut kin’ a fly am dis?” 

‘‘Dat am a hoss-fly.” 

“Whut am a hoss-fly?” 

“A hoss-fly am a fly whut buzzes ’roun 

cows n’ bosses ’n jackasses-” 

“You ain’ makin’ out for to call me no jack¬ 
ass?” 

“No, I ain’ makin’ out for to call you no 
jackass, but you cain’t fool dem hoss-flies. ” 


Be careful, be cautious of your thoughts— 
they rule you and the people you come in con¬ 
tact with. 
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Savill Patented Swan-Neck Faucet 

The Savill Patented Swan-Neck Faucet is opened and 
closed quickly, a half turn of the handle allowing a full 
stream of water. It can be shut off quickly; this feature 
has led to its introduction in hotels and restaurants, and 
it also finds a ready place in the kitchen, where time and 
labor are of importance in drawing water. 

THOMAS SAVILL’S SONS 

Wallace and Watts Sts. Philadelphia, Pa. 

Send postal card for catalogus lowing 23 stylos 




i 

iMSissg'' 


Sold by Jobbers of Plumbing Sap- 
plies Everywhere 



Plates that Please 

OBDEB NOW 

and be ready with a stock 
Increasing Demand for "B St 0” S^et 

OatBlof OB roquMt 

THE BEATON St OOBBIN MFO. 00. 

L»rgett OBd Oldeot Plot# Oomponj Ib tho WerlA 


Ifo. 10 StBtl Vg* to 4** 


Pacific Coast BoprosoBtatiTS 
W. BBWnr eXLOHBIST 

A81 Marks! St. 

SaB PraBolBOO, Oal. 


SESOim 

CAXAlXKtua 

SvvEcrS 



Vf tho Dio Man 


When a man has rheumatism, he is a little stiff. 

When a man talks pessimism, he is a big— 

Well, anyway, don’t be a killjoy, a business buster! 

Be an optimist, and you’ll have reason to be! 

The Nye Die 

is for the man who believes in the best, and wants the best, 
the man who is after the best business, with the best tools, 
and the best methods I 

The Nye Die is the easiest cutting, fastest, longest-lived, 
best pipe threading tool on earth. 



AND THE EARTH IS QUITE A 
LARGE PLACE. 

HABBT a. NTS 

The Nye Tool & Machlie Works 

108-128 North Jefferson Street 
Chicago, minois 


Vy Solid Dio 


Vy Axinstrane Dio 
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The Man With the BaU 

Plumbers Can Learn Many Lessons by Watch¬ 
ing the Game 


(By Hurry a. Nye) 


The football season is 
upon us—but, thank heaven 
it is the season and not the 
team. We older fellows are 
permitted to sit on the 
bleachers, outside the line 
of fire, and watch the cam- 
age. And, if we do, we shall 
learn a valuable business 
lesson—for playing a foot¬ 
ball game is a good deal 
like running one of five 
shops in a three-shop town. 

There is more or less struggle in a football 
game; and, we might add, there is also more or 
less competition in the plumbing business. The 
lad who wants to play football has to leam how 
to meet opposition, and the man who wants to 
run a business has to leam how to meet compe- 
tion and get through it or around it, or some¬ 
where, or somehow, and advance the ball. 

The business man won’t leam it much better 
anywhere than at a football game. So we sug¬ 
gest that some Saturday soon you leave Jim or 
Jack or whoever your right man is—provided 
he is right—and go out to the game and see 
what you can leam. Watch the man with the 
baU. 

Up to You to Kick the CkMd 
For in any business there is a man with the 
ball, and you are probably it. You can hire 
all the men between here and Peking, Clhina, 
but don’t ever think you are ever going to get 
a man who will take the lively interest in your 
game that you will. 

It will always be your game, not his. And 
it will always be up to you to carry the ball, 
and all you can hope for is a reasonable amount 
of help from the men you hire. 

If there is some Jack or Jim around to whom 
you can occasionally snap the ball, you are a 
lucky man. But down on the one-yard line, 
whether you are under the other fellow’s goal¬ 
posts or backed up against your own, you are 
the fellow who will have to take the pigskin 
and put it over or mn it out. 

You Need the Help of Your Teammates 
But you will have to have a team around 
you and behind you, helping you push your way 
through the line or pulling you around the 
end, or you will never get there. The man with 
the business ball who tries to do it alone and 
go it alone, who neglects to create an organiza¬ 
tion around him that will give him teamwork 
when teamwork is what will win, is overlooking 


the secret of business success just as much 
the football captain who doesn’t do the same 
thing. 

You may not be able to develop a man who 
will buck the line as hard or carry the ball as 
far as you can, but you always ought to be 
able to show the other fellow every way he can 
help. Organization in a business is not teach¬ 
ing everybody to carry the ball, but it is inspir¬ 
ing everybody to lend a hand when the ball is 
carried. 

What is the use of your advertising ‘‘Serv¬ 
ice” in the newspapers, if your customers can¬ 
not get it in the shopf Put your men on 
your mailing list, if you use circulars. See that 
they see your advertising. Let them know what 
you are promising the public—and perhaps 
sometime the thought will permeate their 
brains that you can only promise but they must 
perform. 

Every Prospect a Signal to Advance 

Every job is a down; every prospect a signal 
to advance the ball. You are not going to have 
the ball in your possession every time and all 
the time, ^metimes the fortxmes of business 
are going to snap it to your competitor. You 
must watch your chance to get it back, not 
only watch it but grab it, not only grab it but 
make it. 

No football game was ever won by calling 
names, and no business game was ever won by 
knocking your competitors. There is only one 
man in the world who doesn’t need to adver¬ 
tise, and that is the man whose competitors talk 
about him. 

The football player who cusses is only using 
up his wind, and the business man who knocks 
isn’t accomplishing one bit more. Whenever I 
hear that a competitor has knocked my goods 
or me, I rub my hands and say: “Thank good¬ 
ness, they aren’t letting the trade forget about 
me!” 

One Reason Wliy People Oet Married 

When a competitor tells a prospect that your 
goods or your work are not as good as you say 
they are, the customer begins to wonder right 
sway if they are. A man prefers to find things 
out for himself rather than to take the say-so 
of some other fellow. That is why so many 
men get married. 

Remember, too, that it is a long field and 
that business is a long grind. Now and then 
some fellow wins a game with a hundred-yard 
run, but more often it is the one, three and five- 
yard bucks that bring success. t 
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Tlie Unimportant Jobs Are the Important Ones 

They are what keep your business from 
being a feast or a famine. You can generally 
tell in the first five minutes of play how much 
of a chance a team has to win by the way it 
bucks the line for a yard or two when a yard 
or two is needed. You can generally tell if a 
business is going to be a success by the care 
with which it does small jobs. 

Now and then, too, you are going to be 
thrown for a loss. If a team could take the 
ball and walk from one end of the field to the 
other and never lose possession of it, it would 
be a darned uninteresting game. But, when it 
does lose possession, if it also lost its nerve, it 
would be a darned sight more uninteresting. 

Never stop playing the game. A lot of us 
have been thrown for a loss in these last few 
years since the big game over there, but we will 
have the ball, we are still in business, and we 
are all set to grab the first opening to bust 
through tackle or skip around the end. 

Go out to the game. Watch the man with 
the ball. Remember you are he, and watch how, 
win or lose, he is up and at ’em, all the time. 


ROAD TO SUCCESS, SAID J. J. HILL 

Said James J. Hill: ‘‘Show me a man who 
can save part of what he makes and I will 
show you a man who in 10 years will be a real 
success.” 

SCAIFE "Copper-Brazed" 

TANKS 


For Air, Oas and Liqnida 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


8B W D FOB OATAIiOOUBS 


WtL B. SGAIFE AND SONS GO. 

FirTSBUBOH, PA. 

88 Sooth Doarbom St. Ohleago, UL 


The foot that used to rock the cradle 
now steps on the accelerator. 

People who sit around waiting for 
their ship to come in usually find that 
it is hardship. 

If you lazily remain of no account 
you’ll never have much of a bank ac¬ 
count. 


Behind each business that keeps 
up with the times is an individual with 
a periscope who keeps ahead of them. 


A Big Business Boom 

Is just around the comer. Do not 
get caught with a short stock of 
C. A L. Torches and Fire Pots. Be 
prepared to supply your Trade with 
the No. 208 IMPROVED DOUBLE 
NEEDLE TORCHES. They will 
give perfect satisfaction and save 
time and fuel, with much less ex¬ 
pense for upkeep than any other 
make of Torch. Jobbers supply at 
factory oriee. Ask for catalog. 

OUytOQ h lounbert Mfg. Ck>. 
10611 Knodell Are. 

Detroit, Mich., U. 8. A. 


Garden Hose Valves 

- OF- 

Recognized Quality 

Which command repeat orders for 70 a 



Sizes to 2 ^" inclnsiTe. Both bent 
and straight Hose Spout 

HAYS MFG. CO., Erie. Pa. 

W. Cnrin Ollohrilt 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Ho. 808 Torch 
Lift Price 
Baeh $17.00 
Aik for 
DlieonnI 
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CLAYTON & LAMBERT IMPROVED 
DOUBLE NEEDLE BURNER PREVENTS 
BURNER TROUBLES 

It is a well known fact that gasoline fire pots and 
blow torches, such as are commonly used by the me¬ 
chanic, can be put out of service within a very short 
time and the burner ruined if the sharp pointed 
needle that controls the generator is screwed up too 
tight, or if by any other means the small orifice or 
fuel opening in the burner is made larger. The reason 
for this is that the enlarged orifice in the generator 
allows a larger amount of gas to pass through into 
the combustion chamber, which produces an imperfect 
mixture with the air, thus reducing the generating and 
heat producing qualities of the burner. 

In fact, it is claimed by the Clayton & Lambert 
Mfg. Co., Detroit, Mich., who are well known makers 
of gasoline and kerosene fire pots and torches, that 
over 60 per cent of all burner troubles are caused by 
the needles that control the generator being made with 
sharp points, and to overcome these troubles they 
have designed and secured patents for their new 
improved double blunt needle burner, a section view 
of which is shown below and clearly indicates the con¬ 
struction and improvements. 



Both the needles used in the improved burner have 
blunt points, which makes it impossible for the user 
to enlarge the burner orifice. The lower needle 
regulates the supply of gas and the upper needle 
has a small wire tip that cleans the orifice in 

the jet block ‘‘D.The safety stop ‘‘C’* prevents 
the upper needle from being unscrewed too far. All 
double needle burners are supplied with two jet blocks, 
one for burning gasoline, the other for kerosene. They 
are interchangeable and the jet block in the burner 


can be quickly removed and the other jet block 
screwed quickly into place. 

The makers claim that these double needle burners 
have wonderful generating power producing from 100 
degrees to 300 degrees more heat than any other make 
of burner, and that the consumption of fuel is reduced 
to the minimum. This being due to the improved con¬ 
struction of the burner and the extra long vaporizing 
chamber and vein tube through which the 

gas passes, causing it to become super-heated before 
entering the combustion chamber. 

These improved double blunt needle burners have 
recently been applied to a full line of the Clayton & 
Lambert torches—pint, quart and two quart capacity. 
Nos. 206 to 211 inclusive. They have also been adapted 
to their fire pots. Nos. 1, 5, 71 and 72, which have been 
favorably known to the trade for many years and all 
of these new improved tools have recently been placed 
upon the market and it is claimed that they will 
enable the user to save time and fuel, with much less 
expense for upkeep. 

Complete information can be obtained by writing 
the makers. The Clayton & Lambert Mfg. Co., Detroit. 
Mich., and a catalogue showing their full line will be 
mailed upon request. 


HOMER FURNACE COMPANY OPENS NEW 
SOUTHERN BRANCH 

The Homer Furnace Company, of Coldwater, Mich., 
announces the opening October 1 of a new southern 
branch, located at No. 72-74 Marietta Street, Atlanta, 
Ga. 

Everyone familiar with the furnace business knows 
the tremendous strides made by the pipeless furnace 
since it was invented and patented by Samuel Strong 
several years ap;o. 

Entering this business first, the Homer Furnace 
Company, founded by Mr. Strong, has naturally been 
the leader in this development. Gradually a chain of 
strong, well-equipped branches and warehouses has 
been thrown across the country until now dealers in 
every section are assured of the closest sales coopera¬ 
tion and immediate shipments. 

The sale on Homer furnaces has grown with par¬ 
ticular rapidity in the South. The volume of this 
business will make the Atlanta branch one of the 
company’s largest and strongest branches. 

The company has picked one of their most able 
executives for the position as manager of the southern 
branch—John D. Bohm, a man who has made an envi¬ 
able sales record in the eastern and southern territory. 
Mr. Bohm has traveled this territory for some time past 
and, as a consequence, is already well known to the 
trade. 

A large stock of furnaces will be kept constantly 
on hand at the Atlanta branch warehouse, thus insuring 
immediate deliveries. 



At Last— 


A SELF BLOWING 
ALCOHOL BLOW TORCH 

THE DUPLEX 

Just what Electricians, Auto Mechanics, 
Dentists, Battery Repairmen have been 
waiting for. 

ABSOLUTELY AUTOMATIC 

Th9 lincsf thing In torch lino oo«r made. 
Write for prices and particulars. 

MANUFACTURED BY 

PEERBLOW MFC. CO., LeetsdaJe, Pa. 



No. 24 


Price $16.20 
Ask for 
Discoimt 


Real-Satisfaction 

With the present low grade fuel is 
only possible with the Turner New 
Line Blow Torch. 

THE BAFFLE 

in the burner (Turner Patent) will 
positively generate gasoline or 
kerosene— and more than that—it 
will stay generated. 

The only Torch made with the 
Shut-off and Needle valve separate. 
No more enlarged orificea, eo fre¬ 
quently caused on other makes. 
Guaranteed to give satisfaction. 

The Turner Brass Works 

Byeamore, Bl. 


Digitized by LjOOQle 




November, 1921 HARDWARE WORLD—PLUMBING AND HEATING 


167 


£. Brunetti, a plumber at Santa Cruz, Cal., is plan¬ 
ning a new building, which will give him facilities to 
cany increased stock. 


Elway & Miller have been awarded the plumbing 
contract at Aberdeen, Wash., in the construction of 
the first armory nnit. 


Whiting-Mead Commercial Company have leased a 
building at East San Diego, Cal., in which they will 
install a hardware and plumbing stock. 


C. C. Burritt has sold an interest in his plumbing 
business to C. A. Reicard and the firm will hereafter 
be known as Burritt & Reicard. They are located at 
Huntington Park, Cal. 


Coker k Taylor, enterprising plumbers at Glendale, 
have recently moved to a new building, which will 
give them the necessary facilities for increasing their 
stock. They report a splendid trade and a good out¬ 
look. 


The University Plumbing & Heating Company at 
3939 14th Avenue, N. E., Seattle, has been awarded 
the plumbing and heating contract jn a school building. 
The amount of the contract is $22,270 for heating, and 
$7,598 for plumbing. 


G. H. Turner Company of Los Angeles have leased 
the storeroom at 800 East Seventh Street, in which 
they will move the headquarters of the automatic water¬ 
heating division of the business. The new branch will 
operate as a subsidiary of the Turner Company, but 
under the firm name of G. H. Bennett Company. 


Do you read thoughtfully and retentively, 
that is, do you just skim through a paper or 
magazine seeing a lot and yet not being able 
to tell one thing you have read in a clear-cut 
and complete manner? 


You can cultivate the habit of exactness. Or 
you can be so fuzzy-minded that your reading 
is a mere mental dissipation. Do not attempt 
to read so much that none of it does you any 
good. Read a certain amount thoroughly every 
day, demanding that your mind grasp and hold 
the important facts. If you only glance through 
the heading of the newspaper, let each one 
register clearly as to its meaning before you go 
on to the next. 



No. 208 Torch. List Price Each $17.00 
Aak for Diacoant 


Sharp vs. Blunt Burner Needles 

A Gasoline Torch or Fire Pot can be quickly 
ruined by forcing the needle, if it has a sharp 
pK)int such as is in common use, as the orifice is 
made larger causing an im]ierfect gas mixture. 
Over sixty per cent of all burner troubles are 
overcome by using the C. k L. DOUBLE BLUNT 
NEEDLE TORCHES and FIRE POTS as the 
burners have blunt needles. Thev are the HOT¬ 
TEST and BEST TORCHES and FIRE POTS 
made and save time and fuel. Jobbers supply 
at factory price. Send for catalog. 

CLAYTON & LAMBERT MFC. CO. 

10611 Knodell Ave., Detroit, Mich., D. S. A. 


Prepare for the Winter Rush 

Look over your stock of TORCHES nnd FURNACES 
now. If it is not complete, place an order at once so 
you will receive the tools before the cold weather 
arrives. 

You know that during the cold weather there is an 
unlimited demand for TORCHES and FURNACES. If 
you are short of those tools then prou cannot complete 
promptly all of the orders yon receive. 

You should purchase a reliable make so that your cus¬ 
tomers can obtain satisfactory results. Order the 
“ALWAYS RELIABLE” and your trade will never 
again purchase the other brands. 

Jobbers supply at factory prices. 

OTTO BERNZ CO., NEWARK, N. J. 

Established 1876 

Mtnnfsetnrers of the “ALWAYS RELIABLE** 
TORCHES and FURNACES 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BEITAIN, OONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wra. P. Horn & Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St.. Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A Co., Chamber 
of Commerce, Winnipeg. Manitoba. 

Southwestern Representative. J. R. 

Devereux, New Birks Building, Mon¬ 
treal, Quebec, Canada. 
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WHICH BOY WOULD YOU CHOOSE? 

Almost directly opposite from the window by 
which my desk stands is a strip of green grass 
between the curbing and the pavement. 

Last summer the curbing at this point was 
taken up and replaced according to definite 
specifications required by the city engineer. In 
disturbing the curbing a strip of the grass was 
taken up and spoiled. This made an unsightly 
spot for some distance, and early in the spring 
workmen appeared to smooth down this sur¬ 
face, to put on some fine, rich top soil, to roll 
down the surface and to seed it. 

At the present time the tender new shoots 
of ^ass are coming up thick and ^een, but are 
plainly of different age and sturdiness from the 
older growth of grass just back of the newly 
seeded portion. 

Now each day a lot of boys of different ages 
come past on their way home from a school 
near by. A large number of them make a diag¬ 
onal cut across the street at this point, and it is 
interesting to watch them as they troop along. 
About one young chap in twenty will step across 
the newly seeded strip. It is an easy step at that 
curb to the old growth of grass, but at least 
nineteen out of the twenty will walk right over 
the young sprouts, crushing them down and not 
even knowing that they have done a reprehen¬ 
sible thing. The twentieth youth will go right 
along, apparently making no pause at all, and 
yet automatically sparing the grass and reach¬ 
ing the pavement a little ahead of his com¬ 
panions. 

What kind of business men will the nineteen 
make? Can you see the qualities of natural 
leadership in the twentieth—the young chap 
who does the right thing and still keeps a little 
ahead of his fellows? And yet some people 
claim that the wealth of the world shoidd be 
evenly distributed! 


CONSOLIDATION OP PILE AND TOOL 
COMPANY 

Announcement has been made of the con¬ 
solidation of the Rex Pile Co. and the Vixen 
Tool Co. with Heller Brothers Company of 
Newark, New Jersey. 

Paul E. Heller, president of the company, 
states that this move will result in a better 
service to both dealers and consumers and at 
the same time they will continue the production 
of their usual quality of files. ras]>s, tools and 
steels. 

Walter D. Craft, who has been connected 
with the Vixen Tool Company as secretary- 
treasurer. will act as domestic sales manager of 
the consolidated companies. 


VOLUME VS. WEIGHT 

The Hercules Powder Company have issued 
an interesting little booklet with the above title 
It presents a phase of the explosive question 
which the average user very seldom considers. 

However, it is an important point and should 
not be overlooked because in many cases the 
use of bulky explosives will show a consider¬ 
able saving over costs obtained by using the 
regular grades of dynamite. 

Everyone who is interested in reducing 
blasting costs, and every merchant should read 
it and distribute it. 

Any reader who wishes a copy of this can 
have it by writing to the Advertising Depart¬ 
ment of the Hercules Powder Company at Wil¬ 
mington, Delaware, or to any of their branch 
offices. 


THE TRAGEDY OP RUST 

“A cracked gusset plate was responsible for 
the collapse of a section of the Third street 
bridge over the Chester river, Chester, Pa.. 
September 10, 1921, hurling 25 persons to their 
death in the murky waters below.'*—New York 
Herald, September 12, 1921. 

Thomas J. Peeley, member of the board of 
commissioners, Chester, Pa., admitted that the 
collapse was due to unusual weight being 
thrown upon a badly rusted and broken sup* 
porting arm. The break in the arm was com¬ 
pletely concealed from view." 

Dixon's Silica-Graphite Paint is popular 
with county and city engineers and other 
municipal officials because it gives guaranteed 
long and perfect protection against rust in 
hidden places. Rust causes loss of property, 
money and life. Call in the services of the 
strongest conqueror of rust — Dixon's Silica- 
Graphite Paint. 


Fitzsrerald & Glezen is a new plumbing firm at 
Coronado, Cal. 


Lewis Levitz is erecting a new building to bo oc 
cupied by his plumbing shop at Ramona Park, Cal. 


.1. McPherson has purchased the Walnut Creek 
Plumbing & Hardware Company at Walnut Creek, Cal., 
and has taken possession. 


The Butte Stove Repair Company of Butte, Mont., 
are the state distributors for the Caloric pipeless fur¬ 
nace and report a good trade outlook. 


The Richmond Sanitary Plumbing Company opened 
for business at 309 Twentv-third Street, Richmond, 
Cal. The proprietors are F. P. Allen and rl. P. Howard. 


The Pacific Plumbing Fixtures Company of Rich 
mond. Cal., have let a contract for addition of ir>OxSOO 
to their plant to take care of their increasing business. 


The 0. E. Turner (’ompnny of Los Angeles are tak¬ 
ing a lease on property at Figueroa and Ninth Street, 
where a building will be erected especially designed for 
a display room for their plumbing supply stock. 


R. F. Carter has purchased the plumbing interests 
of his partner, A. Terkel, in what is knowm as the 
Valley Plumbing Company and will continue the busi 
ness at Reedlev, Cal. 
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PLUMBING GOODS—RETAIL SELLING PRICES 

The following are the present market selling prices (corrected up to the time of going to press) of various 
lines of plambing goods, ruling in some of the larger western cities. At the request of some or our subscribers 
among the plambing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
ap their prices and costs often, we are giving these prices as some we have obtained that are being charged by 
plumbers in the larger cities. These prices are usually based on the cost of goods, plus the overhead or cost 
of doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 
be gladly answered. 


BATHS AND LAVATOBIB8 

(Bath Tub Prices Less Fittings) 

BATH TUBS—k64, 0370, P1990, Essex, on Feet, 4 ft.. $44.00; 
4H-ft., $44.00 • 5-ft., $42.00; $47.50; 6 ft., $66.70. 

K57, C360, P1991. Essex, on Base—iVi ft., $55.50; 5 ft., 
$55.50; 5H-ft., $61.50; 6-ft.. $82.70. 

K80, P1993, Knickerbocker—5-ft., $46.50; 6H-f»., 58.50. 

Kie to KlO^, P2160 to P2173, Ck)nred Knam. Allorer, 
Cardinal—4 %-ft., $76.00; 5-ft., $80.00; SVi-ft., $86.70. 

KlO to KlOVi, P2160 to P2173—^onred, Enameled Inside, 
Cardinal—4%-ft., $60.00; 5-ft., $64.00; 6H-ftn $70.70. 

KlO^, P2180 to P2186, Recona, Enam. Allover, Cardinal 
-IH-ft., $72.00; 5-ft., $74.70; 5H-ft.. $81.50. 

KlOHf P2180 to P2186, Recona, Cardinal (Enam. Inside) 
-IH-ft.. $60.00; 5 ft., $64.00; 5H-ft., $70.70. 

F12 to F15, C316 to C319, P2305 to P2318, Pembroke, 
Viceroy, Sierra ((Corner)—4H-ft., $90.70; 5-ft., 04.70; 5H- 
ft., $102.70; 6-ft.. $133.50. 

F16 to F17, C320 to C321, P2315 to P2318. Pembroke, 
Viceroy, Sierra (Recess)—4H-ft., $81.50; 5-fl., $86.70; 5H* 
ft., $94.70; 6-ft., $128.00. 

FIO to Fll, P2319 to P2322, Pembroke, Viceroy (Pier)— 
6-ft., $199.50; 5H-ft.. $141.50; 6-ft., $157.80. 

F7 to F8, P2380 to P2388, Woodmere, Imperator fComer) 
—5-ft.. $177.50- 5 H -ft.. $184.00. 

F9. P2390 to P2393, Woodmere, Imperator (Reoess)—5-ft.. 
$166.70; 5H-ft., $177.50. 

F5, Imperator (Standinf Pattern)—5-ft., $261.50; 5H-ft.. 
$378.70. 

F6, Imperator (Wall Pattern) 5-ft., $280.70; 5H*ft., 
$244.00. 

BATH TUBS, PORCELAIN—H5015, 2028N, Rernlar selection, 
li^ht weight. Corner—5-ft., $145.85; 5H*ft., $158.35. 

H5015, 2028N, Special selection, light weight, Comer—r 
5-ft., $177.00; 5 H-ft., $198.35. 

H5020, 2029N, Regular selection, light weight. Recess— 
5-ft., $138.83; SH-ft., $146.70. 

H5020, 2020N, Special selection, light weight, Recess— 
5-ft^ $166.70; 5H-n^ $183.35. 

SHOWER RECEPT0R5^K112, P2510. with Strainer and 
Waste—86x36-in., $84.00; 42x42-in., $112.00. 

K108, P2511, with Strainer and Waste—86x36-in., 

$113.50; 42x42-in., $150.70. 

K107. P2512, with P2530 Drain—88x38-in., $149.50. 

K105. P2525. with P2530 Drain—36x36-in., $120.00; 
42x42 in.. $158.50. 

SHOWER MIXING VALVES—NCl, H15, P2745, $30. NCl, 
H12, P3746, $80.00. NFl, HIO, P2747, $30.00. P2748. 


$30.00. 

SHOWERS— 

H965, P2766, Shower and Rose Sprays.$110.00 

H1014, P2771, Shower and Needle Bath. 109.00 

NT1200. H911, P2790, Shower. 54.70 

H909H. P2791, Shower and Shampoo. 64.00 

NClOO, h952H, P2803, Shower. 29.35 

H953H. P2804, Shower. 80.70 

NCllOO, H954H. P2807, Shower. 41.35 

NCllOO (with stops), H954H. P2809, Shower. 40.70 

H943H, P2815, Shower. 48.70 

H944H. P2816, Shower. 46.70 

H945H, P2819. Shower. 56.70 

H946H. P2820, Shower. 55.35 

NCl 100 H, H956. P2821, Shower and Shampoo . 47.70 

P2823, Shower and Shampoo... 64.70 

H1402. P2826, Shower... 16 00 

H1406. P2827, Shower... 15.70 

H1400, P2828, Shower and Shampoo... 81.70 

H1404, P2829, Shower and Shampoo. «... . 30.70 

H1410, P2836, Shower. 36.70 

H1411. P2837, Shower. 88.00 

H1408, P2841, Shower and Shampoo... 50.70 

H140'' P2842. Shower and Shampoo. 52.00 

NF1050. H900, P2855. Shower... 38.70 

NP1050H. P2856. Shower and Shampoo.. .. 51.00 

NF1055. H895, P2857, Shower... 46.70 

H904, P2860, Sho er... 45.35 

P2861, Shower and Shampoo. 58.00 

H1246, P2868, Shower. 34.70 

H1250. P2870, Shower.-. 27.70 

HI600, Industrial Mixometer Shower. 34.70 

H1625, Industrial Combination Valve Shower. 14.15 

H1202, P2914, Shower. 52.00 

H1200, P2916, Shower. 66.35 

H1206, P2918. Shower. 44 35 

H1204. P2919, Shower. 46 00 

P2920, Shower and Shampoo. 59.00 

P2921, Shower and Shampoo. 60.35 

Portable Showers— 

HI275. P2946. Portable Shower. 22.70 

Sl24, Portable Shower. 15.00 

Wall and Ceiling Showert— 


H1270. P2950, Wall Shower. 18.00 

H1268, P2952, Ceiling Shower. 18.00 


LAVATORIES—(Less Fittings) — 

C105, P3050. P3055, P3057, Copley—18x27-in.. $52.00; 
22x33-in., $66.65. 

C114, K205, P3110, P3115, P8117, Laton—20x24-in., 

$37.35; 22x27-in.. $42.65; 22x30-in., $51.30. 

0145, K332, P3840, P3845. P3846, P3847, Ophir—17x21- 
in., $14.50; 18x24-in., $18.20; 20x34-in., $22.30; 22x27-in.. 
$38.70. 

C145, K832, P8847, Ophir—20x24-in., $22.30; 22x27-in.. 
$88.70. 

C145, K332, P3850, P8855, Ophir—20x24-in., $22.80. 
0152, K582, P4045, Ralwon—17xl9-in., $12.30. 

P4125, Arion—19x24-in.. $22.65. 

P4205, Othello—18x21-in., $18.80. 

K580, C150, P4206, Othello—18x21-in., $18.80. 

K608, C162, P4335, Beverly—18x21in« $18.20. 

K614, C164, P4345, Crescent—17xl9 in., $10.00. 

K752, P4365, Alva—16x24-in., $10.00. 

K668, 0180, P4940, P4945, Athena—20-in., $80.00. 

K668, C180, P4946, Athena—20-in., $30.00. 

K672, 0182, P4950, P4955, P4956, P4957, Anglo—19-in., 

$ 20 . 00 . 

K690, C184, P4980, P4985. Verdun—16-in., $15.20. 
P5080, P5085, P5086, P5087, Everett—19-in., $18.70. 
K732, C190, P5110, P5115, Yale—16-in., $11.50. 

K762, 0192, P5145, Aida—16-in., $11.50. 

Add for Waste when required—PI 1285, Inmerial, $9.85; 
PI 1289, Empire, $8.00; PI 1290, Princess. $6.70. 

BRASS AND RUBBBB GOODS 
BATH FITTINGS, BUILT-IN— 

H7025 Special. PI 1000—Compression, H*in-» Valves, 1- 
in. Waste (End Wall), $29.00. 

PI 1001—H-in. Valves, 2H*inM Waste, $42.70. 

H7025 Special, P11002—H-in. Valves, S-in. Wasta (Bask 
Wall). $31.70. 

PI 1003—H-in. Valves, 2H*in. Waste. $45.85. 

PllOlO—H'in. Valves, 2-in. Waste, $37.35. 

PI 1011—H-in. Valves, 2H*in. Waste, $44.70. 

P11012—H-in. Valves, 2-in. Waste, $42.70. 

PI 1013—H -in. Valves. 2 H -in. Waste, $47.85. 

P11015. “Quiako”—H-in. Valves, 2-in. Waste, Top 
Nozzle, $42.70. 

PI 1016—H-in. Valves, 2H-in. Wast^ Top Nossle, $47.86. 
PI 1017—H-in. Valves, 2-ln. Waste, Top Nozzle, $45.86. 
P11018—H-in. Valves, 2H*in. Waste, Top Nossle, $60.00 
Compression— 

PI 1025—H-in. Valves, 1%-ln. C. W. ft O., $28.70. 

FI 1026—H-in. Valves, IH-in. C. W. ft O., $28.85. 

P11030—H-in. Valves, iH-in. O. W. ft O., $27.35. 
P11031—H-in. Valves, iH-in. 0. W. ft O., $82.00. 

P11040—H-in. Valves, IH-in. Waste, $46.70. 

PI 1041—H-in. Valves, 2-in. Waste, $51.35. 

NC?2570—Fittings for Por. Tubs, H-in. Valves, $H-in. 
Waste. $64.00. 

H2466—Speakman Dishler, H-in. Valves, 2-in. Waste, for 
Por. Tubs. $36.00. 

Exposed for Essex Baths—Compression— 

P11065—H-in. Valves, 2-in. Waste, $34.70. 

PI 1066—H-in. Valves, 2H-ln, Waste, $50.70. 

* ‘Quicko* 

PI 1090—H-in. Valves, 2-in Waste, $46.00. 

P11091—H-in. Valves. 2H-in. Waste, $50.70. 

Exposed for Oonred Tubs— 

H6978 Special, 11115—H-in. Valves, 2-in. Waste, $80.85 
Exposed for Pembroke and Woodmere Baths— 
Compression— 

H6978 S-ecial. P11115—H-in. Valves, 2-in. Waste, $40 00 
H-in. Valves. 2H-in. Waste, $40.00. 

P11125—H-in. Valves. 2-ln. Waste, $48.00. 

Bath Cock Combination Fittings—For Essex Baths— 

PI 1150—Compression Supply and Waste Fitting, 9-16-in. 
O. D. Annealed Supplies. $8.70. 

P11155—“Quicko” Supply and Waste Pitting, 9-16-iB. 
O. D. Annealed Supplies, $8.70. 

PI 1160—Compression Supply and Waste Fitting, 9-16-in 
O. D. Annealed Supplies, $21.35. 

PI 1165—“Quicko** Supply and Waste Fitting, 9-16-in 
O. D. Annealed Supplies, $22.70. 

BATH WASTES—PI 1175—Imperial 2-ln. Waste, $17.25. 
P11176—Imperial 2H-in. Waste, $18.70. 

PI 1179—Imperial 2-in. Waste, $18.00. 

Bath C. W. & O.— 

PI 1185—1%-in. N. P. C. W. ft O. for Essex Bath. $8.10. 
Pi 1188—IH-In. N. P. C. W. ft O. for Conred Bath, $6.16. 
iH-in. N. P. C. W. ft O. for Conred Bath, $6.70. 

PI 1189—1-%-in. Rough O. W. & O. for Conred Bath, $5.00. 
IH-in. Rough O. W. A O. for Conred Bath. $6.70. 

PI 1190—iH-in. Rough C. W. ft 0.,4qr Pembroke Bath. 
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PLirMBINO OOODS—BETAH. SEUJNa PSIOES—Oontlnned 


Brass and Bubber Goods—Oontlnned. 

COMBINATION LAVATORY FITTINGS- 

PI 12G0—Verona, Compression, Enamel Lavatory, $23.35. 
P112G3—Verona, Compression, Vitreous Lavatory, $23.35. 
LAVATORY WASTED 


PI 1285—Imperial, China Knob. 9.35 

PI 1288—Imperial, China Knob . 9.35 

Pi 1289—Empire, China Knob. 8.00 

P112y0—Princess, China Knob. 6.70 

Pi 1291—Princess, China Knob. 6.70 

Pi 1293—Princess, China Lever. 6.70 

PI 1294—Princess, China Lever. 6,70 

Pi 1295—Princess, China Lever. 6.70 

PI 1296—Princess, “B” China Handle. 6,70 

PI 1297—Princess, 4 Ball Handle. 6.70 

SHAMPOO FIXTURES— 


Pi 1358—QuickC Double Basin Cock.12.00 

Pi 1359—Pedestal China Soap Dish with Drain.2.70 

PI 1360—Compression, as described.20.00 

Pi 1363—Quicko, as described.20.00 


MIXOMETER FIXTURE—H2285—Built-in Mixometer, $53.35. 
LAVATORY SUPPLY PIPES—Strictly I. P. Size—Pipes to 
Wall—Short Pattern, 6 in. x 7-in. 

Pi 1871—With W. H. Stop, $7.45; H-in., $8.70. 

PI 1372—With C. I. Stop, %-in., $8.15; 4-in.. $9.35. 

PI 1378—With L. K. Stop, % in., $7.45; 4 in.. $8.70. 
LAVATORY PLUGS AND CHAIN STAYS— 


P11395—P. O. Plug for Porcelain Enameled Lavatory.. 1.00 

PI 1396—P. O. Plug for Vitreous Lavatory . 1.70 

PI 1397—Chain Stay for Vitreous Lavatory.70 


COMBINATION SINK AND SUPPLY FAUCETS—PI 1425— 
Quicko, Swing Spout, No. 100, Classic or Faultless, $10.70. 
NICKEL PLATED SINK AND LAVATORY TRAPS— 

Tubing Pattern, less Cleanout— 

P11450—14-in. Plain “P’’ $2.00; 14 in.. $2.00. 

P11451—14-in. Vented “P,” $3.00; 1 4 in.. $3.15. 

Pi 1456—14-in. Bag, $4.70; 14-in., $4.60. 

P11462—14-in. Plain “8,” $2.70; 14 in., $2.70. 

PI 1463—14-in. Vented “8,” $3.60; 14-in., $4.00. 

With Cleanout— 

PI 1450—14-in. Plain “P,” $2.80; 14-In., $2.70. 

Cast Brass Traps with Cleanout— 

P11450—14-in. Plain “P’’ $2.75; 14-in., $2.70. 

P11451—14-in. Vented “P," $3.75; 1 4 in., $3.95. 

PI 1456—14-in. Bag, $3.75; 14 in.. $4.75. 

P11458—14-in. “P^* (N. Y. Reg.), $2.70; 14-in., $8.10. 
P11462—14'in., Plain ^‘8’’ $3.20; 14-in., $3.40. 
P11463—14 in. Vented “8,” $4.15; 14-in.. $4.35. 
COMPRESSION BIBBS—HlOO—4in. Rough Plain 888, 
$1.05; Finished, $1.30; Nickle Plated, $1.55, %-in. Rough, 

$1.85; Finished, $1.65; Nickel Plated, $2.00. 

H102—4-in. Rough Hose 888, $1.20; Finished, $1.50; 
Nickel Plated, $1.70. 4-in. Rough Hose, $2.20; Finished, 

$1.85; Nickel Plated, $2.10. 

Hi 10—4-in. Rough Plain SOT, $1.20; Finished, $1.45; 
Nickel Plated, $1.70. %-in.. Rough Plain SOT. $1.65; Fin¬ 

ished, $1.90; Nickel Plated, $2.05. 

H112—4 in. Rough Hose SOT, $1.35; Finished, $1.65; 

. Nickel Plated, $1.90. 4-in. Rough Hose, $1.70- Finished, 

$2.04; Nickel Plated, $2.30. 

H135—4 in. N. P. Plain Adj. Flange, $2 25; %-In., $2.80. 
H137—4 in. N. P. Hose Adj. Flange. $2.45; 4-in. $8.00. 
Hi40—4-in. N. P. Plain Set Screw Flange, $2.10; 4-in., 
$2.50. 

H142—4 -ln. N. P. Hose. $2.25: 4-in.. *2.70. 

H365—4-in. N. P. Comp. Stub W. T. Bibb. Plain, $1.50 
H867—4-in. N. P. Comp. Stub W. T. Bibb, Hose, $1.70. 
QUICK COMPRESSION BIBBS— 

H410—4-in. Nickel Plated. Plain SOT, Metal Handle, 
$2.55; 4-in., $2.95. 

H412—4-in. Nickel Plated, Hose, SOT, Metal Handle, 
$2.75; 4-in., $3.20. 

H418—4-tn. Nickel Plated, Plain SOT, China Handle, 


$8.16; 4-in., $4.29. 

H4i4—4-in. Nickel Plated, Hose SOT, China Handle, 
$8.20; 4-in. Nickel Plated. Hose SOT, China Handle, $4.60. 

H435—4-in. Nickel Plated, Adj. Flange, $2.85; 4-in., 
$8.80. 

H487—4-in. Nickel Plated, Adj. Flange, Hose, $8.10; 
4-in., $8.50. 

H488—4-in. Nickel Plated. Plain, $3.80; 4-in., $8.70. 
H439—4-in. Nickel Plated. Hose, $3.50: 4-in., *3.95. 
H440— 4-in. Nickel Plated Plain S. S. Flange, Metal 

Handle, $2.65; 4-in., $3.05. 

H442— 4-in. Nickel Plated, Hose, S. S. Flange, Metal 

Handle. $2.90; 4-in.. $3 30. 

H443—4-in. Nickel Plated, Plain, S. 8. Flange, China 

Handle, $3.05; 4-in., $3.50. 

H444— 4-in. Nickel Plated, Hose, 8. S. Flange, China 

Handle. $3.30; 4-in., $3.60. 

SELF-CLOSING BIBBS—H478—4-in. Finished, Plain SOT, 
$2.80; Nickel Plated. $3 00. 

FULLER BIBBS—H510—4-in. Nickel Plated, Plain SOT, 
$2.25; 4-in.. $2.60. 

H512—4-in. Nickel Plated, Hose SOT, $2.50; 4 in., 

$2.85. 

H540— 4-in. Nickel Plated. Plain 8. 8. Flange, $2.90; 
4-in.. $3.30. 

H542—^-in. Nickel Plated, Hose 8. 8. Flange, $3.15; 

4-in.. $3.55. 

GROUND KEY BIBBS—H575—4-in. Finished, Plain SSS, 
$1.45; 4-in.. $2 05. 

H577—4 in. Finished. Hose SSS, $1.75; 4-in.. $2.25. 


H585—4 -in. Finished Plain SOT, $1.65; 4-in., $2.25. 
H587—4-in. Finished, Hose SOT, $1.85; 4-in. $2.35. 
COMPRESSION STOPS—H600 and H603—4 in. Rough I. P. 
both ends T. H., $1.15; %-in., $1.43. 4-in. Nickel Plated 

both ends T. H.. $1.95; %-in., $2.35. 

H605 and H608—4-in. N. P. I. P. both ends W. H., 
$2.15; % in., $2.65. 

H615 and H618—4 x 4-in., O. D. T. H. or W. H. N. P., 
$1.50. 4x9-16 in. O. D., $1.50. 4xll-16-in., 0. D., $1.75. 

H620 and H623 — 4-in. I. P. both ends Finished, $2.15. 
4-in. I. P. Nickel Plated, $2.60. 

SELF CLOSING STOPS—H640 and H641—4-in. I. P. both 
ends N. P.. $3.65. 

COMPRESSION SILL COCKS—H650 to H664—4 in. Angle 
Pattern. $1.45; 4-in., $1,60. 

BOILER DRAIN COCKS—H655 and H658—4-in., $1.10; 
4-in. Rough N. P. Male, $1.10; 4-ln., $1.45. 

11656 and H659—4in. Rough N. P. Female, $1.10; 4-ln, 
$1.45. 

11700—4*in. TH or LH Stops, Solid Head, $1.45; %*ln. 

$2.05. 

H703—4-in. TH or LH Stop and Waste, $1.50; %-in^ 

$2.10. 

GROUND KEY STOPS AND STOP AND WASTES—H7aO and 
11731 — 4-in. TH or LH Stops, Loose Handle, $1.30; %-tn, 
$1.85. 

H733 and H734—4-in. TH or LH Stop and Waatea, Looae 
Handle. $1.35; % in.. $1.90. 

COMPRESSION BASIN COCKS—H852—No. 14 Midget Ba 
sin Cocks, Psir, $3.40. 

H855—No. 2 Medio Basin Cocks, Pair, $4.20. 

11856—No. 2A Medio Basin Cocks, Pair, $5.25. 

No H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. 

QUICKO BASIN COCKS—H901—No. 14, $3.35. 

H902—No. 2 Quicko Basin Cocks, $4.00. 

H903—No. 3 Quicko Basin Cocks, $7.50. 

H908—No. 5 Quicko Basin Cocks. $7.50. 

“Allwite** Quick Comp. Basin Cocks, $10.95. 

FULLER BASIN COCKS—H925—No. 0 Fuller Basin Cooks. 
$6.25. 

H926—No. 0 Puller Basin Cocks with Union. $6.90. 

SELF CLOSING BASIN COCKS—H950—“Stsndard** BaB 
Bearing, Cri>ss Handle, pair, $8.40. 

H95I—*‘Standard'* Ball Bearing, China Level, pair. 
$10.05. 

H970—"Standard" Boston, pair, $10.05. 

Junior Size liall Bearing 4 Arm Indexed Self Closing, pair. 

$7.90. 

DOUBLE BASIN COCKS—H980—Quicko Double Basin Ooeka, 
each. $12.35. (For China Soap Cup, see U11859.) 

Glauber "Winton," Nu-Rapid—Double Baain Cock with 
Gooseneck and Chins Index Lever Handles, 12*in. C to O ef 
Cock Holes, $19.35. 

PANTRY COCKS— 

HlOOO—No. 1 Compression, psir. 7.82 

HlOlO—No. 1 Quicko, pair.. 8.65 

H1015—Quicko, Double, each.10.85 

HI030—No. 1 Fuller, pair. 8.80 

SLOP SINK COCKS— 

H1070—Compression.19.50 

H1075—Fuller.19.50 

DOUBLE BATH COCKS— 

HI 100—No. 3 Compression. 4.90 

H1105—No. 8A Compression... 5.25 

HI 142—No. 14 Quicko. 5.60 

H1150—No. 2 4L Quicko . 7.50 

Hi 152—No. 2 4 Quicko. 7.90 

HUGO—No 10 Quicko. 13.50 

Hi 170—No. 54 L Fuller. 4 90 

HI 172—No. 5 4 Puller. 5.25 

HI 175—No. 44L Puller. 4.90 

H1177—No. 44 Fuller. 5.25 

CHICAGO FAUCET COMPANY’S BRASS GOODS— 

A100—"Classic" N. P. Qustnrn Swing Spont Mixing 
Faucet with Index Lever Handles, $10.70 each. Extra 
Washers for same, $2.85 per hundred. 

A500—N. P. Quatum Plain Bibbs SOT, I>eta<diable Ta¬ 
pered Shank, 4-in-. $3.00. 

A900—N. P. Quatum Plain Bibbs with Detachable Shank, 
Adjustable Screw Flange, 4 -in., $8.85. 

A1600—N. P. Quatum Single Pantry Cook with Chinn 
Lever Handle, $5.90. 

A1700 N. P. Quatnra Double Pantry Cock with Chinn 
Indexed Lever Handle, $17.40. 

A 1900—N. P. Quatum Basin Cock with Top China Indexed 
Lever Handle, $3.50. 

A2000—N. P. Quatum Basin Opok with Side Chinn In¬ 
dexed Lever Handle. $4.90. 

A2100—N. P. Quatum Double Basin Cock with Chinn In¬ 
dexed I^ever Handle, $14.70. 

A4500—No. 102 Amazon Basin Cooks, N. P. with Chinn 

Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all "Qnn- 
tnm" Bibbs, Basin Cocks, Bath Cocks, Pantry Cocks, Ball 
Cocks, etc.. Hot or Cold. 40c each. 

N. P. BRASS ANNEALED TUBING—4 -in. O. D. N. P. Bmsn 
Annealed Tubing, $24.00 per hundred ft. 

O. D. N. P. Brazed Brass Tubing—Per 100 ft. —H-in., 
$37.50; 4-in., $41.25; % in., $48.75; 1-In., $39.00; 14-in., 
*42.75; 14-in., $48.00; 1%-in., $52.60; 14-in.. $56.25; 
2 in., 75,00. i 
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PLUMBIMO GOODS—SETAH. HELTiTNO FBIOES—Oootllined 


Brass and Bnbbsr Ooods—Oontinaed. 


SEAMT.ESS BRASS PIPE—I. P. Size, per lb—H-in.,61c; 
Vi-in., 57c; ^-in., 53c; H-in., 50c; \-»n., 47c; 1 -in., 47c; 
IVfc-in., 47c; lV4-in.. 47c; 2in.. 47c; 2 ^ in.. 47c; 3-in., 
47c. 

Add 70 per cent for Nickel Plating Pipe. Add 10 cents 
for cut lengths. Add 75 per cent for Copper Pipe. 


lfI8CELa.ANKOUS BRASS TRIMMINGS— 

l^in. Laundry Tray Plugs, 1 V4 O. D. Tail Piece, doa.,. 19.90 
IVk-in. Laundry Tray Plugs, IVi I. P. Tail Piece, doz...19.90 


Fin. Brass Wash Tray Plugs, 1 ^ Met. Stopper, doz... 6.50 

N. P. Chain Stays, No. 1, doz.4 .50 

N. P. Chain Stays, Nos. 1 , 2, 8 , dozen. 5.20 

China Chain Stays, doz. 9.HO 

N. P. Chain Stay and Cock Hole CoTer. 6.75 

N. P. Basin Cock Hole Cover, doz.4.40 

N. P. Basin Chain wf. Snaps, No. 00, do. 1.50 

N. P. Basin Chain wf. Snaps, No. 0 , doz. 1.70 

N. P. Bath Chain wf. Snaps, No. 00, doa. 2.00 

N. P. Bath Chain wf. Snaps, No. 0 . . . . .. 2.40 

N. P. Basin Chain 12 Yd. Box, No. 00 , L. 2.10 

N. P. Basin Chain 12 Yd. Box, No. 0 , be. 2.50 

N. P. Basin Chain 12 Yd. Box, No. 1, ha. 3.10 

N. P. Basin Chain, No. 00 , per 100 feet.. 5.50 

N. P. Basin Chain, No. 0, per 100 feet. 6 .ho 

N. P. Basin Chain, No. 1 , per 100 feet.-. 8.50 

N. P. Basin Chain, 500-foot reels. No. 00 .. 5 30 

N. P. Basin Chain. 500 foot reels. No. 0-.. 6.40 

N. P. Basin Chain. 500-foot reels. No. 1 -. 8 30 

Beaded Basin Chains, per dozen. 8.50 

Beaded Bath Chains, per dozen. 8.90 

N. P. Chain Snaps, large, per dozen.26 

N. P. Chain Snaps, small, per dozen.24 

N. P. Chain “S’^ or ‘* 8 ’* Hooks, per dozen.48 

^•inch Threaded Brass Rod, per liiot.37 

^4-inrh Rough N. P. Brass Nuts, threaded through, 100. 6.40 
^ -ineb N. P. Brass Cap Nuts, per 100 . 5.60 


FAIRFACT8 BUILT-IN BATH ROOM ACCESSORIES— 

F 1—Built-in Paper Holder, 6x6.-. 8.80 

F115 and F125—Built-in Soap Holder, 6x6. 4.40 

F140—Built-in Grab Rail. 6x6... 8.80 

F150—Built-in Comb. Rail and Soap, 6x6... 8.80 

P160—Built-in Tumbler Holder, 6x6. 4.40 

F170—Built-in Sponge Holder, 6x6. 7.10 

BRAS8CRAFTERS AI.L WHITE ACCESSORIES— 

14086—Slab Soap Dish. 3.00 

14039—Wall Soap Dish ...2.90 

14076—Wall Soap Dish... 3.35 

14049—Wall S<»ap Dish .-. 4 30 

14073—Wall Soap Dish.. 3.00 

14044—Tub Rim Soap Dish... 2.60 

14080—Tub Rim Soap Dish.-. 3.50 

12306—6-inch Three arm Swinging Bar. 4.50 

12103—14-inch Three arm Swing Bar. .. . .. 5.90 

12518—%xl8-lnch Towel Bar. 3.35 

12524—24-inch Towel Bar... 3.75 

12530—30-inch Towel Bar...4.55 

11818—%xl8-inch Towel Bar... 4.00 

11824—24-inch Towel Bar. 4.40 

11830—30-inch Towel Bar... 5.00 

11612—1x12 inch Towel Bar.-. 5.90 

11618—18-inch Towel Bar.-. 6.40 

11624—24-inch Towel Bar. 6.60 

11630—30-inch Towel Bar. 7 35 

11912—lWxl2-inch Towel Bar.12.00 

14241—Wall Pattern Soap and Sponge Holder.11.70 

14502—Wall Towel Basket.19.90 

15124—Tnmhier and Toothbrush Holder. 4.80 

15118—Tumbler and Toothbrush Holder.4.95 

15167—Tnmhier Holder. 3.40 

15235—Combination T. T. B. and Soap.11.90 

15222—Combination T. T. B. and Soap. 8.15 

15150—Tooth Brush Holder .. 1.40 

15103—Tooth Brush Holder. 1.60 

15176—Tumbler Holder. 8.40 

15195—Tumbler and Toothbrush Holder. 4.80 

15192—Tumbler and Toothbrush Holder. 4.95 

1.5298—^Tumbler and T. B. and Soap.11.90 

15291—Tumbler and T. B. and Soap.8.15 

15297—Tumbler and T. B. and Soap. 6.95 

15293—^Tumbler and T. B. and Soap.12.70 

14811—Comb Tray . 6.70 

14800—Comb Tray... 6 95 

15752—6x24 Shelf.10.95 

15706—5x20 Shelf . 8.00 

15710—5x18 Shelf . 7.70 

15712—5x24 Shelf . 8 20 

15714—5x30 Shelf . 9.50 

15301—5x20 Rail . 4.55 

15202—5x24 Rail . 5.00 

15304—5x30 Rail . 5.70 

15.'^07—6x24 Rail . 5.75 

1543.5—Paper Holders (Roll) . 6.15 

15420—Paner Holders (Roll) . 2.90 

15451—Paper Holders (Sheets) .4.95 

1. 5 . 5 10—Hooks . .60 

15528—Hooks . 1.10 

15513—Hooks . 1.30 

15534—Hooks . 2.55 

15533—Hooks . 3.20 

13521—Hooks . 1.15 

15530—Hooka . 1.20 


15501—Hooks . 1.75 

14510—Stool .12.70 

CHURCH BATH ROOM TRIMMINGS— 

No. 2 White Pyralin Routh Bath Stool, Rub’r Bumpers. 19.15 

No. 7 While Pyralin Square Bath Stool, Cork Top.22.20 

No. 1 French Beveled Plate Glass Oval Mirror with 

W’hite Pyralin Frame, 16x4......84.30 

No. 2, same, 2ux28 .48.85 

No. 1, same. Oblong with Square Corners.42.50 

No. 2, same, 20x28 .42.20 

No. 3, same, 20-inch Round. 86.70 

No. 4, same, 24-inch .48.85 

BRASSCJRAFTERS NICKEL PLATED AC^CESSORIES— 

1612—1x12 inch N. P. Towel Bar. 4.55 

4600—20-inch Roller Towel Bar with I^ock. 5.75 

2112— 14-inch 2-arm Crystal Swing Rack. 8.40 

2113— 14-inch 3-arm Crystal Swing Rack. 4.55 

2818—%xl8-ineh Crystal Bar. 2.15 

282-4—24-inch Crystal Bar. 2.40 

2918—IxlS-inch Crystal Bar. 8.76 

2924—24-inch Crystal Bar. 4.20 

2930—30-inch Crystal Bar. 6.00 

2936—36-inch Crystal Bar. 0.70 

2618—%xl8-inch Opal Bar. 2.16 

2624—24-inch Opal Bar. 2.40 

2718—lxl8-inch Opal Bar. 8.95 

2724—24-inch Onal Bar. 4.86 

2730—30-inch Opal Bar. 5.10 

2736—36-inch Opal Bar. 6.80 

5610—5xl8-inch Crystal Shelf. 4.95 

5612—5x24 inch Crystal Shelf. 6.40 

5606—5x20 inch Crystal Shelf. 5.10 

5301—5x20-inch N. P. Shelf Rail. 8.60 

5101—Crystal Tooth Brush Holder.95 

5150—Opal Tooth Brush Holder. 1.00 

5108—N. P. Tooth Brush Holder.66 

5146—Comb, Tumbler and T. B. Holder. 1.70 

5191 and 5117—Tumbler Holder. 2.40 

5170—Tumbler Holder. 1.15 

5196 and 5141—Tumbler and Toothbrush Holder. 8.86 

5222—Tumbler, T. B. and Soap Holder. 6.60 

5291—Tumbler, T. B. and Soap Holder. 6.60 

5293—Tumbler, T. B. and Soap Holder. 9.00 

5298—Tumbler, T. B. and Seap Holder. 9.85 


DRAIN COCKS—El739—T. H. Compression for Range Boiler 
Hose or Plain Rough, N. P., H-inch $ 1 . 00 ; Hx%, $1.10. 
URINAL CO(?KS—E1765—Self Closing N, P., V4*ineh, $8.10. 
BALL COCKS—El771—Silent Vi-inch O. D. without Integral 
Stop, less Ball and Stem, $1.10. 


BASIN COCKS— 

El876—N. P. Ck>mp. 4-ann China Index Brasi Handle 

with Nut for O. D. Tubing. I .95 

El887—N. P. Comp. 4-arm, All China Index Handle 

with Nut for O. D. Tubing. 1.90 

E1902—Rapidae N. P. China Index Side Lever Handle 

with Nut for O. D. Tubing. 2.70 

E1905—Rapidae N. P. China Index Top Lever Handle 

with Nut for O. D. Tubing. 2.26 

£1912—Rapidae N. P. d-arm. All (Thina Index Handle 

with Nut for O. D. Tubing.. 2.95 

E1915—Rapidae N. P. Double Chine Index Side Lerer 
Handle with Special Br. Y. with Nut for O. D. Tub. . . .10.40 
E1926—Rapidae N. P. (Hiina Index Side Lever Handle 

(large pattern). Nut for O. D. Tubing. 5.80 

E1985—Self Closing N. P. 4-arm Brass Handle C^ina 

Index Nuts with Nut for O. D. Tnbing. 8.60 

E1995—Self Closing N. P. China Index Lever Handle, 

Plain Brass Nut with Nut for O. D. Tubing.4.20 


0L08ET8 AHD TBIMMIKOS 

CLOSET SEATS— 

L3500—White Seat, less Cover.18.85 

L3600—Birch Mahogany, lese Cover. 6.55 

L3700—Oak, less Cover. 5.86 

L3501—White Seat end Cover.14.85 

L3601—Birch Mahogany and Cover. 6.65 

L3701—Oak and Cover. 6.85 

B. O. T. Chnrch. B326. 47-lA, L8508—All White Seat 

and Cover, White Hinge.22.70 

L3515—White Crescent Seat ..14.40 

L3615—Birch Mahogany Seat.10.15 

L8615V4—Birch Mahogany, Cantonment Type. 6.20 

L3715—Oak Seat, Mahogany, Cantonment. 4 90 

L3715—Oak Seat, Cantonment Type.4.70 

L3516—White Crescent Seat and Cover.18.20 

L3616—Birch Mahogany Crescent Seat and Cover.10.70 

L8716—Oak Crescent Seat and Cover... .10.70 

L3520—White Horseshoe Seat ....16,70 

L3620—Birch Mahogany Horseshoe Seat.10.15 

L3720—Oak Horseshoe Seat.10.15 

L3521—White Horseshoe Seat and Cover.31.80 

L3621—Birch Mahogany Horseshoe Seat and Cover,.. 10.70 

L3721—Oak Mahogany Seat and Cover.10.70 

L3535—White Extended Seat CHoget Front.20.00 

L3635—Birch Mahogany Extended Seat (Tloset I^nt..l8.35 

L3735—Oak Extended Seat Closet Front .18.35 

T.3536—White Extended Closet Front with Cover.25.00 

L3636—Birch Mahogany Ext. Closet Front with Obver. 16.70 

L3736—Oak Extended Closet Front with Cover.16.70 

L356.5—White Extended Open Front and Back.21.70 

L3765—Oak Extended Open Front and Back.16.90 

L3566—White, Ditto, with Cover.26.70 

L3766—Oak, Ditto ... t*90.00 
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HARDWARE WORLD—PLUMBING AND HEATING 


PLUMBING GOODS—RETAIL SELLING PRICES—Oontinnad 


DRAINS 

DRAINS. CESSPOOLS. ETC.— 

Extra Heavy Stable Cesspool—12x12x10, $8.75 each; 16xl6x 
10. $11.25. 

C. I. PI. in Top Cesspools— 6 x 6 x 2 , $1.10 each; 9x9x3, $1.90; 
12x12x4. $3.35; 1.3x13x4, $3.95. 

C. I, Extra Heavy, Hinged Top—6x6x2, $1.75 each; 9x9x3, 
$3.15; 12x12x4, $7.50; 13x13x4. $9.40. 

Galvanized Refrigerator Drains, lV4-in. I. P., $1.60 each. 

Blake, Iron wf. B. W. Valve—^ 102 , 2-inch, $10.15 each; 

G103, 3-inch, $16.50; G104, 4-incn, $24.75. 

JOSAM DRAINS— 

I. P. Govt. Pattern—203A, 5x2-inch, $14.40 each; 207A, 
6x3-inch, $20.00; 2003A, 6x2-inch, $21.60. 

300—4-inch N. P. Strainer, 2-inch I. P., $8.15 each. 

Roof Drains—400, 4-inch, $14.40; 401, 5-inch, $17.55; 402, 
6 -inch, $19 20. 

Wood Roof Drains—400A, 4-inch, $19.20 each; 401A, 
inch $22.55; 402A, 6 -inch, $24.00. 

Floor Drains, 4-inch I. P.—500A, 10-inch, $13.15; 600, 8 - 
inch, $9.00. 

M. A J. SAFETY DRAIN WITH B. W. VALVE— 

2 -inch Flat Iron Top, $19.80 each; 4-inch Flat Iron Top, 
$28.95; 4-inch Raised Iron Top, $37.95. 

SHOWER STRAINERS— 

8 %-inch N. P. Top by IH’inch I. P. Female Outlet, P2998, 
$2.40 each; 4-inch ditto by 2-inch ditto, $2.70. 

5-inch N. P. Top by 2-inch I. P. Outlet Combination Drain 
and Trap. P2986, $10.35. 

PENBERTHY AUTO CELLAR DRAINERS— 

No. 1 , $32 25 each; 2 . $54.00; 3. $74.40. No. 1 , Non-Anto- 
matic, $21.90. 

Washing Machine Drainers, $4.20 each. Hoae and Adaptera, 

FIRE AND ROSE GOODS 

FIRE HOSE, RACKS, EXTINGUISHERS, ETC.— 

No. 901—Antex Electric Light Extension Reel with 


25 feet of Flexible Waterproof Cord.16.00 

No. BllOl—2H-gal, Badger's Chemical Extinguisher. .20.00 

No. B1107—Extra Hose with Nozsle. 1.50 

No. B1108—Hanger. 25 

No. B1106—8-oz. Acid Bottles.25 

No. B1114—Universal Soda and Acid Recharge.75 

No. 0—Fire Gun Extinguisher, 1 qt.10.00 

No. 1—Fire Gun Extinguisher, 1 % qt.12.00 

No. 2—Fire Gun Extinguisher, IH qt.14.00 

Universal Liquid for Recharging Fire Gun, per quart.. 1.75 
No. Bins —2H-gal. Foamite Firepan Extinguisner.. .30.00 

No. Bins —Pump Tank Extinguisher, 5-gal.15.00 

No. M 1201 — 1 -pint Safety Gasoline Cans. 8.00 

No. M1204—l-quart Safety Gasoline Cans. 3.85 

No. M1202—2 quart Safety Gasoline Cans. 4.65 

No. M1205—1-gal. Safety Gasoline Cans. 5.35 

No. M1203—3-gal. Safety Gasoline Cans. 8.60 

No. M1206—5-gal. Safety Gasoline Cans.10.00 

No. M1207—6-gal. Justrite Oily Waste Can.6.65 

8 -gal. Justrite Oily Waste Can. 7.35 

10 -gal. Justrite Oily Waste Can. 8.00 

No. 8502—Small First Aid Kit. 7.50 


OA8 WATER HEATERS 


AUXILIARY TYPE— 

No. IH. Lion. No. 25 Ruud, 

Double Copper Coil. 19.70 
No. 2. Lion, No. 85 Ruud, 

Triple Copper Coil. .43.50 

STORAGE TYPE— 

Pittsburg or Ruud Multi- 
Coil Storage Heaters— 

No. Each 

30 . 50.00 

50 . 60.00 

100 .240.00 

200 .285.00 

300 .350.00 

500 .570.00 

Moment Valve Thermostats— 

No. E.ich 

30, ^-inch. 40.00 

50, %-inch. 40.00 

100, %-inch. 65.00 

‘ * 1 inch. 70.00 

1-inch. 70.00 

LEAD GOODS 

AND HALF SOLDER—500 lb. 

$30 70; Less, $32.00. 

EXTRA WIPING SOI.DER—500 lb. lots, 

$26.70; Less. $28.00. 

Wire S-»lder. Smooth, $33.35. 

CALKING LI'.AD—2000 lb. lots, $8.40; 

Less. $0.10. 

PIG LEAD—2000 lb. lots, $8.10; 500 lb. lots, 


200 , 

300, 


HAI.P 

lots. 


500, iH-inch. 80.00 

AUTOMATIC TYPE— 

Pressure Valve, Pittsburgh— 
No. Each 

2 (Old No. 50).105.00 

2H (New No. 50).,.120.00 

3 (New No. 60).105.00 

Thermostat Type Pittsburgh 
No. Each 

2H (New No. 55) . . .135.00 
8 (New No. 65).190.00 

4 240.00 

6 310.00 

8 410.00 

Combination Boiler and 

Heater— 

No. 30, Royal Auto. . 89.40 
No. 40, ditto with 

Thermostat .103.15 

Marvel, ditto, less 

Thermostat . 41.25 

No. 40, ditto. 50.00 


lots, $29.35; 100 lb. 
$25.35; 100 lb. lots. 


500 lb. lots, .«8.75; 


$8.40; Less, 


$8,75. 

SHEET LEAD—Full Rolls. $13.10; Cut Pieces, full width. 
$13.40; Cut Pieces, odd sizes. $14.40. 

'4 inch Load Tubing, $16.25, 

Bar Tin. $50,00. 

Block Tin Pipe, full reel and coils, $50.70. 

Block Tin Pipe, cut pieces, $68.70, 

LEAD BENDS—4x5V4xl0, $1.50 eaeh; 4x5^xl2, $1.70; 4x 
5^4x15, $2.00; 4x5Hxl8, $2.30; 4x5^x20, $2.50. 4x10x10, 

$1 95; 4x10x12, $2.15; 4x10x15, $2.45; 4x10x18, $2.75; 
4x10x20 $2.90. 

LEAD FIFE—^-inch to m-inch, full reels and coils, $11.75; 


2, 3, 4-inch Lead Soil Pipe, full lengths, $11.75; Other 
sizes 214 to 5-iuch, full lengths, $12.40; Cut Pieces, all sizea, 
$13.10. 

Note—Add to lead pipe when full reels are taken $2.70 
per reel. 

Wood reels when returned to American Smelters Securitiee 
Co., San Francisco, Cal., direct via prepaid freight will be 
credited at $ 2.00 each net, no freight allowance, on receipt 

of prepaid B. L. 

LEAD WASHERS—$26.20 per 100 lbs. 

LEAD WOOL—$18.70 per 100 lbs. 

TR.APS—Standard —1 >4 Short “P,” 50oeaeh; Long •*P,” 
75c; 1V4 Short “P,” 75c; 1V4 Long “P,** $1.05. 

Short “S," 60c; 1 % Long ^‘ 8 ,” 95c; IH Short “ 8 ,” 00c. 
Lon«? “ 8 ,” $1.35. 

Extra Heavy— 1*4 8 hort “P,** 80c each; 1% Long **P,** 
$1.15; 1 ^ Short “P,” $1.10; 1 ^ Long “P," $150. 1*4 

Short “S,” 90c; 1 % Long “ 8 .” $1.45; 1V4 Short •* 8 ," 
$1.25; 1 % Long “ 8 ,” $1.95. 

COMBINATION BENDS AND FERRULES—4x6o4xl2, $2.20 
each; 4x5 ^xl4, $2.40; 4x5Hxl6. $2.60. 

COMBINATION FERRULES, LEAD AND IRON—4x4, 50c 
each; 4x6, 85c; 4x8, $1.05; 4x10, $1.25; 4x12, $1.40: 
4x14, $1.60; 4x16, $1.75. 

Lead Traps and Bends not shown above—Barrel lots, 
plus 40 per cent; Less, 50 per cent. 

Lead Drum, Traps, Comb, Lead and Iron Ferrulea and 
Bends, and Soldering Nipples—Barrel lota, plua 40 per cent; 
Less, 50 per cent. 

PIPS 


IPB— 


Wrought Steel 

Wrought Iron Standard 

Random 


Blk. 

Gal. 

Blk. 

Gal. 

Thread 

V4.. 


4.80 

7.00 



.i 6 



4.95 

7.40 

11.10 

14.35 

.16 



4.95 

7.40 

11.10 

14.35 

.16 



6.35 

8.15 

11.35 

14.55 

.16 



7.90 

10.00 

13.90 

17.55 

.16 

1 


11.15 

14.30 

19.95 

25.35 

.18 

1 %.. 


15.10 

19.35 

26.95 

34.30 

.22 

m.. 


18.00 

23.15 

82.20 

40.95 

.24 

2 . . 


24.15 

81.10 

46.40 

57.70 

.30 

2 H.. 


39.95 

51.15 

74.00 

87.15 

.46 

3 . . 


52.15 

66.95 

96.75 

113.95 

.60 

3V4.. 


67.20 

84.90 

116.35 

163.15 

.76 

4 


79.55 

100.95 

137.90 

193.30 

1.06 

5 . . 


112.15 

141.75 

207.30 

262.30 

1.66 

6 . . 

7 


145.55 

200.00 

184.00 

253.35 

268.90 

840.50 

2.10 

2.56 

8 , 25 

9 . . 

ib. 

209.35 

294.70 

265.35 



3.00 

3.76 

10 , 82 
12 

ib. 

320.00 

412.00 




4.50 

7.50 


Cutting Charge —% Standard Threading. All pricea quoted 
per 100 feet. 

Plugged and Reamed—2-in., $40.00; 2H-in., $65.05; 3-in . 
$86.40. 

PIPS FITTIH08 

CAST IRON—BLACK— 




% 



1 

iH 

2 

3 4 

Bends, Y. 



.31 

.48 

.52 

1.00 

1.43 

3.80 6 08 

Bends, Rt. O.P 

... 



.40 

.46 

.84 

1.25 

3.34 9A8 

Bends, Rt. CP 



.27 

.81 

.32 

.62 

.87 

2.58 7.60 

Bushings .... 

.05 

.05 

.05 

.06 

.08 

.12 

.18 

.39 .65 

Crosses . 



.24 

.32 

.41 

.81 

1.14 

8.04 ... 

Elbows, 90 dg. 

.08 

.08 

.09 

.12 

.16 

.81 

.43 

1.14 1 ‘‘7 

Elbows, 45 dg. 

.09 

.09 

.11 

.15 

.18 

.37 

.52 

1.37 2.20 

Elbows, Red. . 


.09 

.11 

.14 

.18 

.35 

.49 

1.29 2.13 

Plugs . 

.08 

.03 

.08 

.04 

.05 

.09 

.13 

33 .5* 

Tees . 

.12 

.12 

.14 

.18 

.23 

.44 

.63 

1.67 2 6f 

MALLEABLE—BLACK— 







Bends, Rt. OP. 



.26 

.32 

.54 

1.26 

1.62 


Bends, Rt. CP 



.21 

.24 

.46 

.74 

1.06 


Caps. 

.04 

.04 

.06 

.10 

.12 

.22 

.36 

.86 i 42 

Crosses . 

.08 

.14 

.20 

.28 

.46 

.58 

.96 

2.86 5 46 

Crosses, Red. 


.12 

.22 

.30 

.54 

.66 

1.18 

8.46 6 66 

Couplings. WI 

.10 

.10 

.12 

.16 

.24 

.38 

.50 

1.08 1 -ir 

Elbows, 90 dg. 

.06 

.08 

.10 

.08 

.14 

.28 

.48 

1.42 38 

Elbows, Red. . 

.16 

.10 

.12 

.18 

.20 

.34 

.62 

1.78 3.30 

Elbow", 45 dg. 

.04 

.04 

.08 

.14 

.20 

.32 

.62 

1.38 2 76 

Elbows, St. 

.04 

.06 

.10 

.18 

.18 

.32 

.62 

2 04 4.76 

Locknuts .... 

.02 

.02 

.04 

.10 

.14 

.18 

.26 

.58 1.04 

Reducers .... 

.10 

.06 

.08 

.12 

.20 

.24 

.42 

1.14 19' 

Tees . 

.06 

.10 

.12 

.10 

.16 

.38 

.64 

1.76 3 50 

Tees, Red. . . 

.18 

.12 

.16 

.22 

.22 

.48 

.84 

2.18 4.42 

Tees, 4-way . . 


.10 

.18 

.22 

.40 

.96 

1.52 


MALT.EABLE—GALVANIZED— 







'4 

% 

Vi 


1 

1V4 

2 

3 4 

Bends, Rt, OP 



.38 

.48 

.78 

2.06 

2.68 

5.94 .. 

Bends. Rt. CP 



.34 

.36 

.66 

1.18 

1.88 


Caps . 

.06 

.08 

.08 

.14 

.18 

.36 

.58 

1^42 2 3< 

Crosses . 

.10 

.20 

.30 

.42 

.66 

1.04 

1.66 

4 .76 9 02 

Crosses. Red. 


.18 

.32 

.46 

.80 

1.14 

1.90 5.70 10 9? 

Couplings. WI 

. io 

.14 

.18 

.24 

.32 

.58 

72 

1 44 2 52 

Elbows, 90 dg. 

.08 

.12 

.14 

.14 

.24 

.48 

.80 

2.3 8 5 in 

Elbows, Red. 

.22 

.14 

.18 

.26 

.30 

.58 

1.04 

2 94 6 12 

Elbows, 45 dg. 

.06 

.08 

.12 

.20 

..30 

.62 

.96 

2.2 3 4 60 

Elbows. St. 

08 

.10 

.16 

.28 

.30 

.54 

1.04 

3.42 8 0-5 

Locknuts .... 

.04 

.04 

.08 

.14 

.20 

.26 

.42 

.90 1 72 

Reducers . . . . 

.14 

.08 

.12 

.18 

.28 

.40 

.68 

1.90 3.,50 

Tees . 

.10 

.16 

.18 

.18 

.28 

.64 

1.12 

2 9<i .5 94 

Tees. Red . . . 

.18 

.20 

.22 

.34 

.36 

.80 

1,38 

3-62 7 36 

Tees, 4-Way . 


.16 

.26 

.34 

.60 

1.34 

1 

2.24 
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RETAIL SELLING PRICES—Continued. 


NIPPLES—WROUGHT IRON—Per 100 —Black— 




% 

Vk 

%. 

1 

1 ^ 

2 

8 

4 

Cl. Sh_ 

8.42 

4.28 

4.80 

6.40 

10.40 

14.40 

38.40 

72.68 

Long 


5.14 

5.98 

7.20 

10.40 

16.00 

21.60 

57.60 

102.60 

4-in. 

Long 

5.98 

6.84 






• • • • 

5-in. 

Long 

6.84 

8.56 

8.80 

12.'66 

20.00 

25.00 


• • • • 

6 -in. 

Long 

8.56 

10.26 

10.40 

14.40 

23.20 

30.40 

08.66 

• •• • 

NIPPLES—GALVANIZED—Per 100 — 




Cl. Sh. .. 

5.40 

5.40 

6.84 

9.40 

17.96 

23.08 

59.86 

121.50 

Long 


9.90 

9.90 

11.98 

16.24 

29.92 

40.18 

94.06 

168.80 

4-in. 

Lg. . 

10.80 

11.70 





• « « • 

.... 

5-in. 

Lg. . 

13.50 

14.40 

isiio 

26!52 

83.3A 

44.46 


... 

6 -in. 

Lg. . 

15.30 

16.20 

17.96 

28.94 

89.34 

52.16 

iiiiie 

... . 


PIPE OUT TO ORDER 

On Pipe eat to iMcified len^rtha, where the loai oeeaaioned 
by cattinf ap atocK lengths la assumed, a higher price it 
charged than for pipe in random lengths. This adTance covert 
the pipe only, and there is an extra charge for cutting and 
threading at follows: 

(11 Pipe ent to special lengths and threaded both ends, two 
threads are charged for each piece of pipe furnished, and no 
charge made for the cut. 

(2) Where one end of the pipe is left blank, the charge It 
for one thread and one cut on each piece, the price of the eat 
being one-half of the threading list. 

(3) Where both ends are left blank, a charge It made for 
all cuts and for the one thread necessary to make the remain¬ 
ing scrap salable. This applies to whatever the number of ent 
pieces mav be. 

(4) When pipe it made np to sketch, all couplings ns d 
are charged for and all pipe is charged at cut length prices. 

(5) When pipe of anv sixe is furnished in exact lengths 
longer than one random length by coupling on a short piece, 
the cot price is charged for the entire length. All couplings 
furnished are charged for, but only two threads. This applies 
to whatever number of random lengths may be included m the 
run. 

( 6 ) A customer can make his own measurements, and to 
call for the exact lengths necessary to make up the run 
required, which will be charged at the cut price with two 
threads with additional charge for any extra couplings fur 
nished. 

(7) In the case of an order for specified amount of pipe, 
WHERE EXACT MEASUREMENTS ARE NOT ABSOLUTELY 
NECESSARY, the cut length price may be charged for the last 
piece furnished necessary to equal the amount called for after 
the random measurements have been ascertained. 

( 8 ) When pipe is furnished in random lengths by customer 

(he assuming the loss on the scrap), to be cut to order, the 

actual work done is charged for; that is, all cuts and all 

threads actually made. In such cases the scrap belonging to 
the customer, and no credit allowed for same. 

(9) In charging cut pipe, no allowance is made for coup¬ 
lings or for threads already on the pi^e. 

( 10 ) Where pipe in sixes to 2 feet inclusive Is cut on 
roller cutter in pieces of 12 inches or less and not reamed or 
threaded, one cut is charged for each piece at one-quarter of 
the Threading list. 

PLUMEERE* TOOLE 

STOCKS AND DIES—Walworth Standard Stocks and Dies 
(Solid Die Type)—No. 0, complete, *^-inch to H-lnch, 

$10.40 each; No. 1. V4 inch to l-inch, $13.65; No. 1^, ^- 

inch to li^ inch, $12.35; No. 1 %, $12.35; No. 2 , 1%-inch 
to 2 inch, $18.85; No. 3, 2^-inch to 3-inch, $45.50. 

E.xtra Dies and Bushings—List plus 50 per cent. 

Miller s Reversible Ratchet Stocks and Dies—**B” com¬ 
plete, * 4 -inch to l-inch, $ 21.20 each; “C,” 1 -inch to 1V4- 
inch, $24.05; “D,” lV 4 -inch to 2-inch, $28.10. 

Extra Dios. Bushings and Die Frames. List plus 30 pei 
cent. All other Parts. List plus 40 per cent. 

Armstrong Stocks and Dies—No. 1, % to H-inch, $10.80 
each: No. 2 . V4 to l-inch, $14.40; No. 2H, ^ to 1 ^-inch, 
$16.80; No. 3, 1 to 2 inch, $25.20. 

Extra Dies—List plus 30 per cent. All other Repairs 
list plus 30 per cent. 

Toledo Stocks and Dies—No. 00 complete, % to %-inch. 
$82.00 each; % to %-inch, $27.20; % to Vi-inch, $16.00. 

Dies with Heads—% or %-inch, $4.80; Vi or ^-inch, 
$5.60. 

Extra Dies (4 segments), all sixes, $3.20 each. 

Ratchet onlv, $4.80. 

No. 0 complete, V4 to %-inch, $25.60. R. H. Dies, com¬ 
plete, 8 sets, $12.00. L. H. Dies complete, 5 sets, $20.00. 

No. 1 complete, 1 to 2 -inch, $31.20. 

1 -A Ratchet complete, 1 to 2 -inch, $39 04. Dies complete 
(3 sets), 1 %, 1V4, $8.30. Same. Single Set, 4 nieces, $2.76. 
2 -inch Dies for No. 1 or 1-A. $3.76. 

No. 2 complete. 2V4 to 4-inch, $110.00. Dies, complete, 4 
sets. $35.20. Dies, single sets. 5 pieces, $8.50. 

No. 3 complete. 4*4 to 8 -inch, $330.00. Dies, complete. 
5 sets, $ 66 . 00 ; Dies, single sets. 5 pieces. $13.20. 

No. 4 complete, 9, 10 and 12-inch. $550.00. Dies complete 

3 sets, $66.00. Dies, single set. 5 pieces, $22 oo. 

No. 10 complete, 1 to 2-inch, $36.40. R. H. Dies complete, 

4 pieces. $5.52. L. H. same, $5.52. 

No. 10-A Ratchet, complete. 1 to 2-inch. $44 20. 

No. 25, complete, 2V4 to 6 -inch. $253.04. Dies, complete. 
4 pieces, $8.80. All other repairs, list plus 30 per cent. 

Toledo Power Drive, D. C. or A. C. Motor, $660.00 each. 

Beaver Stocks and Dies—No. 3 Ratchet, complete. % to 


1- inch, $43.20 each. Extra Die Heads and Chasers, Vft-lneh, 
$5.40. Same, % or ^-inch, $6.30; l-inch, $7.20. Extra 
Chasers, any sixe (4), ^4.50. 

No. 6 Beaverette, complete, V4to %-inch, $24.00. Extra 
Dies, per set, $4.50. 

No. 25, complete, 1 to 2 -inch, $39.00; Extra Dies per aet. 
$5.75. 

No. 26 Ratchet, complete, 1 to 2-inch, $45.50. 

No. 41, complete, 2V4 to 4-inch, $118.00. Extra Dies 
per set, $18.50. 

No. 6 i complete, 2V4 to 6 -inch, $264.00. Extra Dies, 
per set, $28.00. Other Repair Parts, List plus 50 per cent. 

WRENCHES—Warnock Brass Pipe Wrenches— 12 -inch, % to 

2 - inch, $5.00 each; 18-inch, 1 to 5-inch, $ 10 . 00 . Extra 
Straps— 12 -inch, $1.00; 18-inch, $2.00. Basin Wrench. 
$2.30; Spud Wrench for Radiator Nipples, $3.00. 

Vulcan Bijaw Pipe Wrenches—No. 30 or 10 , Vi to %-inch, 
$4.50 each; No. 81 or 11 , Vk to IVk-inch, $6.30; No. 82 or 
12 , V4 to 2 Vk inch, $9.00; No. 83 or 13, % to 4-inch, $12.60; 
No. 83 Vk or 13, 1 to 6 -inch, $16.20; No. 34 or 14, iVk to 
8 -inch, $19.80; No. 85 or 15, 2 to 12 -inch, $82.40. Extra 
Parts, List plus 100 per cent. 

Agrippa Chain Wrenches—No. 21, Vk to iVk-inch, $6.50 
each; No. 22 , V4 to 2 Vk-inch, $9.30; No. 23, % to 4 -inch, 
$13.00; No. 23 Vk, 1 to 6 -inch, $16.75; No. 24, IVk to 8 - 
inch, $20.50; No. 25, 2 to 12-inch, $38.50. Extra Parta, 
List plus 100 per cent. 

Walworth Bostong Wrenches—No. 0, 1 to 4-inch, $18.00 
each; No. 1 , 2 to 6 -inch, $32.00; No. 2, 2H to 10 -inch, 
$64.00; No. 8 , 8 to 14-inch, $120.00. 

Walworth Reversible Bostong Wrenches—No. 2, V4 to 3- 
inch, $13 20 each. 


PIPE CUTTERS—Barnes Three Wheel Type—No. 1. H to 1 
inch. $4.50 each* No. 2, Vk to 2 -inch, $ 6 . 00 ; No. 8 , IH to 
8 -inch, $10.00; No. 4, 2Vk to 4-inch, $20.00; No. 5, 4 to 
6 -inch, $30.00; No. 6 , 6 to 8 *inch, $40.00. Extra Parts, 
List plus 20 per cent. 

Knurled Wheels—No. 1 , 70o each; No. 2. 84o; No. 8 
$1.12; No. 4, $1.40; No. 5, $1.54. 

Saunders Roller Type—No. 1 , Vk to l-inch, $3.90 each; 
No. 2, 1 to 2 -inch. $5.96: No. 8 , 2 to 8 -inch, $14.30; No. 4 , 
2Vk to 4-inch, $23.40; No. 5, 4 to 6 -inch, 86.40. Extra 
Parts, List phis 40 per cent. 

Knurled Wheels—No. 1 , 70c each; No. 2, 84c; No. 8 , 

$ 1 . 12 . 

Trimo—No. 1 , Vk to IVi-inch. $4.95 each: No. 2, Vk to 
2-inch, $6.60; No. 8 , 1V4 to 3-inch, $11.00. Extra Parts, 
List plus 20 per cent. 

Beaver Square End—No. 1 , Vk, to l-inch, $27.00 each; 
No. 5, Vk to 2-inch, $30.00; No. 1 ^, 2Vk to 4-inch, $120.00. 

Extra Knives, per set—No. 1 , 81.80 each; No. 5, $2.24; 
No. 10 , $3.74. 

Toledo—No. 250, 2V4 to 6 -inch, $168.00 each. Extra 
Blades (Set of 4), $1.76. 

MISCELLANEOUS (TUTTERS—Ohesterton or Fletcher Oanre 
Glass Cutter, A5903, $4.00 each. 

Gasket Cutter, $1.80. 

PIPE TAPS AND REAMERS—R H. A4201—Vk to l-inch. 
List less 20 per cent; 1 V4 to 2 -inch, List less 10 per oent: 
2Vk to S-incn, List plus 40 per cent; 8 Vk to 4-inch, List 
plus 70 per cent.. 


L. H. A4201 and Reamers A4202—Vk to l-inch. List pins 
10 per cent; 1V4 to 2 -inch, List plna 82 ’^tr cent; 2 Vk to 
3-inch, List plus 70 per cent; 8 Vk to 4-incn, List pins 110 
per cent. 

Combined Drill and Tap--A4208, Vk to 4-inch, List plus 
10 per rent. 

Mueller Ratchet Reamer—ER E4850, % to lV4*in., $12.48 
each; E4851, % to 3-inch, $18.16. 

Reed No. 6 Bit Brace Taper Burring Reamer—Vk to 8 -ineh, 

$19.20 each. 

TORCHES AND FIRE POTS, C. ft L.—No. 81 Torch, 1 qt., 
814.60 each; No. 32, 1 qt., $15.36; No. 37, 1 pt., $18.06: 
No. 38, 1 pt., $17.66; No. 108. 1 qt., $14.60. 

No. 1 Firepot. 7 pts., $26.12 each; No. 5. 6 pts., $23.82; 
No. 10 , 1 gal., $14.40; No. 20, 1 gal. with Pump, $15.94; 
No. 21, 1 gal., $20.36. Parts. List less 4 per cent. 


RANGE BOILERS 


Standard Galvanised Ver¬ 
tical Pattern, High or 
Low Top- 


No. 


Each. 

18, 

12x36 ... 

_ 12.00 

24, 

12x48 ... 

.... 12.00 

30, 

12x60 ... 

_ 12.00 

40, 

14x60 ... 

_ 16.35 

.52, 

16x60 .. . 

.... 28.00 

66 , 

«2. 

18x60 ... 

.,. . . 48.00 

20x60 ... 

. 58.00 

100 , 

22x60 ... 

.... 80.00 

120 , 

24x60 ... 

. 90.70 

144, 

24x72 ... 

.146.70 

168. 

24x84 ... 

.135.35 

192. 

24x96 ... 

.160.00 


Extra Heavy Galvanized 
Vertical or Horizontal— 


No. Each. 

30, 12x60 . 14.70 

40, 14x60 . 19.35 

52, 16x60 . 37.35 

66 , 18x60 . 68.70 

82, 20x60 . 82.00 

100 . 22x60 . 112.00 

Double Extra Heavy, Ver¬ 
tical, six- year guaran¬ 
tee— 

30, 12x60 . 20.00 

No. Each. 

40, 14x60 . 26.70 


Standard Galvanized Hori¬ 
zontal— 

No. Each. 

30, 12x60 .. 13 20 

40, 14x60 . 18.00 

.52, 16x60 . 30.80 

66 . 18x60 .i. . . 52.80 


Graves 800-lb. W. P 6 - 
year guarantee Boiler, 
coated with heat proof 
blue enamel— 

No. Each. 


80. 12x60 
40. 14x60 


Digitized by 
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HARDH'ARE WORLD—PLUMBING AND HEATING 


RETAIL SELUNO PRICES—Oontinned. 


Range Boilers—Continaed. 

Extra Heavy, Horizontal 12-in. American Rinp. . 2.20 


or Vertical, with 1* 14-in. American Ring. . 2.55 
inch Steam Coil— 16-in. American Ring. . 3.60 

30, 12x60 . 43.3.5 18-in. American Ring.. 5.00 

40, 14x60 . 50.70 20-in. American Ring. . 6.00 

52, 16x60 . 76.70 22-in. American Ring. . 8.00 

66 , 18x60 .110.00 24-in. American Ring. . 9.35 

82, 20x60 .133.35 ^^-in. Range Boiler Relief 

100 . 22x60 .166.70 Valves . 2.00 

Boiler Stands— Vs-in. Stack Combination 

Hawks Universal.2.70 Relief Valves & Faucets. 

Sanders Adjustable . . . 2.15 Set 85 lbs. 7.35 

Foster . 2.15 Ditto, Set 150 lbs. 7.35 


SINKS AND FOUNTAINS 

WASH SINKS—(Less Bibbs and Trap)—F910, P6450—3-ft., 
$64.50; 4-ft.. $82.20; 5 ft., $100.00; 6-ft., $135.50. 

P6495, Enameled inside, less Siipplv Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in., $60.00; 72x2 l-in., $73.35. 

P6490, I^nameled inside, less Supply Pipe and Bibbs— 
4x24-in.. $60.00; 5x20-in., $76.00; 5x24-in., $85.35; 6x20- 
in., $96.70; 6x24-in., $112.70. 

DOUBLE WASH SINK COCKS—H1645, P6500, $7.35; P6501. 
$8.00; H1640, P6502, $8.85; H1635, P6503, $10.00; P6504. 
$ 10 . 00 . 

CHICAGO FAUCET DRINKING FOUNTAINS—A6700. $20.00; 
A700. with Trap. $18.00; A7100. Self Closing, $7.00; A7200. 
Self Closing, $5.35; A7400, Self Closing, Swinging, $11.00; 
A7700, Self Closing, $8.70; A7800, Self Closing. $7.00; 

A8000, Self Closing, Swinging, $14.00; A8100, Self Closing, 
Swinging. $12.70; A8600, Nozzle. V6 in.. I. P.. $1.50. 
GLAUBER DRINKING FOUNTAINS—H503A, $11.35; H504E, 
$10.40: H510A. $12.00; H510B, $12.00. 

MUELLER DRINKING FOUNTAINS—E3728, $8.95; E3729, 
$10.65. 

RUBBER MATS—P6990, for Interchangeable Drain Board— 
18xl8-in., $3.50; 18x24-in., $4.50; 20xl8 in., $3.70; 20x24- 
In., $4.70; 22xl8-in., $4.00; 22x24 in., $5.35. 

P6991, P6706-7, P6715-16, P6720-21—20x24-in., $3.70; 
20x30 in., $4.35; 22x36 in., $5.35. 

P6710—20x30-in,, $4.35; 22x32in., $4.70; 22x36dn^ 

$4.70. 

P6730-31. P6230-31—30x80-in., $4.35; 22x36-in., $5.35. 
P6814—22x26-in., $4.00. 

P6815-16—20x24-in., $3.70; 20x30-in., $4.35; 22jt30-iB., 
$4.50; 22x36 in.. $5.35. 

P6817-18, P6822-23, P6826-27—20x30-in., $3.50. 
ADJUSTABLE SINK LEGS—P6992—Type “A”—Painted, 
$2.65 each; enameled, $4.00. 

Type —Painted, $3.50 each; Enameled, $5.85. 


The Adjustable Sink Legs have an adjustment of 6 inchen, 
making it possible to set the Sink at any height ranging 
from 30 to 36 inches from floor to top of rim. 

SINK BACKS—K1176, C730, P7010—20-in., $5.70; 24-in., 
$6.80; 30 in., $7.50; 36-in., $10.90; 40-in., $12.50; 42-in.. 
$16.40; 48-in., $18.70. 

END PIECES—K1182, P7012—18-in., $5.70; 20-in., $6.20; 22- 
in., $6.90. 

FLAT RIM SINKS—K1160, C725, P7020, with Nickel Plated 
Duplex Strainer—12xl8-in., $6.80: 14x20-in., $8.80; 16x24- 
in.. $9.60; I8x24-in., $9.70; 18x30-in., $9.80; 18x36-in., 

$14.40; 20x24-in., $9.80; 20x30-in., $10.00; 20x36-in., 

$15.70; 22x36-in., $18.50; 20x40-in., $20.00. 

STEEL SINKS—New Era Galvanized—16x24-in., $5.30; 

18x30-in., $6.90; 18x36-in., $7.80; 20x30-in., $7.80; 20x36- 
in., $9.30; 20x40-in., $10.70. 

New Era, Painted—16x24-in., $4.40; 18x30-in., $5.60; 

18x36-in., $6.70; 2Ux30-in., $6.40; 20x36-in.. $8.00; 20x40- 
in., $9.35. 

GREASE TRAPS—No. 27 Wade—5-gal„ 10xl2-in.. $53.40; 10- 
gal., 12Mjxl4-in.. $93.40. 

SLOP SINKS—(Less Fittings)—K1200, 0750, P7200—16x20- 
in., $38.00; 18x22 in., $44.00; 20x22-in., $46.70; 20x24-in.. 
$49.40 

K1212, P7235—16x20-in., $34.00; 18x22-in^ $40.00; 

20x22 in., $42 00; 20x24 in., $44.70. 

K1230, C760, P7274—Enameled inside, with 2-in. outlet 
and N. P. Duplex Strainer—16xl6xl0-in., $11.40; 16x16x12- 
in.. $12.40; 20xl4xl2-in., $12.40; 20xl6xl2-in.. $14.00; 

22x20xl2-in., $18.00: 24xl8xl2-in., $16.40; 24x20xl2-in., 
$18.70; 30x20x12 in., $28.00; 36x20xl2-in., 33.40. 

SLOP SINK TRAPS—P72 80 to P7298—Enameled iaiide, 
$12.70; Enameled all over, $16.70. 

SEWBB PIPE 

VITRIFIED SEWER PIPE—3-inch, 22c per foot; 4-inch, 27c; 
6-inch. 38c; 8-inch. 52c; 10-inch, 75c. 

BRANCHES AND CURVES—3-inch. 85c each; 4-inch, $1.10; 
6 inch. $1.50; 8-inrh, $2.15; 10-inch, $3.00, 

TRAPS—3inch, $2.15 each; 4-inch, $2.70; 6-inch, $3.75; 
8-inch, $6.40; 10-inch, $8.95. 

TRAT8 AND ENAMELED URINALS 

LAUNDRY TRAYS—Less Fittings—K1248, P7800, $102.70. 

For additional hardwood Wringer Holder between lections, 
add $4.00. 

K1250. P7320—1-Section, $62.70; 2-8ection, $118.40; 8- 
Sectiun. $164.00. 

P7338— I Section. $56.70; 2-Section, $102.70; 3-8ection, 
$153.40. Without Wringer Holders, deduct $4.00 each. 

K1268, C830, P7350—1-Section, $29.40; 2-8ection, 

$58.70; 3-Section, $88.00. 

For Wood Covers, each section, add $6.70. 

For N. P. Union Strips, add $2.40 each. 


-BUSINESS OPPORTUNITIES-- 

Announeements in this department will be inserted at the rate of five cents a word, including address, 
with a minimum charge of $1.00; payable in advance. Copy should reach this office not later than the 
tenth of the month to secure insertion the following issue. 


POSITION AS MANAOEB 

Are you in need of a man capable of 
taking charge of your business; who is 
thoroughiv versed in modern methods of 
merchandising and store arrangement, and 
has made a success managing big business. 
Reputation speaks for itself. Highest ref¬ 
erences furnished. Address Box 24, care 
HARDWARE WORLD. 


BEPBESENTATION WANTED 
Factory Sales Organization, with staff 
of efficient salesman calling on jobbers 
and retailers in Hawaiian Islands, open 
to represent Pacific Coast lines—com¬ 
mission basis. Address Box 957, Hono¬ 
lulu, T. H. 


TO BUY HARDWARE STORE 

Would like to hear from owner of good 
Hardware Store for sale. State cash price, 
description. D. F. Bush, Minneapolis, 
Minnesota. 


POSITION AS SALES MANAGER 

Experienced building material salesman 
believes he can qualify for position as 
sales manager. lias made success man¬ 
aging branch office at San Francisco. Ad¬ 
dress Box 46, care HARDWARE WORLD. 


MERCHANTS—DO YOU WANT 
IMMEDIATE CASH PROFITS? 

Let us tell you how we turn goods on 
the shelf to cash in the bank. Investigate! 
The French Sales Co., Originators of ‘.he 
Community Club Sales Plan, 288 Fifth 
Street, Portland, Oreeon. 


SALESMAN WANTED 

Calling on the Implement, Hardware, 
House Furnishings, or Electrical trade to 
sell well known Tine of washing machines 
in Texas and New Mexico. Liberal com- 
miision to good representative. Write 
for details. THE DEXTER COMPANY. 
Fairfield. Iowa. 


GET 8BBVI0B AND GASH—BOTH 

Promises sound well, but it takes re¬ 
sults to ring the cash register. If you 
want a sale that will give you both, 
communicate with The French Sales Co. 
(Originators of the community Club Sales 
Plan), 288 Fifth St., Portland, Oregon. 


OPPORTUNITY 

Areo, Idaho, is the county seat and 
buying center for 4000 people, with a big 
future ahead. Reclamation project open¬ 
ing new lands. A number of silver-lead 
mines developing nearby. This town has 
no exclusive hardware store and is an 
excellent oportunity for a “live wire** to 
■jet in on the srround floor and^ grow 
nrosperous with the town. Think it over 
■md write to H. H. Scarborough, Idaho 
Falls, Idaho. 


POSITION WANTED 
Thoroughly reliable, hard-working, hard¬ 
ware, accessory and sporting goods man 
'v.mts position, preferably in small town. 
Twenty years' experience and still willing 
to learn. P. O. Box 122, Hanford, Cal. 


AN UNUSUAL OPPOBTUMITT 

Owing to the death of the principal 
owner, the Aluminum Jobbing business 
of O. S. Hamrick Company of l^s Angeles 
is offered for sale. The bnsinees hae been 
established almost ten years, over seven 
hundred accounts regularly sold. Every¬ 
one who handles aluminum in Southern 
half of California is a customer. The stock 
will invoice approximately $15,000. 

For further particulars address G. 8. 
Hamrick Company, 418 East 4th Street, 
Los Angeles, Caliiomin. 


FOB SALE 

Prosperous Hardware and Implement 
business, 75 miles from Los Angeles, on 
the Coast. Stock and fixtures will invoice 
about $30,000; gross sales last year, 
$80,000. Several valuable exclusive agen¬ 
cies go with this business. Building may 
be purchased on easy payment plan if so 
desired. Owner wishes to give entire time 
to other investments. Finest climate in 
Southern California. Address H. W. W., 
care HARDWARE WORLD. 


STOVE AND FUENAOE BALSSMAM 

Some good territory open for 1922. Com¬ 
plete line of enameled Stoves and Rani^cs. 
also Warm Air Furnaces. Commission 
proposition with drswing account. Give 
us experience and qualifications, and what 
territory now being covered. Correspon¬ 
dence confidential, Roesoh Enamel B^nge 
Co., Belleville, IHine4i/-%i^ 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not Lave the opportunity of checking op their 
prices often, we revise these prices eacn month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in flaring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 

Box 


Semi- 


Blank Rim Fire— 

Smkls 

Smkls 

22 Short . 

.20 


82 Short . 

.40 

T 

Blank, Center Fire— 



82 8 A W. 

.65 

T - “ 

38 S A W. 

.85 

.. - 

38 Long Colt . 

1.35 

... 

44 W C F . 

1.80 

t V 

Shot, Rim Fire— 



32 Long . 

.60 

.70 

82 Long . 

1.20 

r - - 

Shot, Center Fire— 



82 S A W. 

1.10 

.. . 

32 W C F. 

1.55 


38 8 A W. 

1.30 

.. . 

38 W C F.. 

1.80 


44 W CP.. 

1.80 

2.15 

44 X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

2.15 

Rim Fire, Ball— . . . . 



BB Capa . 

.. . 

.40 

CB Caps . 


.50 

22 Short . 

.30 

.85 

22 Short H P . 

.35 

.40 

22 Long . 

.35 

.40 

22 Long H P . 

.40 

.45 

22 Long Rifle . 

.40 

.45 

22 Long Rifle H P . 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F. H P. 

.65 

.70 

32 Win Auto. 

• • • 

.65 

22 Win Auto, H P. 

.. . 

.70 

25 Short Stevens . 

.70 

... 

25 Stevens . 

1.00 

.. . 

32 Short . 

.70 

... 

82 Long .. 

.80 

.. . 

88 Short .. 

1.15 

.. . 

88 Long .. 

1.25 

.. . 

41 Short .. 

1.05 

.. . 

Center Fire Pistol— 



32 Win SS . 

1.60 

1.80 

25 Colts Auto . 


1.60 

25 20 Single Shot. 

1*.76 

3.00 

25 20 Win . 

1.55 

1.90 

25 20 Win HV. 


2.20 

7.63 MM Mauser. 

,, , 

2.75 

7.65 MM Mauser . 

• • • 

2.75 

9 MM-Lnger . 

>■ • 

2.80 

82 Colts Auto . 

• • • 

1.76 

83 Colt’s Short . 

1.05 

1.15 

83 Colts Long . 

1.15 

1.30 

83 Colts Police Positive 

1.15 

1.30 

83 8 A W . 

1.05 

1.15 

83 8 A W Long . 

1.15 

1.80 

83-20 Marlin . 

1.65 

1.90 

83 Winchester . 

1.55 

1.90 

82-30 Win HV . 

... 

3.30 

85 8 A W Auto . 

.. • 

1.90 

88 Colts Anto. 


2.50 


38 Colts Short. 1.30 1.50 

38 Colts Long. 1.40 1.60 

38 C«»lts Police Positire. 1.40 1.60 

38 S & W. 1.40 1.60 

38 S A W Special. 1.60 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.60 1.80 

41 Colts Long DA. 1.85 2.10 

44 Bull Dog . 1.55 

44 8 A W Amer. 2.00 2.30 

44 8 A W Rub. 2.10 2.30 

44 8 A W Special.2.15 2.35 

44 Webley . 1.75 ... 

44 Winchester. 1.85 2.30 

45 Colts . 2.35 2.60 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

2.50-3O0O Savage . 1.75 

25 35 Winchester. 1.40 

25-35 Short Range. 1.40 

25 36 Marlin. 1.50 

25 Remington Rimleas. 1.40 

6 MM U § N. 2.30 

7 MM Spanish Mauser. 2.30 

7.65 MM Bel Manser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. 2.30 

803 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester. 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester SIf Ldg. 8.10 

32 Winchester Special. 1.60 

33 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 8.15 

351 Winchester Slf Ldg. 8.35 

88-55 Winchester Lead.. 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester. 1.60 1.80 

40-60 Marlin . 1.60 

40-60 Winchester. 1.50 

40-65 Winchester. 1.60 1.80 

40-70 Winchester .1.65 

40-72 Winchester . 1.60 1.95 

40-82 Winchester .1.65 1.95 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45 60 Winchester.1.60 

45-70-405 Oovemmeni... 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester.1.65 1.95 

SHELLS, LOADED- 
MEDIUM GRADE. 


BULK—SMOKELESS. 

12 8 drs. z 1 os., 24 grt. z 1 


ox., drop shot.$1.80 

8 drs. z 1 ^ ox., 24 grs. z 

1 % ox. drop shot. 1.25 

8 Vi drs. z iVi ox., 26 grs. 

z IVi ox., drop shot. 1.25 

8^ drs. z IH ox., BB shot, 

drop shot. 1.85 

3V4 drs. z Buck shot, drop 

shot . 1.85 

16 2% drs. z Ti ox., 22 grs. z 

Vi ox., drop shot. 1.15 

2% drs. z % ox., BB shot, 

drop shot . 1.25 

20 2 ^ drs. z % ox., 18 grs., z 

% ox., drop shot. 1.15 

HIGH GRADE SMOKELESS 

12 8V4 drs. z 1% ox., 26 grs. z 

IVi ox., chilled shot. 1.40 

8 Vi drs. z 1 Vi ox., 28 grs. Z 

1 Vi ox., chilled shot. 1.45 

16 2\ drs. z Vi ox., 22 grs. z 

Vi ox., chilled shot. 1.80 

20 2V4 drs. z % ox., chilled 

shot . 1.25 

2Vi drs. z Vi ox., chilled shot. 1.85 


Trap Loads— 

12 8 drs. z 1^ ox., 7H ehilled 1.85 
8Vi drs. z 1V4 ox., 7 Vi chilleA 1.40 
Black Powder—Loads— 

12 8V4 drs. z IH ox., drop shot 1.05 
Caps and Primers— 

Percussion .20 .... 

Musket Caps.25 .... 

Primers, 100 in box... .85 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Blaek few.— 


12, 16, 20 Ga., per 100. ... 1.50 

10 Ga., per 100... .. 1.66 

MEDIUM GRADE SMOKELESS— 
12. 16, 20, 28 Ga. per 100 .. 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE SMOKELESS— 

12. 16, 20, 28 Ga.. 2.80 

10 Ga. x>er 100. 2.40 

Empty Brass Shells— 

Best Qual. 12. 16, 20 

28, Boz 25. 2.76 

2nd QuaL 12, 16, 20 

28, boz 25. 2.10 

Wads— 

Cardboard, boz 250. .20 

Blaek Edge, Beg., boz 

250 .60 

Black Edge, V4 in., 125 

in boz. .40 

Black Edge, V4 in., 250 

in boz. .80 


ADZES—All makes of Lipped Ship Adxes, 4 to 6, 85.50; 
larger, $6.00. 

Lippincotts—House, $3.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 8 to 8Vi. $5.00; Standard Slicks, $4.75. 


ALUMINUM WARE. OAST— 


Griddles— 

Sixe 7 .2.85 

Sixe 8 . 8.25 

Sixe 9 . 8.75 

Sixe 10 . 8.35 

Sixe 12 . 8.90 

Kettles, Berlin— 

2 Vi qts.4.75 

4 qts. 5.50 

5 qts. 6.50 

6 qts. 7.25 

Kettles, Maslin— 

4 qta. . 4.25 

6 qts.4.76 

8 qts.6.25 

13 qts.8.65 

Kettles, Tea— 

Sixe 6 . 5.75 

Size 7 . 6.25 


Sixe 8 . 7.00 

Pans, Lipped Sauce— 

2 qts.3.85 

8 qts. 4.25 

4 qts.4.75 

Skillets— 

Size 6 . 2.85 

Size 7 . 3.00 

Size 8 . 3.50 

Size 9 . 4.00 

Spoons, Basting— 

15-inch .80 

Spoons, Mixing— 

18-inch .80 

Waffle Moulds— 

Size, 7, Low. 4.00 

Size 8 , Low . 4 25 

Size 7, Deep. 4 25 

Sire 8 , Deep. 5.75 


ALUMINUM WARE, PBBSSED— 


Boilers, Rice— 

1 Vi quart . 

8 quart . 

Gups— 

Collapsible . 

Measuring . 

Covers, Pot— 

7% inch .. 

8 Vi inch. 

9 Vi inch. 

10 Vi inch. 

11 Vi Inch . 

Kettles, Oonrez- 

2 quart . 

4 quart. 

6 quart . 

8 quart . 

10 quart . 

Kettles, Preserving— 

8 quart . 

6 quart . 

10 quart . 

14 quart . 

Kettles, Tea— 

5 quart . 

6 quart . 


8 quart . 6.25 

1.75 Ladles— 

2.75 Vi pint.25 

Moulds, Jelly— 

.15 2841 to 2848 .10 

.25 Pane, Biscuit— 

ll%x7VixlVi inch... .66 

.25 Pans, Bread— 

.25 9%x5Vix2Vi inch... .66 

.85 Pans, Cake— 

.40 Round, Plain, 8Vi in.. .85 

.60 Round, Plain, 9% in.. .40 

Rd., Loose Bot., 8 Vi in. .46 


1.10 Rd.. Loose Bot., 9% In. .60 
1.76 Square. Plain, 9Vi in.. 1.00 


2.10 Tube, Plain, 9 inch... .90 

2.50 Tube, Plain, 9% inch. 1.25 

2.85 Mountain 9^ inch.. .46 

Pans, Com Cake— 

1.10 6-cup.80 

1.75 12-cup . 1.60 

2.35 Pans, Dish— 

3.50 10 quart .2.75 

17 quart . AOO 


8.50 Pans. Fry— » 

4.75 9Vi inch . 

Digitized by V <OOQlC 
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BBTAHi SEXJJKG PBI0B8—Oontlnned. 


L. * O.—ROYAL BNAUEL WARE 


biggins, 0 )ffee 

0 . 80 

40 . 85 

Ladles, Deep 

100 . 25 

34 . 60 

Platea, Deep Pie 

89 . 25 

Cups and Bauesra 

800 . 45 

36 . 70 

00 . 1.00 

120 . 30 

Pam, Milk 

0 . 25 

11 . 80 

40 . 30 

D20 . 1.25 

800S.35 

111 .80 

Platea, Shallow Pie 
27 . .26 

030 . 1.45 

Boilers, Ooffes 

60 . 1.15 

Ouspidors 

10 .45 

Measures 

02 .80 

20.40 

80.40 

30 . 70 

04 . 50 

40 . 60 

Plates, Dinner 

30 . 40 

Pots, Firelees Cooker 

1450 . 1.90 

1850 . 3.75 

Pote, Coffee 

2 H . 60 

5 60 

25 75 

45 95 

Pots, Tea 

00 50 

80 . 1.50 

800 . 1.25 

06 . 95 

60 . 70 

100 . 2.50 

Boilers, Rice 

14 . 1.00 

Dippers, Oup 

10 . 85 

Dippers, Windaor 

110 . 85 

11 Graduated. .65 
Pails, Chamber 

9 . 1.50 

100 . 90 

130 . 1.00 

Pans, Convex Sauce 

02 55 

18 . 1.25 

40 . 2.00 

22 . 1.65 

Dippers, Suda 

4 . 70 

Pails, Water 

04 . 75 

26 . 2.25 

06 . 95 

Bowls, Wash 

26 . 40 

Dishea, Soap 

50, 60 . 80 

Fillers, Fruit Jar 

20 .25 

11 ^ 1 60 

010 . 1.35 

Pana, Bed 

1 . 8.00 

Pani^ Douche 

9 . 3.40 

012 . 1.65 

30 .60 

84 . 66 

Pana, Combination 
Sauce 

ID . 1.85 

Buckats, OoTsred 

21 . 40 

Flaska, Coffee 

10 .60 

lOT . 2.85 


23 . 60 

Funnele, Pieced 

01 . 25 

Pane, Bread 

11 . 40 

Pam, Lipped Sauce 

10 . 30 

20 . 80 

26 . 90 

Oil . 60 

28 . 1.15 

03 . 35 

18 . 55 

14 . 35 

101 . 90 

32 . 1.75 

05 . 45 

Pans, Caka 

9 . 85 

18 . 45 

102 . 1.00 

150 . 60 

06 . 60 

24 . 60 

Pota, Straight Snnee 

350 . 70 

Kettles, Convex 

03 . 65 

10. 69, 70 . 40 

200 . 45 

28 . 75 

450 . 80 

Pens, Straight Sauce 

250 . 80 


6.50 . 1.00 

05 . 85 

Pana, Oom Oake 

706 . 60 

026 . 1.85 

850 . 1.45 

08 . 1.15 

460 . 1.05 

1050 . 1.65 

010 . 1.40 

709 . 80 

650 . 1 80 

Pota, Soup Stock 

318 . 9.75 

886 . 18.76 

818 . 7.50 

286 . 11.86 

Boaatara 

150 . 3.90 

1250 . 1.95 

Bnakats, Dinner 

110 . 3.00 

112 . 2.85 

014 2.00 

020 2.75 

Kettlea, Lipped 
Preaerving 

14 . 45 

18 . 65 

712 1.05 

Pana. Muffin 

406 . 60 

419 . 1.00 

850 . 1.40 

Pana, Stew 
• . 40 

5 . 50 

6 . 66 

Hi . 3.76 

Pana, Deep Padding 

60 . 80 

ftOS . 1.65 

Pana, Oblong Stove 

04 . 40 

got . 1.85 

99 . 70 

150 . 40 

Ohaabera 

1 .50 

96 . 85 

800 . 60 

100 . 45 

180 . 8.60 

80 . 1.15 

500 . 60 

300 . 65 

Skinimen, Flat 

18 . 86 

2 . 75 

86 . 1.65 

800 . 80 

850 . 85 

8 . 1.00 

Ghamher Coveni 

10 . 25 

2C . 35 

ao . 40 

40 . 3.50 

60 . 8.75 

1000 .90 

Pana, Dish 

16 1.85 

80 . 1.10 

140 . 1.50 

450 . 1.10 

550 . 1.40 

Spoom, Baatinc 

10 . 20 

Kettles, Milk 

71 . 70 

78 . 1.00 

Pam, Square Stove 

110 . 80 

112 . 95 

14 . 35 

18 . 85 

Steamers 

7 . 1.50 

8 1.75 

Oolanders 

1.65 

74 . 1.20 

Kettles, Tea 

30 . 85 

210 . 9.00 

800 . 3.90 

114 . 1.25 

116 . 1.60 

8 . 95 

400 . 4.40 

120 . 1.85 

Bleepers, Tea 

8 . 70 

104 . 50 

50 . 1.00 

Pans, Riming 

08 . 1.05 

Pitchers, Molasses 

601 . 60 

806 , - - T T -70 

70 . 1.25 

Tube, Oral Foot 

0 . 1.50 

2 . * 00 

Caps 

8 Mng) . 35 

6 . 85 

8 . 20 

9. 10. 11. 35.. .25 

90 . 1.75 

100 . 2.00 

014 .. 1.35 

017 . 1.60 

Pitchers, Water 

9 . 1.20 

160 1.25 

180 95 

190 2.25 

Pans, Lipped Fry 

30 . 30 

82 . 40 

4 . 1.65 

5 . 1.20 

10 . 1.85 

4 . 8.35 

Tamers, Oaks 

14 . 35 


Pans, Convex Sauce- 

quart .65 

quart . 1.35 

quart . 2.00 

Pots, Fireless Cooker— 

quart . 1.35 

quart . 1.65 

8 quart .3.10 


iXiUMIlfUM WARE, PRESSED—Continued. 

10 ^ inch . 8.00 

Pant, Milk— 

• quart. 1.65 

Pans, Pie— 

0^ Inch. 40 

Pans, Pudding— 

1 quart.50 

3 quart.75 

4 quart . 1-25 

ANCHORS—Sertwi per 100, t-16, $A15: $6.35. ^ ^ „ 

Sebco, 8-16xV6 la. in. *1 la., $5.00 per hundred liet; 
la- *% ia. -1 In., $5.60 per hundred net. 

ANVILS—Vulcaa No. 3, 20-lb., $7.50; No. 8, 80-lb., $9.00; No. 
4 401b, $10.00; No. 5. 50 Ib., $11.50: No. 6 . 60-lb., $18.00; 
i^o. 7, 70-lb., $14.50; No. 8 , 80-lb., $10.50. 

Columbian—80 to 425 lbs., 82c per lb.; 70 to 79 Ibt., 83 He 
lb.; 60 to 69 lbs., 83e lb.; 50 to 59 lbs., 84e lb. With Clip 
Horn, 2c per lb. extra. 

ANTIMONY—Slab, 35c lb. 

APRONS—Carpenters—California Leg, $2.25; No. 13 Long 
Brown. $1.75: No. 2 Short Brown, 75c. 

AU(i?'HS—Snell’s Carpenters’ Nut— 


Size . H 

Each .$1.15 

Size . 

Each. 

Ifiths . 810 

With Screw . . . .$1.50 

No Screw. 1.80 

leths . 17 

With Screw_$2.10 

No Screw.2.60 

leths . 23 

With Screw ....$2.45 

No Screw.4.15 

16thB . 29 

With Screw ....$5,75 

No Screw. 6.85 


1 

$1.75 

2H 


IH 

$2.25 

8 


$6.75 $11.75 


% 

$1.15 
IH 
$3.00 
11-12 
$1.60 
1.95 
18 

$2.10 
2 60 

24 

$2.45 
4.15 
30 

$5.75 
6.85 

AUGERS—Post Hole—Iwan, 6 -inch, $3.00 each; 7-inch, $3.25; 
8 -inch, $3.25. Vaughan’s, 4 to 8 -inch, $2.75. 


% 

$1.80 

1 % 

$3.40 

13 

$1.75 

2.10 

19 

$2.40 

2.85 
25 

$4.00 

4.85 
31 

$6.75 

8.10 


% 

$1.50 

2 

$3.85 

14 

$1.75 

2.10 

20 

$2.40 
2 85 
26 

$4.00 

4.85 

32 

$6.75 

8.10 


15 

$2.00 

2.35 

21 

$2.70 

3.25 

27 

$4.85 

5.75 


16 

$2.00 

2.35 

22 

$2.70 
8 25 
28 

$4.85 

5.75 


ASBESTOS— 

Mill board, 20c lb.; cut, 80o lb. 
Paper, 20c lb.; cut. 25c lb. 
Wicking, H'lb. balls, 35o each. 
Wicking, 1-lb. lots, 75c. 

Cement, per sack, $7.50; per lb. 9o. 


AXES—Plumbs* Hunter's handled, 12 ox., $1.50; 1 lb.. $1.65; 
IH lb.. $1.75. 

Boy Scout— Handled with sheath, $3.35; without sheath. 
$2.00; sheaths, 85c. 

Double Bit—Handled. $8.75; unhandled, $3.75. 

Single Bit—Handled warranted, $3.00; second grade. 
$2.75; unhandled, $2.00. 

Marble’s Pocket—No. 2, $8.25; No. 8 , $8.50; No. 5, $2.00; 
No. 6 , $3.35. 


BAGS—WATER— 

Closed Top 

1-gal. 1.36 

3-gal.1.75 

8 Hgal.3.65 

5-gar. . 8.50 


Sanitary Top— 

I'gaL. 1.40 

3-jral . 1.85 

SHfU. 2.85 

5-gaL. 8.75 


BABBITT—Frictionless. 45c lb.; Magnolia, 45c lb.; No. 4 , 
9c lb.; No. 3, 12c lb.; No. B, 22c lb.; No. A (genuine), 
70o lb.; XXXX Nickeled, 75o lb. 


BARS. CTROW—Pinch Point, Wedge or Lining. 15c lb. Cla r. 

25-lb., 20 c lb.; 80-lb., 20 c lb. Ripping or Wrecking, Hxl2- 
in.. 25c each: %x20-in., 60c; Hz24-in., 55c; Hx24-in., 60c; 
%x30-in.. 75c. 


BATTERIES—Dry Cell—Columbia, Ever Ready, Red Seal, Red 
Devil or Red Label, etc.. Nos. 6 and 6S, 60c each. Hotshot 
Multinle, 4 cell, $2.75; 5 cell. $3.00; 6 cell, $3.50. See 
also Sparkers. 

BEDS—AUTG— B-1 Red Seal Auto Bed, $38.45; 0-5 Bod Beal 
Bed. Tent and Dust Bags, $50.00. 

BELLS —Alarm—House, 85o sseh. Call, ateel, iron baoo, 80c 
each; Call, bell metal, broase base, 81.40; Gk>ng, ^Id bnusaed 
steel, 90c; Gong, polished bell metal. 5-inch, $1.35 each; 
6 inch. $2.00; 7 inch, $2.75; 8 -lnch. $4.00; lO-lnch, $6.50. 

Digitized by lOO^ .C 



































































































































































































































November, ipei 


HARDWARE WORLD 


177 


BBTAIL SBIJJKa PBIOES—Oontliinad. 


BELLS—Continnsd— 

la-ineh, $10.60; Botarj Door, No. 168. $1.26; No. 8241, 

$ 1 . 00 . 

BELLS—Fmrm-*( 100 lb.), $16.00. 

BELLS—Oow—No. 0, $1.80 OMb; 1, $1.26; 2, $1.00; 2. 76e; 
4, 65o; 6, 55o; 6, 48o. 

BELLS—EUetrio—2H-ia«b, EeUpM Irom Box, OOo Moh; % \m. 
Nonpxroil, $1.00. 


BELL STRAPS— 

Oow—1% lb., $1.00; IH lb.. $1.26; 1% lb.. $ 1 . 86 . 
BEVELS—Slidinx T—No. 18, 6-iii., $1.16; 8 in., $1.40; lO-ix., 
$1.60. No. 25: 6-in» 75o: 8-iB., 86o; 10<ln., 90e; 12-in., 
$1.00. No. 1—Odd Jobs, $1.10. 


BIBBS—Compression—(See also Plumbing Prices)— 
Vi’in, %*in. %-in. 

l-in. 

Plain—^Ron^ brass ... 
Finished brass.. 

.96 

1.26 

1.66 

.... 

.. 1.26 

1.76 

2.10 

8.76 

Nickel plated .. 

.. 1.46 

1.80 

2.86 

4.16 

Hose—^Rongh brass .... 

.. 1.10 

1.86 

1.80 

8.76 

Finished brass .. 

.. 1.46 

1.76 

2.26 

2.70 

Nickel plated ... 

. . 1.66 

1.96 

2.60 

.... 


BITS—Aufor— 


•XAO—nuger— 

16tha Jen's Pat'n 

R J. 

Irwin 

Jen. Car 

Wood 

8. 

.40 

.75 

.40 

1.20 

.26 

4. 

.40 

.66 

.40 

1.20 

.26 

6. 

.40 

.66 

.40 

1.20 

.25 

6. 

.40 

.66 

.40 

1.20 

.80 

7. 

.40 

.66 

.40 

1.06 

.86 

8. 

.40 

.65 

.45 

1.20 

.40 

9. 

.40 

.75 

.50 

1.86 

.45 

10. 

.40 

.75 

.55 

1.46 

.45 

11. 

.45 

.90 

.65 

1.60 

.60 

12. 

.46 

.90 

.65 

1.76 

.6$ 

13. 

.66 

1.05 

.75 

1.85 

.65 

14. 

.65 

1.05 

.75 

2.00 

.60 

15. 

.66 

1.20 

.85 

2.16 

.66 

16. 

.66 

1.20 

.85 

2.85 

.70 

17. 


1.60 

1.00 

.... 

.75 

18. 

.76 

1.60 

1.00 


.85 

20. 

.90 

1.60 

1.10 


.90 

32. 


1.70 

1.25 


.95 

24. 

. 

1.80 

1.86 

... . 

1.26 


Bits in Set!—Oommon, 6 bits, $8.25; 8 bits. $4.00; 12 
bits. $6.50. R. J., 18 bits, $11.00. Irwin, 12 bits, $8.60; 
8 bits, $6.00. 

Ship Anfsr Csr Bits ssms prices ss Ship Angers. 
KxpsnsiTe—Olsrks* sninll, $2.00; Inrge, $8.00; Btesrs, 
small, $8.00; Isrg^ $4.00. 

ExpsnsiTs Bit Cratters—Olsilt's No. 1, 26c; No. 2. 46o; 
No. 8 . 65e ; No. 4, 76c. Steers, No. 1, 66c; No. 2, 65c; No. 
8. 70c; No. 4, 75c. 


BIT HOLDERS—Extension- 
Millers Falls, No. 8— 

13 2.00 

15 2.15 

18 2.25 

21 2.85 

24 . 2.60 

Millers Falls, No. 6— 

12 . 1.76 

15 1.76 

BLOCKS—^Tackle— 

Wood— 8-in. 

Single, Plain Bnshed.. .75 
DoAle. Plain Bnshed.. 1.85 
Single Roller Bnshed.. 1.20 
Donole Roller Bnshed.. 2.15 

Triple Roller Bnshed. 

Snatch Roller Bnshed. 

Steel— 8-in. 

Single, Plain Bnshed. . .70 

Doi^le, Plain Bnshed.. 1.85 
Triple, Plain Bnshed.. 1.80 

Single Roller Bnshed. 

Donole Roller Bnshed. 

Triple Boiler Bnshed. 

Snatch, Plain Bnshed. 

Snatch, Roller Bushed. ... 


18 




1.90 

21 



.... - 

2.00 

24 




2.86 

Stanley, 

No. 1 



12 




2.00 

16 




2.15 

18 




2.25 

24 . 




2.85 

4-in. 

5in. 

6-in. 

8-in. 

10-in. 

.90 

1.00 

1.20 

2.00 

8.80 

1.65 

1.85 

2.16 

8.50 

6.50 

1.25 

1.85 

1.60 

2.75 

4.25 

2.40 

2.55 

8.10 

6.10 

7.50 

8.60 

8.76 

4.75 

7.60 

10.50 

.. . 

.. . 

4.76 

6.76 

10.00 

4-in. 

6-in. 

0-in. 

8-in. 

10-in. 

.85 

.90 

1.15 

1.80 

8.00 

1.65 

1.80 

2.00 

8.15 

6.00 

2.15 

2.25 

8.00 

4.65 

6.90 

1.66 


2.25 

5.50 

8.75 

8.80 


4.10 

10.00 

15.00 

4.66 


5.75 

14.25 

20.00 



4.10 

6.00 

8.75 

.. . 


7.00 

9.76 

15.26 


BLOWERS— 


No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $31.50. 

Royal H, without Tyere Irons, $46.00; complete, $48.50. 
No. 200 Buffalo, complete—12-in.. $44.00; 14-in., $50.00. 
No. 700 Climax—12-in., complete. $28.00. 


BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeTo board. $5.25; No. 20 Springer. 54x18 
in., no sleere board $5.25; No. 40 Springer. 50x12 in., no 
sleeTe board, $4.50. 

Without Table (skirt boards—4-foot, $1.00 each; 5-foot, 
$1.50; 6H-foot, $1.75; 6-foo $2.00. 

BOARDS, WASH—Brass, 90c each; Toy, sine, 25c: Single 
Zinc, 55e; Glass, 95c; Blue Enamel, $1.15; Single Zinc, 60c. 


BOLTS—Common Carriage— 

8-16 A %" 6-16" 

10 100 10 100 10 100 

7-16" 

10 100 

10 

100 

IH 

.15 

.85 

.15 

1.15 

.20 

1.55 

.25 

2.00 

.85 

2.90 

2 

.15 

.85 

.15 

1.25 

.25 

1.70 

.25 

2.15 

.35 

2.90 

2V4 

.15 

1.00 

.20 

1.35 

.25 

1.85 

.30 

2.35 

.85 

2.90 

3 

.15 

1.10 

.20 

1.45 

.25 

2.00 

.30 

2.55 

.40 

8.20 

8H 

.15 

1.15 

.20 

1.55 

.25 

2.05 

.35 

2.70 

.45 

8.45 

4 

.15 

1.25 

.20 

1.65 

.30 

2.25 

.35 

2.90 

.45 

8.70 

4H 

.20 

1.35 

.25 

1.75 

.80 

2.35 

.40 

3.05 

.50 

8.95 

5 

.20 

1.40 

.25 

1.85 

.80 

2.50 

.40 

3.25 

.55 

4.20 

5^ 

.20 

1.50 

.25 

1.95 

.85 

2.65 

.45 

3.45 

.55 

4.45 

6 

.20 

1.55 

.25 

2.05 

.85 

2.75 

.45 

3.60 

.60 

4.70 

6% 

.25 

1.80 

.80 

2.35 

.40 

8.15 

.50 

8.80 

.65 

4.95 

7 

.25 

1.90 

.80 

2.45 

.40 

8.30 

.50 

3.95 

.65 

6.25 

8 

.80 

2.10 

.85 

2.65 

.45 

8.60 

.55 

4.35 

.70 

6.70 

9 


* • • • 

.85 

2.90 

.50 

8.90 

.60 

4.70 

.80 

6.20 

10 


• • • • 

.40 

8.10 

.55 

4.20 

.65 

5.05 

.85 

6.70 

11 




.... 

.55 

4.45 

.70 

5.40 

.90 

7.20 

12 


• • • • 



.60 

4.76 

.75 

5.75 

1.00 

7.75 

14 


• • • • 


.... 


e • • • 



1.10 

8.75 

16 






• • • • 



1.20 

9.75 

18 









1.80 

10.75 

20 




.... 


.... 



1.50 

11.76 


BOLTS'^Expansion~~(8ea SHIELDS). 


BOLTS—Store — 




%.6 

.10 

• 82 " 

.45 

• 16 " 

.10 .45 


99 

Hi " 


U .. 


.10 

.45 

.10 

.45 

‘.io 

.60 

• a a 

e • • 

• • • 

• e e 



.10 

.45 

.10 

.45 

.10 

.60 

• • • 

• • • 

• • • 

• . . 

2 .. 


.10 

.45 

.10 

.45 

.10 

.60 

• • • 

• • • 

• • • 

• . • 



.10 

.45 

.10 

.45 

.10 

.65 

• • • 

• • • 



1 


.10 

.45 

.10 

.45 

.10 

.65 

.15 

.95 

iio 

1.40 

1 %.. 


.10 

.50 

.10 

.50 

.10 

.70 

.15 

1.00 

.20 

1.45 

IH .. 


.10 

.55 

.10 

.55 

.16 

.75 

.15 

1.05 

.26 

1.65 

1 %.. 


.10 

.60 

.10 

.60 

.15 

.80 

.20 

l.io 

.25 

1.60 

2 


.10 

.60 

.10 

.60 

.15 

.80 

.20 

1.16 

.25 

1.70 

2%.. 




.10 

.65 

.15 

.85 

.25 

1.20 

.80 

1.80 

2 %.. 




.10 

.65 

.15 

.90 

.25 

1.25 

.80 

1.90 

8 




.15 

.76 

.15 

1.00 

.25 

1.85 

.80 

2.10 

8H.. 




.15 

.85 

.20 

1.10 

.25 

1.50 

.86 

2.80 

4 .. 




.16 

1.00 

.20 

1.20 

.25 

1.65 

.40 

2.60 


BOLTS—Machine, Square Head and Nut— 

5.16" 7-16" 


11H 


.16 

1.15 

.15 

1.85 

.20 

1.65 

.25 

2.10 

1 


.16 

1.20 

.16 

1.45 

.20 

1.70 

.25 

2.25 

2 ^. 


.15 

1.25 

.20 

1.60 

.20 

1.85 

.80 

2.40 

8 


.15 

1.85 

.20 

1.60 

.25 

1.95 

.80 

2.55 

8 %. 


.20 

1.40 

.20 

1.70 

.25 

2.05 

.85 

2.70 

4 . 


.20 

1.45 

.20 

1.75 

.25 

2.16 

.85 

2.85 

4H . 


.20 

1.65 

.25 

2.05 

.80 

2.60 

.85 

8.00 

6 . 


.20 

1.70 

.25 

2.15 

.80 

2.65 

.85 

8.16 

5 %. 


.20 

1.75 

.25 

2.20 

.85 

2.80 

.40 

8.80 

6 


.25 

1.86 

.80 

2.80 

.86 

2.85 

.40 

8.45 

OH. 


.25 

1.90 

.80 

2.40 

.85 

8.00 

.45 

8.60 

7 . 


.25 

1.95 

.80 

2.50 

.85 

8.10 

.45 

8.75 

8 


.25 

2.05 

.35 

2.70 

.40 

8.40 

.50 

4.05 

9 


.25 

2.20 

.35 

2.85 

.45 

8.60 

.50 

4.86 

10 


.80 

2.80 

.85 

8.05 

.45 

8.85 

.55 

4.65 

11 


.30 

2.40 

.40 

8.25 

.50 

4.10 

.60 

4.95 

12 


.80 

2.55 

.40 

8.40 

.50 

4.85 

.60 

5.25 




H" 

H 

H 


H " 

1-1H 


.35 

2.70 

.45 

8.90 

.70 

5.80 

.90 

7.90 

2 


.85 

2.90 

.50 

4.20 

.75 

6.20 

.95 

8.40 

2H .. 


.85 

8.10 

.55 

4.50 

.80 

6.60 

1.05 

8.95 

8 


.40 

8.80 

.55 

4.75 

.80 

7.00 

1.10 

9.45 

3H .. 


.40 

8.50 

.60 

5.05 

.85 

7.45 

1.15 

10.00 

4 


.45 

8.70 

.60 

5.35 

.90 

7.85 

1.20 

10.50 

4H .. 


.45 

8.90 

.65 

5.65 

.95 

8.25 

1.25 

11.05 

6 .. 


.50 

4.10 

.70 

5.90 

1.00 

8.65 

1.30 

11.55 

5H .. 


.50 

4.80 

.75 

6.20 

1.05 

9.10 

1.40 

12.10 

6 .. 


.50 

4.45 

.75 

6.50 

1.10 

9.50 

1.50 

12.60 

6H .. 


.55 

4.65 

.80 

6.75 

1.15 

9.90 

1.55 

18.15 

7 . . 


.60 

4.85 

.80 

7.05 

1.20 

10.80 

1.60 

18.65 

8 . . 


.60 

5.25 

.90 

7.60 

1.30 

11.15 

1.70 

14.70 

9 . . 


.65 

5.65 

.95 

8.25 

1.40 

12.00 

1.95 

15.75 

10 . . 


.70 

6.00 

1.00 

8.75 

1.50 

12.75 

1.95 

16.80 

11 


.75 

6.40 

1.05 

9.80 

1.55 

13.60 

2.05 

17.85 

12 


.80 

6.80 

1.15 

9.90 

1.65 

14.40 

2.15 

18.90 

13 


.85 

7.35 

1.20 

10.45 

1.75 

15.25 

2.80 

19.95 

14 


.90 

7.55 

1.25 

11.00 

1.85 

16.10 

2.45 

21.00 

15 


.95 

7.95 

1.30 

11.60 

1.95 

16.90 

2.55 

22.05 

16 


.95 

8.35 

1.40 

12.15 

2.00 

17.75 

2.65 

23.10 

17 


1.00 

8.75 

1.50 

12.75 

2.10 

18.55 

2.80 

24.15 

18 . . 


1.05 

9.15 

1.55 

13.35 

2.20 

19.40 

2.90 

25.20 

19 


1.10 

9.50 

1.60 

13.90 

2.35 

20.25 

8.00 

26.25 

20 . . 


1.15 

9.90 

1.65 

14.45 

2.45 

21.00 

8.15 

27.80 

21 


1.20 

10.30 

1.75 

15.00 

2.55 

21.85 

8.25 

28.35 

22 


1.25 

10.70 

1.80 

15.60 

2.65 

22.70 

8.40 

29.40 

23 . . 


1.30 

11.10 

1.85 

16.15 

2.70 

23.50 

8.50 

80.45 

24 


1.35 

11.50 

1.90 

16.75 

2.80 

24.85 

8.60 

31.50 

25 . . 


1.40 

11.85 

1.95 

17.25 

2.90 

25.15 

3 7.*i 

82 5.i 

26 


1.45 

12.25 

2.00 

17.85 

8.00 

26.00 

8.85 

83.60 

27 


1.50 

12.65 

2.10 

18.45 

8.10 

26.80 

8.95 

34.65 

28 . . 


1.55 

13.10 

2.20 

19.00 

3.15 

27.65 

4.10 

35.70 

29 . . 


1.60 

13.50 

2.25 

19.60 

8.25 

28.50 

4.20 

86 75 

80 


1.65 

13.80 

2.35 

20.15 

3.35 

29.25 

4.85 

87.80 
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BOLTS—B»rrel— 

Cast Iron, Japanned— 

4- inch .15 

5- iBch .20 

6 - inch .25 

8 -inch .45 

Light Wrought Steel, Jap.— 

an inch .15 

8 -inch .15 

4- inch .20 

5- inch .25 

6 - inch .80 

CHAIN— 

Cast Iron Jai>anned— 

6 -inch .50 

8 -inch .60 

10-inch .85 

Oast Iron, Amber or 
Bronzed— 

4-inch .45 

6 -inch .60 

8 -inch .75 

Oast Iron, Ant. Copper 
or Dull Brass— 

4-inch .75 

6 -inch . 1.00 

8 -inch . 1.10 

CUPBOARD, Japanned— 

8 -inch .75 

6 -inch .75 

10-inch . 1.75 


Cupboard, Other Finishes— 

8 -inch ..75 

6 -inch . 1.00 

Flush, T. Head—All Fin¬ 
ishes—Cast Brass— 

3- inch .65 

4- inch .75 

6 -inch . 1.00 

Wrought Brass—All 
Finishes— 

3- inch . .85 

4- inch .40 

6 -inch .50 

FOOT— 

Cast Iron, Japanned— 


6-inch . 

.45 

8-inch . 

.65 

10-inch . 

.85 

Amber or Bronzed— 

.65 

8-inch . 

.75 

Other Finishes— ... 


4-inch . 

*75 

6-inch . 

.95 

8-inch . 

1.10 


Foot Wrought Steel—Cup- 
l^ard. Japanned— 

d-inch .50 

6 -inch .80 

10-inch . 1.85 


BOLTS—Toggle— (8m Toggle Bolts). 

BOTTLES—aeunin— 

Theimos— 

• . 4.50 

•g . 6.25 

11 8.75 

llQ . 4.25 

14 8.25 

140 .4.75 

14^ 8.76 

16 4.00 

16Q . 6.76 

16% 8.50 


Unirersal— 


21 

22 

71 , 

72 
81 
82 

91 

92 . 
592 


2.25 

8.50 

2.75 

4.00 

4.00 

6.60 

8.50 

5.00 

5.00 


FHiLBRS—T kemee and Uni¬ 
versal— 

H Pint. 1.25 

1 Pint . 1.50 

1 Quart .S.OO 

LUNCH KITS— 

Thermos— 

892 and 896 . 4.50 

898 and 897 . 5.00 

894 and 898 . 6.76 

Universal— 

810 .. 

820 .. 

410 .6.00 

610 . 6.50 

4070 . 6.26 

8070 . 4.16 

Thermos—^Foed Jars. Fillers 


600 . 

. 4.00 

2.00 

601 . 

. 6.00 

2.25 

602 . 

. 6.76 

8.00 

Tkermoe— 

Jage. 

Fillers 

556 . 

. 9.50 

4.00 

657 . 

.10.00 

4.76 

Thermoe— Oeeee— 


104 . 


. 6.26 

104Q . 


. 9.25 

114 . 


. 9.75 

114Q .. 


.14.75 

130 . 


. 9.76 

130Q .. 


. 14.75 


73 .21.50 

74 .26.00 

75 .24.00 


Ferrostat— 

504R .10.00 

505N .16.00 

505L .16.00 

BOXES—Mitre— 

Qoodell— 

1285 26x4 .27.75 

1305 25x5 .80.75 

1806 80x5 .80.00 

Btanlejr-^ 

50% .11.50 

246 .24.50 

858 .29.00 

460 . 85.00 

Asms— 

72 .22.50 20 . 4.50 

BRACES— 

P. S. A W.. No. 7008. 85.00 each; No. 7010. $5.25; 
$5.50; 8010B, $6.50; 8012B. $6.75; 8014B, $ 7 . 00 . 

Stanley, No. 921. 8 -inch, $5 25 each; 10 -inch. $5.5 
Inch. $5.75; 14 inch, $6.00. No. 945. 8 -inch, $3.25; 1 
$3.50; 12-inch, $8.65, No. 965, 8 -inch, $2.35; 10-inch, 

No. 966. 8 -inch, $1.25; 10 -inch, $1.25. 

BRACKETS—Shelf— 


Japanned— 

Pair 

Copper, Brass. 

Nickel—Pair 

8 x 4 . 

... .15 

8 x 4 . 

...... .65 


... .20 

4x 5 . 

.60 

5x 7 . 

... .80 

6 x 7 . 

.70 

ffx 8 . 

... .85 

6 x 8 . 


7x 9 . 

... .40 

7x 9 . 

.. .95 

RxlO . 

... .45 

8 x 10 . 

.95 

10 x 12 . 

. . . .60 

10 x 12 . 


12x14 . 

... .85 

12x14 . 



BRADS —Wire— Balk per lb. % -lb. pkge. % -lb. pkga. 

% and %-inch. 80 .20 a6 

% to 1 % inch. 26 .16 .K> 

1% to 2 -inch. 20 .16 .10 

BRASS—Sheet— Soft, per lb.. 75c; Half Hard. 80c; Sign. 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 each; 
No. 4, $3.50 each; No. 8. $4.50 each; No. 4 ^ $3.25 each. 
Cake Maker, No. 1 , $3.50; No. 2, $4.50. 

BRIGHT WIRE GOODS—See Hooks and Byes. 

BROILERS. WIRE—No. 216, 20c each; 218, 25c; 220, 30c; 
1102, 35c; 1103, 40c; 1104, 45c; 1105, 50c; 1153, 65c; 
1154, 70c; 1155, 75c. 

BROOMS—House—Economy, 75c each; No. 2, $1.25; 3, $1.00. 
Steel Band, $1.00. 

Push or Street—Bassine, with Handles—14-inch, $1.35 
each; 16-inch, $1.50; 18-inch, $1.65; 24-inch, $2.25; 30- 
inch, $2.75. Rattan, with Ilandles—16x8 inches, $1.10; 
16x10, $1.25. Wire, no Handles—12x5 inch, $1.35; 14x5, 
$1.60. Handles, 15c each. 

Whisk—IB, 25c each; 370, 40c; Pullman, 45c. 

BRUSHES— 


.50 

CASTING— 


Fibre, 20-inch. 

2.50 

.80 

Round .. 

.. .75 

Fibre, 24-inch. 

8.25 

1.85 

Oblong. 

Chunter— 

.. .70 

Hand or Nail. 

Horae— 

.10 


Dusting, com. ... 

.. 1.00 

Rica Root, 12 % lb... 

.70 


Extra quality .. . 
White oriatles .. 

.. 1.25 
.. 2.50 

Rice RooL 13 lb. 

Palmyra Fibre, 12 % 

.75 

Uni- 

PI.OOR— 


lb. 

.45 


Fibre, 12-ineh. 

.. 1.50 

Palmyra Fibre, 18 lb. 

.90 

1.25 

Fibre, 16-inch. 

. . 1.90 

Mixed Fibre, 13 lb.... 
Ox Fibre, 8%x9 in... 

.85 

1.50 

Hair, 12-inch. 

. . 2.10 

.75 

2.00 

Hair, 16-inch . 

Mixed, 12 -inch .. .. 

.. 2.65 
.. 1.75 

Ox Fibre, 4%xll% 
Kalsomine — 

85 

4.50 

Mixed, 16*inch .... 

.. 2.15 

7-in., single. 

8x7% in. blocks.... 

8.25 

Bristles, 14-inch ... 

. . 6.00 

6.75 

6.00 

6.76 

Bristles, 18-inch .. . 
Garage— 

. . 6.25 

Marking—(Round)— 
White Brieilee— 


4.76 

6.26 

Fibre, 16-inch. 

. . 2.00 

%•% in. 

.10 

Fibre, 18-inch. 

.. 2.25 

11% in. 

.15 


Paint—(Cbiaeee briatlea)- 
Orade. 1 


2%-Inch ... 

3-inch . 

8 % inch ... 

4inch . 

4%-inch ... 

. .. .85 

... .50 

... .65 

... .80 

.70 

.86 

1.10 

1.65 

.70 

.80 1.85 

1.10 1.86 

1.50 2.25 

8.25 

8.00 

4.25 

5.75 

oofing—Knotted— 

Sink- 



3 knots, 14-Ib 

.2.25 

Ox 

Fibre . 

. .15 

4 knots, 18-lb 

.2.65 

Split Bambon. 

. .05 


Sash—Chisel Point— 

%xl % in. 

\xl%in . 

%x2-in. 

1x2%-in. 

Bci oh— 

Gray Tampico, 10**.. . 
Gray Tampico. 12**,.. 
Ox Fibre, 7" 


.20 

.25 

.85 

.45 

.85 

.40 

.85 


Shaving—Rubber Set ■ 
Ebonised handle .... 
Boxwood, small .... 
Boxwood, medium... 

Boxwood, large. 

White Bone, email... 
White Bone, medium. 

Octagon Bone. 

Octag. Bone, poliehed 


.55 

1.00 

1.10 

1.35 

1.00 

1.25 

2.00 

4.00 


21.50 

Ox Fibre, IG**. 

.40 

Stencil— 


23.00 

Ox Fibre. 12 **. 

.65 

1 %-in., 2 %lb. 

.25 

26.25 

White Tampico, 8 **., 

.20 

1 %-in., 3*6 lb.. 

.35 

81.25 

White Tampico, 11 **. 

.85 

1%-in., 51b. 

.45 

— 

White Tampico, 12 **. 

.60 

1 %-in., 6 -lb. 

.55 

4.50 

Shoe— 

Dauber, wood. 

.20 

Window- 

Gray fibre. 

.80 

7012, 

Dauber, iron. 

.30 

Black korseknlr .... 

.90 

Brush only, ^-in... . 

.35 

Pope's Eye. 

1.25 

10 : 12 - 
0 -inch, 
$2.50. 

Brush only, 1%-in... 

.75 

Squeegee, lO-iu. .... 

.35 

Combination . 

.85 

Squeegee, 12 -in. 

.40 

Extra bristles. 

.50 

Squeegee, 14-in. 

.45 

Beat 1%-in. bristles. 

.85 

Squeegee, 16-in. .... 

.50 


BUCKETS—(See Oalv. Ware)— 

BURNERS— Lamp—% inch wiek, 16e aadi; 1-lneh, tOa; !%• 

inch, 85e. 

Lantern— For Oold Blast, %*iBeh wiek, 20e eaek: l*imek, 
80c: for Kerosene, %-ineh, 20e: Idneh, tOe; Lard, ^ 
and Big. Oil, %-iBeb, I5e; l*iae^ 20e. 

Rubbish-No 1. 20-lBek Btaal. $9.00 earhr Na. 
inch Steel, $15.00. Wire, ll-14<iBch. $2.26-$8.85. 

BUTTS—(See Hlngee)— 
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OANTEENS^BEAB BRAND AND BOYOO—Cowed—No. J. 
•1.25; No. 8 . $1.40; No. A $1.65; No. 6 . $1.85; No. 8 , 
^.20. OoTomment, $1.45; American, $1.50; Army, S pi., 
$1.40; Army, 5-pt^ $1*60; Do Lazo, 8-pt., $1.75; Do Lazo, 

5-pt.. $2.10. _ 

RUNNING BOARD OUTFITS— 

Boyco Sorrieo Unito—No. 6 , $5.75; No. 22, $6.65; No. 
112, $ 8 . 00 ; No. 812, $8.40; No. 812. $8.60. 

Bear Brand—Lincoln—No. 100, $2.00; No. 200, $2.50; 
No. 800. $2.85. 

Auto Cano—OoTorod, No. 1, $1.95; No. 2, $2.80; No. 8 , 
$2.70; No. 5. $3.35. Plain, No. 1 , $1.45; No. 2. $1.70; 
No. 8 . $ 2 . 00 ; No. 6 , $2.50. 


CANT HOOKS— Maple HdU Hiekory HdL 

2*4x4H . 2.90 8.65 

2V4z4^ . 3.00 8.75 

CAPS—Roofing. Per lb., 22c. 

C.4RBORUNDUM—Grain, per lb., bulk, 50c. 

CARRIERS—Timber—No. 425, 4 ft. maple, $8.50. 
CARRIERS—Hay—Uain^ Manila rope for ateel, wood, cable 
track, $14.00 each; using wire cable or manila rope for steel, 
wood, cable track, $18.00: Sling, $23.00; Steel ilay Carrier 
Track, 30c foot; Steel Hay Carrier Hanging Hooks, 20c 
each; Rafter Brackets, 10c. 

CATCHERS—GRASS—RRI, $1.00 each; Eureka, 85e; 16G, 
$2.25; 05, $2.50; lOG, $2.75; 12G, $8.25; 9. all duck, $2.65; 
11, all duck, $2.75. 

CHAINS—Tire— 


Size. 

Pair. 

Size. 

Pair. 


Tire—Weeds 


4Hx33 . 


3 

x30 . 

. 4.50 

4Hx34 . 

. 7.50 

3Hx30 . 

. 5.00 

4Hx35 . 

. 8.00 

3Hx32 . 

. 5.50 

4Hx36 . 

. 8.00 


x31 . 

. 6.00 

4Hx37 . 

. 8 75 


x32 . 

. 6.00 

5 x35 . 



x33 . 

. 6.50 

5 x36 . 



x34 . 

. 7.00 

5 x37 . 



x35 . 

. 7.50 

6Hx36 . 

. 12.00 


x3fi . 

. 7.50 

6Hx37 . 

.13.00 

4Hx32 . 

. 7.00 

5Hx38 . 



Dozen pair lots, 10% off. 




CHAIN—Yankee Straight Link (Coil) — 

6 0, 13c ft.; 5 0, 11c; 40. 10c; 3 0, lOc; 2*8, 9c; 0, 8 ^ 0 , 
1 . 8 e; 2 . 8 c. 

Norway Straight Link (coil)—H, 85o lb.; %. 85c lb.; %, 
80c lb. 

Passing Link (coil)—4-0, 15c ft.; 8 0 , 18c ft.* 2 0, 12c ft. 
Proof, Straight Link (coil)—3*16 Black, 22c lb.; 20c 
lb.; 5-16, 18c lb.; 17c lb.; 7-16, 15c lb.; H, 15o lb.; 
%, 15c lb.; ^4, 15c lb.: %, 15c lb. 

Proof Twisted Link (coil)—3-15 black, 80c lb.; M, 25c 
Ib.; 5-16, 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (coil) — 5-16, 25c lb.; %, 25c lb.; 

H. 20 e lb.; H. 20 c lb.; 20 c lb. 

Twisted Machine Coppered (coil)—4-0, 20o ft.; 8-0, 15c 
ft.: 2-0, 15c ft.; 0, 15c ft. 

Jack, Iron—No. 20 , 7He yd.; No. 18, 7Hc; No. 16, lOc; 

No. lA 10c; No. 12, 10c; No. 10 , 10c; No. 8 , 15c. 

Jack. Brass —No. 120 , 10c yd.; No. 118, 10 c; No. 116, 

10 c; No. 114, 20c; No. 113, 20c; No. 112, 25c; No. 

110 35c. 

Safety Brass and Nickel Plated —00 and NOO, 15c yd.; 0--70, 
20c yd.; 1 -Nl, 20c yd.; 2-N2, 25c yd.; 3, 80c yd. 

Sash—01 Oopper PlateA ft.; 02 Copper Plsted, 5e ft.; 

XXXK Oopper PUt^ SOe ft.; OSP Steel Plain, 8H« ft.; 
10 Cable, 80e ft.; 66 uniTorsal. 7c ft. 

Sash OhsiB Fssteaert—10. 20c set: 100. 45e set. 

(JHALK LINE—Yellow, 85c per 100-foot hank; 20 c per 50-foot 
hank. Braided White, 20-foot hanks— 120 , 10 c each; 220 , 
10c: 820, 16c. 60-foot balls—150 15c: 250, 15c; 850, 15^. 
CHESTS, TOOL—^A, Leather OorereA $26.50; AA, Leather 
CoTcreA $80.25; B, QuarteredOak. $24.25; BB, Quartered 
Oak, $26.50; BBB. Quartered Oak, $32.00: D, (quartered 
Oak, $16.25; DD, (gartered Oak, $17.75; DD, Leather Cot- 
ereA $19.00; DDD. Leather OorereA $20.25; DDD, Quar* 
tered Oak, $20.00; E, Quartered Oak, $24.25; EE, Quartered 
Oak, $28.50; F, Quartered Oak, $ 20 . 00 ; F, Leather Cot- 
ereA $20 25; FF, Leather OovereA $23.75; FF, Quartered 
Oak. $22.25; G. Plain Oak, $14.00; QG. Plain Oak. $15.50 
CHECKS—Door—All makes. Liquid Checks—A-11, $6.25; 
B- 12 . $S 25: C-13, $9.75; D-IA $ 12 . 00 ; E-15, $15.00. For 
hold onen arm, add $1.25 each. 

Screen Door Check—No. 01, $8.85. 

CHOPPERS—Meat and Food— UniTersal 

Enterprise 0 . 2.00 

5 8.00 1 2.50 

10 5.00 2 8.00 

12 4.50 8 4.00 

22 8.00 804 8.00 

82 .10.00 Russwin 


501 2.25 

602 2.75 

T08 8.50 

OHISXLS— Socket 

Firmer 
Bst. Edge 

M. 1.18 

S. 1.20 


Pocket 
Ber. Edge 
1.80 
1.8S 


% . 


1.40 

1.60 

1.86 

H . 


1.45 

1.55 

1.40 

% . 


1.50 

1.60 

1.60 

H. 


1.55 

1.65 

1.66 

% . 


1.66 

1.75 

1.76 

1 . 

. 1.65 

1.75 

1.80 

1.86 

IH . 


1.90 

2.00 

2 00 

IH-... 

. 2.00 

2.00 

2.25 

2 26 

IH . 


2 15 

2.40 

8.50 

2 . 


2.80 

8.76 

8.76 


Bucks No. 4 
. .. .90 


Blsoksmiths* 
Cold or Hut Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 

8.00 



Cold 

0 >ld 


Bound 

DiamoB 


Com. 

Special 

Cape 

Nose 

Point 

H. 

... .15 

.85 

.45 

.60 

.50 

5-16 . . . 

.15 

.35 

.50 

.50 

.55 

H. 

... .15 

.40 

.55 

.55 

.60 

H. 

... .20 

.45 

.65 

.65 

.75 

%. 

. . . .25 

.55 

.85 

.70 

.85 

\ . 

... .35 

.65 

.90 

.90 

1.00 

H. 

... .50 

.90 



1.25 


. . . .70 

1.00 

. . 


1.50 


CHURNS—Barrel—No. 0, $10.00 each; 1, $11.25; 2, $12.75; 
3, $14 25. 

Improved Cylinder—No. 1 , $ 6 . 00 ; 2, $7.50. 

Glass Family, Universal—No. 15, $2.75 each; 125, $3.25; 
135, $4.00; 145, $4.50. Dazey, No. 10 , $1.75; 20, $2.25; 30, 
$2.75; 40, $3.50. K.xtra Jars, Dazey, No. 10, 55c; 20, 00c; 
30, $1.20; 40, $1.50. 

Tin without Dasher—IH fsl., $1.50 each; 2 gaL, $1.56; 
8 gal., $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gal., $2.25; 4-gal., $8.75; 6 -gaL, $8.25. 
Dash and Handle—25c extra. 

CT^AMPS—Carpenters’—Stearns, No. 212, $6.75 pair; 213, 
$8.25; 214, $9.25; 215, $10.00; 216, $18.25; 218, $21.50. 

Carriage Makers*—Plain, No. 12, 55c each; 13 65c; 14, 
85c; 15, $1.10; 16, $1.35; 18, $2.25; 20, $2.75; 22, $3.50. 
Quilt Frame—No. 1 , 10 c each; 3, 20 c; 32, 20 c; 88 , 2 Uc. 

CLEANERS—Window—Rubber — 10-inch, 45c each; 12-inch, 
50c; 14-inch, 60c; 16-inch, 65c; 18-inch, 75c. 

Wood Floor Cleaners—14-inch, 60c; 16-inch, 75c. 

CLEANING COMPOUND— 

Cedar Sweep—iVk-lb. carton, 20c; 4H’lb. carton, $60e; 
83-lb. box, $2.00; 100-lb. drum, $3.75; 250-lb. barrel, $8.50. 
Kleen-A Pipe—1-lb. can, 75c; 10 -lb. can, $3.00. 
Shineoleum —1 quart, $1.00; 1 gal., $3.50; 5 gals., $12.60. 
Cedar Mist—1 gal., $3.50; 5 gals., $12.50. 

Sweeping Compound—No. 2, Green, 3e lb.; No. 8, Brown, 
8 Ho lb.; No. A Black, 2Ho lb. 

CLXYIBES—MsUssble, S5o Ib. Stoel, 4*'. 86e; 8^ 86e; 6* 
80o; 7^ 80c; 8", 86c. 

CLIPS — ^Wlrs Rope **BnUdof'*—8-16 to % ino., snsk, 16» 
H, 80c; H, 85c; %, 86e; H. 60c; l-in., 66c; iH ia. $0« 
CLIPPERS—Bolb— 


New Easy— 

No. 0. 8.75 

No. 1. 6.00 

No. 8 . 7.00 

No. 8 . 8.75 

O. K.— 

lO-inch . 8J6 


Bztm Oattsn— 

No. 0 . 8 85 

No. 1 . 8 78 

No. 8 . 8.76 

Ns. 8 . 4 76 


CLOCKS, ALARM—Westclox—America, $2.00 each; BlnebirA 
$2.25; Lookout, $2.65; Sleepmeter. $2.75* Bunkie, $3.25; 
Ironclad, $3.00; Jack-O’-Lantern, $3.75; Bingo. $3.75. 

Circle, $3.25; Flash, $3 25; Gale, $4.50; Ideal, $3.00; 
Indian, $1.85; Peerless, $3.00; Pershing, $3.50; Practical, 
$3.00* Slumber Stopper, $4.50; Startle, $3.50. 

VOTB—A O os snu ital War Tas of 6 par rntm baa baw 
Ifftad an all ratafl lalto of olaoki. Tbo rotall doalor to rs> 
fBirsd to koep a raeord of an aaloa and pap tba tas tala tba 
OoUoetor*a offloa aaeh moath. 

CLOTH—Emery, Nos. 00 to 2H. 10c straight; No. 1 to 8 , 
15c. Carborundum or Axolite—Nos. FF .) 0 , 15c straight. 
CLOTH, WIRE—Hardware Galvanized—Per lineal foot— 


. .. 8.50 
. .. 3 00 
. .. 8 50 
4.75 

Inside or 
Outside 
^▼«1 
1.86 
1.86 


Mesh 24-in. 30-in. 86 -in. 42-in. 48-in. 

1-inch .36 .45 .54 .63 .72 

H'inch .28 .35 .42 .40 .66 

H-inch .28 .35 .42 .49 .66 

2 inch .20 .25 .30 .85 .40 

2 H-inch . 20 .25 .30 .85 .40 

8 -inch .20 .25 .30 .85 .40 

4-inch .21 .26 .32 .37 .42 

5inch .21 .26 .32 .37 .48 

6 inch .22 .28 .83 .89 .44 

8 -inch .24 .30 .86 .42 .48 

CLOTH. S(TREEN WIRE—Per lineal foot—Retail prices have 
been figured on the following basis: 12 M Black, 4Hc; 14M 
Galv., 5He; 14M Opal, 5o per sa. fA 


Digitized by 


Google 
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BJBIAJIm SEUJKO PBIOES—OontiniMd. 


No. 


Each 


7-inch. . . 

1.25 

Ball— 

^-inch 

. 1.50 


S-inch. . . 

2.00 

%-inch. 

. 1.75 

No. 


Each 


\ -inch. 

. 2.10 

Gas Hose— 

^'-inch.. . 

.25 


1 -inch. 

. 8.25 


-inch. . . 

.30 

Ploata— 

5-inch. 

. .60 


% -inch.. . 

.45 


6 -inch. 

. .90 




Service. 

Standard— 

-Square or Flat Head- 

- 





1 - 


2 " 

Each .... 

... .50 

.55 .60 

.70 1.16 

1.85 2.60 

4.50 


DRILLS— 

Goodell-Pratt Bench Drills— 


COMPASSES—No. 40-4, 45o ench; 6 . 65e; 8 , 76e. 

COOKERS—Fireless—Duplex—No. 25, $17.00 each; No. 30, 
$28.25; 35, $19.75; 50, $30.00; 55, $32.00; 60, $35.00; 
70, $48.50. 

Legs—Set, $3.50. 

Soapstone Discs—Each, $1.75. 

COOLERS—Water—Oalranixed Lined—02, $5.00 each; 08, 
$6.00; 04, $7.00; 06, $8.25; 08, $10.25; 010, $12.25. 

OOPPER—Sheet, 65e lb.: Bars, round, 70e lb.; Tubing, 76e lb. 

COPPER WARE—Rome Nickel Plated— 


Tea Kettlei. 


6 pints . 

. 2.50 

8*/4 inch . 

.. 2.75 

Tea Pots. 


9^ inch . 

.. 8.00 

2 pints . 

. 1.65 

10V4 inch . 

.. 3.25 

8 pints . 

. 1.85 

Ooffee Pote. 


4 pints . 

. 2.10 

8 pinta . 

. . 1.85 

Wash Boilers. 


4 pints . 

.. 2.10 

348 . 

.. 7.50 

5 pints . 

.. 2.25 

349 . 

, . 8.00 


COPPERS, SOLDERING—Family— 

h VT Mt . 1.65 

2 , per set . 1.50 

Tinner#— 

H pound, per pair. 20 

1 pound, per pair.80 

IH pound, per pair.35 

2 pound, per pair. 45 

8 to 14 pounds.45 

OORD—Sash, Common—Per hank: No. 6 , $1.00; 7, $1.25; 
8 , $1.50; 10, $2.50; 12, $8.00. 

Silver Lake—Per hank: No. 6 , $1.65; 7, $2.20; 8 , $2.65; 
10, $4.25; 12. $5.25. 

OORD, TINNED PICTURE— 

No. 00, 15o pkg.; 1, 25c; 2, 80e; 8 , 40o; 4. 60c. 

CRAYON—Lumber, lOo; Soapstone, 6 e. 

CULTIVATORS— . ^ 

Xorcross, IGC-S, each, $2.00; 6 N, $1.50; 8 N, $1.25; 

Midfret. 60e. 

Pull Easy, PEC, each. $2.00; PE 6 , $1.65; PEW2, $5.00. 

CUTTERS—Pipe—Barnes. No. 1, $3.25 each; 2, $4.25; 8 , 
$7.00; 4. $14.00; 5, $20.00. 

Sjiunders—No. 1, $2.75 each; 2, $4.00; J, $9.50. 

Trimo—No. 1 , $3.50; No. 2, $4.75; No. 8 $8.00. 

DAMPERS—Stove Pipe—No. 8 , 20o each; 4, 20c; 6 , 26c; 
6 . 25o; 7, 40c; 8 . 80o; 9, $1.15; 10, $1.50. 

DIVIDERS—Winj?, No. 35 and 50—6 inch, 75c; 7-inch, 85c; 
8 inch, $1.00; lO inch, $1.25; 12-inch, $1.50; 14-inch, $3.65. 

Wing Ext. No. 1 —^-inch, $1.25; 7’inch, $1.50; 8 -inch, 
$1.75. 

Excelsior— 6 -inch, 90o; 8 *inch, $1.25; 10-inch, $1.65. 
DOORS—Ash Pit— 

8 x 8 .2.00 10x12 .2.75 

8x10 .2.25 12x15 . 5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS— Screen— 

241 Common Varnished, %-in.—2-6x6-6, $3.25; 2-8x6-8, 
$8.85: 210x610, $3.50; 3x7, $3.75. 

276 Black. 1^-in.—2-6xr.-6, $3.65; 2-8x6-8, $3.75; 2-10 
X6-10. $4.00. 

311 Black, iH-in.—2 6 x 6 - 6 . $4.50; 2-8x6-8. $4.75; 2-10 
X6-10, $5.00; 8x7, $5,2.5 

391 Galv.—2-8x6 8 , $5.50; 2-10x6-10, $5.75; 8x7, $6.00; 
3x6-8. $r, 25. 

525 Black—2-8x6-8. $6.50; 2-10x6-10. $6.75: 3x7. $7.00; 
3x6 8 . $7.25. 


No. 

Each. 

No. 

Bach 

8 

. 7.50 

87 . 

. 1 

8>4 .. 

. 9.50 

97 . 

. 13.0^' 

9H . . 

.14 00 

99 . 

. 6.75 

10 1 ^ .. 


112 . 

. 3 75 

490^ .. 

. 20 00 

212 . 

. 4.50 

1003 


Yankee—Millera Falla, 

Hand— 

1005 


1 . 

. 8.50 

11 


2 . 

. 5.25 

oodell-Prstt 

Breast Drills— 

8 . 

. 3.50 

6 . 

. 5 85 

4 .. 

. 1.10 

07 . 


5 . 

. 3 75 

245 . 

. 6.00 

28 . 

. 5.75 

279 . 


106 . 

. 8.75 

[iilers Falls 

(Breast) — 

806 . 

. 5.50 

12 . 


848 . 

. 4.00 

13 . 


1080 . 

. 6.76 


Drill Presses- 

—Millers Falls 


20 . 

. 11.00 

23 . 

. 7.5C 

21 . 


210 . 

.15.00 

22 . 





Hand Drills 

—Millers Falls 


1 . . . . 


105 . 

. . 3 75 

2 . 

. 5.00 

303 . 

. . 3.00 

3 . 

. 3.50 

306 . 

. . 5.50 

5 . 

. 3.75 

343 . 

. . 4.00 

98 . . . . 


980 . 

. . 5.75 



1980 . 

. . 5.75 


(}hain Drills—Ooodell-Pratt 


807 . 


818 . 

. . 7 (X' 

316 . 


1500 . 

. . 4.5<‘ 

317 . 

. 5.50 




Yankee 

Automatic 


41 . 

. 3.00 

44 . 

. . 3 75 

42 . 


40 . 

. . 3.50 


Yankee Chucks 

and Drill Points 


No. 

Set. 

No. 

S»t 

800 . 

. 1.15 

805 . 

. . .55 

801 . 





Yankee Drill Points 
Set of 8 , $7.10; each, 15c; 2 for 25e. 
DRILLS, TWIST— 



Bit 

Rd. Shk. Sor. Tpr. Str. 

Tpr 


Stock 

Prentifs 

Coes Shk. Shk. 

Shi. 

1-16. 

.20 


. .10 


H . 

.20 

.85 

.40 _ .15 

JH. 

3-16. 

.30 

.40 

.46 _ .15 

.33 

%. 

.85 

.45 

.55 1.20 .20 

.4> 

6-16. 

.45 

.55 

.60 1.35 .25 

.55 

%. 

.55 

.60 

.70 1.46 .35 


7-16. 

.70 

.75 

.75 1.50 .55 

•5 

%. 

.85 

.90 

.85 1.55 .75 

.90 

9-16. 

1.00 

1.05 

.90 1.60 

1 C5 

% . 

1.20 

1.20 

1.00 1.70 

i.:o 

11-16- 

1.35 

1.35 

1.15 1.75 

1 35 

%. 

1.55 

1.50 

1.30 1.85 

1 X 

% . 

1.95 

1.95 

1.60 2.45 

l.v5 

1 . 

2.35 

2.65 

1.90 8.10 

2 t.5 

m. 

.... 

.... 

3.75 

3 W 

1^4. 



_ 4.40 

4.1S 

1 ^. 


.... 

_ 5.05 

4..>'‘' 

m. 



_ 6.75 

6 40 

Sebco Four Point 

Star, Brick and Concrete— 



% 

% H 

% 1 1 % IH 

2 

12 inch... 

. .40 

.40 .45 

.65 .85 1.30 2.25 

4 X 

18-inch. . . 

. .50 

.50 .60 

.80 1.10 1.55 2.50 

5 'V 

24-inch. . . 

. .65 

.65 .70 

1.00 1.20 1.76 2.00 

5.i5 

ELECTTRICAL APPLIANCES— 



Universal 

Goods— 




Dishes, 

Chafing— 

- 

E9646 . 

17.50 

E940 ... 


. . .18.00 

E9649 . 

19.50 

E9850 . . 


.. .16.50 

E9676 . 

10.00 

Grills— 



Ranges, Table— 


E982 . . . 


.. .11.50 

E9841 . 

22.00 

E984 ... 


. . .12.56 

Stovee— 


Heaters. 

Immersion — 

E998 . 

8.75 

E970 . . . 


... 6.25 

E997 . 

8 75 

Irons, Curling— 


E9960 . 

7^75 

E9901 .. 


... 6.25 

Toasters— 


EQQOll 


. - . 6 75 

E945 . 

7 50 

Irons, Pressing— 

E946 . 

8^76 

E901 . . . 


.. . 7.50 

Uma, Ooffee— 


E902 .. . 


... 6.75 

E916 . 

17 00 

E905 . . . 


. . . 6.75 

E919 . 

18 50 

E9023 .. 


... 6.25 

E9136 . 

is’oo 

E9035 .. 


... 6.75 

E9146 . 

19 50 

E9051 .. 


. . . 8.00 

E9149 . 

21 50 


Pada. Heating— 

E9940 .10.75 

Percolators— 

E9435 .13.50 

E9437 .15.00 

E94.39 .16.50 

E9635 .11.50 

E9637 .18 00 

E9039 .14.50 

Digitized by 


E9166 .22 50 

E9169 .25 OO 

E9176 .15 50 

E9179 .17.00 

E9166044 .41 25 

E9169044 .48.75 

Vacuum Oleanem— 

E701 .89 50 

Attaohmenta .10.50 


Googl( 
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BETAn. SBLLINO PBXOBa-Coiltlitlktd. 


Hot Point Oooda— 

ChafiniT Dishet—No. 30601, $10.00 taah; 20503, $19.00; 
20503. $22.50. 

Grills—11601, $11.50 taeh; 18601, $12.50; 20101, 

$10.50. 

Heaters, Air—No. 80403, $11.00 each: 30404. $18.00; 
30603, $32.50; 80604, $44.00; 116A4 (Hedlite), $11.00. 

Heaters. Immersion—No. 113W16 (50201), $5.26 eaeh; 
115W16 (50202), $6.25; 115W17 (50203), $7.25. 

Irons, Curlinf—No. 112L5, $7.25 each; 112L6, $6.50. 
Irons, Pressinf—No. 1118F12 (11103), $7.95 eaeh; 

113F22 (11203), 8 lb., $6.25; 115F5 (11205), 5 lb., $6.95; 
115F17 (11206), 6 lb., $6.95; 11307, $8.75; 11308, $9.25; 
11310, $11.00; 11812, $15.50; 11815, $17.00. 

Pads, Heatins—No. 114Q8 (50142), $9.00; 114Q4, 

(50151) $10.25. 

Orens—No. 40701, $6.60; 40201, $25.00. 

Percolators—No. 20611, $10.00; 20620, $12.00; 20621, 
$18.00; 20622, $17.50; 20650, $18.00; 114P18 (20651), 
$23.00; 114P17 (2653), $25.00. 

Stores—No. 116D1, $10.00; 186D1, $11.50; 20301, $7.00; 
20302, $7.25; 40101, $7.50; 40102, $9.25; 40103, $18.00; 
40104, $15.00; 40105, $17.50. 

Toasters—114T6, $6.76; 116T1, $8.50. 

Vacuum Oeanera—132y2, $45.00. Attachments, $11.00. 


PENCE, POULTRY—Blue Ribbon—10 Rod Rolls—24-inch, 
$5.25 roll; 36-inch, $6.75 roll: 48-lnch, $8.00 roll; 60-inchl 
$9.25 roll; 72-inch, $10.50 roll. 

Union Lock—10 Rod Rolls—24-inch, $4.25 roll; 86-inoh. 
$5.25; 48-inch, $6.25; 60-inch, $7.25; 72 inch, $8.00. 


ELECTRICAL SUNDRIES— 

Anylites. 1.86 

Ammeters— 

Erer Readj. 1.25 

Readrite . 1.00 

Volt . 1.16 

Bells. Door— 

2 H-inch .85 

8*ineh . 1,00 

Buziers.85 

Chain, Fixture.25 

Cleats, Poreolain.05 

Cord— 

Ft. 


Push Buttons— Each 

Wood.20 

Dull Brass.25 

Pearl Button.50 

White Button.45 

Receptacles— Each 

Flush.45 

Arrow £.60 

Cleat .25 

Rosettes— 

Concealed, 2-pe.80 

Cleat, 2-pc.80 

Cleat, l-pc.20 


Hester No. 16.'.. 

.12 H 

Shades— 


No. 18 . 

.10 

Tin Flat, 8-inch...,, 

.. .25 

Lsmp No. 18, G. A Y.. 

.04 

Tin Plat^ 10-inch.,., 

.. .85 

No. 18, Per Silk_ 

.07 H 

Cone, 8-inch . 

.. .40 

No. 20, Per Silk.... 

.06 

Cone, 10-inch . 

.. .45 

No. 18, Tw. Silk_ 

.07 

Shade Holders— 


No. 20 Tw. Silk_ 

.05 

2^-inch Acme. 

. . .10 

1-64 Single Fixture. 

.08 

2^-inch Uno . 

.. .20 

No. 18 j^inforced.. 

.10 

Sockets, Key—• 


Fans— 


Freeman DB. 

.. .45 


Menominee, 500*9*iiL. .12.00 
Bo b b i n s-M ejera-^ 

8- inch non-osc.12.50 

9- in. non-osc., 8 sp.. 19.50 
9-in. osc., S-speed. . .24.50 

12-in. non-osc., 8 sp. .29.00 
12-in. osc., 8-speed.. .87.00 
Fuses— Each. 

Pl^. 6 to 80 amp.12^ 

Knobs— Each. 

Porcelain. Solid.. .03H 

Nailit, 5V4 Split.05 

Lamps— 

Nilco-Masda type.List 

Mazda Auto.List 


Arrow E DB.50 

Freeman Nic.60 

Arrow E Nic.65 

oockets. Pull Chain- 

Freeman DB.75 

Arrow E DB.80 

Arrow E Nic.1.00 

Levolier DB.80 

Sockets, Keyless— 

Freeman DB.45 

Arrow E DB.50 

Staples— Pkg. 

Insulated, %-inch.80 

Switches— Each 

Snap.50 


Hylo Tungsten. 

. 1.00 

Push . 

.60 

Hylo Carbon. 

. .75 

Battery S. P. 8 T. 

.40 

Lsmp Guards — 


Battery S. P. D. T.. .. 

.60 

No. 1425 Loxon. 

. .45 

Battery, D. P. S. T_ 

.65 

No. 107 Nererbreak.. 

. .35 

Battery, D. P. D. T.. . . 

.90 

No. 44 Portable. 

. 8.25 

Tape-— 

Lb. 

No. 48, Portable. 

. 2.75 

Friction, 1 oz. to 1 lb.. 

1.25 

Loom— 

Ft. 

Rubber, % lb. tj 1 lb.. 

1.26 

**Duradust’* 7-32 in.. 

. .06 

Tubes— 

Each 

^•inch. 

. .08 

Porcelain. 5-16x3-in... 

.05 

Plates, Switch— 

Each 

Transformers— 

Each 

Single gang. 

. .25 

Arrow . 

1.90 

Two gang. 

. .50 

•Tpffftraon .Tr . . . 

2 nn 

Receptacle. 

. .60 

Wire, Rubber ciovered— 

Plugs— 

Each 


Ft. 

Benjamin 2-way .. .. 

. 1.36 

No. 10. 

.03 

Benjamin 8-way .... 

. 1.76 

No. 12 . 

.03 

Twinlite 2-way. 

. 1.20 

No. 14. 

.02 H 

Attachment — 

Each 

Weather-proof— 

Lb. 

903 Benjamin. 

. .30 

No 10. 

.40 

2500 Chelton. 

. .40 

No. 12. 

.35 

4 Mueller. 

. .20 

No. 14. 

.25 

Fitzall w-o spring... 

. .65 

Bell Wire— 

Ft. 

FitzslI snring. 

. .75 

No. 18, Single . ... 

.02 


KMEBY—^Per lb., 86e. 

Stonea—See Stones. 

Cloth—Bee Cloth. 

Wheels—See Wheels. 

FASTENERB—Casement, eonunon brass plated, 86e; BaA, 
eommoB brass plated, 80e, two for 35e. 

FAUCETS—Cork Lined— 8-inch .80 

7-inch, eaeh.25 9-inch .85 


FIBRE WARE—Keelers—No. 2, $4.25 each; 8, $3.35. 
Measures—1-qt., $2.50; 2-qt., $3.00. 

Pails—12-qt., $1.75. 

Spittoons—No. 2. $2.35; 3, $2.00. 

Tubs—No. 1, $9.25; 2, $8.00; No. 3, $7.50. 

FIGURES AND LETTERS (STEEL)— 


3-16 inch. 4.50 


Figures 

Set 

Each 


inch . . . 

. . 1.25 

.25 


8-16 inch. . . 

. . 1.50 

.30 

3 

hi inch. . . 

. . 2.00 

.35 


5-16 inch . . . 

. . 2.25 

.40 

5 

% inch. . . 

. . 2.75 

.50 


M inch. .. 

. . 4.50 

.75 



Knife, Bastard. . 
Regular Taper .. 


Leneth, inches 


1-3 H 

4 

4H 

5 

5% 

6 

.. . 

.15 

.. . 

.20 

.25 


.30 

•. . 

.35 


.40 

‘.is 

.15 

.15 

.20 

.’26 

.20 

.15 

.15 

.15 

.15 

.20 

.20 

... 

.25 

... 

.25 


.30 

8-4 

5 

6 

8 

10 

12 

.20 

.25 

.25 

.80 

.35 

.50 

.25 

.80 

.35 

.40 

.50 

.65 

.20 

.20 

.20 

.25 

.30 

.40 

.20 

.20 

.20 

.25 

.80 

.40 

.20 

.25 

.25 

.80 

.40 

.56 


Rmnd Bastard 


FIXTURES—Grindstone—^Auto— 01, $3.00; 02. $2.50* 16 
*1.25; 17. $1.85 ; 12, »1.50; ji, *1.75; Ai^ filial?’ 
W-OO- Bhirfti, IS-lneii, 60e; 17-lm«h, 60*. Kstn 

Cranks, 25c. 

Fl^SHLIGHTS — BTsrasdy Dsylon — Ooasplste — Ee. 6061. 
$1.00 each; 6963, $1.25; 1991. $1.60; 3604, $1.70: 2021. 
*1.85; 2682. *2.25; 1819, *2.24; *616, **.00. ’ ^ 

Ereresdy Batteries—No. 706, 60e eaeh: 790. tSe; 791. 
80c; 700. 80c; 750, 80c; 761, 40e. 

Kwiklites 

Tubular Nos...5220 6221 6228 6229 6881 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.65 $1.70 

Case A Bib, ea. 1.15 1.35 1.50 1.65 1.75 1.26 1 40 

Tubular Nos...6241 6241B 6249 6249B 6343 6343B 6351 
Complete, ea. .$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case & Bib, ea. 1.50 1.65 2.00 2.20 1.75 1.95 2 25 

Pocket Nos.2472 2573 8475 8475B 8577 8577B 8579 

Complete, ea...$1.00 $1.25 $1.25 $1.35 $1.50 $1.65 $1.90 

Case & Bib. ea. .70 .85 .95 1.05 1.10 1.25 1 50 

Watch Ch. Nos. 6239 6239B Watch Chain Bat’y No. 1204 


Complete, each. .$1,00 $1.10 Battery o 
Case A Bib., ea.. .75 .85 

Battery only— 

Nos. ...1202 1203 1206 1207 1271 


waicn unain ant’j «o. 1204 
Battery only, each....$ .25 


1301 1308 1809 


Each ..$0.30 $0.35 $0.30 $0.30 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.35; 2V4-in., $1.85; 3-in 
$2.25; 3V4‘in., $3.00. 

FORGES—No. 150 (Chicago, $16.85; No. 151 Chicago, $17.00. 
Buffalo—No. 310 Steel Ball Bearing Riret. $83.00: No. 722 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $7.50; 95 double 
harpoon. $4.65; 96 double harpoon, $9.50; 87 double harpoon, 
$5.50; 98 double harpoon, $9.50. (Irapple, No. 99 (4 tines), 
$17.50; No. 100 (6 tines), $20.00. Jackson Patterns, 4 ft- 
$22.50; 4Vk ft., $24.00; 5 ft., $28.00. 

FREEZERS——A retie— 


1 3.25 3 5.50 

2 3.50 4 6.75 

3 4.50 6 8.50 

4 5.50 8 11.00 

6 7.00 10 14.50 

8 9.00 12 17.25 

Toy . 2.75 15 20.50 

20 .26.50 

White Monnisln Acme 

1 . 4.00 2 Qt. Tin or Gal., dos.. 12.00 

2 . 4.75 4 <jt. Tin or Gal., dos..20.00 

FROES—Special—Eaeh, 12-in., $2.00; 14-ln., $2.26; 16-in., 
$2.50. Common—Each, 12-in., $1.85; 14-in., $2.00; 16-in.. 
$2.15. 

GARBAGE CANS—(See GalTsnized Ware). 

GATES—Molasees and Oil — 

Stebbins—%-inch, 50c each; 1-inch, 60c; 1^-inch, 70c: 
1%-inch, 75c; 2-inch, 85c. 

Perfection—H-inch, 75c each; %-inch, 85c; 1-inch. $1.00; 
1%-inch, $1.10; 1%-inch. $1.35; 2-inch. $1.65. 

Enterprise, Self Measuring—No. 61, FapCet, $9.75. T 
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GAUGES, MARKING— 
Sled— 


90 75 

92 2.50 

93 1.75 

95 1.75 

97 1.25 

98 1.86 


Altitude Gauges. $5.35. 

Steam Gauges, 4H-in. face I. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


Wood— 


0 15 

61 .20 

62 35 

65 90 

71 1.00 

72 .60 

73 1.15 


C.. $5.35. 


GLASS—Window—3B Grade—Single Strength, 80 per cent; 
Double Strength, SO per cent. 


Extras for Putting in Glass— 

First 8 Brackets.. 

Second 3 Brackets.. 

Third 3 Brackets.. 

Larger Lights. 


Per Light 

.50 

.75 

. 1.00 

$1.00 per hour, per man 


GLASSES— 


Ground Level— 


1% . 

. .50 

2 . 

. .60 

. 

. .65 

3 . 

. .70 

8V6 . 

. .75 


Proved Level— 


1% . 

. .15 

2 . 

. .15 

2H . 

. .15 

3 . 

. .20 

3V4 . 

. .20 


GLASSES, GAUGE— Standard Extra Heavy 


% % 

10 85 .35 .35 .55 .75 

12 85 .35 .60 .60 .90 

14 .45 .60 .70 1.05 

16 .55 .65 .86 1.25 

18 .60 .75 .96 J..85 

20 ••• .65 .80 ... . 

22 .70 .90 ... .... 

24 .80 1.00 ... .... 


GLOBES—I,nntern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25e; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 25c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain, 25c; 3*0 Ruby, 60c; 4-6 
Bullseye, 85c; 5-0 Wizard, 25c; 6*0, 25c each. 


GLUE—Dry—Common, 80c lb.; Cabt., 85c; White, 45c. 
Imperial Liquid— 

Size — 1 Os. % Pt. U Pt. H Pt. 1 Pt, 1 Qt. 1 Gal. 


List, 

Dos. 


1.06 

8.60 

2.80 

6.00 

10.20 

18.00 

54.00 

Sug. 

Ret. 

ka. 

.20 

.30 

.30 

.50 

.85 

1.50 

4.59 

Le 

Page 

I'a Glue— 







Size— 


1 Os. 

2 Os. 

H Pi 

H Pt 

. H Pt. 

1 Pt. 

iQt 

List, 

doz. 


.3.40 

1.65 

1.80 

8.60 

6.00 

10.20 

18.00 

Sug. 

Ret. 

Ea. 

.20 

.20 

.30 

.30 

.50 

.85 

1.50 


GREASE—AXLE>—>1 lb. cant, 15o each; 8 Ib. eans, 40e; 5 lb. 
cans. 65c; 10 lb. pails. $1.25; 25 lb. pails, $2.''5. 

Mica—1 lb. can, 25c; 8 lb. can, 60c; 5 lb. can, 95c; 
10 lb. can, $1.90; 25 lb. can, $4.00. 

Cup Grease—6 lb. cans, $1.00 ea^; 10 lb. sans, $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 30c each. 


GBIND8TONES— 

Loose— Owt. 

15 to 40 lbs.8.00 

40 to 200 lbs.. 8.00 

Over 200 lbs. 8.50 

Fixtures and Axle— 

15 inch . 1.25 

17 inch . 1.35 

19 inch . 1.40 

Mounted—Auto— 

No. A120, Size 1.15.00 

No. A130, Size 2.13.75 

No. A140, Size 3.12.00 

Bi-Treadle.14.00 

Empire Power.37.50 

Samson— 

No. S155, Size 2.12.00 

No. SI60, Size 2.10.50 


Sterling^, No. TlOO... 15.75 
W'ood Frames No. 1..12.50 
Wood Frames, No. 2..13.35 
Angle Steel Frames. . 11.75 
Tubular Steel Frames. 15.75 
300 Cy. or 115 Frame. 11.50 
400 C^. or TlOO Fr.. .15.50 
Harvest King (power) . 16.50 

Loose Stones, Ib.09 

Fixtures—Auto— 


01 . 2 25 

02 . 2 50 

15 Common. 1.25 

17 . 1.40 

19 . 1.60 

21 . 1.85 


HACKSAW BLADES— 

Len(^, Power— 17" 1. 3.25 4.15 

Hand Lennox, Starrett, 
Victor Star— 

Length. Each. 

8inch.10 

9-inch.10 

10- inch.10 

11- inch.10 

12- inch.15 

2*75 Hand, Starrett, Victor, 

3.50 8inch.10 

3.15 9-inch.10 

8.90 10-inch.15 

.... 12-inch.15 

HACK SAW FRAMES—M. P.—4B, 75c; 6, $2.50; 9, 

15. $3.50; 77, $1.25; 78. $1.85; 1027, $8.50; 69, 


Lgth. 

WMth. 

Lt. 

8" 

9-16 . . 

. .90 

10" 

%.... 

. 1.15 

10" 

%. 

. 1.35 

10" 

1. 


12" 

%. 

. i.35 

12" 

%. 

. 1.60 

12" 

1. 

, . 2.30 

14" 

%. 

. 1.70 

14" 

^4. 

. 1.90 

14" 

1. 

. 2.65 

16" 

%. 

. 2.15 

16" 

1. 

. 3.05 

17" 

%. 

. 2.30 


1.95 

2.45 


2.35 

2.95 


Dox. 

.75 
.85 
1.00 

1.10 
1.20 
Star— 
.80 
.90 
1.00 
1.25 
$2 25; 

69B. $3.00: 14, $3.40; 4 Milford"Adj.TV4.0o7Tki¥ord Adj.^ 
$2.25; 36V4 Disston, $1.50; 40 Extension, 75e. 

HAMMERS—Vanadini% No. 41H. $3.05 each; Plymontb, No. 
im. $1.90; No. 3 Ball Pein, $3.00, 


HAMMERS—Msydolo Carpenters'—No. 1. $3.00 each; IH. 
$1.75; 2. $1.65; 11, $2.00; 11V4, $1.76; 13, $1.65; 12^. 
$1.50; 13, $1.40; 14, $1.35; 34, $1.35: 6im, $3.75; 710, 
3.35; 711, $2.00; 7im. $1.75; 712, $1.65; 718, $1.50. 


Maydole Chipping—No. 100, $1.90 each: 101, $1.75; 

102, $1.55; 103, $1.40. Maydole Croes Pein—No. 174, $1.50. 


GOUGES—Buck'a. Socket Pinner, Outeide Bevel—No. 43— 
^ inch, 31.20; % inch, $1.20; V4-inch. $1.25; %-inch, 

$1.30; % inch, $1.40; % inch, $1.65; 1-inch, $1.65; -S-inch, 
$1.85; IH-inch, $2.10; l^-inch, $3.26; 2 ineh, $2.50. 

Witherby No. 820—%-inch, $1.25 each, %-inch, $1.35; 
H-inch, $1.85; %-inch. $1.40; %-inch, $1.50; ^-inch, 

$1.65; l-inch, $1.75; m inch, $2.00; iV^-inch, $2.15; 1 % 
inch, $2.40; 2-inch, $2.75. 


P. 8. * W. Firmer— 


160— 

inch.... 

... 1.50 

1 

inch.... 

... 3.10 

% 

inch.... 

... 1.50 

1^ 

inch.... 

... 3.35 


inch.... 

... 1.65 

1% 

inch.... 

... 3.50 

% 

inch. 

... 1.70 

1% 

inch.... 

... 3.75 


inch. 

... 1.80 

2 

inch .... 

... 8.25 

% 

inch. 

... 2.00 





GRAPHITE—Dixon’a Flake, per can—I’a, 85c; 6'a, $3.75; 
lO’a, $7.00. 


Maydole. Ball Pein—No. 70, $3.00 each; No. 70$2.65; 
71, $2.40; 72, $2.25; 73, $2.00; 74, $1.80; 75, $1.65; 76. 
$1.50; 77, $1.40; 78, $1.85; 79V4, 1.25. 


HAMMERS. CLAW— 
Stanley No. 33— 

16 oz. 

20 oz. 

No. 13 and 13B— 

3.00 

3.35 

1.65 

364 . 

Plumb’s Machiniat' 
Pein— 

18 . 

876 . 

. 3.40 
’■ Ball 

. .65 

. 1.20 

7 oz. 

1.75 

371 . 

. 1.25 

10 oz. 

1.80 

373 . 

. 1 25 

13 oz. 

1.85 

373 . 

. 125 

16 oz. 

3.00 

374 . 

. 1.35 

30 oz. 

2.25 

375 . 

. 1.65 

Plumb’s Engineers— 


376 . 

. 1.75 

261 . 

1.65 

877 . 

. 1.75 

262 . 

1.75 

879 . 

. 3.00 

263 . 

1.85 

881 . 

. 3.25 


GALVANIZED WARE 


Boilers, Wash 

8 . 1.10 

4 . 1.25 

228 2.35 

229 2.50 

Bowls, Wash 

7 .80 

5 . 1.65 

6 .2.00 

70 .2.50 

80 5.75 

90 6.50 

7H . 85 

Bnekets, Firs 

814 65 

Buckets, Well 

101 10 qt.55 

Oaoa, Garbage 
Smooth 

300 9.5 

800 . 1.10 

100 9.00 

Garbage Cane in 
lots of 8 dozen or 
more, 6 per cent from 
above prices. 

Cans, Gasolins 

65 1.85 

lin 

400 . 1.25 

500 1.65 

600 . 3.00 

700 . 3.50 

Oormgated 

3 . 95 

505 1.35 

605 1.75 

Onna, Oil 

0 45 

02 75 


15 50 

25 1.75 

105 1.25 

205 1.65 

Canteens, aee page 
179, 


Dippers, Laundry 
525 (4-qt).55 


616 

616 

617 

618 


Hods, Coal 

.75 

.85 

.90 

. 1.00 


Paila, Cement 

14 . 1.50 

114 . 2.00 

Pails, Chamber 

8-nt.85 

lO-qt.90 

12-qt . » 00 


Paila, Stock 

1 A 

Pots, WstnriBf 

514 . 1.00 


618 . 1.15 

18 70 

20 .80 

Paila, Watsr 

8 85 

in an 

518 1.85 

630 . 1.50 

533 . 1.75 

536 . 3.35 

Tubs, Foot 

61 .75 

12 a.t 

52 .85 

1 a 5n 

58 . 1.00 

16 55 

54 . 1.25 

Paila and Tabs, 6 
doz. assorted 5 per 
cent discount. 

Pans, Bnfrigsmtor 

1 .60 

2 .85 

Tubs, Wash 

A .60 

B .70 

0 90 

1 . 1.00 

2 . 1.20 

8 1..35 

10 S . 1 .50 

3 .70 

4 . 1.30 

20 8 . 1.75 

80 8 . 3.00 
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BETAH. SELLIKO FBICES—Oontinned. 


Sivetinf— 

PIiUBb*!, Stanlej No. 147— 

250, 4 ox. 1.10 

251, 7 ex. 1.15 

252, 0 ox.1.20 

253, 12 ox. 1.25 

254, 15 ox. 1.35 

255, 18 ox. 1.45 

256 . 1.65 


Plumb* ■ Briek^ 

461 2.60 

462 . 1.75 

8154 1.16 

8155 1.85 

Plumb’x Proxpeetor'x Pick 

470 2.75 

471 2.85 


2 Vix4 

2V4x4^ .... 

2M»x4V4 1.25 

2Hx5 . 1.40 

2^4x5 1.65 

2?4x5H . 

8 x5Vi . 


1.60 

1.75 

2.00 

2.45 


43, Richards. 

. . 1.25 

248, Richards. 

.. 1.85 

Round Track— 

5, World’s Best. . . . 

. . 2.50 

384, Cannon Ball. . . 

. . 2 25 

440, Cannon Ball... 

.. 2.75 

715, Cannon Ball. . . 

. . 2.00 

800, Cannon Ball.. . 

. .12.60 

Trolley Track— 

120 Cobum’s. 

.. 4.25 

122% Coburn’s . . . 

. . 5.75 

195A, Coburn’s . . .. 

. . 4.75 

195B, Coburn’s .. . 

. . 6.75 

24-2, Richards .... 

. . 8.25 

120, Richards. 

. . 7.00 

150, Richards. 

.. 8.00 

1, Johns . 

.. 6.00 

Oil, Richards. 

.. 3.60 

11, Richards. 

. , 7.25 

012, Richards. 

.. 4.00 

12, Richards. 

. . 8.00 

015, Frisco . 

.. 8.00 

15, Frisco . 

.. 6.00 

140-1, Richards ... 

. . 4.00 


6*in., 

85c; 


Sixe 20, 6-m^ exeh, 10c: 6-in., 10c; 7-in., 10c; 8-in.. 10c; 
lO-in., 15e, Sixo 80, b-in,. 10c; 0-in., lOe; 7-in., 10c; 
10-ia.^ 80e. 860, 8*la„ Mch 16c, 10-in„ 80e. Sisc 86. 6-iB., 
80c; 8'in.. 25o. 

^12, i-in., Mch, 16c; 4Vb*iB^ 16c; 6-la., 

8-in., 25c; 10-in., 40c; 12-in., 70c. 

S. C. 912—8-in., each, 15c; 4%-in., 15c; 6-in., 

8-in., 30c; 10-in., 60c. 

1308^—8-la., each, 85c; 4H'i]ix 6-in., 60c. 
lx)ck—20, ProntT, 75c each; 22, Prouty, 95c. 

Safety—915, 8-in., dox., 20e; 4H'in., 25e each; 

35c. SC915, 3-in., 20c each; 4%-in.. 25c; 6-in., 

SC915, 8-in., 80c each; 4H'iD-. 40c; 6 in., 60c; 941J, 60c. 
HATOHETS—Underhill Star, No. 10, Chicaro Pat., $8.00; 
No. 5, Boaton Pat.. $8.00; No. 16 St. Paul Pat., 8;..25. 
Sayre—^Boston, No. 80, $8.00; Chicago, No. 40, $8.25. 
rioorinf—Plumb, $3.25; White. $4.00. 

Broad—1 Plumb, $2.25; 2, $2.50; 8, $2.85; 4, $3.25; 5, 
$3.7 5. 

Bench—(ainclc or donbic berel)—8 White, $8.00; 7, 
$8.25: 6. $8.85; 5, $8.50; 4, $4.00. 

Claw—1 Plumb, $2.00; 2 Plumb, $2.15; 8 Plumb. $2.00. 
Shingling—1 Plumb or equal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plumb or equal, $2.00; 2, $2.10. 

Aarral or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.50. 


HEADS, MOP—Cotton—No. 9, 25c each; No. 12, 35c. Linen, 
No. 012, 45c; No. 015, 60c; No. 018, 70c; No. 020, 75c. 

HINGES—Back Flaps—No. 814, 1-inch, 10c each; l»4-inch, 
10c; 1%-inch, 15c; l^-inch, 20c; 2 inch, 25c. No. 816, 

1- inch, 10c; 1^-inch, 10c; IVi-inch, 10c; 1%-inch. 15c; 

2- inch, 20c, 


P ANDLES—Adxe, extra select, 90c; second growth, 90c. 

Axe—Single or double bit, Boys' No. 1, 60c; Boys' extra 
select, 60e; Turned No. 1, 60c; extra select hickory, 85o; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer Handles—All sizes—Ist Quality, 25c; 2nd Quality, 
and Machine, 20c. 

Hatchet Handles—18 and 14, 25c; 15 and 16, 30c. 

Peavey Handles— Select Maple Rock Maple Select Hickory 


2.30 
2 40 
2 50 
2.65 
8.80 
4.45 
5.25 

Pick—36-inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.15. 
Sledge—36-inch, Select, 60c; Second Growtn, 75c. 

Saw, Hand—Disston, No. 7, 50c; No. D8, 85c: No. 12. $1.25. 
Crosscut. Disston, No. 112, $1.00; No. 113, $1.25; No. 114, 
$1.50. Simonds Reversible Guard, per pair, $x.60; Simonds 
No. 6. $1 .60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218, 45c: Supi)leraentary, 30c. Auger M. F. No. 1, 
$1.00; No. 2. $1.25: No. 3, $1.75; No. 4. $4.75; No. 6 Com., 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.75. 

HANGERS. BARN DOOR— 

Flat Track— 

No., B*and. Each. 

5, Myers . 2.50 

25 Myers Garage Set. 8.25 

11. Lanes. 2.15 

11%, Lanes. 2.65 

13, Lanes. 4.75 

25, Lanes. 1.50 

30, Lanes. 1.50 

40. Lanes. 1.75 

93, Lanes. 1.50 

28, 20th Century.2.25 

37-1. Richards. 1.65 

88-1, Richards. 1.75 

42-3, Richards . 1.75 

42-5, Richards.2.75 

42-6, Richards.4.00 

HANGERS, HOUSE DOOR— 

No.. Brand. Each. 

101, Lanes.12.00 

101%, Lanes. 6 00 

105, Lanes.9.25 

105%, Lanes. 4.75 

5S, Prouty . 4.35 

5D, Prouty . 8.75 

01. Johns . 8.00 


Floor— 

Bomraer, D 15. 1.85 

R. EA, 315. 2.00 

SHA, E, 265. 2 25 

2 3.75 

4 . 5 50 

302, 602 . 5.50 

304, 604 . 8.10 

2.52. 6.r,0 

254 . 9.75 

Chicago— 

R, EA, KF, 200... 8 

SHA E. 200. 8 

R. EA. 230... 4 

KP. SHA, E 230. . 5 

Corbin—D, 512 . 2 

R. EA, 512 . 2 

SHA E, 512. 2 


Katz—R. EA. 2. 1 

KP. SIIA, E, 2_2 

R. EA. 3. 4 

KF. SHA, E. 3. 5 

R, EA. 3%. 5 

KF. SHA, E, 8%.. 6 
Rixon—7.15 


8 

10 

15 

20 

25 

30 

40 


.16 

.18 

. 22 , 

.3i> 

.45 

.53 

.85 


Standard—R EA 450. 7 

SHA, E. 450 . u 

R. EA. 452 .12 

Ornamental Surface 
“Butterfly”- 
1420, D2 A F— 
l%xl% . 


25 
50 
75 
00 
00 
10 
10 
85 
15 
7 > 
25 
75 
,00 
00 
50 
75 
50 
00 
,00 
.00 
00 
.00 
.50 
.00 


25 


8TRA AND TEE HINGES— 
Strap-- 


902, Heavy, Plain. 

902SC, with Screws. . . . 

935, Corgd., Plain. 

935SC, with Screws. . . . 


801305%, Corgd. Galv. 
Tee- 


Trolley—No, 016, 3-in., $5.75; 3%-in.. $6.00; 4-in., $6.50; 
4%-in., $6.75; 5-in., $7.25; 6-in., $8.50. No. 16, 5-in., 
$11.00: 5%-in., $11.26; 6-in., $11.50; 7-in., $12.00; Sin., 
$12.50; 10-in., $14.25. No. 019, 3-in., $4.75; 3%-in., $5.25; 
4-in.. $5.75; 4%-in., $6.00; 5-in., $6.25; 6-in., $7.50. No. 
19, 5-in.. $9.50; 5%-in., $9.75; 6-in., $10.00; 7-in., $10.50; 
8-in., $11.00; 10-in., $12.50. No. 132, 3-in., $5.50; 3%-in 
$6.25; 4-in.. $6.50; 4%-in., $7.25; 6-in., $7.50; 6-in., $8.75. 
No. 132, 5-in., $11.50; 5%-in., $11.75; 6-in., $12.00; 7-in., 
$12.50; 8-in., $18.50; 10-in., $15.25. 

135, 1 . 8.50 9. Midget .60 

135, 2 . 6.00 90T, Midget Track ... 15 


20o; 


906. Heavy, Plain... 

SC906. with Screws.. 

908, Extra Heavy. 


801304%, Heavy Galv! 
8C1306%, Corgd. Galv. 

BUTTS—Cabinet Door— 


2%x2% . 

289 D2, P, A B—2x2. .25 

2%x2 80 

2%x3% 30 

289 SF2, SD2, SA4 

and H—2x2.30 

2%x2 35 

2%x2% 35 

289 N—2x2.35 

2%x2 35 

2%x2% 35 

295 D 2 and F—2 ... .25 

2% 25 

295 N—2.30 

2%.85 

284 D 2 and P—2-inch .20 
2%-inch.25 


2 % x2 % . 

3x3 . 

1420, H & N— 

l%xl% . 

2%x2%. 

3x3 . 

1431, 1474. 1475 1478, 
1480, 1481, 1482 

14331—D2 A F. . 

SK2 A H. 

J1. 

N . 

Refrigprafor—Flat— 

T400. Cast l.'on. 

1404. Wrt, Brass.... 
14()4\. Wrt. Brass.. 
140.5D2&F, Wrt. Steel 
1405N, Wrt. Steel... 
Off.spt— 

T402, Cast Iron. 

1408, Wrt, Brass. . . 
1408N, Wrt. Brass. . 
1409D2AF. Wrt. Steel 
1409N, Wrt. Steel ... 
Screen Door Spring 

900 .* 

R 902. EA 903. 

SR. SHA, 905 A E913 

2100 . 

R 2102. EA 2103! ! ! 

E 2104, SHA 2105. . 

D 2200 . 

R 2202, EA 2203 . . . 

SHA 2205 . 

Screen Door Sets— 

7 . 

1900 .* 

R 1902, EA 1903..! 
SHA 1905 . 


.30 

.35 


.35 

.40 

.45 

1479 

and 

.2^ 

.25 

.25 

.25 

.60 

.65 

.80 

.55 

.55 

.60 

.65 

.80 

.55 

.60 

.30 

.40 

.50 

.90 

1.25 

1.65 

.90 

1.25 

1.65 

.40 

.40 

.50 

.60 


3" 

4" 

5" 

6*' 

8" 

10” 

12" 

12% 

.15 

.20 

.25 

.35 

.55 

15 

.20 

.25 

.30 

.40 




.20 

.25 

.35 

.50 

.70 

1.10 


.25 

.30 

.40 

.60 

.85 

1.23 


.20 

.25 

.35 

.55 

.80 

1.15 

25 

.25 

.30 

.40 

.60 

.90 

1.30 

.30 

.40 

.55 

.70 



.35 

.50 

.80 

1.25 

-.85 

2.60 


.40 

.55 

.85 

1.50 

2.10 

3" 

4" 

5" 

0" 

8** 

10” 

12" 

12% 

.15 

.20 

.25 

.30 

.45 

.60 

15 

.20 

.25 

.30 

.35 



.20 

.25 

.35 

.40 

.50 

.70 


.25 

.30 

.35 

.45 

.6:; 


.25 

.30 

.40 

.05 

.90 

i!25 


.30 

.35 

.40 

.70 

.90 


.35 

.40 

.45 

.75 

1.00 

i!45 


.40 

.55 

.65 

.85 

1.40 



.55 

.85 

1.15 

1.85 

2.50 

..! 

.55 

3-i 

inch 




.85 

.65 

284 

S P 

2—2 

-inch 


.25 

.85 

2^ 

-inch .. . 



.30 

.55 

3- 

inch 




.85 

.65 

284 

N— 

2-inch 

•.. 


.30 

.85 

2 %-inch .. . 

.... 

. . 

.85 


3-inch. 40 

286 D 2 A P—2-inch. .25 

2%-inch.80 

3-inch. 35 

286 N—2 inch.25 

2%-inch .85 

3-inch .40 

291 D 2 and P—2x2.. .30 

2%x2% 30 


3x3 


.35 


291 S D 2, 8 P 2, S A 4 
and B— 2%x2% ... .35 

3x3 40 

291 N—2%x2%.40 

3x8 45 


Bright Steel—No. 804—2x2, 15c; 2%x2%. 20c; 8x2%. 
25c; 3x3, 25c; 3%x3%, 80c; 4x4, 45c. 808—2x2, 15o: 

2%x2%, 15c; 3x3, 20c; 3%x3%, 80c; 4x4, 40c. 823— 

2%x2%, 25c: 3x3, 30c; 8%x3%, SOc; 4x4. 85c. 838— 

1. 10c; 1%, 10c; 1%, 10c; 2, 10c; 2%, 15c; 8, 15c; 8%. 
25c; 4, 35c. 840—1, 10c; 1%, 10c; 1.., xOe; 2, 15c; 2%. 

15c; 8, 20c. 

Galvanized—Brass Pins—1319—2x2, 40c; 2%x2%. 46e; 
3x3, 55c; 3%x3%, 75c. 1384—2x2, 40 ut^2%x 2%. ,60e: 

3x3, 65c; 3%x3%, 76c; 4x4, 95c. 
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B UTT8—Continued— 

Finished— 

241 D2, F, F 2 and B— 

2x2 85 

2*4x2^ 40 

3x3.40 

8V4X3V4 40 

4x4 55 

4Mix4% .80 

6x5 1.40 

6x6 2.35 

241 8 D 2. 8 F = A 8 A 4— 

2x2 45 

2V4x2H .45 

3x3 50 

3V4X3H.60 

4x4 65 

4V4X4V4 90 

5x5 1.55 

6x6 2.65 

241 H—2x2.45 

2Hx2V4 .50 

8x3 50 

8Hx8H .60 

4x4 .70 

4Hx4H .95 

6x5 1.60 

6x6 2.75 

241 N—2x2.60 

2Hx2Vi .50 

8x3 60 

8Hx3V4 .55 

4x4 .70 

4^x4V4 . 1.00 

5x5 1.65 

Parliament— 

260 D 2 and F—8-inch .45 

SH-inch .55 

4-inch .60 

4V4-inch .70 

6-inch .75 

260 8 D 2, 8 F 2— 

8-inch .60 

8^-inch .60 

4- inch .65 

4Hinch .70 

5- inch .75 

260 H A 8A 4—8.50 

8H .60 

4 65 

4H .TO 

6 .80 


260 N3.50 

8H .60 

4 .65 

4V4 TO 

5 .80 

828—8% 85 

4 . ,40 

4% 45 

5 .50 

6 .55 

Japanned— 

731—2x2 25 

'•%x2% 30 

3x3 30 

3%x3% 30 

4x4 40 

4%x4% 55 

5x5 75 

731%—2%x2% 35 

3x3 40 


8%x3% . 

4x4 . 

733—2x2 . 

2%x2% . 

8x3 . 

8%x8% . 

4x4 . 

4%x4% . 

5x5 . 

6x6 . 

740 J 1—2. . . 

2% . 

3 . 

747—2%x2% . 

3x3 . 

747 J 1—2%x2% ... 

749* J i-^2x2*.‘. 

2%x2 . 

2%x2% . 

Half Surface— 

160 D 2. F—2-inch .. 

2%-inch . 

8'inch . 

8%-inch . 

4-inch . 

4%-inch . 

160 8 F-2—2-inch. .. 

2%-inch . 

8-inch . 

8%-inch . 

4-inch . 

4%inch . 

160 H—2-inch. 

2%-inch . 

8-ineh . 

8%-inch . 

4-inch . 

160 N—2-inch . 

2%-inch . 

8-inch . 

3%-inch . 

4-inch .. 

4%-inch . 

165 D 2 and F—2-inch 

2%-inch . 

d-inch . 

8%-inch . 

4-inch . 

4%-inch . 

165 8 F 2—2-inch_ 

2%-inch . 

8-inch . 

8%-inch . 

4-inch . 

4%-inch . 

165 N—2 inch . 

2%inch . 

3-inch . 

3%-inch . 

4inch . 

4%-inch . 

Sose Invisible— 

100 . 

101 . 

103 . 

104 . 

108 . 

112 . 

116 . 


Size 

3" 

4" 

5" 

6" 

7- 

8" 

Japanned . 

1.85 

2.25 

2.60 

8.25 


.... 

Ant. Cop., Dull Br. 

2.50 

3.00 

3.55 

4.50 


... . 

Ant. Br., Sd., Nic.. 

3.35 

4.00 

4.75 


.... 


Double Acting- 
.Tapannod. 

8.15 

8.65 

4.35 

5.35 

6.85 

10.00 

Ant. Cop., Dull Br. 

4 15 

5.00 

5.90 

7.50 

9.60 

18 75 

Ant. Br., Sd., Nic.. 

6.50 

6.65 

8.00 

9.60 

12.25 

17.00 


New List Price of Bomraer Spring Hinges— 


Japanned . 

8.10 

8.70 

4.30 

5.30 


.... 

.... 

Ant. Cop., Dull Br. 

4.10 

5.00 

5.90 

7.40 


.... 


Ant. Br.. Sd., Nic.. 

5.50 

6.60 

7.90 

.... 


.... 

.... 

Double Actiag- 
.fapannod. 

6.20 

6.10 

7.20 

8.10 

11.40 

16.50 

22.80 

Ant. Cop.. Dull Br. 

6.90 

8.30 

9.80 

12.40 

16.00 

22.80 

81.40 

Ant. Br., Sd., Nic.. 

9.20 

11.00 

13.20 

16.00 

20.50 

28.40 

... . 


Snrine, Chiratro 


No. 8%, Blanks— 


No. 184, 

Double 

Acting— 

% 

to 1 . . 



1.65 

% to 1 . . 


.. . . 3.35 

m 

to 184 



2.00 

IH to 1% 


_ 3.90 

1% 

to 184 



2.35 

1^ to 184 


_ 4 65 


to 2 . 



3.35 

W to 2 . 


_6.75 

2% 

to 2 84 



6.10 

284 to 284 

Wrought 

Brass, 

84 

_13.50 

With Brass 
1 1 *4 

Screw. — 

m 1% 

2 

284 

284 

Narrow. . . . 

.10 

.10 .10 

.15 

.15 

.20 

.25 

.30 

Middle. . . . 

.10 

.10 .10 

.15 

.15 

.20 

.25 

.35 

Broad. 

.10 

.10 .15 

.15 

.20 

.25 

.30 

.40 

Desk. 

.15 

.15 .20 

.25 

.40 

.60 




HOLLOW WARE—8TEELr—Bailed Griddles, Cooking^ surface 
12 inches, $1.90 each; 18 inches, $2.25; 14 inches, $2.50. 

jlandled Griddles—Cooking surface 9 inches, $1.30; 10 

inches $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom. 8 inches, $1.10: 9 inches. 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.0o. 

HOLLOW WARE, CAST—Dutch Ovens—No. 8. $3.75 each; 
9, $4.25; 10, $5.50; 11, $6.75; 8, $2.85; 2, $2.75; 1, $3.35; 
0, $4.85; 00. $6.35. 

Gem Pans—No. 1, $1.10 each; 8, $1.10; 6, $1.10; 10. 
$1.35; 11, $1.10. 

Griddles—No. 7, $1.05 each; 8, $1.15; 9. $1.45; 10. 

$1.80; 12, $2.15; 14, $2.65; 16, $3.15. 

Kettles, Stove—No. 7, Round, $2.85 each; 8, $3.15; 9. 
$4.25; 7, Flat, $2.85; 8, $3.15; 9, $4.25. 

Skillets or Spiders—No. 4, $1.00 each; 5, $1.05; 0, $1.15, 
7, $1.20; 8, $1.25; 9, $1.65; 10, $2.00; 11, $2.45; 12. 

$3.00. 

Scotch Bowls—No. 2, $1.85 each; 8, $2.25; 4, $2.55. 
Waffle Irons—No. 7, $2.00 each; 8, $2.50; 9, $2.75; 7-D. 
$2.50; 8-D, $2.75; 11, $3.00; 12, $5.00. 


HOLLOW WARE—STKEtr—Frj Pans, Aems—No. 00, 20c 
each; 0, 25c; 1, 80e; 2, 85e; 8, S5e; A 40e; 5. 60c; 6. 
60c; 7, 75c. 

Griddles—No. 8, $1.00 sash; 9, $1.26; 10. $1.40; 11. 
$1.80: 14. $2.00: 16, $2.86. 

Skillets or Spiders—No. 7, $1.20 eaoh; 8, $1.85; 9. $1.45; 
10, $2 00; 12, $2.36; 07, 85c; 08, 40c; 09, 65c; 1010, 65c; 
012, 75c. 

HOOKS AND EYES—(PHoa per dosen)— 

Screw Hooks Screw Erea 


0 



Steel Braea 

. .60 

Steal braaa 

.45 

1 



. .50 


.40 


2 



. .45 


.86 


8 



. .40 


.80 


4 or 

104. 


. .30 


.16 


5 or 

105. 


. .25 


.10 

.75 

6 or 

106. 


. .15 

.76 

.16 

.60 

7 or 

107. 


. .15 

.60 

.16 

.45 

8 or 

108. 


. .16 

.46 

.10 

.40 

9 or 

109 . 


. .10 

.85 

.10 

.85 

10 or 

110 . 


. .10 

.80 

.10 

.80 

11 or 

Ill . 


. .10 

.25 

.10 

.25 

12 or 

112 . 


. .10 

.20 

.05 

.10 

18 or 

118 . 


. .10 

.15 

.05 

.15 

14 or 

114 . 


. .10 

.10 

.06 

.10 

Gato Hooka and Eyea — 
Sixe 184 

8 184 

8 

iH 4 

6 

No. 40, steel .. 

.20 

.25 .80 

.40 

.45 .50 

.90 

No. 1040, brass. 

. .60 

.75 .90 

1.10 

1.50 1.76 

9.00 


Gross lots, 85% off list. 

Ceiling — Es. 

2%-inch oaet iroa.60 

2%-inch eset Iron.... 1.35 
2%-inch, other finishee 1.50 

Cast, coppered.65 

Wire, coppered.85 

Wire, Japanned.40 

Wire, tinned.40 

Wire, nickel plated... .65 
Wire, braes plated.55 

Coat and Hat- 
Double. cast, heavy... .70 

Single, cast.45 

Medium, cast.70 

Heavy, cast.90 

Cast, nickel plated.85 

Mast, copper finish... .95 
Cast, brass finish . . . 1.10 
Cast, bronze, all fin... 4.25 

Porcelain, solid.15 

Wire, Japanned.20 


Wire, tinned.80 

Wire, nickel platad.. . .40 

Clothee Lins— Ea. 

Malleable iron, Jap... .10 
Malleable iron, GiJv. . .15 

Orsas— Each 

14-in., 16-ln., 18-lm.. . .50 

Bronzed.65 

12-in., enameled, neon .60 
12-in., enameled, black .65 
Finest quality steel. . .90 

Forged tool steel.60 

Hammock— 

To screw.IS 

With plate.15 

Hay Pork— 

%-inch pi. wr'ght stool .80 
%-inch pi. wr'^bt steel .45 
%-inch galvanized ... .15 

%-inch galvanized ... .15 

7-16-inch galvanized. . .20 

%-inch galvanized ... .25 


HOSE FIXTURES—Hose Washers—%-inch. dot.. 5c: htxlk. 
45c 1b. 

Hose Couplings—Cast Brass, Common—%-incb, 25o each; 
^-inch. 25c; 1-inch, 40c. Heavy Brass, Clincher, H-inch. 
40c; %-inch. 40c. 

Brass Hose Clamps—%-ineh, So each: %-lnch. 5e: 1 

inch. 15c; l% inch. 20c; 1%-ineh. 80c: 2-ineh. 85e. 

Galvanized Steel Hose Clamps—%-inch, 6c each; 84-Ineh. 
5c; 1-inch, 10c; 1%-inch, 20c; 1%-inch, 80c; 2-inch. 35c. 

Hose Menders—Clincher, %-inch, 20c each; 84 inch. 20r. 
Sherman Seoraless Brass, Vfc-inch, 10c; 84-inch, 10c. Wood, 
%-inch, 25c: 84-inch, 80c. Caldwell Hose Straps, 84-inch. 
2%c: 84-inch. 3o. Caldwell Hoee Strap Pliere, No. 1 

for % or 84 -inch Hose Bands, 40c each. 

Hose Nozzles—Boston. 84-inch, 95c each. Magic, 84’inch, 
15r: 84-inch. 17c; 4-ply, black, %-inch, 15 %c, 84 inch. 

HOSE. GARDEN—Coupled in 60-ft. lengths—Cotton, 84-inch. 
20c; 84-inch, 23c:4-ply. black, 84inch, 1584c: %-inch. 

19%c: 5ply, black, 84-inch, 1684c; 84'inch, 20c; 6-ply, 

red, %-inch, 17c; 84-inch, 21c. 

Reels, not coupled, per ft.—Electric, eorrugated, 84-inch, 
21c; ^4-inch, 24c; 1-inch, 35c: Electric smooth, 84-inch, 

20c: 84-inch, 23c; l-inch, 30c; Second Grade, %-inch. 19c, 
*^i-inch, 22c; Third Grade, %-inch, 16<^ 84’inch, 19c : 

Fourth Grade, 84-inch, 15c; 84-inelL 
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ht Bheato 

FoU Bheole 

.14 

.11 

... 

.18 

.12 

.09 H 

.12 

.09% 

.18 

10 Vk 


1 % -inch. 

Block ... 

. . .75 

1 % -inch. 

Single . . 

.. .75 

2-inch. Single.. 

.. .80 

2 V4-inch, 

Single... 

, .. .85 

2 %-inch. 

Single. . .. 

.. 1.00 


IBON SHUTS—OalTaaii«d— 

10 to to.14 

to to 80. 

BUek Sheet!— 

10 to 16.It 

18 to 24.It 

26 to 80 . 

Corrufftted Sheets, OelTanised— 

26 Os. .t oo 

28 G». 8.50 

Bockfaee Sidinf . 0 00 

Brickfaco Sidiaf 28 Oa.. 8.28 

IRONS— 

Plane, Stanley or Ballsy— 2%-inch. Single. 1.05 

.. “ l^ inch. Double .... 1.10 

2-inch Double. 1.20 

2>4-iDch, Double .... 1.25 

2^-inch, Double .... 1.55 

2%-inch. Double .... 1.65 

IBONS—Sad. Common, 18c Ib. 

Mrs. Potts—No. 50, $3.50 per set. 

70, $4.25; G. Pressing, 25c lb.; T Tailors* Goose, 25e 
lb.; N Gasoline, $5.25 each. Handles, 85c; Asbestos No. 60, 
$3.00 set. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sicklo, $8.25; Iwan Seriated,, 
$3.25; Heaths Upright, $2.75. 

KNOBS—Maple base, each, 5e; dos., 85e. 

LiAOlNG—Beltr— 

Rawhide, Oat 

Sise, per ft. 

Sise 5-16, per ft.... 

Sise per ft. 

Size 7*16, per ft.... 

Size H, per ft. 

Size P*' . 

&se per ft.. 

Wire 

0 and 1.06 

LADDERS—Extension, No. 1, $1.00 foot. Step, Olimaz, 70s 
foot; Special, Orescent, 55e foot; Standard, 40e foot. 
LAMPS—Coleman Qniek-Lits, Gasoline—00820, Eastern and 
Central SUUs, $0.00; Roeky Ml. and Pas. Ooast States, 
$9.50. 

LAMPS, ELEOTRIO—Hygrade, Bare, B First, Whitslite, Mar- 
▼el, Brite-Lite and other makes. 

Type B Lamps— 

10 to 50 watts.40 

60 watts.45 

100 watts. y)0 

Type 0 Lamp!— 

50 watts.. 

75 watts.. 

100 watts. 1.10 

150 watts... 

200 watts. 2.10 

LANTERNS—Cbleman Qnick-Llte,'Gasoline, LQ827—Bast and 
Central States, $7.50; Rocky Mt. and Pac. Ooast States, 
8.00. 

Note—General rise in lantern prices will be itemised 
next month. Ask your jobber. 

LANTERNS—Diets Tabular- 


.02 H 

2. 

eoil .. 


_ .76 

.08 

8. 

eoil ., 


... .80 

.04 

OM, IM, 

2M, 8M 

■pL .80 

.06 

.06 



Ho«ki 

Dm. 

.07 

10 



.06 

.08 

8. 

9 ... 


.06 


0. 

7 ... 


.10 


Clear 

Frosted 

.40 

.46 

.45 

.50 

1.00 

1.10 

Clear 

Froated 

.65 

.. • 

.75 

.80 

1.10 

1.20 

1.55 

1.65 

2.10 

8.26 


HOT BLAST 

Little Star Tin Lanterns. 1.50 

Hi-Lo Tin Lanterns.2.00 

Victor Tin Lanterns... .1.85 
Monarch Tin Lanterns.. 1.35 

O. K. Tin Lanterns.1.50 

Vo. 2 Royal Tin Lants..l.75 

COLD BLAST 

Junior Tin Lanterns.... 1.50 
Junior Brass Lanterns. .2.50 
Junior Brass Nickel- 

plated Lanterns .2.50 

No. 2 Crescent Tin Lan¬ 
terns .2.10 

No. 2 Blizzard Tin Lan¬ 
terns .2.10 

No. 2 Large Fount Bliz¬ 
zard Lanterns .2.00 

Little Wizard Tin Lan¬ 
terns .1-45 

D-Lite Tin Lanterns. ... 1.65 
No. 2 Large Fount Wiz¬ 
ard Lanterns .2.10 

DASH AND WAGON 
Buckeye Dash Lant'ns. .2.25 
Junior Wagon Lant’n. . .2.35 
Roadster Wagon L a n- 
tems .2.85 

DRIVING 

Eureka DriTing, plain 

lens .2-50 

Same with optical lens. .2.65 
Octo Driving, pl’n lens. .4.50 


Same, optical lens.5.10 

Union Driving, plain 

lens .5.10 

Same with optical lens. .5.50 

MILL 

Watchman's Mill Lan¬ 
terns, enamel fin.2.50 

Underwriter’s Mill Lan¬ 
terns .2.75 

No. 2 Blizzard Mill Lan¬ 
terns .8.75 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass. 

Same, Nickel-plated on 

Brass .6.50 

WALL 

No. 15 Wall Lanterns. . .8.00 
No. 25 Wall Lanterns. . .8,15 
No. 30 Beacon Wall Lan¬ 
terns .8.15 

No. 60 Beacon Wall Lan¬ 
terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts ... .9.50 
Same, all Brass ...... 12.50 

Pioneer Hanging Lan¬ 
terns. Tin .8.10 

Same, Brass Founts. . . .11.00 


PLATFORM 

Imperial Platform Lan¬ 
terns .13.00 

No. 1 Climax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

LEAD—Bar, 18c lb.; Calking 
Iba.), 16o lb.; Sheet (full). 2 


Nos. 1 and 2 Climax 
Nested .11.00 

UNCTLASSIFIED 
Police Flash Lanterns.. .2.00 
Traffic Signal Lanterns.A8i 
No. 12 Display Stand and 

Assortment .25.00 

100 lbs ), 17c lb.; Pig (100 
e lb.; Wool, 85e lb. 


LEVELS—No. 36, 12-inch, $3.35 ;18-inch, $4.00; 

$4.75. No. 37. 12 inch, $4.50; 18-inch, $5.25; 
6.25. 


24-lneh, 

34-inoh, 


Marx Aluminum—12-inch, $8.75; 18-inch, $4.50; 24-inshu 
$5.50; 28, $6.25. 

No. 95. 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.50; 
80-inch. $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
80-inch, $11.00. 

Special Nos.—No. 0, $2.00; 15, 24 and 26-inch. $4.75; 18, 
28 and 80-inch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45H. $5.25; 90, $8.75; $3, $5.00; 108, $1.00. 
LINES, (7LOTHES—Cotton, Braided—40-foot, 80e sash; 60> 
foot, 25c; 50-foot, 25c; 50-foot, 85o. 

Wire, Twisted—50-foot, 20 gauge^ 45e sash; 75-foot, 20 
gauge, 60e; 100-foot, 20 gague, 70o; 50-foot, 18 gangs, 70s; 
76-foot, 18 range, 80e; 100-foot, 18 gauge, 95e. 

Wire, Solid—100-foot, 10 gangs, 95e each. 


LOOKS—Rim—Steel, 75e set; Oast, 60e set. 

LUGGAGE CARRIERS—BOYCO—No. 4. 46-ineh, open, $8.76; 
No. 40, 46-inch, with end, $4.25; No. 5, 66-ineh, open, $4.66: 
No. 50. 65-inch, with end, $5.00. 


MANILA ROPE—8-16 inch to %-inch, 50e per lb.; %-ineh 
and larger, 45c. 


MATS, DOOR—Cocoa Fibre, Fine. 14x24, 81.25; 16x27, $1.50; 
18x30, $2 25; 20x33, $3.00; 22x36, $3.50. 

Cocoa Fibre, Medium—16x27, $2.50; 18x30, $2.75; 20x33, 
$3.50. 

Steel—15^x23%, $2.25 each; 17Hx30, $3.00; 2lHx86, 
$4.25. 

Steel Matting in Bolls—Per sq. ft., $1.00. 


MATTOCKS— Each 

Short Chitter, Standard, 5% lbs. 1.25 

Long (hitter. Standard, 6 lbs. 1.25 

Pick. Standard, 6 lb. 1.25 


MAULS—Post-10-lb., $1.50 each; 13-lb., $2.00; 16-lb., $2.50; 
18-lb., $2.75; 20-lb., $3.15. 

Ship or Top, 25c lb. 

Wood Choppers—Adze or Round Eye, 24c lb. 


MILLS—Cider- 

Junior .43.00 Senior .72.00 

Medium .52.00 Force Feed .32.50 


MOPS—Dish, Handled, No. 1, 10c each; 2, lOo; 4, 10c. 

0-Cedar, Handled—No. 4, small trian.le, $1.25 each; No. 
8, large triangle, $1.75; No. lOB, polish. $1.50. 
SelLWrinsing—No. 10, $1.10 each. 

Round—No. 1, $1.75; No. 2, $1.25. 


MOP STICKS—No. 2. 

25c each; 

No. 7. 35e each; No. 

18 85e 

each; No. 70, $1.10 

; Janitor’a, 75c each. 


MOWERS—Lawn— 


Common— 


Great American— 


14'inch . 

. 8.60 

15-inch . 

. .24.00 

16-inch . 

.10.00 

17-inch . 

. .26.00 

Pennsylvania— 


19-inch . 

. .29.00 

17-inch . 

.80.00 

21-inch . 

. .82.00 

19-inch . 

.32.50 



21-inch . 

.85.00 


NATI.S—Standard—All sizes, base, $4.90. 6d and larger. 8c 
lb.; 5d and smaller, 9c; 2d Fine Blue (Lath), 10c. 25 lb. 

lots, add to selling base $1.25 per keg. 50 lb. lota. 75c. 

Cement Coated—All sizes, base, $4.10. 6d and larger, 
10c lb.; 5d and smaller, 12c. 

Felt Roofing—% inch Plain, 15c lb.; % inch Galvanized, 
18c. 

Brads and Nails in Packages—All sizes, 40 per cent. 
Advances on Standard Wire Nails, in Kegs— 



Common 

Box 

Casing 

Finish. 

O.C.Box 

2d. . 

. . . 1.45 

1.65 

1.70 

2.00 

1.65 

3d. . 

... 1.15 

1.30 

1.35 

1.55 

1.30 

4d. . 

.80 

*1.05 

1.10 

1.25 

*1.05 

5d. . 

_ .75 

1.00 

1.05 

1.20 

1.00 

6d. . 

.60 

.70 

.75 

1.00 

.70 

7d. . 

.55 

.65 

.70 

.70 

.65 

sa. . 

.30 

.45 

.50 

.60 

.45 

9d. . 

.30 

.45 

.50 

.60 

.45 

lOd. . 

.20 

.30 

.36 

.45 

.30 

12d. . 

.15 

.25 

.30 

.40 

.45 

16d. . , 

.10 

.15 

.20 

.25 


20 to 

60d Base 

.05 

.10 

.15 



Barbed Nails advance 25c over Smooth Nails. 
*OranEe Box. $1.60. 

2d Fine—Plain, $1.95; Extra. $1.95. 
bd Fine—Plain. $1.35; Extra, $1.55. 

Blued Lath Nails advance 25c over Fine Nails. 


NAILS, SHOE!—Corrugated—Brass Plated—No. %-lb., 
each; Vi-lb., 15c. 

Wrought Brass—2-oz., 15c each; 4-oz., 25c. 

Hob—•%, 30c lb.: larger. 30c. 

Hungarian—Round or Cone Head—V4*lb., 10c each; 
lb.. 15c. 
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NETTING, POULTRY—Hexagon, GaWanized after Wearing— 
2-ioch, 20-gauge—List roll, 12 in., $2.14; 18 in., $3.(J8; 
24 in.. $3.92; 30 in., $4.68; 86 in., $5.33; 48 in., $7.13; 
60 in., $8.91; 72 in., $10.69, 

Sell Full Roll—12 in., $2.15; 18 in., $3.10; 24 in., $3.95; 
SO in., $4.70; 36 in., $5.35; 48 in., $7.15; 60 in., $8.90; 
72 in., $10.70. 

Sell Cut (l»n. ft.)—12 in., l%c; 18 in., 2V4c; 24 in., 8%c; 
30 in., 4c; 36 in., 4V^c; 48 in., 6c; 60 in., 7 Vic; 72 in., 9c. 

1 Vi-inch, 20-guuge—List Roll, 12 in., $3.15; 18 in., $4.53; 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in., $10.50; 
60 in., $13.13; 72 in., $15.75. 

Sell Full Roll—12 in., $3.15; 18 in., $4.55; 24 in., $5.80; 
30 in., $6.90; 36 in., $7.90; 48 in., $10.50; 60 in., $13.15; 
72 in., $15.75. 

Sell Cut (lin. ft.)—12 in., 3c: 18 in., 4c; 24 in., 5c; 
30 in., 6c: 36 in.. 6 Vic; 48 in.. 8 Vic; 60 in., 11 Vic; 72 in., 
13c. 

l inch, 20-gauge—List Roll, 12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 30 in., $10.83; 36 in., $12.38; 48 in., $16.50; 
60 in., $20 64; 72 in.. $24.75. 

Sell Full Roll—12 in., $9.45; 18 in., $1.75; 24 in., $9.10; 
30 in.. $10.85; 36 in., $12.40; 48 in., $16.20; 60 in., $20.65; 
72 in., $24.75. 

Sell Cut (lin. ft.)—12 in., 4Vic; 18 in., 6c; 24 in., 8c; 30 in., 
9c; 30 in., lOVic; 48 in., 14c; 60 in., 17c; 72 in., 20Vic. 

%-inrh. 20-gauge—List Roll, 12 in., $8.55; 18 in., $12.30; 
24 in.. $15.68; 30 in., $18.71; 86 in., $21.38; 48 in., $28.50; 
60 in.. $35 63; 72 in.. $42.75. 

Sell Full Roll—12 in.. $8.55; 18 in., $12.30; 24 in., $15.70; 
30 in.. $18.70; 36 in., $21.40; 48 in., $28.50; 60 in., $35.65; 
72 in . $42 75. 

Sell Cut (lin. ft.)—12 in., 8c; 18 in., 10V4c; 24 in., 14c; 
80 in.. 16c; 36 in.. 17c; 48 in., 25c; 60 in., 30c; 72 in., 35c. 


NIPPERS. CUTTING— 


Bernard’s— 


14-iDch . 

.8.76 

5-inch . 

. .. 2.25 



6-inrh . 

. .. 2.65 

Utica— 


7-inch . 

. .. 8.25 

5-inch . 


N<‘ttleton'a— 


6-inch . 

. 1.60 

6-ineh . 

,.. 2.00 

7-inch . 

. 1.85 

8inch . 

. . . 2 40 

4-inch . 

. 1.65 

10 inch . 

. . . 2.90 

4 Vi inch . 


12inch . 

. . . 3.10 

5-inch . 



NIPPLES—See Pipe Fittinga— 

NUTS—Cold Punched U. 8, S. Hexagon, Tapped—Size V4, 5 
for 5c; 5-16, 3 for 5c; %, 3 for 5c; 7-16, 2 for 5c; V4, 2 for 
5c; 9-16, each 5c; %, each 5c; 2 for 15c; %, each 10c; 

1 inch, each 15c. In quantity sell at cost, plus 50 per cent. 

Hot Pressed U. S. S. Square, Tapped—Size V4, Sug. 
retail. 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 3 for 5c; 
V4, 3 for 5c; %, 2 for 5c; *)4. each 5c; %, each 10c; 
l-in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped, U. S. 8.—3-16, 25c doz.; V4, 80c; 5-16, 
85c; 50c; 7-16, 60c; V4, 85c; %. $1.75. 

OAKUM—Plumbera. 20e Ib.; Nary, 80e lb.; Beat UnapoA. 
85c ib. 

OII^—S-in 1, l-oa. bottle, 20e eeeb; 8 -oSm 85e; 8-ox., 65e; 2V4* 
or. can. 35c. 

Household Lubricant, 4-os. can, 25c each; 8-os. can, 85c. 

ox. can, 35c. 

Winchester Utility—1-ox. bottle, 16c; 8V4*os. can, 25o. 
Many-use—8-oz. can, 25c. 


OPENERS (Can)— 


No. 

Each. 

No. 

Each. 

16 . 

.. .15 

140 . 

. .15 

100 . 

.. .80 

840 . 

. .80 

OVENS PORTABLE— 

-Boss— 



No. 

Each. 

No. 

Eaeh. 

Androck, complete.. 

. 1.25 

2 . 

. 4.50 

Kerogas— 


11 . 

. 8.00 

867 . 

.. 7.25 

18 . 

. 8.75 

657 . 

. . 8.25 

Ill . 

. 8.75 

Perfection— 


118 . 

. 4.50 

121 0 . 

..626 

120 . 

. 6.76 

122 G . 

. . 7.50 

218 . 

. 4.00 

Pinney A Boyle— 


220 . 

. 7.85 

1 

.. a 7S 

aia . 

. 4.50 

PACKING—Sheet Rubber—Standard I. 0., 40c lb.; 

Indian 


Red. 60c. 

Italian Hemp— A, 1-inch, 45e lb. 

Square Flax, braided, 60c. 

Piston Spiral—Steam, high pressnre, $1.60; steam or 
water, low pressure. $1. 

Asbestos Cement—7V4c lb. 

Wicking, Asbestos—4-oz. ball, 80c. 

Cotton Candle—2-oz. ball, 10c. 

PADI.OCKS — Corbin—No. 958, 35c each; 2802 V4, 80c; 

2822 V4. 40c: 2869, 75c; 2879, $2.00; 2880, $2.25; 2881, 
$2.75; 2883, $4.00. 

Miller—No. 1, $1.35 each; 016, :5c; 18. 30c; 18D, 40c; 
19 30c: 21. 35c: 75. 40c; 76, 85c; 78, $1.00; 96, 5.'c- 

960, 75c; 121. 45c; 5441. 85c. 

Yale—No. 223, 85c each; 225, $1.00; 453J. 80c; 453X. 
30c; 563. $1.75; 565, $2.10; 585. $1.50; 635. $1.50; 645J, 
65c: 803. $2 25; 805, $2.25; 805V4. $2 50; 813, $2 25; 
815, $2.35; 823, $2.40; 833, $3.00; 848, $3.25; 853, $3.50; 
8454, $2.75. 


Slaymaker—No. 160, $1.75 each; 178, 45c; 179. r.5c; 
189, 75c; 1092, 90c: 1093, $1.10; 1098. $1.10; 1902, 65c; 
1903, 45c; 1904, 75c: 3901, 75c; 3902, 60c.* 3903, 45c; 
4026 20c; 4078, 75c; 6130, 25c; 9902, 70c: 9902 N. C.. 
65c; 41090, 70c. 


PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 gallon. 1.46 

5 gallons. 1.16 

Alum— 

Pwd., Isas than 100 
lbs., lb. ..17 

Benzine— 

New cans, eaad., gal. .60 
Old oans, uncad, gaL .40 

Goal Tar— 

5-gal.Gal. .40 

l-gal.Gal. .66 

Creosote— 

Gal.85 

Distillate— 

Light, gal.40 

Glue- 

No. S Gelatine.60 

Chicago White ... .60 

Kalsomine, White— 

Bbls., 280 Ibe.08 

Kegs, 100 Iba..08 H 

4 251h. pkgs., bulk .09 

25 lbs., bulk.09 

Less 25 lbs.09 Vi 

100 lbs. 5 lb. pkgs. .09 
Less 100 lbs. pkgs. .09 Vi 

Lamp Black—^Bear Brand— 

1-S, lb. pkg.45 

V4 .80 

Vi S.SO 

Linseed Oil, Boiled— 


5’s 
I’s 
V4*s 
Vi s 
Vi’s 


_Gal. 1.14 

_Gal. 1.45 

.Vi-Gal. .85 

.Qt. 60 

_Pi. .30 


Raw Linseed Oil, So lees 
than price of boiled. Paint¬ 
ing c ontraetora’ price on 
Linseed Oil, 5c abore oost, 
according to quantity. 

Oil— Gal. 

Floor. t5 

Gloaa . 1.50 

Lard, No. 1.1.80 

Lln-O-Oil.90 

Neatafoot No. 1... S.40 

Neutral .60 

Paraffine.86 

Paint, Dry Oolom— 

Umber.IS 

Chrome Green, Med. 

Graphite.06 

Metallic.06 

Sienna.11 

Venetian Red.08 

Tallow Ochre.06 

PANS—Acme Frying— 

No. 00, each.SO 

No. 0, each.86 

No. 1. eaeh.40 

No. S, each.46 

No. S, each.50 

PAPER. BUILDING— 


Paintera* Petrolenm— 

I-GaL .GaL .40 

Paints, Ready Mixed—let 
grade, white — 

Gals.Gal. 4.40 

Vi-gala. -Vi-Gal. S.80 

^arta .Qt. 1.35 

Pints.Pi. .70 

V4-pints-V4-Pt. .40 

1st Grade, Color 


Gals. 
H-gals. 
QuarU 
Pints . 
Vi-pints 


_Gal. 4.25 

. .Vi-Gal. S.25 

.Qt. 1.20 

.Pt. .65 

...ViPt. .36 


Sd Grads, White or 
Colors— 

Gals. .Gsl. 2.90 

%-gals. ...Vi-Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gsls.Gal. 2.90 

Jigals. ...Vi-Gal. 1.60 
Qoarta .Qt. .96 


Porch— 

Gals.Gal. 

Vi gals. ...Vi-Gal. 

Qnarta .Qt. 

Plaster Paris— 

Less sack, lb.. 

Putty, Bladdei^ 

Less than 100 Iba. 
Putty, Bulk— 

1-ib. eans . 

2-lb. cans . 

8-lb. Cans. 

5-Ib. cans . 

10-lb. cans . 

25-lb. cans . 

85 lb. cans. 

Rosin— 

Lb. 

Tints, Kalsominw— 
Barrels, 280 lbs... 

Kegs, 100 lbs. 

lOO-lb. bulk. 

25-lb. bulk. 

Less 25 lbs. 


4.25 

2.25 

1.20 

.08 

.07 Vi 

Lb. 

.15 

.12 4 

.09 H 
.09 
.08 Vi 
.08 
.064 

.14 


100 lbs., 5-lb. pkgs. 

lbs., 5-lb. 


.09 
.09 Vi 
.10 
.10 
.1014 
. , .09Vi 

Less 100 lbs., 

pkgs.10 

Turpentine— 

6’s .Gal. 1.10 

I's.Gal. 1.25 

..Vi-Gal. .75 

45 

25 


I': 


X: 


Painting eontraeiora* price 
on turpentine: 6 gals, or 

more, 2e abore eeet; lees 5 
gala., 6e abore eoat. 

No. 4, eaeh.66 

No. 6, eaeh.60 

No. 6, eaeh. .80 

No. 7, eaeh.90 


Roofing— 

Light. 

.8.00 

Medium. 

Haarr. 

Plymnuth, Smooth .. 
Pioneer, Sanded .. .. 

8.50 

4.00 


b.OO 

8-50 

Asbestos . 


4.75 

5.25 

H ft H. 


2.50 


Pioneer, Flaxtne .. . 


8.50 

4.00 

Pioneer, Sanded . . .. 


8.00 

2-50 

Pioneer, Slate . 


8.75 


Certain-teed . 


8.00 

9.50 

Major . 

. 2.00 

2.50 

8.00 

Guard . 

. 1.75 

2.25 

2.75 

Pioneer Sheathing, 
$1,50: 30-lh.. $1 7.5. 

Gray—Per roll. 

20-lb.. $1.25; 

25-lb., 


or Green—Tndlridual (424 per 
Strip or Blab (104 per aquare). 


Shineles. Slate, Red 
square), $10.25 square. 

$9 25. 

Tin Cans—I Vi -inch, 80c per Ib. 

Felt—Asphalt Saturated, $2.76 per roll. Deadening, 6Hc 
per lb. Insulating, Saturated, 21.76 per roll; Satnmt^d 
and Coated, $2.75. 


Digitized by 


Google 
























































































November, iQ2i 


HARDWARE WORLD 


187 


RETAIL SELLIKO PRIOEE—Continued. 


SAND AND EMERY—Per quire of sheets— 




0 % 

1 

1% 

2 2% 

8 

Carborundum 

... .80 .95 

1.10 

1.30 

1.50 1.75 

.... 

B AA._ 

.45 .50 

.55 

.60 

.75 .85 

.95 

Aztec . 

.40 .45 

.50 

.60 

.70 .75 

.90 

Aloxite . . . . 

.80 .85 

.90 

1.00 

1.10 1.20 

1.45 

PEA VIES— 







Socket. 



Socket. 


Maple. Hickory. 



Maple. Hickory. 

2%x4. 

. 4.35 5.25 

2%x4% .. 

. .. 5.25 

6.76 

2%x4% ... 

. 4.50 5.50 

8 . . 


. .. 5.36 

6.00 

2%x4% ... 

. 4.65 5.75 

8x5 


. . . 6.00 

6.76 

2%x5 . 

. 4.85 5.85 






PERCOLATORS. COFFEE—Unirersal— 


46 . 

. 4.50 

74 . 

. 5 50 

48 . 


76 . 

. 6.00 

53 . 


79 . 

. 6.75 

54 . 

. 4.50 

714 . 

. 7.50 

56 . 


464 . 

. 5.75 

58 . 

. 5.75 

466 . 

. 6 25 

64 . 


469 . 

. 7.00 

66 . 


474 . 

. 6 25 

69 . 

. 6.25 

476 . 

. 6.75 

614 . 


479 . 

. 7.60 


Percolator Tops, 10c each. 


PICKS—Railroad. 51b., $1.10 each; 6-lb., $1.15; 7-lb.. $1.25; 
8-lb., $1.50; 9-lb.. $1.65. 

Drifting— No. 1. 95o each; 2, $1.10; 3, $1.15; 4. $1.25; 

PINS—ClothM—0—Oommon, lOe doi.; US—Spring, 20c; H— 
Hoyt'a Spring; 15c. 

PINCERS—Carpentera*—6-in., 75c; 8-in., $1.00; 10-in., $1.25. 
PIPE—(See Plumbing Pricea, Page 169). 

PIPE, STOVE—Neated, Pull Jointa—8-ine1i, 25e joint; 4-ineh, 
25c; 5-inch, 80c; 6-inch, 85c; 7-inch, 40c. 

4-inch, Japam 40c: 8 inch, Galvanized, 85e; 4-inch. Gal¬ 
vanized, 40c; 5-inch, Galvanized. 50c: 6-inch, Galvanized, 60e. 
Half Jointa—5-inch. 20c joint; 6-ineh. 20c. 

Taper Jointa—6-incn to S-inch, 85e joint; 7-inch to 6-ineh, 
.40e. 

PIPE PITTINOS (STOVE)—Oap% No. 0 16, 60e each; aie, 
60e each. 

Damper*—No. 8, 4, 20* eaeh; 6, 6, 26*; 7, 40e. 

Elboar a No. 8 Oorg., 26e eaeh; 4, 80e; 6, 85e; 6, 40e; 
7, 45e. No. 8 AdJ. 4 Pe., 86o; 4, 40o, 6, 40e; 6, 45e. 8- 

inch AdJ. Qalv., 40e; 4-iaeh, 46e; 6-ineh, 60e; 6-ine^ 66e. 
No. 8 Corg. Jap., 40e; 4, 46e. 

In lota of 12 dosea, 6 per oent diaoouni from above. 

Flue Stope, Nos. 1 and 86, 20c eaeh; 8, 26e eaeh; 80, 20e 
a, 8H (k kega). 86e Ih.; 4, 6, 86e; 6, 7. 8, 86e; 10, 86e. 
Roof Plates and Saddles, Nos. 16, 16 (Side), fOe each; 60, 
60 (Ridge). 76e eaeh. 

PISTOLS—Automatie—ColU* ,25 Cal., $20.50 each; 25 Cal. 
nickel, $25.00; .32 Cal., $25.00; .38 Cal., pocket, $45.00; 
.45 Cal., military, $42.00. 

Smith A Wesson—.86 0*1^ $81.60; Savage, .82 OaL, 
$24.00; .380, $25.00 

PITCH—Navy Caulking—5-lb. can, 75c; lO-lb., $1.25; 25-lb.. 

$2.50; 50-lb., $4.50; ^-bbl.. $9.00; bbl.. $13.50. 

PLANES—Stanley— No. 1, $2.95 each; 2. $3.85; 3, $4.10; 8C, 
$4.25; 4. $4.35; 40. $4.60; 4H. $5.00; 4V6C, $5.35; 5, 
$.5.00; 5C, $5.25; 5%, $5.35; 5%0, $6.00; 6, $6.60; 60, 
$6.90; 7, $7.50; 70, $7.65; 8, $8.35; 8C, $9.25; 9. $9.15; 
9%. $2.25; O'Vi, $2.75; 10. $6:65; 10^, $5.40; 12,. $5.00; 
12^. $6.60; 15. $2.10; 15 $2.85 ; 16, $2.50; 17. $2.85; 

18. $2.85; 19, $2.85; 20. 8.25; 24, $3.10; 25, $2.8.5; 2«. 
$3.20; 27 H. $3.75; 28. $4.15; 29, $4.65; 31. $4.50; 32, 
$5.00; 35, $3.75; 36, $4.50; 37, $5.00; 40, $2.20; 40^, 
3.00: 45. $14.00: 46. $9.80; 47. 7.65; 48. $5.25; 49, $.'i.25; 
50, $7.00; 55, $25.50; 60, $2.60; 60%. $2.35: 61, $2.25; 
62, $5.65; 65. $3.15; 65%, $2.60; 71. $3.95; 71%. $3.20; 
72. $4.35; 74. $10.25; 75, 75c; 78, $3.25; 85, $4.60; 90, 
$3.95: 92. $4.00; 93. $4.85; 94, $5.65; 95. $2 00; 97, 
$3.95; 98. $2.00; 99. $2.00; 100, 60c; 101, 50c: 102, 95c; 
103. $1.25; 110, $1.30; 112, $4.50; 113, $7.45; 120, $1.75; 

130, $1.80; 131, $2.75: 140, $3.00; 146, $4.00; 147, $4 25- 

148. $4.65; 171, $5.95; 190, $2.90; 191, $2.90; 192, $2.65; 

203, $1.50; 212, $3.10; 220, $1.70; 278, $3.25; 289, $4.00. 

444. $11.00; 602, $4.30; 603, $4.90: 604, $5.30; 604C, 
$5.55; 604%, $6.15; 605. $6.15; 605C, $6.45; 605%, 

$6.75; 606, $7.85; 6060, $8.25; 607, $9.90; 607C, $9.45; 
608 $10.70; 608C, $11.20. 

No. 39—%. $2.90; %, $3.20; %. $3.40; %, $3.55; %, 
$3.70: 13-16. $3.85; %, $3.85; 1, $3.95. 

Stanley Block Plane Irons—100 and 101, 15c; 102 and 
103, 20c: 110 and 130, 30c; 120 and 220, 40c; 140. 50c; 
9% and 9^, 40c; 15. 16. 17, 18, 19. 40c; 60 and 65. 40c. 
3%-inch, 75c. No. 41, 20c. No. 44. 50c. No. 600. $2 00. 
inch, 15c; 3%-inch, 20c. No. 361, 40c. No. 362. 65c. No. 
371. $1.00. 

PLATES, GAS, HOT—No. 501, $3.50 each; 502, $5.75; 503, 
$9.00; 702. $8.25; 703. $12.00; 722, $9.00; 723, $12.75; 
1001. $2.50; 1002, $4.15. 

PLIERS—Klein’s No. 201— 6-inch, $3.50 each; 7-incn. $4.00; 
8-inch, $4.25; 0-inch, $5.25. Bernard’s No. 102—4%-inch, 
$1.50; 5%-ineh, $1.85; 6%-inch, $2.25; 8-inch. $3.25. 


PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic. Stanley—No. 86. 6 inch, 
$2.25 each; 9-inch, $2.75; 12-inch. $3.00; 18-inch, $3.75; 
24 inch, $4.50. No. 37, 12-inch, $4.25; 18-inch. $5.00; 24- 
inch, $6.00. 370, 12-inch. $4.25; 18-inch, $5.00. 34V, 4- 

inch. $1.65; 6-inch, $2.00; 8-inch, $2.75; 10-inch, $3.25. 

Wood, Stanley or Disston—No. 00, $1.50 each; 0. $1.75; 
2, $2.50; 3. $3.00; 8. $3.85; 13. 26-in., $3.50; 28-in.. $3.75; 
30-in., $3.75. No. 15. 26 in.. $4 25; 28-in.. $4.50; 80 in., 
$4.50. No. 30, $3.75; 35. $3.25; 45%, $5.25. No. 93. 26-in., 
$5.00; 28.in., $5.25; 30-in., $5.50. No. 95, $8.25; 96, 
$1000; 102. 80c; 104, $1.15. 

Pocket. Stanley—No. 31, 2%-inch, 55c each; 3-inch. 65c; 
3%-inch, 75c. No. 41. 20c. No. 44, 50c. No. 600, $2.25. 

Extra Level Glasses—No. 1, 1 % to 2-inch, 15c each; 2%- 
inch, 15c; 3%-inch. 20c. No. 861, 40c. No. 862, 75c. No. 
371. $1.65. 

POKERS, STOVE—No. 100, Straight, 20-inch, 25c; 105, Bent, 
20 inch, 25c. 

POLISH (AUTO)—Durolac, 1 pt., 60c; 1 qt., $1.00. 

POTJSH (FURNITURE)—Dnrolac. 1 pt., 60c; 1 qt., $1.00. 
Calol, % pt., 30c each; 1 pint, 4.'c; 1 quart, 65c; % gallon, 
$1.15; 1 gallon, $2.00; 5 gallons. $7.50. 

Liquid Veneer, 4 ounce, 30c each; 12 ounce, 60c; 1 quart, 
$1.25. 

O-Cedar—4 ounce, 25c each; 12 ounce, 50c; quart, $1.00; 
% gallon, $2.00; gallon, $3.00. 

Johnson’s Prepared Wax. 5 ounce, 45c each; 1 pound, 85c; 
2 Bounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart, 
$1.25. 

SHOE—Shuwhite, 15c each; Midnight Oil, 25c: Royal, 15c; 
Jet-Oil. 15c; 4 C 8 Shoe Satin, lOc; 9 C S Shoe Satin, 15c; 
1 C Satinola, lOc; 2 C Satinola, 15c; 5 P S Shoe Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P. Satinola, 
15c. 

STOVE—Liquid, No. 6 Black Silk, 20c each; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E. Enameline, 15c. 

Paste. No. 5, Black Silk, 15c each; 10, Black Silk, 25c; 
26, Black Silk, $1.75; 01, Black Eagle. 45c; 95 Black Eagle, 
$2.00; 4 E, Enameline, 15c; 6 El, Enameline, 15c; 75 Black 
Jack, 25c; 1, Rising Sun, 10c. 

POTS—Fire— 


Gasoline, CAL. Tla 


20.. 


4 Quart . 

.70 

21 . 

.15.25 

6 Quart . 

.90 

71. 

.19.50 

8 Quart . 

_1.15 

72. 

..18.00 

10 (}uart. 

_ 1.40 

5. 


Glue— 


1. 

.19.50 

000, %-pt. 

_ 1.25 

Watering Galvanised 

00, 1-pt. 

_ 1.85 

4 Quart . 


0, 1%-pt. 

_ 1.50 

6 (juart. 

.. 1.15 

1, 1% pt. ...... 

.. . 1.75 

8 Quart .... 

. 1.35 

2, 2-pt. 

...r. 2.00 

10 Quart. 

. 1.55 

Melting— 


12 Quart. 

• ••••» 1.T5 

5-in. 

.85 

16 Quart . 

...... 2.25 

6-in. .’. 

_1.25 


PULLERS—Nail—Rex, $1.65 each; Rex, Jr.. $1.35; Red Devil, 
$2.50; Morriir*. $4.25; Little Giant, $2.25. 

PULLEYS—Brass Screw, No. 860, %-inch, l5o each; %, 20e; 
%, 25c; 1. 30e; 1%, 85e; 1%, 40e. No. 870, %-inch. 86o 
each; 1, 40e. 

PULLEYS—Brass Screw, No. 85, %-inch, 15c each; %, 20c; 
%, 25c; 1, 30c; 1%, 35c; 1%. 40c. No. 37, %-inch, 35o 
Clothes Line—No. 80, 8%-inch, 45c; No. 60, 6-inch, 70c; 
No. 64, 20c; No. 65, 2%-inch, 20c; No. 67. 25c; No. 160, 
2-inch, 25c; No. 6500, 5%-inch, 55c; No. 6500G, 5%-inch, 
65c. 

Hay Pork—No. 566, for rope, $1.00; No. 1651, for wir* 
rope, $3.50. 

PULLEYS—Frame—No. 4, Ottumwa, per doz., 90c; No. 5, 
$1.00; No. 9, 95c; No. 105, 90c; No. 109, OOc. 

PUMPS—P. S.—1, $4.00; 2, $4.50; 8, $5.20; 4, $5.00. 

PUl i’Y-Per lb., 15c. 

RAKES. GARDEN—Malleable. 12-tootb, 70c each; 14-tooth, 
80c. Steel Straight, 12-tooth. $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tootln $1.35; 18 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85e. 

RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., aach $1.25; 16-in., $1.50; 
18-in.. $2.00. 

Half Round Cabinet—10-in., each $1.25; 12‘in., $1.50; 
14-in.. $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 
14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 

RAZORS (SAFETY)—Eveready— 

No. No. 

700, each . 1.00 706 B, 6 Blades, Pkg.. .40 

2, each . 8.00 706 B, 12 Blades, Pkg. .65 

Gem 

800, each . 1.00 800 B, 7 Blades, Pkg.. .50 

Enders -»■ 

. 
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RAZORS, SAPETY^-“OoDtiDU6d*“~ 

Durham Domiao 

1, each. 1.00 8 BladeB. Pkf?.85 

2, each. 2.00 5 Blades, Pkg.50 

GillatU 


Old Type- 

Brownie . 1.00 

Pioneer . 2.50 

Pocket. 8.00 

Blades— 


New Type — 

New Standard, Bostontaa, 
Richwood, Bif Fellow— 



Each. 

... 6.00 

.50 

Gold Plated. 

... 6.00 

1.00 Traveler . 

AutoStrop 

... 7.50 

6.00 

254S, set . 

... 5.00 

6.60 

600 B, Blades, pki 

t... 1.00 

8.50 

5.00 

600% B Blades, 

.50 


261. set. 6.00 

EBELS—Hose—No. 1 Wire, $1.66 each; No. 1, Wood. $8.26. 

REVOLVERS— 

Colts, Model Each 

Pocket Positive .80.00 

Police Positive ^ee...82.50 
Police Positive Tft...85.25 

Army Special.84.00 

New Service.88.00 

Sinele Action.86.76 

Harrington ib Richardson 

203, 228 .11.60 

208 B. 228 B.12.00 

204, 224 .12.00 

204 B. 224 B.12.50 

263, 278 .12.50 

263 B, 278 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Ivor Johnson— 

800, 803, 828.14.50 

800 B, 803 B.14.50 

804 .16.00 


RIFLES—No. and Model- 


Daisy Air 


Each 

5.25 

6.26 
3.15 
2 95 
2.35 
2.00 


King Air 


25 

40 

8 

80 
11 
12 

4 

6 

21 
22 

804 B .............17.25 

823 B .17.00 

824 .17.00 

824 B .17.25 

848, 858 .17.75 

843 B, 863 B.18.00 

844, 854 .18.00 

844 B, 854 B.18.50 

864 B.19.25 

866 B .19.50 


Marlin— Each 

20 TD—Octagon Brl. 18.50 
27 TD—Round Brl. . .21.80 
TD—Octagon Barrel. .24.55 
29 TD—Round Brl... 15.60 
1897 TD—Round Brl.22.76 
TD—Octagon Barrel. .24.80 
Remington— 

4 TD—Octagon Brl...l5.r4 
6 TD—Round Brl... 10.46 
8 A TD—Round Brl..78.27 
12 TD—Round Brl. . .28.48 
TD—Octagon Brl. . . .31.95 
14 A TD—Standard. .68.86 

TD—Carbine .57.25 

16 A TD—Standard. .44.61 
Savage— 

1899 250-3000 .60.00 

1899 TD, Feath'wt.. .55.00 

1899 SP .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless.28.50 


2.96 

8.16 

2.00 

2.86 


Stevens— 


Little Scout ... 


Crack Shot .... 


Marksman. 


Favorite . 

.18.00 

70 TD, 22. 


1919, .22 _ 

.26.75 


Winchester— 

1886 SF—Round Brl.49.00 
TD—Round Brl.64.80 
1890 TD—Oct. Fancy.57.50 
TD—Oct. Plain.81.50 
1892 SF—Round Brl.87.50 
SP—Oct, Brl... 89.40 
TD—Oct. Brl...45.75 
SW—Carbine ..88.56 
1894 SF—Round Brl.40.85 
SF—Oct. Brl...42.60 
SF—Carbine ..86.85 
TD—Oct. Brl. .64.50 

ftmjth Jk 8^ .®8.16 

Smith A Wesson—^ ^ ^ ^ 1895—Govt. Model.. .68.16 


1905 Military Police. .34.60 
Regulation Police .. . .82.50 
1903 Hand Ejector. ..80.50 
88 S. A W. Perfected.80.50 

1908 Military.35,00 

1911 Target .35.00 

New Departure 88. .. .30.50 


1895 TD.67.10 

1902 TD—.22 .10.60 

1903 TD—Plain _44.80 

1903 TD—Fancy_69.00 

1904 TD—.22 .12.60 

1906 TD.28.55 

1907 TD.61.50 


% Lbs. 

Lbs. 

Size. 

% Lbs. 

Lbs. 

.80 

.66 

7—Aset. ... 

.80 

.55 

.80 

.56 

8 

.80 

.55 

.80 

.65 

9 “ 

.80 

.55 

.80 

.55 

10 

.80 

.55 

.80 

.56 

12 '• 

.80 

.55 

th Burrs—08 Asst., 20c, H-lb. 

bex; 010, 

25c. 


Manila— 

8-16 

% 

% 

% 

% 

% 

% 

1 

Ft. per lb. 

70 

40 

24 

14 

8 

6.8 

4.9 

8.6 

Cents per ft.. . . 

% 

% 

1 

2 

8% 

8% 

5 

7 

Sisal— 

Ft per lb. 

70 

40 

24 

14 

8 

6.8 

4.9 

8.6 

Cents per ft.. . . 

% 

% 

1 

1% 

8 

8% 

5 

6% 

Galv. Wire— 

Cents per ft.. .. 

1% 

2% 

4% 

7% 

. -. 

.. . 


. 

Thimbles . 

. . . 

5 

7% 

10 

15 

15 

20 

25 

Clips, Galv. .. . 


7% 

10 

15 

20 

25 

85 

40 

Cnips, Jap’d ... 

. . 

6 

7% 

10 

15 

20 

25 

30 

ULES—Boxwood 

—Lufkin, Stanley 

—No. 

171 

(36). 

60e 

each. 

372 (36%), 85c; 386 (32), 90c 

; 388 

(82%), $1.25 

465 


(69), 20c: 651 (68), 25c; 702 (18), 45c; 751 (61), 35c; 
761 (63), 45c; 762 B (7), $1.26; 771 (84 

75c; 780 (62 V^), 95c; 781 (62), 95c; 861A (53 V4). 
95c; 8620 (83^4), $1.50; 871 (52), 85c; 881 (54). $1.00; 
8851 (66 V6). 70; 3861 (66%), 80c; 8881 66%), $1.7^ 
4883 (94), $3.00. 

Rules, Steel—No. 17, Blacksmiths', 90c each; 041, Pocket, 
25c; 1131, 1141, Zig-zag, 65c; 1132, 1142, Zig-zag $1.25; 
1143. Zig-zag, $1.85. 

Rules, ZIG-ZAG—Lufkin, Stanley—No. 204, 75c each; 
206, 95c; 804F, 35c; 806F. 55c; 8513 (03), 30c; 8514 (04), 
35c; 8515 (05), 45c; 8516 (06), 60c; 8518 (08), 75c: 
8523 (403F), 25c; 8524 (404F), 40c; 8525 (405F). 45c: 
8526 (406P), 55c; 8613 (103), 30c; 8614 (104), 40c: 

8615 (105), 50c; 8616 (106), 60c; 8624 (854F), 40e; 8626 
(856P), 60c. 


SAWS—One Man—Oross-ent— 
Disston 

8%. ft.4.75 

4 ft.6.25 

4% ft. 6.00 

6 ft.6.75 

6% ft.7.00 

Atkins Orossent Nos. 51, 
same price aa Royal Ohinook. 
SAWS—Hand— 

4, 5, Simonda 
It Disaton or 69 Atkina 

18 inch .2.95 

20 inch. 8.20 

22 inch . 8.50 

24 inch. .8.80 

26 inch .4.xu 

28 inch . 4.45 

No 7, 7%, 8, 9 Simonda. D8 
Disston or 51 Atkins 


5 ft. . 
5% ft. 

6 ft. . 
6% ft. 

7 ft. . 
7% ft. 

52, 545, 


and 


Okineek 

.. 8.25 
.. 8.50 
.. 9.25 
. .10.60 
. .11.50 
. .12.60 
Simonda 


Royal 

ORinook 


11.50 
18.00 
14.00 
15 25 
Falling. 


No. 10 Simonds or 7 Disatoa 

18 inch . 2.10 

20 inch. 2.25 

22 inch. 2.50 

24 inch. 2.60 

26 inch. 2.75 

28 inch . 8.25 

No. 120 Diaaton or 4 Sinaonds 

26 inch . 6.20 

28 ineh . $.90 

No. 112 Diaaton 


18 inch . 

... 2.85 

26 

inch ... 


5.25 

20 inch . 

... 2.60 

28 Ueh ... 


5.60 

22 inch . 

... 2.80 

No. 

D 100 

or No. D 

20 

24 inch . 

... 8.00 


Diaaton 


26 inch . 

... 8.15 

26 



4.^ 

28 inch . 

... 8.60 

28 

ineh . .. 


4.85 

AW8— 


lO-in. 

13-ln. 

14-ln. 

16-in. 

Back, No. 4. 


2.25 

2.60 

8.00 

8 25 

Compass, No. 2.. . 


.75 

.76 

.80 

.85 

Compass, No. 30.. 


.45 

.46 

.45 

.45 

Kitchen, No. -0. . . 



.70 

.75 

.80 

Butcher— 

18-in. 

20-in. 

22-in. 

24in. 

26- n. 

No. 5. 

. 8.50 

8.50 

8.75 

8.75 

4.00 

No. 7. 

. 2.50 

2.75 

2.75 

8.00 


No. 70. 

. 1.75 

1.85 

2.00 

2.10 


Panel— 






No. 7. 

. 2.00 

2.25 

2.50 

2.76 

.... 

No. 8. 

. 

2.50 

2.75 

8.00 


No. 12. 

. 8.00 

8.25 

8.60 

8.75 


No. 091. 

. .95 

1.00 

1.10 

1.25 


Plymouth. 

. 2.25 

2.35 

2.50 




RIVETS—Slotted Clinch, Coppered Steel—No. 60’a, 15o bon.; 
lOO’s, lOo box. 

Copper—With Bnrr a 
Size. 

7—^t'r Lgtha. 

8 ** 

9 . *• 

10 
12 

Copper Iron, wit 
RIVETS—Tinners—Blac^ in bulk, all sizes. 20c per lb.; 
Tinned, in bulk, 30c; Tinned, in papers, 8 oz., 30e; 12 oz., 
40c; 14 oz.. 45c; 1 lb., 45c; 1% lb., 60c; 2 lb., 75c; 2% lb. 
90c; 3% lb., $1.15; 4 lb., $1.30; 6 lb., $1.50; 6 lb., $1.75; 
7 lb., $2 00; 8 lb., $2.25; 10 lb., $2.75; 12 lb., $3.25; 14 
lb., $3.75. 

Tubular Harness—SOS, per box, 20c; lOOS, 86c. 

RODS, CURTAIN—No. 3, %-in. Steel, Brass Covered, 6c per 
foot; %-in.. Steel, Brass Plated, 8c; No. 8881, 20c each; 
No. 8931, 20c: No. 89G2. 10c; No. 8968. 20c; No. 9044 25c; 
No. 9080, 20c; No. 9088, 54-inch, 25c: 78-inch, 85c; No. 
9152, 25c; No. 9168, 54-inch, 80c; 72-inch, 50e. 

ROOFING—(See Paper). 

ROPE— 

Cotton— 8-16 %%%%%%! 

Ft. per lb. 60 45 20 12 8 6 4% 8 

Cents per ft_ % 1 2 8% 6 7 10 15 


BUCK—No. 40, $2.00; No. 802, $1.75; No. 

618, $1.85; No. 628, $2.00; No. 677, $2.65. 

Blades—No. 4, 4B, 66, 75c; No. 77. $1.25. 

Coping—No. 100, 80c; No. 110, 45e. 

Keyhole—No. 5, 46c; No. 95, 76c. 

Pruning—Disston No. 4. 16 ln., $1.75; 18-in., $1.85 
50, 12-in., $1.15; 14-in., $1.25; No. Ill, $2.86. 

SAW CLAMPS—No. 8 , $2.50; 0, $1.85. Perfection, Ho. IW. 
•2.60; No. 8W, 88.25; No. 2W. $8.50: No. 11, ^th Guide 
$3.25; Bishop's No. 750, 85e; Steama* No. 106, $9.75; No 
200, $1.75; N88, $2.26; No. 8, Disston, $4.50. 

SAW SETS— X CU^ 

201 G A P. 1.50 Morrill No. 8. l.SO 

Spec. Morrill.2.00 Baker No. 8. 2.35 


617. $1.85; No 
Roda, 80c. 

No- 


105 Morrill.60 

1 Morrill.2.00 

10 . 1.20 

77 1.00 

SAW TOOLS— 

Clipper Outfit.76 

Morrill’s Baker Gauge— 

No. 1. 1.50 

No. 6.2.25 

No. 9.2.50 

Atkins Raker Swage.. .45 

5-M Tooth Gauge.26 

Jointers Pikes Perf... .76 
Jointers No. 7 Stems. .70 

Digitized by 


Colonial. 1.40 

7 Taintor . 2.00 

28 Triumph . 1.65 

Hammer .85 

Lever .25 

Morin No. 2. 4.7 S 

Morin No. 2%. 6.00 

Morin No. 8. 2.00 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 

No. 4 Blocks, Morin. . 1.85 
Swages No. 0 Disst... 4.75 
Swages, Whitings.... l.oo 

Atkina, Rex . 1.00 

Atkins, Excelsior.85 
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SCALES—Family, teatinf without tcoop, $8.00; with tcoop, 
$8.75; Peddlers' glass sash, $5.25; glass sash with chains, 
$5.75; brass dial, $6.75; brass dial with chains, $7.00. 

Spring Balance, No. 50, 20o each: 51, 40c; 84, $1.25; 8$, 
$3.75; 87, $7.00. 

SCISSORS—Cast—No. 10, 60c each: No. 44. 7V4 Inch, 60c; 
8H inch, 65c; 240, 4 inch, 25c; 4^ inch, 30c; 255, 4 inch, 

30c; 4H inch, 35c; 5 inch, 35c; 5^ inch, 40c; 6 inch, 45c; 

320, 85c; 850, 75c. 

Wias—No. 14 B H, $1.45 each; 54%, 95c; 55, $1.00; 
55%. $1.05: 66, $1.10; 56%, $1.15; 57, $1.20; 154%, 
$1.15; 155, $1.20; 155%, $1.25; 156, $1.30; 156%. $1.35; 
157, $1.45; 364, $1.20; 364%. $1.25; 365, $1.30; 366, 
$1.45; 463, $1.05; 463%, $1.10; 464, $1.15; 573, $1.45; 
573%, $1.60; 674%, $1.70; 663, $1.45; 663%, $1.60; 664, 
$1.70; 763, $1.05; 763%, $1.10; 764, $1.15; 764%, $1.20; 
765, $1.25; 765%, $1.30; 766, $l.o5; 773, $1.15; 773%, 

$1.20; 774, $1.25; 814, $1.25; 814%, $1.30; 815, $1.35; 

815%, $1.40: 816, $1.50. 

SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 

8. $2.25; 4, $2.35; 5, $2.45; 6, $2.55; 7. $2.65; 8, $2.75; 

9, $2.85; 10, $8.00. 

SCREENS—Adjustable—Window—Wabash, Wood Frame, 15z 
83, 80c; 18x83, 90c; 24x33, $1.15* 30x88, $1.46; 24x87. 
$1.25; 28x37, $1.50. 

Sherwood Steel Frame—18x33, $1.20; 24x38. $1.86; 24x 
87, $1.50; 80x37, $1.75. 

SdtE W S—-Cap and Set-^ 

Machine, Brass, Flat or Round Head— 


se— %-in. %-in. 

.20 .25 

.25 .80 

.80 .35 

.50 .55 

.70 .76 

.90 1.00 

. 1.15 1.80 

. 1.75 1.95 

. 2.20 2.60 

. 2.75 8.00 

le. 1%-in. 

.50 

.75 

.96 

. 1.40 

. 1.76 

.2.25 

5. 8.00 

«. 8.80 

5. 4.80 

Iron. Flat or Round Head— 


8. A. E. Thread, Steel— 


Sise. l%in. 1%in. l%in. 2im. 

4. 80 .36 

e.85 .40 .50 .60 

8 .40 .45 ,56 .65 

10.60 .70 .80 .90 

12.65 .75 .85 .95 

14.75 .85 .95 1.15 

16.90 1.10 1.80 1.65 

18. 1.25 1.60 1.70 1.90 

20. 1.60 1.70 1.90 2.10 

Prices shown are for dosen lots. For price of one only, 
nse one<tenth of the dosen pries shown. 

U. 8. 8. Thread, Iron— 

Length %in. 5ie-ia. %-in. 7-16-ln. %in. 

%.25 .25 .80 .35 .45 

% .25 .25 .80 .35 .46 

1 .25 .25 .80 .40 .45 

1%.25 .30 .30 .45 .50 

1%.30 .30 .35 .45 .65 

1%.30 .30 .35 .50 .60 

2 .30 .35 .40 .50 .60 

2%.35 .40 .40 .55 .65 

2%.40 .45 .45 .55 .70 

3 .45 .50 .55 .00 .80 

3%. ... ... .70 .90 

4 ... ... .80 1.00 

Length %-ln. %-in. %-in. 1 

1 .70 .90 1.30 _ 

1%.70 .90 1.30 _ 

1%.75 .95 1.30 

1%.80 1.00 1.45 1.65 

2 .85 1.10 1.55 1.80 

2%. 90 1.20 1.65 1.96 

2%.95 1.25 1.70 2.10 

3 1.10 1.45 1.90 2.45 

3%. 1.25 1.70 2.15 2.75 

4 1.45 1.95 2.40 3.10 


4 ... 

Length 
1 ... 
1 %... 
1 %. . . 
1 %. . . 
2 ... 
2 %... 
2 %. . . 

3 ... 
3%... 

4 ... 


%-in. 

7-16-iB. 

%-in. 

.35 



.35 

’.50 

!55 

.40 

.50 

.55 

.40 

.55 

.60 

.40 

.60 

.65 

.45 

.65 

.70 

.50 

.70 

.76 

.50 

.76 

.80 

.55 

.80 

.85 

.60 

.85 

.90 

.65 

.90 

.95 

.80 

1.00 

1.10 

.90 

1.10 

1.25 

9-16-in. 

%-ln. 

%-im. 

. .85 



. .90 

• • • • 


. .95 

1.10 

i!25 

. .95 

1.15 

1.80 

. 1.00 

1.25 

1.40 

. 1.15 

1.80 

1.50 

. 1.25 

1.40 

1.60 

. 1.30 

1.60 

1.76 

. 1.40 

1.60 

1.85 

. 1.60 

1.90 

2.15 

. 1.80 

2.10 

2.45 


Square Head, V or U. 8. 8. Thread— 

Priees shown are for dosen lots. For the priee on one 
only, nse one-tenth of the dosen price shown. 


For 

price of 

Length 

%-in. 

rice shown. 

%. 

.15 

%-in. 

1-in. 

%. 

.15 

.85 


%. 

.15 

.40 

.45 

1 . 

.15 

.45 

.55 

1%. 

. . . .20 

.70 

.80 

1%. 

.20 

1.00 

1.25 

1%. 

.20 

1.25 

1.50 

2 . 

. . . .20 

1.70 

2.00 

2%. 

.25 

2.80 

2.66 

2%. 

. . . .30 

2.96 

8.46 

8 .. 

.35 

8.60 

4.20 

8%. 



5-16-ln. 

%-ln. 

7-16-iB. 

%in. 

.16 

.20 

.25 

.25 

.15 

.20 

.25 

.25 

.20 

.20 

.25 

.25 

.20 

.20 

.25 

.80 

.20 

.20 

.25 

.80 

.20 

.25 

.80 

.85 

.25 

.25 

.85 

.40 

.25 

.30 

.40 

.45 

.30 

.35 

.45 

.50 

.35 

.40 

.50 

.55 

.40 

.45 

.60 

.65 



.65 

.80 



.70 

.90 

%-in. 

%-in. 

%-in. 

1-iB. 

.85 




.40 


.... 

.... 

.45 

.76 


.... 

.50 

.80 

i!i5 


.55 

.85 

1.20 

i!6o 

.60 

.95 

1.80 

1.76 

.65 

1.00 

1.40 

1.90 

.70 

1.05 

1.50 

2.00 

.75 

1.10 

1.60 

2.20 

.90 

1.25 

1.80 

2.45 

.95 

1.40 

2.00 

2.75 

1.10 

1.60 

2.25 

8.00 


4 ... ... .70 

Length %-in. %-in. %-in. 

%.35 . 

%.40 . 

1 .45 .70 

1% .50 .80 1.15 

1%.55 .85 1.20 

1%.60 .95 1.80 

2 .65 1.00 1.40 

2%.70 1.05 1.50 

2%.75 1.10 1.60 

8 90 1.25 1.80 

8%.95 1.40 2.00 

4 1.10 1.60 2.25 

Priees shown sre for fnll gross packages. For pr 
one dosen, use one-tenth of the full picksges priee sno 
Wood—Brass, Flat or Round Head— 


%-ln. 

%in. 

%ln. 

%ln. 

%-in. 

%-ln. 

1-In. 

.45 

.45 

.45 




.45 

.45 

.50 

’.50 

• • • 


. e 

.45 

.45 

.50 

.55 

.55 

iio 


.45 

.50 

.55 

.55 

.60 

.75 

.85 

.50 

.55 

.55 

.60 

.65 

.80 

.85 

.55 

.55 

.60 

.65 

.70 

.80 

.90 


.60 

.65 

.70 

.75 

.85 

.90 


.65 

.70 

.80 

.85 

.85 

1.05 


.76 

.80 

.90 

1.00 

1.10 

1.25 



.90 

1.05 

1.16 

1.25 

1.40 



1.05 

1.20 

1.85 

1.45 

1.60 




1.80 

1.60 

1.65 

1.85 




1.50 

1.65 

1.85 

2.05 




1.70 

1.86 

2.05 

2.80 




1.85 

2.05 

2.80 

2.55 




2.05 

2.80 

2.55 

2.80 




2.80 

2.56 

2.80 

8.35 


%-lB. 

Sise 

l%in. 

1%-in. 

1%-in. 

2-ln. 

2 %-in. 

2%-in. 

8-in. 

.45 

8. 

. 1.05 







.45 

4. 

. 1.10 

1.50 






.45 

5. 

. 1.15 

1.50 






.50 

6. 

. 1.20 

1.60 






,65 

7. 

. 1.25 

1.60 

2.66 

2.66 

- t - - 



,60 

8. 

. 1.45 

1.65 

2.05 

2.65 




.60 

9. 

. 1.60 

1.85 

2.10 

2.65 


4.70 


.65 

10. 

. 1.75 

2.15 

2.35 

2.70 

‘3.55 

4.75 


.70 

11. 

. 2.05 

2.35 

2.70 

8.10 

3.65 

4.80 

6.95 

.80 

12. 

. 2.35 

2.70 

3.05 

8.45 

3.45 

4.85 

7.00 

.90 

13. 

. 2.65 

8.00 

3.35 

3.80 

4.40 

4.95 

7.05 

1.00 

14. 

. 2.95 

8.35 

8.70 

4.25 

4.90 

5.40 

7.15 

1 

15. 

. 8.30 

8.80 

4.40 

4.90 

5.40 

5.95 

7.80 


16. 

. 8.60 

4.20 

4.75 

5.35 

5.95 



!.!! 

17. 


4.55 

5.25 

6.85 

6.50 




18. 

. 

5.45 

6.20 

6.85 

7.70 

. • . . 


r65 

Sise. 

%-in. 

%-in. 

%-in. 

%-in. 

%-in. 

%ln. 

i-in’. 

1.80 

0 to 2. 

. .25 

.25 






1.95 

3. 

. .25 

.25 

.’25 

!25 

!25 

!86 

.’66 

2.10 

4. 

. .25 

.25 

.25 

.25 

.80 

.30 

.30 


.80 .30 .30 .85 .35 .35 
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HARDWARE WORLD 


RETAIL SELLmo PRI0E8—Continued. 


WOOD SCREWS—Continued— 

8 .30 .35 ,35 .35 .35 .40 

9 .35 .35 .35 .35 .40 .40 

10 .40 .40 .40 .40 .40 

11 .40 .40 .40 .45 .45 

12 .46 .45 .45 .45 .50 

13 .45 .50 .50 .55 

14 .45 .55 .55 .60 

15 . ... ... ... .60 .60 .70 

16 .65 .70 .90 

17 .95 

1 «. 1.00 

20. 1.25 

Size 1^-in. m-in. 1%-in. 2-in. 2 ^ in. 2H*in. 8*iD. 

3 .30 .35 . 

4 .35 .40 . 

5 .35 .40 .45 .50 .55 .70 

6 .40 .40 .50 .55 .60 .70 1.05 

7 .40 .45 .50 .55 .60 .75 1.05 

8 .40 .45 .55 .60 .65 .80 1.10 

9 .45 .50 .55 .60 .65 .80 1.15 

10 .50 .50 .60 .65 .'lO .85 1.15 

11 .50 .55 .60 .65 .75 .90 1.15 

12 .55 .60 .65 .70 .80 .95 1.15 

13 .60 .65 .70 .80 .85 .95 1.20 

14 .65 ,70 .80 .85 .95 1.00 1.25 

15 .75 .80 .95 .95 1.10 1.15 1.35 

16 .90 1.00 1.05 1.10 1.25 1.30 1 50 

17 .90 1.15 1.25 1.20 1.35 1.50 1.70 

18 . 1.15 1.35 1.40 1.50 1.60 1 65 1 95 

20. 1.40 1.50 1.60 1.70 1.85 2.05 2.25 


Round Mend, Blued—Sell at 10 per cent advance over 
prices shown for Flat Head Rrieht. 

SAFETY SET—(Bristo) — 

V4 inch. 10c each; 5-16, 10c; %, lOc; 7-16, 10c; 12^c; 

%. 15c; 20c; %. 25c; 1-inch. 85c. 


SCREWS—I.ag—Gimlet Point, Square Head—30% below. 



5- 

16 in. 


•in. 


in. 

% 

in. 

% 

-in. 


10 

IdO 

10 

100 

10 

100 

10 

100 

10 

100 

1 

. .25 

1.90 









IVi. 

. .25 

1 90 





.... 




IVi. 

. .25 

1,90 

.30 

2.30 







1^. 

. .25 

2.10 

.30 

2.50 







2 

. .25 

2 10 

.30 

2 55 

.45 

8.50 

.60 

5.00 



2%. 

. .25 

2 25 

.35 

2.75 

.45 

3.80 

.65 

5.50 



3 

. .30 

2.40 

.35 

8,00 

.50 

4.10 

.70 

5.95 

1.00 

8.40 

3%. 

. .30 

2 60 

.40 

3.20 

.55 

4 45 

.75 

6 40 

1.10 

9.00 

4 

. .35 

2 75 

,40 

3.40 

.55 

4.75 

.80 

6.80 

1.15 

9.60 

4V4. 

. .35 

2 95 

.45 

8.65 

.60 

5.00 

.85 

7.25 

1.25 

10.20 

5 

. .40 

3.10 

.45 

8.85 

.65 

5.35 

.90 

7.65 

1.30 

10.80 

5H, 

. .40 

3.25 

.50 

4.05 

.70 

5.63 

1.00 

8 10 

1.40 

11.40 

6 

. .40 

3.45 

.50 

4.30 

.75 

6.95 

1.05 

8.50 

1.45 

12.00 

6H. 



.55 

4.50 

.75 

6 25 

I.IO 

8.95 

1.55 

12.60 

7 



.55 

4.70 

.80 

6.55 

1.15 

9 35 

1.60 

13.20 

7V4. 



.60 

4.95 

.80 

1.65 

1,20 

9.80 

1.65 

13.80 

8 



.65 

5.20 

.85 

7,20 

1.25 

10.20 

1.70 

14.35 

9 





.95 

7.80 

1.35 

11.05 

1.85 

15.55 

10 . 




. , 

1.00 

8.40 

1.45 

11.90 

2.00 

16.75 

12 . 



.. . 

.... 

1.15 

9.60 

1.65 

18.60 

2.30 

19.15 


SCREW DRIVERS—Machinists’, No. 51. 50c each; 61 H, 85c; 
52. 85c; 52 V4. $1.25; 53, $1,15; 53 V4, $1.65; 54. $2.65; 
eaug:e. 15c; lOc full sheet. 

Yankee Ratchet—No. 11, 2-inch, 75c each; 8, 95c; 4, 
^1.00; 5 $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12. $1.15; 
15. 2-inch, 85c: 3, 90c; 4, 95c; 5, $1.00. No. 30, $3.50; : i, 
84.75; 35. $2.65; 60, $1.15; 130, $4.00. 


SCREW DRIVERS—G. 

A P. — 

1%, 40c; 8, 40c; 

4, 50e. 

SCYTHES—Bush— 


Oraaa— 


No. 

Each. 

No. 

Eaeh. 

400 . 

. 2.50 

200 . 

. . 2 50 

450 . 

. 2.85 

250 . 

.. 2.35 

Weed— 


100 . 

.. 2.60 

800 . 

. 2.50 

150 . 

.. 2.85 

850 . 

. 2.35 




SHEARS—Bench—P. S. & W.—No. 4, $18.00; No. 5, $16.50; 
No. 6. $14.00. 

SHEETS, IRON—Galvanized—10 to 16, 11 ^c; 18 to 24, 
12c; 26 to 27, 12'/^c; 28, 13c: 30, 14c. Bla k, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd., 28 Ga.. $8.25; Galv., 26, $12.00; 28, $10.50, 
Rockface Siding, $11.50, 

SHEETS—ST EE*.,—Blaclt, ioft, 18-20, 22-24, 20, 27, 28, 80 
eauge, cut, 12c; 9o full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cut, 14c; 11c full sheet. 

SHIELDS—Lag Screw — Expansion — BEBCX)—Per hundred 


list. 

8 16 inch. 

% . 

.16.00 

H . 

% . 

.45.00 

6 16 . 


%. . 

.65.00 

% . 


% . 

.96.00 

7 16 . 


1 . 



SHINGLES—Tin, 6x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 20c lb.; 4 and 6-oi. tnbea, lOo tube. 
Balls, Nos. 0. 00, 000, 20e lb. Buck Nos. 1, 2, 8, 20o lb. 
Drop, Nos. 1 to 12. B, BB, BBB, 20o lb. Obilled, 8 to 9, 20e. 


SHOVELS—D or Long Handle. Ronnd or Square Point—Plem 
Back Black—4th Grade, $1.65 each; Carter's, $2.00; Ames. 
$2.35. 

Plain Black Polished—4th Grade, $1.65 each; Carter's, 
$2.15: Ames. $2.50. 

Rivetiul Strap Back Black—Ames. $2.25 each. 

Riveted Strap Back Polished—4th Grade, $1.65 each; 
Ames. $2.35. 

Solid Socket—Maynard—Black, $2.50 each; Polished. 

$2.65. 

Fire, Sheet Steel—Jumbo, 85e each; 54, Japanned, 20c. 
56. Japanned. 25c; 280, Galvaaized, 20e. 

Special—Northwest—Pacific, $2.00 each; Occident, S2 85: 
Maynard Patr., $2.60; Genuine Mayn, $2.75: Chester, $2.00. 


LiEDS^—Hand and 

Coaster— 

Racer. 

_•75 

Flexible Flyer- 
No. 1. 


Fire Ply— 


No. 2. 


No. 9. 

. . . 1.75 

No. 3. 

. 6.50 

No. 10. 

... 115 

No 4. 

.7.00 

No. 11. 

. . . 4 00 

No. 5. 

.9.50 

No. 12. 

. . . 4.50 

Jr. Racer. 

.6.50 

Racer. 

. . . 4.75 


SMOOTH-ON—75c lb. 

SOLDER— V4 and 45c lb.; No. 1, 90-100, 45c; Wiping. 

40-00. 50c; Wire, 50-50, 60c; Electrical Wire, 40-60, 55c. 
SPARKERS—Red Seal—No. A141, $8.00; A152. $8.65; A162. 
$4.35. 

SPORTING AND ATHLETIC GOODS 

(Prices supplied by courtesy W’right A Ditson Victor Co.) 
BASEBALL GOODS— 

Major League Baseballs, $2.00: Junior League Baseba”*. 
$1.50; Special League Baseballs. $1.75; Lowest Quality. l.*r. 

Major League Catchers’ Mitts, highest quality. $16.50; 
lowest quality, $1.00. 

Major League Basemen’s Mitts, highest quality, $10.00; 
lowest quality. $1.00. 

Major League Fielders* Gloves, highest quality, $10.00; 
lowest quality, 75c. 

Player’s Model Bats. $2.50; lowest quality, 25c. 

Chest Protectors, $10.00. 

Jack Strops, 50c. 

TENNIS GOODS— 

Tennis Racket, highest quality, $15.00; lowest quality, 

$ 3 . 00 . 

Championship Tennis Balls, 60c; Practice Tennis Balls, 
25c. 

Tennis Net. highest quality, $25.00; lowest quality. $4.00. 
Tennis Reels, $1..50. 

Racket Cases, Canvas, $1.50; Felt, $1.00. Racket Prezi, 

$1 25. 

Racket R^stringing, English Gut, $5.00; American Gut, 
$4.00; Japanese Gut, $2.25. 

GOLF GOODS— 

Golf BallSp highest quality. High Power. $1.00; Medium 
Power, 750; lowest quality, 65c. 

Golf Clubs, Standard Woods, $6.00; Standard Irons, $5.00. 

TRACK AND FOO'TBALL— 

Javelins, Official, $9.00. 

Discus. Official, $14.00. 

Vaulting Poles, 16-foot, $16.00; 14-foot, 15.00; 12-foot, 

$ 12 . 00 . 

American Football. Official, $10.00; lowest quality. 82.00. 
Soccer Football, Official, $12.00; lowest quality, $3.50. 
Athletic Jerseys, $4.00. 

Running onirts, 60c. 

Running Pants, 75c. 

GYMNASIUM AND PLAYGROUND— 

Basket Balls, Official Indoor, $15.00; lowest quality, $4 50. 
Official Outdoor, $13.50. 

Play Ground Balls, 12-lnch Outseam, $2.00; 14-incb Out- 
seam, $2 25; 12-inch Regular Seam, $1.75; 14-inch Rcgxi’.ar 
Seam, $2.00; Children’s, 25c. 

Play Ground Ball Bats, $1.00. 

Hand Balls. 17^-inch, 40c; 2%-Inch, 50c. 

Volley Balls. Official, $7.50; lowest quality. $4.00. 

Boxing Gloves, 10-oz. best, $17.00; 8-oz. best, $14.00; 
6-07.. best. $10.00. 

Striking Bags, best, $10.00; lowest quality, $8.50. 
SPRAYERS—Myers’ Bucket Pump, 8 lbs., $8.75 each : 6 

lbs., $.5.75. Hand—Faultless, 60c each; Misty. 70c: Knap¬ 
sack—Kant Klog. $7.50; Perfection, $9.00; Utility. $7.25. 
SPRAY PUMPS —Faultlesa Tin, 75e eneh; Bamea No. 254 
$8.00; Barnea, 276, $12.30; Little Giant, 827 $7.25; Acme 

Pressure 345, $9.00; Defiance, No. 824, $10.00. 

SPRINGS, DOOR—Perfect, No. 1, lOo each; 2. lOe; 3. lOc; 
4. 10c; 6. 15c. Faultless, No. 168, 45c each. Victor. No. 
No. 160, 20c each; 161, 25c: 162, 35c; 164, 50c. Reliance, 
No. 270, 60c each. Warner’s, No. 2, 25c each. Torrey, No. 
2, 40c each, 

SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, braia, $8.25 aach ; 
8 feet, $3.65; 8 feet, nlvanized, $2.85. 

Pluvius—Revolving Brass Spoon, $1.15 each; Rerolring 
Arms, 6-inch, $1.35; Revolving Arms, 11-inch, $2.50. 

Ring—5 *4-inch diameter, 75o each; 8^-inen, $1.25. 

Rose—3-inch perforated oblong plat* apray, $1.00 oaeli 
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RETAIL SELLma PRI0E8—Continued. 


SPRINKLERS, LAWN—Continaed— 

Boss—Perforated oblong plate spray, 90e each. 

Thompson’s—Twin, 40c each; Fountain, 50c; Pan, 25c; 
Simplex Circle, 40c; Shower, 50o; Peerless, 55c. 

Will’s GaWanized Pipe—4 feet, fl.50 each; 6 feet, $2.25; 
7 feet, $2.75; 8 feet, $3.00. 

SQUARES—Steel—No. 8, $2.50 each; 14, $2.25; 100, $2.75. 
Blued—No. 3. $3.00; 100. $3.25. 

Take-Down Rafter—No. 100, Polished, $4.55; Nickeled, 
$5.00; Blued, $5.60. 

Mitre—No. 1, 4-in., 75c; 6-in., 90c; 8-in., $1.10; 10-in., 
$1.25. No. 2. 4V6 in., 85c; 6-in., 95c; 7^-in., $1.10; 9-in., 
$1.55; 12 in., $1.65. 

N. P.—No. 3, $3.00; 12, $1.75. 


Lufkin—No. 

65, 9-in., $ 

2.00 

; 12-in., 

, $2.2 

5. 



4 


6 

8 

10 

12 

12 . 

.55 


.85 

1.00 

1.25 

1.55 

14 . 



.90 




20 . 



.85 

i.'is 

i!35 

i.‘65 

STAPLES—Fence Wire—Po 

lished, lOo 

lb.; 

galvanized. 

10c. 

Poultry Wire, 

%-inch, 16c 

lb. 





STONES—Corbonindum—No. 76. 50c; 107, $2.00; 108, $2.25; 
109. $1.75; 110, $2.00; 111 $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 45, 50c; 

146, 50c; 147, 50c. 

Pike’s Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37. 25c; 40, 25c; 42. 35c; 
48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55. 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62. $2.25; 66, $2.75; 
68, 3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 

Pike’s Scythe—No. 89, 16c each; 40, 15c; 41, 15c; 42, 20e. 

STOVES—Oil Heating, Perfection—No. 520, $8 50 each; 560, 
$11.00; 660B. Blue, $13.50; 660W. White, $15.00. 

Boyle (Airtight)—No. 16. $3.00 each; 20, $4.00; 22, 
$7.25; 122, $8.65; 418. $9.50; 518, $12.75; 818, $16.00; 
918, $18.50; 1018, $5.25; 1818, $7.50; 1518, $14.25; 1618, 
$20.25; 1718, $22.50; 1818, $26.25. 

STRIP—Weather—Rubber, *4-inch, 5c ft.; %-inch 7c ft. 
Felt, %-inch, 5c ft.; %-inch, 10c. 

SWEEPERS, CARPET—Bissell’s American Oueen, $6.75; CHiib, 
$12.00 • Elite, $7.50; Gold Modal. $<v25; (jrand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.). $5.50; Grand (Jap.), 
$7.50; Parlor Queen, $7.00; Princess, $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.). $5.25, 

Vacuum—Superba, $13.00; Grand Rapids, $11.00; House- 
ho.w $9.00. 

On account of tho freight, retail prices 50 cents higher 
will preTsU In the following Western and Sonthem Statea; 
Colo., New Hex., Wyo., Mont., Ore., Utah. Arlz., Nev., Ida., 
Wash., Calif., Tex., Okie., Ark., La., Misa., Ala., Fla., Qa., 
N. 0. and 8. 0. 

SWEEPERS, TOY— Little Daisy, 25c (30c in west and south); 
Little Queen, 50c. 


TACKS—Bill Posters*—No. 8. 25c lb.; 4, 25c; 6. 25c; 8, 25c. 
Carpet—Chit, ^-Ih. papers—No. 4, 5c; 6, 5c; 8, 5c; 

10, 5c; 12, 5c. Wire, Mi-lb. napers—No. 3, 10c box; 

4, 10c; 6. 10c; 8, 10c: 10 10c; 12, 10c. Wire in bulk— 
No. 8. 30c lb.: 4. 30c; 6, 80c; 8. 30c; 10. 30c. 

Gimp —% lb. box, 2Vt, 10c; 3, 10c; 4, 10c. % lb.. 6, 10c; 

8. 10c. 

Upholsterers—Oat, H lb. papers—No. IHi lOe box; 2, 
10c: 3. 10c: 4, 10c. % lb.. 6, 10c; 8, 10c; 10, 10c; 12 to 

16, 10c. Cut, in bulk, No. 3, 80c lb.; 4, 30c; 6, 80c; 8, 
lOe; 10. 80c; 12. 30c. 


Double Pointed—^Blned, H 
5c; 11, 5o; 19, 6e. Blued in 
12, 80c. 


Asses' Skim 

No. Bach 

710 50 

713 65 

715 1.10 

716 1.25 

730 65 

733 1.10 

735 1.40 

736 1.65 

Metallic 

500 2.75 

503 4.00 

505 -*.85 

506 6.35 

Pocket 

148 80 

145 1.00 

165 20 

8143 50 


Asses* Skin Case—25, 65c; 
TAPE—^Friction—% lb., 50c; 


lb. papers. No. 9, 5e box; 10. 
bulk. W 9, 85e lb.; 10, 80e; 


Steel 

100 5.00 

103 7.75 

200 5.50 

203 9.00 

205 .13.00 

206 .16.00 

240 4.35 

243 5.25 

245 7.00 

2 16 9.00 

260 4.85 

203 5.85 

265 . 7.50 

266 .10.00 

550 4.00 

5.53 4.85 

5.55 6.35 

556 8.25 

1240 4.00 

1243C . 5.0C 

1260 4.50 

1263 5.65 


50, 85c; 75, $1.15. 100, $1.85. 
2 oz., 15c; 1 oz., 10c. 


TENTS—Single Filling— 


Size 

8-oz. 10-oz. 

Size 

8'OS. 

10-os. 

7x7 .... 

.. .14.80 

17.80 

16x18 ... 

. .67.25 

67.86 

7x9 .... 

. . .17.55 

20.45 

16x20 ... 

. .68.10 

73.65 

9x9 .... 

. . .20.25 

23.70 

16x24 ... 

. .71.85 

83.60 

9Hxl2 . 

. . .23.85 

27.85 

16x30 . . . 

. .86.95 

101.30 

12x14 .. 

. . .32 00 

87.85 

A or Wedge— 


12x18 .. 

. . .39.50 

46.15 

5x7 . 

.. 9.25 

10.75 

14x16 .. 

. . .42.00 

49.30 

7x7 . 

. .11.65 

13.60 

14x20 . . 

. . .52.16 

60.60 

7x9 . 

. .18.95 

16.35 

Flys Half Price of Tents. 




Wagon 

Covers— 

'Single Filling — 



Size 

8-01, 

10-ox. 

Size 

8oz. 

lO-oz. 

10x14 .. 

... 8.86 

11.10 

12x16 ... 

. .12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 ... 

. .14.85 

17.90 

Stockmen’s Bed 

Sheets—Single Filling 

— 


Size 



8-oz. 

10-os. 

19-os. 

6x12.... 



_ 5.00 

6.50 

7.50 

6x14.... 



. 6.86 

7.60 

$.75 

7x14.... 




10.85 

19.86 

7x16.... 




12.50 

14.10 


THERMOS—See Bottles. 

TIN— 

Bar and Pig, $1.20 1b. 

Oommon Roofing, 40e per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 17c; 20, 25c. 
Painted 1 side, Ic foot extra; two sldea, 2c. 

Plashing IC. 1x1. $3.00 per 100 feet; %xl, $3.00. 

Shingles—5x7, 35c dozen. 

Valley—14-inch, 13c per foot, $11.50 per roll; 20-inch, 20c 
per foot, $18.00 per roll. 

TOGGLE BOLTS—Sebco No. 1—Per hundred list. 


—Diameter— 

Length— i^-in. 3-16-ia. U-in. 

3-inch . 6.00 8.00 12.50 

3%-inch . 6.25 8.00 9.00 

4 6.75 8.50 13.80 

5 7.50 9.25 14.30 

6-inch . 8.00 10.00 15.00 

Sebco No. 5—With either round or flat head machine 
screws—• —Diameter- 

Length—■ %-in. 3-16-in. %-in. 

3- inch . 2.65 3.15 3.50 

4- inch . 2.97 3.50 3.85 

5- inch . 3.35 3 85 4 20 

6- inch . 3.67 4.20 4.55 


TORCHES—Clavton A Lambert—Alcohol—No. 14, $3.75 each; 
No. 2-^. $5.75. Gasoline—No. 31, $11.00 each; 87, $9.75; 
38. $10.25; 47, $12.75; 48. $13.25; 108, $11.00; 112, $10.50. 
TRAPS—Fly—Harper, 45c each; Balloon, 35c; Avis 1, $2.75; 
Avis 2, $2.50; Avis 3. $2.25. 

Game—No. 0 Ne'whouse, 60c each; 1 Newhonse, 70c; IH 
Newhouse $1.10; 2 Newhouse, $1.40; 3 Newhouse, 2.15; 
4 Newhouse. $2.50; 5 Newhouse, $19.50. No 1 Oneida Jump, 
35c; 1V* Oneida Jump, 55c; 2 Oneida Jump, 85c; 3 Oneida 
Jump. $1.20. No 0 Victor, 25c; 1 Victor, 30c; 1V4 Victor, 
40c: 2 Victor. 55c; 3 Victor, 95c; 4 Victor, $1.15. 

Gopher—Best, 25c each; O. K.. 30c; Maccabbee, 25c; 
Easy Set. 25r: Newhouse, 85c; California Pocket, 85c. 

Mole—Reddick. $1.25 each: Out-O-Sight, $1.65. 

Mouse—Hold Fast. 5c each; Out-O-Sight, 10c; Choker, 
Wood, 20c; Choker-Tin, 15c; Delusion, 30c; Holdem, 90c; 
Marty, 30c. 

Rat—Holdfast, 20c each; Out-O-Sight, 25c; Holdem, $1.66; 
Marty, small, 60c; large, $1.50. 

TROWEIiS —Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’a, $3.00; Fin- 
ishinr $2.75, 

TWINE—Cotton—Wrapping, 60c lb. Budding, 60c. 

Flax—18 BB, 45c lb.; 24 BB, 45c; 18 BC, 65c; 24 PC. 
65c: 36 BC, 60c; Buffalo Asst., per ball, 10c; BC Sacking, 
80c Ib.; AA Sacking, $1.00; Many Ends Sacking, $1.00. 
Hemp—4H and 6, 35c lb. 

Jute Wrapping—2-ply cones, 85c lb. 


Mattress—252, %-lb. balls, $1.50 lb. 

Siene—Medium Laid, in hanks, all weights, 76e lb; half 
pound balls, add Ic per lb. 

VALVES— 

% % % % 1 IH 2 

St’d Angle.55 .60 .75 .95 1.85 2.65 4.00 

Garden.75 .80 1.35 4.25 6.25 

St’d Gate.95 1.00 1.10 1.46 1.90 8.40 6.00 

St’d Globe.55 .60 .75 .95 1.35 2.65 4.00 


WAGONS—Boys*— 

Amerieam 


No. and Size. Baeh. 

118— 8x18. 2.00 

122 —10x22. 2.60 

126—12x26. 8.60 

130—14x30. 4.50 

182—15x82. 6.00 

Samson 

826—12x26. 4.00 

828—18x28. 4.26 

832—15x82. 5.60 

888—16x86. 7.25 


Wagmara— 

No. 18. 

No. 90. 

No. 24. 

Ooaator—Star— 

No. 10. 

No. 20. 

..10.00 
. .11.60 
..18.00 

.. 9.60 
. .10.60 

No. 80. 

..11.60 

No. 40. 

..19.60 

Mars-Walla— 


No. 10. 

.. T.60 

No. 11. 

.. 8.00 

No. 19. 

.. 9.50 
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HARDWARE WORLD 
BETAIL SELLlNa PRIOBfr-Oontiimad. 
TINWARB 


I 


Boilerg, Ooffea 

27 . 1.10 

29 . 1.60 

Covere. Pot 

6-9.10 

10-11 .... 1A 

852 .80 

18 . U.A 

864 . 1.10 

16 . 8A 

Boilen, Wash 
Copper Bottom 

10, 8. 8.00 

10, 9. 8.25 

IX, 8. 8.25 

IX, 9. 8.60 

IXX 8 .4.76 

IXX. 9 .5.26 

Copper Rim 

IX, 8. 4.00 

Cape 

211, 212.10 

00, 010.16 

9. 10, 214.20 

Dippers 

2 .16 

4, 01.20 

02, 81. 82 .25 

83, 84 .80 

4# -60 

IX, 9. 4.26 



BowU, WMh 

.16 

08 .26 

.80 

8 .40 

Buektta, OoTwd 

11 .16 

18 .26 

14 .86 


Fillerfc, Frait Jar 


48 45 

Forks 

208 .00 

200 .76 

419 .10 

425 15 

1197 .20 

1198 .35 


Backets, Dinner 


2 . 


.85 

.90 

.75 

.86 

.85 

.66 

.70 

,80 

8 . 


80 


40 


1 , 

Cane. Mila 

8 . 


4 . 

01 


03 


.56 

.70 

4.00 

04 

102 


108 

1020 

1040 


4.50 

6.26 

7.00 

.86 

.46 

.26 

35 

80 . 

Cane, Oil 

81 . 


10 . 

Oolandan 

11 . 


104 


,40 

.65 

806 



vwv ••••••••• ,90 

Oooken, Steam 

42 . 8.25 

46 . 4.00 


42 . 8.25 

46 . 4.00 


Foanels 


10, 15.10 

20, 26 .16 

80 .20 

85 26 

285 1.85 

885 . 1.76 

Graters 

02 .10 


020, 100 .20 

080, 150 .25 


Kettles, Lipped 
Preserrinf 


160 

. 

.85 

200 


.45 

240 


.60 

280 


.76 


Ladlea 


010 


.80 

11 . 


.25 


Meaeurea 


68 . 


.20 

88 . 


.25 

85 . 


.46 

86 . 


.66 

122 


.20 

124 


.26 

126 


.50 


Moulds, AU Kinds 

8, Melon. 1.76 

2, Melon.1.85 

4, Melon.2.00 


Pails, Dalrj 

lO; e qt.80 

ig, 10-qt.40 

IX, 10-qt.70 

IX,_14-qt..80 

,86 

1.00 

1.25 

2.00 

2.25 
2.50 

Piekin| 


IXX, lO-qt. 
IXX, 14-qt. ... 
IXXX, 12-qt... 
IXXX, 18-qt... 
IXXXX 18qt.. 
IXXXX, 20 qt. 
Pails, Fruit “ 
14-qt. 


Pails, Peddlers 


SmaU.46 

Largo.66 


Pails. Strainer 

IX, 10 qt. 1.10 

IX. 12 t. 1.16 

IXX,l2nt.... 1.26 
IXX, 14 qt..... 1.86 

Gem, 12 qt_ 1.60 

Gem, 14 qt_ 1.65 

Pans, Bread 
01, 110, 80... .30 

140, 200 .80 

800 .85 


Pans, Obm Oaks 


06 .26 

08 .85 

012 .60 


Pan% Oako 
Perfection 

Bound, 9M-in.. .16 

Bound, 10l4in. .20 

Square, Sn^ia.* <20 
^uaro, 9-in.... .80 

Mt., 9H-in.20 

Tabo,iM., .25 

Tubs, Sq., 9-in. .46 

Pans, Disk 

10 .70 

14 .86 

21 . 1.26 


Pans, Milk 
10, Plain 


200 . 
200 % 


.10 

.10 


10. Rat. 

801, 802 .20 

Sooopa 

2 .. .86 

804’.86 

4 .60 

806 .40 

19 .16 

808 .45 

14 .20 

8100 :65 

20 .50 

Pana, Muffin 

6 .25 

fl . . 80 

40 .76 

Siavea, Flonr 

2, 816.86 

12 AO 

818 .SO 

Pana, Patty 

All Noe.10 

Pans, Pi# 

6, Shallow.10 

9 16 

Deep .16 

Pane, Pndding 

10, Plain 

015 to 018 ... .15 

019, 020 .20 

021, 022 .26 

10, Ret. 

16 .26 

Siftara, Flonr 

0 .95 

1 46 

10 .70 

Acme.35 

Neseo .85 

Shaker.60 

Skimmers 

10 . ^0 

45 10 

Spoona, Bastimg 

110 .10 

114 .15 

819 . M 

$1$ 

18 .85 

20 .40 

22 50 

Pana, Riming 

1(7, Plain 

8 .60 

14 .70 

17 .60 

10, Ret. 

8 .66 

14 .76 

17 90 

Spoom, Mixing 

16 90 

96 .15 

Steamera 

70 .65 

90 .85 

Steapara. Tan 

19 .25 

Strainars 

Gravy 

9. 8.16 

Pam, Lipped Sanee 

016 .86 

020 45 

022 .60 

028 .75 

080 .86 

Pota. Ooffae ... 

1 .26 

2 85 

090 .20 

JaUy 

120 . .26 

160 .20 

MUk 

10 .80 

131 .40 

133 .45 

Milk Can 

1 Sit 

4 .56 

sa RA 

Pota, Tea 

241 .25 

66 . 76 

AO ^5 

241% .80 

242 .86 

Sonp 

90 aa 

Raieera, Bread 

114 . 2.00 

117 .2.50 

Tnmara, Ohka 

1, 9. 71.10 

6. 18.15 


TAPES—MEA8UB1NG—(Lufkin)—(Starrett)— 

WASHERS—Cast Iron—Size % to 2, lOe lb.; Angle, 10c. 
Malleable—Standard, 20e lb.; Nail Hole, 20o lb.; Angle, 80o 

Ont^ises 8-16. 20e lb.; %, 35e; 6-16, 22e; %, 20e; 7-16, 
19e; H, 18e; % to 1, 17o. 

WASTE—Ootton—No. 6X White, 25c lb.; 1 White, 20c; 2 
White, 20e; 01 Colored, 21e; 02 Colored. 20e; 10 Wool, 82c. 
WATCHES—Westclox—Pocket Ben, 82.00 ea.; Glo-Ben, '3.25. 
87.00 each; No. 1, 8% cu. ft., $7,75; No. 2, 4% cu. ft., 
$8.50. 

WAX—Floor—Johnson's or Old English, lb., 75c; 2 lb., $1.60; 
4 lb., $2.60. 

WEANERS—Calf—Shaw's, No. 1, 75e: No. 2, 86c; Hoosier, 
No. 11, 86e; No. 12, 90c; Kantsuck, Calf, 65e; Cow, 65c. 
WEDGES—Truckeo-Alki, lb., 18c; Oregon-Atha, 28e; Cedar- 
Atha, 20e; Cedar-Alki, 20c; Falling, 27c; Saw, 27e. 
WHEELBARROWS—Garden—No. 0, 1% cu. ft. capacity, 

$7.00 each; No. 1, 3% cu. ft., $7.75; No. 2, 4% cu. ft., 
$8.50. 

Railroad—Bolted, 88.50 each; Stave, $6.00. 

Steel Tray, Wood Frame—Star $8.25 each. 

Steel Tray and Frame—AX, $10.75 each; 4, $18.50; 6, 
$14.50; 10, $20.25; 25, Concrete, $14.50. 

WICKS—Lamp and Lantern—0, S Flat, 2%c; 1, A Flat. 
2%e; 2, B Flat, 2Hc, X D Flat, 2%c; 2 Rochester, 10c; 
8 Rochester, 20^* 2110 W Rayo, 15c. 

Stove—4 in. Flat, 10c; 8 Perfection. 25c; 600 Perfection, 
50o; 018 Dangler, 40c. 


IRE—Advance! on 

Plain Wire Fence— 

Annealed Galvanized 

Annealed 
Baling Wire 

9 and Coarser. . . . 


.50 

10 . 

.05 

.55 


11 . 

.10 

.60 


12 . 

.15 

.65 

.80 

18 . 

.25 

.75 

.40 

14 . 

.35 

.85 

.50 

15 . 

.45 

1.30 

.60 

16 . 

.55 

1.40 

.70 

17 . 

.90 

2.15 

1.05 

18 . 

. 1.50 

2.75 

1.65 


Soft Copper—H-lb. coils—16-20, 40e each; 22, 45e; 24. 
50e; 26, 50e. 6-lb. coils—11-12, 40e each; 18-14, 40c; 15 
16. 45c; 17-18, 45c; 19, 45c; 20, 45c; 22, 45c: 24, 50e. 

Stone Wire-^alvaniied—^No. 16, 17c; 17, 18c; 18, 18c; 
19, 20c; 20, 20c; 21. 20c; 22, 20c; 24, 28c. Black AnnesU^ 
—No. 16. 16c; 17, 15c; 18, i7c; 19, 17c; 20, 18o; 2L 18c. 
22. 18c; 24, 20o. 

Barbed Wire —80-rod spool—American Special, OatUa. 
$8.40; Hog, $8.70. Galv. Am. Glidden, Caltle, $4.75; Hog. 
$ 6 . 10 . 

Catch Weight pools—Owt.—Ghilv. Waukeganito, 86.95: 
Galv. Baker, $6.46; Gatv. Glidden, $6.20. 

Stove Pipe Wire—Black per Stone—No. 18, $1.90; 19. 
$2.00; 20. $2.15; 21, $2.20; 22. $2.80. 50-foot coils, 10c. 
WIRE CLOTH—See CHoth. 

WOODENWARE—^Boards, Pastry—lo-lnch, 90c each. 

Bowls, Chopping—11-inch, 85o each; 15-inch, $1.85; 17 
inch, $8.00. 

Pins. Rolling. 55c each. 

Spoons, 13-inch, 15c each; 15-inch. 20c. 


Statement of ownership, manssement, circulation, etc., required by tb« 
Act of Congress of August S4. 191S. of Hardware World, published moothty 
at Portland. Oregon, for October 1, 1921. Before me. a Notary Public, rer- 
sonally appeared T. M. Shearman, who. having been duly sworn acccmdtn« 
to law, deposes and says that he la the publisher of the Hardware World, 
and that the following Is, to the best of his knowledge and bdlef. a true 
■Utement of the ownership, management, etc., of the aforesaid publication 
for the date shown In the above caption. Publisher, T. If. Bhearman, S5S 
Taylor Street. Portland, Oregon; editor, buslnen manager and owner. T. M. 
Shearman. Known bondholders, mortgagees and other security holders own¬ 
ing or holding 1 per cent or more of total amount of bonda. mortgagea or 
other securities are: None. The two paragraphs next above, giving the name*, 
of the owners, stockholders end security holders, if any. contain not only ttie 
list of stockholders and security holders as they appear upon the books of 
the company, but also. In cases where the stockholder or eecurl^ bolder 
appears upon tho books of the company as trustee or In any other fiduciary 
relation, the name of the person or corporation for whom such trustee la 
acting. Is given: also that the said two paragrai^ contain atatonente caa> 
bracing affiant’s full knowledge and belief as to the clrcumstanoee and ooq- 
dltlons under which stockholders and security holders who do not appear 
upon the books of the company as trustees, bold stock and eecuritlee in « 
capacity other than that of a bona fide owner; and this affiant has no rea¬ 
son to believe that any other person, association, or corporation has any 
Interest, direct or Indirect. In the said stock, bonds, or other securtttee than 
as so stated by him. T. M. Shearman. Publlaher. Sworn to and aubacrlt>««i 
before me this 28th day of September. 1921. D. B. Richards. Notary Public 
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Albert Lea Sprayer Co. 66 

Albertaon k Oo.142 

Altorfer Bros. Co. 81 

Alaminnm Goods Mfr. Co.6-194 

Alaminum Prodaets Co. 95 

American Chain Co.141 

American Hone Oo. 67 

American Saw A Mff. Co . 64 

American Stainless Steel Co. 86 

American Stamping A Enameling Co 87 

American Steel A Wire Co. . 26 

American Wire Fabrics Co . 47 

Arcade Mfs. Co. 81 

Arrow Tool Co. 63 

Anto Ordnance Oorp. 88 

AutoStrop Safety Rasor Co. 15 


B 

Babcock Company. W. W. 54 

Baker, Hamilton A Pacific Co. .... . 71 

Baldwin Refrigerator Co. 36 

Basaick Company, The. 14 

Beaton A Caawell Mfg. Co.167 

Beaton A Corbin ICfg. Co.163 

Belmont Tumbler Co.152 

Benjamin Air Rifle Co. 90 

Benson Importing Co. 77 

Bems Co., Otto .167 

Berger Bros. Co. 54 

Bergman Tool Mfg. Co. 60 

Bestor Mfg. Co. 94 

Bissell Carpet Sweeper Co. 9 

Blaich, Adolph, Inc. 75 

Boiler Machine Works . 67 

Bommer Spring Hinge Co. 61 

Boyle Mfir. Co. 41 

Brainerd M^. Oo. 62 

Bridgeport Hardware Mfg. Corp. 65 

Brite-Lite Lamp Mfg. Co. 89 

Buckeye Aluminum Co. 92 

Buffalo Forge Co. 50 

Buffum Tool Co.Cover 

Burch, F. S. A Oo. 62 

Butterfield A Co. 58 

0 

Caldwell Sales Oo. 64 

Cary Mfg. Co. 49 

Chadwick A Trefethen . 64 

Champion Blower A Forge Co. 44 

Chatillon. John A Sons. 87 

Chicago Flexible Shaft Co. 43 

Chicago Solder Co. 57 

Cincinnati Tool Co., The. 60 

Church, O. F. Mfg. Co.161 

Clayton A Lambert Mfg. Co.165167 

Clifton Mfg. Co.143 

Coes Wrench Co. 24 

Coleman Lamp Co. 93 

Columbian Rope Co. 35 

Columbus Anvil A Forging Co. .... . 68 

Comstoek-Bolton Co. . 80 

Conno^ Wm. Paint Mfg. Co.. 56 

Cook. H. O. Co. 66 

Corbin Cabinet Lock Co.C ver 

Corcoran Mfg. Oo.133 

Coming Glass Works .39 

Crescent Tool Oo. 48 

Curtis Pneumatic Machinery .145 

D 

Delta Fire Works. 48 

Diamond Saw A Stampinr Works. 44 

Dietz, E. Co.. 38 

Disston, Henry A Sons....2-3 

Dixon, Joseph Crucible Co.58 

Dunham. Carrigan A Hayden Co. 69 

Du Pont Powder Oo. . 21 

E 

EagleyMorrison Co. 18 

Elastic Tip Co. 32 

Electric Appliance Company.153 

Elite Mfg. Oo.143 

Everedy Bottle Capper Co. 81 

Eyelet Tool Company.154 

P 

Fate-Root-Heath Co. 52 

Faultless Caster Co. 80 

Fraim-Slaymaker Hardware Co. 64 


INDEX TO ADVERTISERS 


a 

Oibford Mfg. Co. 67 

Gilbert Company, A. 0. 5 

Gillette Safety Razor Co. 11 

Gilson Co., J. E. 62 

Gold Medal Camp Furniture Oo...... 62 

Ooodell Pratt Co. 22 

Goodyear Rubber Co. 72 

Gottschalk Co., John W. . . 37 

H 

Hall Automatic Fish Spear & Gaff 77 

Hammer-Bray Co.. 79 

Hardwear Tire Oorp.Cover 

Hardy. John E. 92 

Hays Mfg. Co.165 

Hay-Budden Mfg. Co. 51 
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Viko 


^iko iMoves Fast because 
Prices Are Low— Quality High 

The recent reductions in the price of VIKO, 
The Popular Aluminum, are in line with the 
established Viko policy of giving big value at 
moderate cost. Viko cooking utensils are 
today, more than ever, the leaders of the 
medium - priced lines of aluminum ware. 
That is why Viko Ware is giving thousands 
of dealers an unusually quick turnover. 
VIKO, The Popular Aluminum, is sturdily 
constructed from thicksheet aluminum,99 % 
pure. It gives unusual wear, is finely designed 
and beautifully finished. The Viko line is 
complete ~ it comprises utensils for every 
cooking requirement. 

Put the Viko line in your store. Viko sales 
are easy to make and bring repeat orders. 
For full information — 

(Ask Your Jobber 

Aluminum Goods Manufacturing Company 
General Oflicett Manitowoc, Wisconsin, U.S.A. 
SlahertefEvtrytIttmgimAUtmmmm 


Popular Aluminum 
















,EALERS like to handle Bermico because its su- 

periority over ordinary papers makes It an easy 

seller ; because it sells at a popular price and 
ause it gives unfailing satisfaction after it is sold. 
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Some Statistics on 




(1) 1885 customers—all hardware dealers. 

(2) l'< adjustments for the past 12 months. 

( 3 ) Less than 10'; total overhead and selling expense. 

(4) 20' r lower consumers’ price than average. 

(5) 10'; more margin for the dealer, meaning 

(6) 30'/r lower dealers’ prices than average. 

(7) Over 5,000 shipments made subject to return if unsatisfactory. 

(8) 5 of these shipments returned, 

(9) Present production—200 tires daily. 

(10) Cords only above size 31x4—guaranteed 8000 miles. 

Ol) Fabrics only in 30x3 and 31x4—guaranteed 6000 miles. 

(12) Both Cord and Fabric in 30x31/2—cord 8000. fabric 6000. 

(13) All sizes air-bag expansion process cured. 

(14) All sizes Vacuum Bar Non-Skid tread. 

(15) Money bark on any goods returned uniused within ten days of receipt if 

unsatisfactory for any rca.<:on. 

(16) FREIGHT prepaid on 6 tires or more. 

(17) No salesmen. One branch (Chicago). 

(18) No accounts. 2''< discount for ca.sh with order, otherwise C. O. D. 

(19) Sample order for i c dozen tires sent to any well-rated dealer on ten days’ 

approval. We refund transportation if not accepted. 
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Net Price List 

Fabric Casings, 6000 Miles 

I'tin r, niii 

S 1 / 



K..t.ri. , 

10(1 Tut-rK. 

30 X 



10,30. 

*2.10 

30 X 



. 12 00 . . 

2.40 
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4 

t 11»jN 
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Cord Casings. 8000 Miles 

3.00 

1‘iir. Omii 

St/ 



( or.l 

R. 3 Til]..-.- 

32 X 

3> 2 


. 23 00 . . 
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. 3.30 

3 1 X 
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3.2 . .0 . 
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^ • / 


33.30 , . 
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4 ^ 


3 4 .30 . 

4.35 

33 X 

4 ‘ . 


30 no . 

4 .50 

3(i X 

4 4 


. 38 00 . 

. . 4.73 

3 3 X 

f) 


4 0.00 . 

5 03 

3.3 X 

r> 


42 00 . 

5.18 

37 X 

5 


4 1 00 . 

Pnccs Subject to Chanjje Without Notice 

. 5.40 


HAMnWEAE THEE CCJEPOEATIOII 

East Rutherford, New Jersey 
Chicago: 1509 So. Michigan Ave. 
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\btir Assurance of 
the Utmost in Rope \hlue 

Every coil of Whitlock Manila now bears this orange and black label 
-the trade mark of superiority. 

If you are a dealer whose trade demands quality rope at reasonable 
price, or if you are a rope user and wish to save money, write today 
for the new Whitlock Catalog. And ask for the Whitlock distributor 
in your territory. 


THE UTMOST IN ROPE VALUE 


Whitlock Manila is the rope 
that is guaranteed superior 
to U. S. Government Specifi¬ 
cations not only in strength, 
tare and length per pound, 
but also in quality of fibre. 

Whitlock Company 

46 South Street. New York 
Factory and Warehouses: Jersey City, N. J. 

Branches 

Chicago, Boston, Kansas City 
and Houston 
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OISSTON 

PROFIT PLANS 

Published Monthly in the Interest of Merchants Selling Disston Tools 


What Type of Saw to Recommend 

(Continued from the last issue of Profit Plans) 

WHAT POINT TO USE 


THE “points to the inch“ in hand 
* saws, either rip or cross-cut, indicate 
the degree of smoothness or coarseness 
of the cut that that particular saw will 
make. This smoothness or coarseness 
of cut is regulated entirely by the size 
and set of the teeth. A saw with big 
teeth, 5 points to the inch, for example, 
will make a coarser cut than a saw with 
small teeth, say 11 points to the inch. 


In rip saws for ordinary work, 5, 5^/4 
or 6 points to the inch are the standai^ 
sizes and f,rom this basis they are pur¬ 
chased with fewer points when fast, 
rough cutting is desired and with more 
points when ckreful, accurate cutting 
is necessary. 

(TV) be continued in the next issue of **Profit 
Plans, ’ * which will ai>pear on these same pages 
in Hardware World issue of January ,) 


In determining what point of saw will 
best answer your requirements, remem¬ 
ber that a saw with a few tooth-points 
to the inch (say 6 or 7) will cut fast 
and make a comparatively rough or 
coarse cut—these “ points “ are com¬ 
monly used for ordinary construction 
work and similar rough sawing. The 
saws with many tooth-points to the inch 
( 10 , 11 or 12) will make smooth, even 
cuts, and are used mostly for interior 
finishing, furniture making, etc. 

The degree of seasoning in the wood to 
be cut must be considered also, in deter¬ 
mining what “point“ to use. Green, 
wet wood requires a coarse saw (few 
points to the inch), while a fine tooth- 
point saw can be used to advantage in 
dty, seasoned lumber. 

Hand saws for cross-cutting are made 
in sizes varying from 5 to 12 tooth- 
points to the inch. The 7, 8 or 9 point 
saws, which are medium, are in greatest 
demand and are most satisfactory for 
ordinary work. 


** ** 

Clean Sweep” 

F6r Disston Saws— 

A PROMINENT concern in New York 
“ City recently made a number of 
changes in the building they owned and 
occupied. 

Additional individual office rooms were 
put up for the various department heads 
and their assistants, 
new partitions were 
installed and many 
other necessary im- 
provements were 
made to accommodate 
their rapidly growing 
working force. 

A number of experienced carpenters 
were engaged to do the work.^ The job 
was one which had to be done right 
and it took several weeks to make the 
proposed changes. 
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The writer, curious to know what saws were 
being used, went to each of the five carpenters 
on one floor of the building and found that every 
one of the five different carpenters was usincr a 
DISSTON Saw. * 

Upon f urthe r inquiry it developed that each man 
had to furnish hla own saw and each said he had 
used DISSTON Saws for years, because he could 
find nothing better and wanted to get the best 
saw he could. 

We do not claim that DISSTON Saws are used to 
the exclusion of other good hand saws on every 
job, but wo do maintain that any investigation 
would show the Disston to be **The Saw Bloat 
Carpenten Uao.** 

When DISSTON Saws sell to the minority— 
aren’t they the saws for yon to sell t 

Another Use for the Flivver 

^ GORGE MONROE got quite a shock when^he 
^ saw Frank’s old car going yet standing still. 
Frank laughed at his exclamations of surprise 
and pushed him around where he could see what 
was happening. The back wheels of the Ford 
were jacked up, and attached to one of them was 
a belt wheel, which, with its accessories, was 
turning a circular saw. This was cutting off 
piece after piece of cordwood. 

''Gosh, that looks good to me,” said Monroe. 
'‘Where did you get the idea?” 

“The other day I went into Boardman’s Hard¬ 
ware Store to buy a buck saw,” Frank replied. 
“I said I was going to cut cordwood and Ray 
told me I ought to boy a circular saw. I asked 
him how he expected me to run it. I didn’t 
want to buy a new engine. Then without saying a 
word he showed me a picture in the Disston 
Farm Booklet. The picture was just about what 
you see here. The result was that I bought a 
Disston Circular Saw right then. 

“Believe me 
^ Gteorpe,” he went on. 

A S “This certainly saves 

f ^ time and en- 

V O Come on up 

\ ^ close look 

\ / JjT at it, I ’ll shut off the 

Tl engine. ’ ’ 

There are lots of 
farmers, Mr. Dealer, who cut cordwood by hand 
and suffer with stiff muscles and lame backs. 
And hand cutting means a great waste of time. 


A lift of ^liat Diwtaa Makes 

Aad to teM Sawnlkob «ad 

The Saw "Mott Carpentere Ute" 

Buid Saws for Wood sod MetsI 
Bevejt 

iBuck Saws 

^^S^Botchar Saws aod Bladet 

^9^1 CirouW Saws forWood, Metal, 

■ifli aod Slate 

C om paai Saws 

Craaa^ Saws aod Tools 

Cylinder Sews 

DraeSaw Blades Ivwl 

Files and Rasps I I 

GroovtndSaws I . I 

G*«|es—Carpenters* 

Markine. etc. 

Hack Saw Pramet 

Ffnel. aodRip Saws 
Hedge Sh ears 

Ice Saws 
I Inserted Tooth 
I' jiA I Ciroular Sews 
I Keyhole Saws 
Kitchen Saws 

Kojvn-^e, Om, H«ig. 

Knives—Circular for Cork, 

^ Cloth, LMtber, Paper, etc 
Knives—Machme 
Ifvels-Carpeniers* atul Masons’ 
Machetes ■ 

Mandrels I 

Milling Saws lor Metal 
Mitre-box Saws 
Mitre Rods 

One-man Cross-cut Saws 
Plumbs and Levels 
numbers’ Saws 
Pruning Saws 
Re-saws 

Saw Clamps and Piling Guides 

^ Saw Glimmers 
Saw-sets 
Saw Screws 
Screw Drivers 
I Screw-slotting Saws 
Segment Saws 
Shingle Saws 
Slate Saws—Greular 

Squares—Try aod Mitre _ 

Stave Saws fT 

Sugar Beet Knives K, 

Swages nUA 

Tools for Repairing Saws 
Tool Steel 

Trowels—Brick, Plastering, 

PointiiU, etc/ 

Veneering Saws 
Webs—Turning and Felloe 

iy■ U ■ XrtUi Ibt. Tl-‘-7mi|| 

•I IMM ta tk. eeeeelme DielSZ iSli' 


Show them a DISSTON Circular Cut-Off Saw back to ”Hand Sawing.” Most farmers 
(the standard size for cordwood)—tell them how own a car—if not, any engine or motor will 
much <micker and easier and how many more do the trick with a “DISSTON” at the 
cords they can cut in a day—they'll never go cutting end. 

HENRY DISSTON & SONS, Inc. 

PHILADELPHIA, U. S. A. 
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VALET 

Aixio Strop 

Safety Razor 


One quarter of their 
year’s business 
done at Christmas 


An item with which dealers have made remarkable records 


A n average three months’ business 
done in one month! This is what 
^ our sales records show about the 
Christmas business of hundreds of 
progressive dealers in all parts of the 
country. 

This year many of these dealers are 
fanning to do even better than that. 
Did you ever stop to think that your 
business at this season could be made 
three times your normal monthly 
average f 

Now io the time to start, if 
you ’re goin^ to get your full 
share of this Christmas trade. Get 
up a Valet AutoStrop Razor display. 
It will tie up your store to our special 
Christmas advertising now appearing in 
the national magazines. 

Write for the Christmas display card 


shown below, together with other 
Christmas display material. Put it in 
your window or on a counter with a 
dozen or so open sets around it. 

A sale that is easy to suggest 

Nothing in your store will lend itself 
to demonstration better than the 
Valet AutoStrop Razor. It is easy to 
show bow this razor gives a freshly 
stropped edge for every shave, how 
easily it is cleaned, how a touch of the 
thumb adjusts it for a close, medium or 
light shave—how in a word it solves a 
man’s whole shaving problem. 

Prepare now to get your full share of 
the Christmas business. Send in your 
order today. 

AUTOSTROP SAFETY RAZOR CO. 
New York Toronto London Paris 


m VALET ^ PI 

/^uto^trop Kazor 

Saves constant blade expense 



This attractive Valet AutoStrop Raeor Christmas 
card will be sent you upon request. It suggests 
this tmique raeor m a giH for men that will stand 
out in any group of Christmas presents. 


le 
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RoUint Mino Aluminum into hard, dentil grained tkeeis which insurethe lifetime service of Mirro utensils 

From Raw Ingot to Finished Utensil 


The preference of women for Mirro Aluminum 
cooking utensils rests not alone upon their beauty 
of design and finish or upon their many features 
of convenience. But back of these superiorities 
is the dominant fact that Mirro utensils are 
strong and durable. 

It is possible to insure this imiformity of 
wearing quality because mil Mirro utenaila are 
produced completely, from the raw ingot to 
thefiniahed utenail, righ t in theMirro planta. 

The ingots are melted and mixed and the slabs 
cast and rolled in the Mirro rolling mills. The 
stamping, drawing, spinning and finishing, all 
are done in Mirro factories where every operation 
is subjected to rigid inspections based on the 
standards which have made Mirro Ware famous. 


One of the most important processes which 
make Mirro so durable is the rolling of Mirro 
Aluminum. Here, giant presses roll and re-roll 
the Mirro plates imder 16,000-pound pressure, 
compressing them into hard, dense sheets 
which insure the lifetime service of Mirro 
utensils. Every woman can afford Mirro Alumi¬ 
num Ware. It is economical in first and last cost. 

This control of all processes of manufacture 
insures the quality which is so widely known as 
Mirro. And Mirro national advertising, appear¬ 
ing in the leading women’s publications, carries 
the message of Mirro superiority to millions ot 
housewives throughout the land. 

If you are not yet handling the Mirro line 
write for the Mirro general catalog. 


Every Mirro Utensil vj ytnmi 

Btarj Tk i, Imprint ___ 

Mirro 


Aluminum Goods Manufacturing Company 

General Offices: Manitowoc, Wis., U. S. A. 
Makers of Everything in Aluminum 


ALUMINUM 

Kejlects 

Qood Housekeeping 
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Remington Scout Knife 

R3333 and R3335-U 


^ Carefully designed to meet the real, actual needs 
of the Boy Scout—made strong to stand up’' under 
rough, hard usage—and so finished as to delight the 
boy—the Remington Scout Knife is typical of Rem- 
in^on practice in designing and building pocket 
knives that best fill the practical service needs of 
the user. 

Built for Business” 

The Remington Scout Knife is built for ‘‘busi¬ 
ness”—more than meeting the exacting require¬ 
ments of the Boy Scout Organization. The master 
blade is of extra gauge, which means greater 
strength. Closed, the knife is 3%" long. It is of 
full weight and dimensions throughout, and of solid 
construction. Each special blade and implement is 
designed and made with its exact purpose in mind. 
Springs and blades are in “tune” so that the blades 
open easily. 

It possesses the niceties and refinements of master 
craftsmanship—a regular man’s knife for a Boy 
Scout. 

Rmington catUryt fireamu and ammunition aro 
sold through tho jobbing trado 

REMINGTON ARMS COMPANY, INC 

Oeneral Offices: Oatlery Works: 

New York Bridgeport, Ooim. 


*The prime function of a knife ts to cut 
—to cut keenly** 



R3333 

Lengtb, closed, 394". Stag 
handle, milled brass lining, 
nlckel-silrer bolsters, and 
shackle. BCaster blade crocns 
polished and etched. Punch 
blade blued and polished. 
Other blades blue glased. 
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THE FACTORY 
BEHIND 

THE PRODUCTS 

—not merely a spacious mod- 
emly designed factory covering 
acres of floor space, but a factory 
equipped with the most approved 
type of metal working equipment, 
manned by thoroughly experienced 
metalworkers who know how to 
build that exceptional degree of 
service and satisfaction into the fin¬ 
ished Can or Pail that has played 
such an important part in making 




the standard by which all others 
are judged the world over. 

If you have not a copy of our 
latest catalog, send for it today, 

Rochester Can Company 

109 Hague Street, Rochester, N. Y. 
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The Commercial Romance 

of 1921 


T he human race took a long 
step forward when this 
country made it respectable for a 
man to earn his own living. 

Today, if Americans couldn’t 
talk business at lunch, most of 
us would prefer to go off and 
eat by ourselves. 

Even at social jpiatherings, men 
manage to drift together for 


some touch^and*^ business gas* 
sip to finish the day. 

Probably your own boy, long 
before he is able to vote, feels 
the national instinct to start 
something. 

American characteristics that 
may explain in part the peculiar 
public interest in the New 
Improved Gillette* 


All the circumstances 
surrounding the New lm« 
proved Gillette stir a man’s 
feeling for mmmme. 

The radical new inven* 
don. An improvement so 
batU that nothing in the 
Patent Office contained 
even a hint of itt slightest 
detaiL 

The courage to put this 
new invention on the 
market—risking the twen* 
ty*yearold Gillette prestige 
on faith in thg public unecr^ 
standing and appreciatisn. 

The immediate response 
of the Gillette public. 600^ 
000 New Improved Gil* 
lettes in America. Nearly 
400,000 to England, 
France, Holland, Eielgium, 


Denmark and Italy. And 
thence to the remotest parts 
of the earth. 

Night-shift production in 
the Gillette Factory, meet* 
ing the demand as it doub* 
led, and doubled again. 


You may often hear it said 
that “The way this New 
Gillette is going over reads 
like a romance.” 

Times may fluctuate. 

Human beings do not. 

The reward is still to the 
pisnccr. 

Pioneering in the field 
of enlarged service to men 
in their restless human 
ambition to gs fsrward. 


Important About tho Now 
Improved GiUotto — A 
Word About the Blades 

Most men prefer to screw 
the razor up tight to get the 
most radsfactory shave. 

Gillettedeems it properto ask 
the public to use Gillette Blades 
0mh in gtmmimt Gillette Razors. 

The Gillette Blade and Ra> 
zorare developed to woik fa- 
ftktr. No Gillette Blade can 
deliver its full shaving quality 
unless used in a gtnmiu* Gillette 
Razor—built by Gillette* in the 
Gillette way and up to Gillette 
standards. 



TheNeu) 

Jnynxfved 


GILLETTE SAFETY RAZOR CO. 

BOSTON. U. S. A. 


KNOWN TNB WONLO OVBN 


lueire 

Rtented Jtmeny 


SAFETY 

RAZOR 


Tt* N tm Imtn vml 

GILLETTE SAFETY RAZOR 
Uses the same fine Gillette Blades as 
yea have known for years — bat now 
yoar blades can give yoa all the laxnrv 
of the finest shaving edge in the world. 

A shaving edge guarded from the 
faee. bat free to the h«ard. Identify 
the New Improved Gillette by its 
yWMiM SkemUmr 
O w rhm M ffinm Gss 
Ch«miyfUd Gtimrd 
Miermmstria 
A utn matie Adt mttmj mi 
Diammmd KnurUdBmmdlt 
Dietmond Tru d t mm rk en Onmrd 
Finer Shave—Longer Service 

More Shaves from yoar Blades 

/a SILVER sad GOLD 
Shavimg Sttt and Trmvtkr Outfits 

$5 to $75 
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MAKE UP YOUR ORDERS NOW 
FOR SPRING DELIVERY 

BUY THE BEST 


THE CENTRAL STAMPING COMPANY 

206-208 Broadway, New York, N. Y. 


‘‘PURITAN” 
Water Coolers 


“STANDARD” 
Water Coolers 


SEAMLESS 

WHITE ENAMEL LINED 
LEVER OR 

PUSH BUTTON FAUCETS 

NICKEL PLATED 

EXTRA HEAVY 
EXTRA FINISH 
HEAVY GOLD BAND 

“CENTRAL” 
Watering Pots 

GALVANIZED 
DOME TOP-BOX SPOUT 


GALVANIZED LINED 

PUSH BUTTON 
OR 

LEVER FAUCETS 
SIDE HANDLES 
JAPANNED 
ASSORTED COLORS 

GOLD STRIPE 

JAPANNED 

OR PLAIN TIN 

Watering Pots 


Zinc Roaes-Screw Neck Rose Caps Detachable 

REPRESENTED IN 


TlM Mark 
of Quall^ 


California by 

BABBETT A BOSS 
COMPANY 

Rialto Building, Room 234 
New Montgomery and 
Mission Streets 
San Francisco, California 


Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah 
by 

FBED A. LEE 

1620 Thirteenth Avenue 
Seattle, Wash. 


igi ize y 
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i847 ROGERS BROS. 

SILVERPLATE 



Tie a String 

To Your Silverplate Sales 

Not all purchasers of silverware will buy a complete 
flatware service. But if the woman who gets a dozen tea 
spoons or medium forks knows that you have salad forks, 
eoffee spoons and other pieces that will round out her 
set she will be pretty eertain to return, sooner or later, to 
add to her original purchase. In this way a reasonable 
assortment of 1847 Rogers Bros, ware, kept in good condi¬ 
tion and displayed to advantage, will not only attract 
women to your store but make permanent customers of 
them. 

Send for trade helps to Advertising Department, 
International Silver Co., Meriden, Conn. 

Pacific Coast Warerooms, 150 Post Street, San Francisco, California 


INTKKNATIONAL SILM-il C (). 
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GO OOELI^ 
PRATT 


^^Ml500 GOOD TOOLS 


All-Steel Mitre Boxes 


Built Like a Bridge 



For fifteen years Goodell-Pratt All-Steel Mitre Boxes have been gaining 
favor with high grade carpenters; a class of trade whose requirements and 
desires represent profitable business for you. 


Made to Give Real Service 

Goodell-Pratt All-Steel Mitre Boxes are 
noted for their durability, they are provided 
with an Automatic Lock to hold the saw ele¬ 
vated, a Stop to regulate the depth of cut. Auto¬ 
matic Lock to make all regular angles, and a 
Quick Lock for all other angles. 

A good workman BUYS good tools. 

Goodell - Pratt Company 



Greenfield, Massachusetts, U. S. A. 



;^^i^;N\Xx^.XXX-X\x:sVXXX>x\ -X^XXX\x\\\\os\XnX xxv x^xXxvxxx^x.xXxvvnXnN^ SnX XXSX^xXXxxX^^ XXNXXXxXXxXSXXxXxs VXXWXXX'X \ xsv '. X'X- \\ ■ \ Xx XsXXxX^^ 
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Tie This Book to Your Counter 

I T is assumed you are stocked with McKinney Complete 
Garage Sets. Now here’s what happens. A customer 


MCKINNEY 

COMPLETE 

GARAGE SETS 


For eH types .y 
fintroncEs 


Also manulacturers of 
McKinney farm building 
door hardware, furniture 
hardware and McKinney 
One-Man Trucks. 


X Garage Sets. Now here’s what happens. A customer 
comes in. He is building a garage and wants to ask about 
door hardware. You reach for the McKinney catalog. It’s 
fastened to the counter—on the end of a piece of cord. 

You turn over the pages. At page five the customer stops. 
Here is just the kind of door he needs—a sliding>folding 
type for openings from six to nine feet wide. On this page 
he sees three photographic views of the doors, a picture show¬ 
ing each individual piece of hardware, a plan for hanging the 
doors and a descriptive article about this particular set. He 
looks over the other pages devoted to other style doors and 
other sets, but comes back to page five. He is sold. You 
note the number of the set, swing around to the shelves, take 
down a box with this number on it and the cash register rings 
up a sale. 

Think how much easier this is than the old way of selling 
garage door hardware. No marathon around the store as¬ 
sembling track, bolts, hangers and hinges. No mistakes and 
no dissatisfaction. 

If you haven’t McKinney Complete Garage Sets on your 
shelves, you are missing a big opportunity to build up sales 
and pull down overhead. Send for a copy of this McKinney 
Garage Set Catalog. 

McKinney manufacturing CO., Pittsburgh 

Western Office, Wrigley Bldg., Chicago. Export Representation 

McMNNEY 

S Hindes and ^utts 
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The 

“Neglected 

Inch” 


AB For medium weight furniture on 
uncovered floors. “DUmor.d Vel¬ 
vet” Socket, “Feltoid” Wheel 1^ 
in. diameter. 


AC For heavy furniture on uncovered 
floors. ‘‘Diamond Velvet” Socket, 
“Feltoid” Wheel in. diameter. 


AD For office chairs, wooden bed¬ 
steads and extra heavy furniture 
on uncovered floors. ”DiamorMl 
Velvet” Socket for % in. bore, 
“Feltoid” Wheel 1 % in. diameter. 


AE For light furniture on covered 
floors. “Diamond Velvet” Socket, 
Brass Wheel 1 1-16 in. diameter. 


AF For medium weight furniture on 
covered floors. “Diamond Velvet” 
Socket, Brass Wheel, 1^ in. 
diameter. 


AO For heavy furniture on covered 
floors. “Diamond Velvet” Socket, 
Brass Wheel 1^ in. diameter. 


AH For office chairs, wooden bed¬ 
steads, and extra heavy furniture 
on covered floors. “Diamond Vel¬ 
vet” Socket for ^ in. bore, Brass 
Wheel IH in. diameter. 


AJ For chests, utility boxes, shirt¬ 
waist boxes, etc., on uncovered 
floors. Roller Bearing, “Feltoid” 
Wheel 1^ in. diameter. 


AK For chests, utility boxes, shirt¬ 
waist boxes, etc., on covered floors. 
Roller Bearing, Brass Wheel 1^ in. 
diameter. 


AL and AR Type AL for Metallic 
Bedsteads having % in. rd. bed¬ 
posts. Type AR for 1 in. rd. bed¬ 
posts. Ball Bearing, Brass Wheel 
1^ in. diameter. 

AM For Metallic Bedsteads having 
1^ in. square bedposts. Ball Bear¬ 
ing, Brass Wheel 1 % in. diameter. 


AN For Metallic Bedsteads having 
2 in. rd. bedposts. Ball Bearing, 
Brass Wheel 1 % in. diameter. 


AP For Metallic Bedsteads having 
2 in. square bedposts. Ball Bearing, 
Brass Wheel in. diameter. 


In Every Home there is a 
‘‘Neglected Inch” 


These Bassick Casters 
fill every household need 


Type Demcription 

AA For light furniture on uncovered 
floors. “Diamond Velvet” Socket, 
“Feltoid” Wheel 1 1-16 in. diameter. 


I N nearly every room in every home there is a “Neglected 
Inch” to be filled at a profit to you—that dangerous trouble¬ 
some inch—the inch between the furniture and the floor. Leave 
it unfilled or fill it with the wrong kind of casters and what's 
the result? Torn rugs, marred floors and rickety furniture. 

Your community is seeking the right casters for their floors 
and floor coverings. Can you answer their demand? 

The Bassick Company has selected fourteen casters to meet 
the needs of every household, packaged in a new and distinctive 
box, nationally advertised and properly priced. These casters are 
made with Feltoid Wheels that will not mar hardwood floors and 
brass wheels that protect floor coverings—both in sizes to fit any 
piece of furniture from the light parlor table to the heavy dining 
room buffet. Here is a line which, because of its rapid turnover, 
assures large profits for an initial investment of a few dollars. 

If you have not already stocked Bassick Casters get in 
touch with your jobber or write us for detailed information 
and the name of our nearest distributor. 


THE BASSICK COMPANY 
Bridgeport, Conn, 


BaSSidC 

Casters 
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R emington Autoloading and Pump Action Shot- 
I. guns handle all standard makes of shotgun shells* 

Remington New Club, Nitro Club and Arrow WET- 
PROOF shells will give the best shooting results obtain¬ 
able from any make of shotgun. 

Your customer who shoots Remington shells in a 
Remington gun can therefore concentrate on holding 
and aiming correctly, knowing that his equipment 
will meet every test in wet weather as well as dry, 
for Remington WETPROOF shells are more than 
"moisture-proof” or "damp-proof”—they are actually 
water-tight, due to the patented and exclusive WET- 
PROOF IVocess. 
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Tour Jobber will 
supply yon 



Quality All Through 

Just as one weak act will spoil an otherwise 
good show—so will one weak part spoil a 
screw wrench. 

With the above thought firmly in mind we 
have always built the Coes Knife-Handle 
wrench on a strictly quality basis. 

We continue to use the best materials ob¬ 
tainable for each part, so that every dealer 
can say: “Quality all through” and so that 
every wrench labeled COES will back up 
that statement. 

If it’s steady repeat sales you’re after—sell 
the wrench that insures them. 

COES WRENCH CO. 

Established 1841 in 
WORCESTER, MASS. 

J. C. McCarty d; CO. - • - 29 Murray Street, New York 

JOHN H. GRAHAM & CO. 113 Chambers Street, New York 

Padfie Coast Agents 

JOHN H. OBAHAM A OO., 268 Market Street, Baa Frandsee 
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You’ll be impressed with the selling force of 
the advertisements of "PENNSYLVANIA” Quality 
Lawn Mowers that will appear in leading popular 
magazines next season as usual. 

This to consumers’ advertising will augment 
the reputation for high quality, perfected con¬ 
struction and satisfactory service earned by 
"Pennsylvania” Quality Lawn Mowers during 
almost half a century. 


Pennsyd 



i^RKS 



Quality 

LAWN MOWERS 





Thu trademark it 
on tho handltM of: 


PBinr8TZ.VAHIA 8TAHDABD. 

blfh and low wheeL 
PBMVSTLyAHIA JUNIOB, 

Ball Baarlnf, high and low whooL 
PBMV87LVANIA OOIiF, 

Ball Boaxlng, high and low wheel. 
PBBN8TLVAHIA PUTTIHO OBBEN 
(B oUer Type). 

PEBN8YLVAHIA Hone and Pony. 


PBNK8YI.VANIA TBIO OT7T8, 84 Inchea 
for Horae or Tractor. 

PENN8YI.VAKA lAWN OLEANEB and BASE. 


Continental High Wheel 
Gnat American Ball Bearing 
Bed Olond Ball Bearing 
Orchid BaU Bearing 
Belmont Ball Bearing 
Delta BaU Bearing 


Panama Plain Bearing 
Belmont Plain Bearing 
Electra Plain Bearlu 
Pennaylvania B. B. Trimmer 
Pennarlvania Underent B. B. 
Trimmer 
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American Maid Aluminum Ware 

The Popular Priced Line 

[E secret of many successful house^ 

_furnishing sales has been due to the 

enthusiasm that AMERICAN MAID 
Aluminum Ware has created. Ask the 
buyer who has used Americcm Maid for 
his Special Sales. 

For over 25 years we have had one 
main ideal in the manufacture of 
aluminum cooking utensils—“To 
Produce and sell at a Moderate Cost a 
line to meet all demands.” We attained 
this in the production of i4MER/CAjV 
AtAIDWaxe. 

Experienced housewives will welcome 
theopportuiutytosecureAMEX/CAAf 
MAID at our exceptionally low prices. 

Provide NOW for your Special Sales— 

Write for prices 

lUinois Pare Aluminum Co, 

LEMONT, ILLINOIS 
U. S. A. 
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now IS Dusiness 



If You Really Want to Know What’s 
Going to Happen in Your Section, We’ll 
Spend the Money to Find Out For You. 



SnlwtiitMiBy Bomd—136 Pages of Useful hfonaatioii 


CTAR 


Here’s the Way— 


W e are giving away to contractors, throu^ 
dealers everywhere, the “How” bc^k illus 
trated on the left of this page. 

This is a valuable book of figures and fact 
useful to contractors in their daily work an 
they are mighty glad to get the “How” Bool 
and enthusiastic about its contents. 

All we ask the contractor to do is fumisl 
the names of prospective builders of bam 
in his locality. 

All we ask you to do is furnish the name| 
of your local contractors, and we’ll doth* 
rest. The “How” Book will be shin)e| 
through you. We stand all expense. 

Now—a lot of dealers have been might! 

S rised at the really favorable ooq 
in their immediate vicinity that 
plan disclosed. 

Since it costs you nothing but a 
stamp and you are doing your com 
a favor, why not fill in the coupon 
and send it to us. We’ll do the rest 


Hunt, Helm, Ferris & Co. 

Co wy ls w Bam Outfhtara 

Hurvaid, IlKnoia Albuij, N«wT«fc 


360 East Morrison Street, Portland, Oregon 
285 Minna Street, San Francisco^ Oallfomla 
233 East Second St, Los Angdes^ Oallfomla 


Dmuignmn attd Mcuiuf actur m n cf 


vEcfuipmeiiT 


HUNT, HELM, FERRIS & CO., Harvard, DL 

Below are names of Contractors. Send them your **How’* Book proposition: 


LINB 
"SouMtAteafo SmO 
tkm Y^tvrAr 

Stalla, Stanehione 
atfulPene 
Litter CArrIeee 
Water Bowie 
PeedTrucka 
Herreater*’ Hay Toole | 
Door Hangere 
Oerege EQuipment 
Coeeter Wegone 
T«uik Heetere 
I eed €khmr Pawm I 


NAME.ADDRESS. 


NAME 


ADDRESS 


TOWN 


STATE 


I 
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'#* A TOUGH old customer ts the 
goose and I know IVe got to 
hit him hard and hit him frequent 
or he’s going to get away. That’s why 
I always order my shells direct from 
the chart of Du Pont Standard 
Loads because I know the load 
wouldn’t be on the chart unless it 
was ritf/if.” 


STANDARD 
' GOOSE LOADS: 

^ Powders: Dupont9 Sy^or 
^Vi Ballistite, 28 

or 28 grs. 

Shot: Ounces — 

Size — 2, 4 or BB 


STANDARD 


LOADS 


T he shcx>ter has confidence in Du Pont Standard Loads. 

He knows that when he picks a goose load from the above 
chart, he is buying the best combination of powder and shot 
that the country’s expert sportsmen could determine. 

And the same holds true with each load in the list. It is 
exactly right for the type of bird and small game shooting for 
which it is specified. 

Moreover, by condensing the thousands of former loads into 
this small table. of standard loads through eliminating all un¬ 
necessary combinations, you can now meet the demand of every 
shooter with a smaller and less expensive stock. With a stock 
of Du Pont Standard Loads there are no “dead ones”—just 
a few fast selling loads for each type of shooting. The result 
is larger and quicker turnover and increased profits. 

If you haven’t received a counter display and a steel-bound 
card (for use by your clerks) both of whi^ feature the list of 
Du Pont Standard Loads, write us today. They will be sent 
free of charge. 


Lar^e Ducks. 

Small and 
Medium Ducks... 

Grouse. Partridge. 
Prairie Chicken...| 

Pheasants. 


DU PONT 

SMOKELESS 

Orami 


3J4or 5JS 
3 

3/4 


3 or 3/4 
3 


BALUSTITI 

SMOKELESS 

Grains 


Q6orQ8 

24 

26 


24 or 26 
24 


cx;nces 

Shot 


l)fcor lA 
l/ft 

l/8ori;4 


SIZE 

Shot 


45^6 

56 cr 7 Ji\ 


5'6^7A 


Give me that load for Geese 


E. I. du Pont de Nemours & Co., Inc. 
Sporting Powder Division 
WILMINGTON, DELAWARE 





Emm 


-MOKEIESS 


SHOKUN 
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STOCK OABRIED IN SAN FBANOISOO BT HETMAN-WEIL OOMBANT 


Baldwin Circulation Proved 


The above cut shows a Baldwin Dry Air Refrigerator with a wheel at 
bottom of storage room. The circulation is strong enough to turn the wheel 
at a rapid rate. No other make can turn a wheel placed in the bottom of 
the refrigerator. It proves that every inch of air in the refrigerator is in 
constant motion. 


It’s positive proof and very convincing. They **See the 
wheel go ’round.’’ ^ey see the Circulation. 


The Baldwin Refrigerator Co. 

Burlington, Vermont 


0. H. SMITH 
Western Beureeentative 
817 South St. Andrews Place, 
Los Angeles, Oallf. 


We furnish dealers with a refrigerator fitted with glass door and wheel 
as illustrated above. Placed in your show window it has strong advertising 
value and attracts crowds. 
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New Orleans 


o^. 

(tiuocmmh) 


Where the trade of die World’a mort productive river valley 
if gathered for world-wide export—the lecond export dty of 
tho Unitod StatoM. 

A city of romance, of ftirring hiftory, of mingled peoples, with 
industrial and commercial activities as varied as the blood of 
Us citizens. Rapidly forging ahead in manufocture» yet 
chiefly occupied in commerce ~ lumber, rice, cotton, sugar 
handled in tremendous volume at its busy docks. 

NICHOLSON FILES 

are firmly established in the fovor of New Orleans mechanics 
and are distributed through-out the South by New Orleans 
merchants—generally preferred because of 100% 
UNIFORMITY—a dozen perfect files in every dozen. 

Nicholson File Co. 

PROVIDENCE. R.I., U.S.A. 



Digitized by LjOOQle 


















24 


HARDWARE WORLD 


The Tritch Hardware Comp£uiy 

DENVER, COLORADO 

Jobbers to the Merchants of the 
Rocky Mountain West 


I'^nnitig- 

Bowman 


'uali' 


PRODUCTS ADD 
TO PERFECT UTILITVTHAT 
CHARM OF ARTISTIC DE¬ 
SIGN THAT MAKES SATIS¬ 
FIED CUSTOMERS, AND 
BUILDS SOLID GOOD WILL 
FOR THE MERCHANT. 

WE HAVE A COMPLETE 
STOCK OF MANNING - BOW¬ 
MAN PRODUCTS AND NOW 
IS THE TIME TO ANTICI¬ 
PATE YOUR HOLIDAY RE¬ 
QUIREMENTS. 


The Tritch Hardware Company 


Distributors 
DENVER, COLORADO 


FRANK A. BARE, President 
O. E. BABE, Vice President 


R E. OBNTBY, TieMom 
H. R HUFFMAN, Beeretaiy 
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This Red, White and Blue 
Tape-Marker 



—Positively identifies and guarantees the 
strength, durability and service of every 
foot of Columbian Tape-Marked Pure Ma¬ 
nila Rope—a modem product, made with 
modem machinery and methods in the most 
up to date Cordage plant in the country. 

From the time that Columbian represen¬ 
tatives select the fibre in the Philippines 
until the completed rope is coiled and ready 
to ship, frequent and rigid inspections are 
made during the various stages of manufac¬ 
ture. The result is a high grade rope that 
we are glad to back up with an absolute 
guarantee. 

Buy Columbian Red, White 
and Blue Tape-Marked !^pe. 


G>lumbian Rope Company 

332-80 Genenee Street 


Auburn, *Tbc Cordage City,** N. Y. 


Brandies: New Toi± Chicago 

Boston Baltimore Houston 


ROPE 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a heavy selvage 
boUi top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 
SELUNG AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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SARGENT 


The Unit or Decimal System of Pricing and Packing Hardware 

which we have adopted and are now using for our product, 
appeals to most of our customers, and its adoption has met 
with their hearty approval; we believe that the advantages of 
this method of pricing and packing goods will be appreciated 
by all who market, specify and use the great variety of articles 
included in the general term hardware. 

When this new plan was first presented to the trade the 
idea met with general favor and we received many letters of 
approval from leaders in the industry, while resolutions of 
indorsement were adopted by trade associations. The response 
to our suggestion that we might adopt the new method was 
so favorable that we revised our prices, basing the new lists 
on the unit or decimal system and have since been changing 
our packages to conform. This has entailed a vast amount of 
work, but it is being done because of the great advantages of 
the new system. 

Advantages of the Decimal System 

It saves time, reduces labor and lessens the liability of 
error in sales and accounting work by simplifying the mathe¬ 
matical operations necessary to arrive at a price. 

Changes in Packages 

Articles that were formerly put up in boxes of dozens and 
posses or fractions thereof are now packed in boxes contain- 
mg 5,10, 25, 50 or the most suitable quantities of which 100 is 
a common multiple, careful attention being given to the nature 
of the goods and the requirements of the trade. 

This change in trade methods is a ^eat advance that will 
be more and more appreciated as it is used and its use is 
extended. 

Sargent & Company 

New Haven, Conn. 

New York Chicago 
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The Monarch Refrigerator Works 

Burlington, Vermont 


There is still some Refrig¬ 
erator business for you, if 
you have Monarch Refrig¬ 
erators on your floor. 
These Jobbers can supply 
your wants quickly. 


Union Hardware & Metal Co. 

Los AngoUs, California 

Sloss & Brittain 

Sam Francisco, California 
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Regtdar 
Can for 
Regular 
Price at 
Regular 
Diecount 




DOUBLE your PROFIT 

—push Many-Use Oil 






wmwm 


REVENTS RUST 

ON ALL METALS i 

LUBRICATES ' 

NEVER GUMS 

CLEANS"<° POLISHES 

,,VARNISHED SURFACES | 

HAHurACTuaio •v _ -2 

K MANY-USe OIL CO. /I 
New VOUK* U.S.A. ’I 


You are in business to make money— 
the most in the long run. We all are. 
Let us explain how you can make 
exactly the same profit on Many-Use 
as on the oil you are selling now, AND 
a big enough premium on every gross 
you sell to DOUBLE THE PROFIT. 

Htuidy size bottle 
Absolutely FREE to you 
Here's your Velvet! 


THESE DI8TSIBUT0S8 PUSH BXANT-USE 
Is Yoor Name on the List? 


AriioiiA Hdwe. A dupply Oo. 
4pp€«l Mff. A Jobbinf Oo. 
4meriean Orocery Co. 

Billinft Hdwe. Co. 

Ballou A Wright 
Brownie Broa. 

Baker, Hamilton A Pacific Co. 
Blake, Moffit A Towne 
Oaden-Strodthoff Co. 
Ooffin-Redin^on Co. 

R. L. Craic A Co. 

Cline-CIine Co. 

Jamea A. Dick Co. 

Dunham. Carrigan A Hayden Co. 
Fred Feldman Co. 
Fleiachner-Mayner Co. 

If. L. Foaa 
Groaa-Kelly Co. 

John W. Graham A Co. 
Hiekman-Tye Hdwe. Co., Ltd. 
Wm. H. Hoegee, Inc. 

Hoffman Hdwe. Co. 
HoIbrookj^Merrill A Stetaon 
Heyman-Weil Oo. 

Geo. Hambnmr Tool A Sup. Co. 
Jenaen*King*Byrd Co. 

W. H. Kiatler Stationery Go. 
Kimball-Upaon Co. 

John J. Little 
Lowman A Hanford Oo. 

Morey Mercantile Oo. 

Miaaonla Merc. Co. 

Marahall Wella Co. 

Motor Mercantile Oo. 



Morae Hdwe. Oo. 
Momaen-Dunnegan-Ryan Co. 
Motor Hdwe. A Equipment Co. 
Millard A Co. 

Martin, Finlavaon A Mather, Ltd. 
McLennan. McFeely A Oo. 

Henry Monr Hdwe. Oo. 

New York Hdwe. Trading Oo. 
Prondfit Sporting Gooda Co. 
Piper A Taft, Inc. 

Peden Broa. 

Pettee Cycle Co. 

Ridenour-Baker Mere. Oo. 

Spokane Hdwe. Co. 

Spokane Paper A Stationery Oo. 
Salt Lake Hdwe. Oo. 

M. Seller A Co. 

Scott Hdwe. Co. 

Strevell-Pateraon Hdwe. Oo. 
Schwabacher Hdwe. Oo. 

Seattle Hdwe. Co. 

S. F. Sea 

Sloaa A Brittain 

Thomaon-Digga Go. 

Tritch Hdwe. Oo. 

Tiadalla, Ltd. 

Union Hdwe. A Metal Oo. 

United Wholeaale Groce^ Oo. 
Western Arms A Sp't’g Gooda Oo. 
Wheeler A Perry 
Wood, Vallance A Leggat, Ltd. 
Western Metal Supply Co. 

Zan Bros. 

Zion’s Co-op. Merc. Inst. 


PREVENTS RUST 

ON TOOtt MCTAtS 

LUBRICATES 

n'..'LR OuMi> 

CLEANS'-'POLjSHES 

F URNi 1 VI we * Ta.uS ^ 

j automobiles 

talking machines 

typewriters 

SewiNG machines . 

motor cycles 
bicycles 

“hanvFaCTuRCP Ov T 

the MANV-USE oil CO 


Write hb for our resale proposition In 
full detail. Or ask your Jobber 


THE MANY-USE OIL CO. 


268 MABKET STREET 


John H. Chrahain S Co., 8ol« Agents 


SAN FRANCISCO 
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techaitk-V^fcor 

House Door Hangers 

Should be a part of every progressive hardware 
dealer’s stock. Our advertising is influencing archi¬ 
tects, builders and home builders everywhere to 
specify R-W door hanger hardware. 

The old time prejudice against sliding doors, created 
by their oftimes noisy, difficult operation, has been 
eliminated by the easy, noiseless action of R-W 
hangers. 

Write today for our New 
Catalog HC4 


•ftichards Wi 1 cox’ Mf^. (o. 

Wwi m T ’ u/ T J T.n . j r u i.-rtg umm ^ 


The BUTTERFIELD & CO. 2= 

XTNION TWIST DRILL CO. 


MAinTTAOTUBB 

GOOD BETTER 

- REAMERS - 

AND 

SCREW PLATES 


DERBY UNE, VERMONT 

Ohlcago Store Pacific Coast SepiesantatiTe 

11 Booth Clinton St John F. Kegley, Dankerahim, CaL 



is an added con- 
venienca at well at 
dignity in a vanithing 
French door. Such a 
door lendt beauty to 
any home 
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Evidence 


When the ultimate users and dealers in 
widespread sections of the country express a 
preference for Witt Corrugated Ash Cans and 
Garbage Pails it is evidence of superiority. 

On the strength of this evidence are you 
not justified in stocking Witt Corrugated Ash 
Cans and Garbage Pails f 

The Witt Yellow Label product is made of 
heavy sheet steel, corrugated for extra rigid¬ 
ity and strength, protected by heavy iron 
bands and finished by the hot dip Galvanizing 
process, which effectively closes all seams, 
eliminating the inferior solder. 

Your Jobber can supply you. 


FOB SALE ON THE PAOIFIO COAST ET 

Eaker, Hamilton A Padflo Oo.San ^andseo 

Dohrmann Oommardal Oo.San Pranetaeo 

Ennliain, Oarrtean A Hayden Oo.San Prandaco 

Heyman-Wdl Oo. Sm Prandaco 

Holbrook, MorriU A Stetaon, Inc.San Prandaco 

Mangnun A Otter, Inc.San ^^andaeo 

Seller Bros. A Oo.San Prand^ 

Wblton Hardware Oo.Seattle, Wash, 

J. Bomatein A Sona, Inc.Seattle, Wa^ 

Scbwabaeber Hardware Oompany.Seattle, WaA. 

Seattle Hardware Oompany.Seattle, Wadi. 

Tbomaon-Digfs Oo.Sa»am«to 

If. Seller A Oo.Portland, Seattle. Spokane 

Honeyman Hardware Oo.Portland 

IfANUPAOTXJBED ET 

THE WITT CORNICE CO. 

OINOINNATI. OHIO 


Pacific Ooaat Bepresentativea 

ORIFFITH SALES CO. 

693 Misaion St., San Prandaco 

Also makers of the lighter weight Brighton line of 
Cans and Pails. Write for quotations. 



Thitc’i nodimg a man or bojr appreoatta more than 
a 60c firaann. Something that wJl take han ooc mco 
dw open ptaoa where he can match laa wtt> w«fa the 
■eaaoa't game, 

-^Or eeat ha ikill at the trapa, 

—Or maka him coohdent of the protectioo of ha 
home or oAoe. 

Sav^ H^QualitymTarget, Repeating and High 
(Wr Rjflca, aw Guna and Automata Patok ia 
piuwrhal They make a mom appreciatod and long 
Itfts^ Chnicmaa gift for the man. young or old. 

Sor the Savage dealer ncafcst you and taBt « over 

Imv m Ivwy. ■ < r — w* 
fiAVXGB ARM« CORPOWATIOW 
UTICA. N Y. 

nscimvi ATO mout o awes s » orunot rr. nbw rout 

SAVAGE 


Give “Dad” A Savage 
For Christmas 


Christmas Gift Business 

All the force of the Savage consumer ad¬ 
vertising for December 1921, is being devoted 
to the Christmas Gift Idea. 

The above is a reproduction of the Decem¬ 
ber Savage Sporting Magazine copy that will 
cooperate in closing Christmas sales. 

Savage Bifles, Shot Guns and Pistols have 
always been a popular Christmas Gift for men 
and boys, and the Savage policy of taking 
advantage of the gift season in devoting all 
its advertising space to the Gift Idea is a 
cooperation that every live dealer will take 
advantage of. A window display of the vMi- 
ous Savage models surrounding a reproduction 
of the above advertisement will go a long way 
in bringing seasonable business. 

SAVAOB arms CORlHERATlOiN 
TITIOA N. Y. 

Executive and Export Offices: 

50 Church St., New York 

Own4n and Oparaton •/ 

J. Stevens Arms Company, Chicopee Falls, Mass. 
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Stop! Look! Think! 


or THE GBEAT PBOFIT 
Of OUB SPECIAL ASSOBTMEMT OF 

Elastic Chair Tips 

comistiiig of tlio moot ■alatrto and profttablo T*irt. 
▼la: 

8 Oma Bobber Head If afla. 

4 100A44 ChNMB Bnmpera. 

17 Dei. netted flerew Tipa. 

4 Doa. Wood Peg Tipa. 

8 Doa. Patent Beeklaf Ohalr Tipa. 

4 Doa. StotMn'a Oombliiatioii OaOblon 
Ohalr Tipa. 







& 


“Oastic” Chair Tips 



ProTont lajury to floor and carpet» atop the aoiai^ 
n nla a n ce In the home, the schoolroomt the roataarml^ 
the pabllc hall—^wherever wooden chain are mored 
about on wooden floon. concrete or tiling. 

Their almoat uniyeraal naefolneea and 
neceaslty make them moat profiUble 
eellen—If puahed. 


-Blaatlc'' Ohalr Tipa. 

^ Order the **Elaatlc*’ Aaeort. 

ment now—dlaplay it—then 
watch the **Elaatlc*' cell! 

^ ELASTIC TIP CO. 

370 Atlantic Ave., Boston, BIms. 


T 
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Every farmer in line for 12 dozen 

With the first rains the ground softens and the gophers begin to dig out. 
That’s when all the ranchers and farmers and home gardeners among 
your customers will want to dig in, sufficiently armed. 

If you haven’t tried the CHUBBUCK DOUBLE CATCH TRAP your¬ 
self, order a dozen. If you know, prepare in time. 




Mr. E. J. Chubbuck, 

Chubbuck Double Catch Trap. 

Dear Sir: I am glad to tell you of the 
splendid results I have had with your 
gopher traps. 

They appear to catch them every 
time without fail, and a merchant can¬ 
not go wrong in recommending them to 
his customers. 

Sincerely, 

T. M. SHEARMAN. 


Every User Says So: 

This letter is only typical of hun¬ 
dreds we have received from users, 
after they have tried other traps 
in vain. 

Mr. Shearman, Editor of “Hard¬ 
ware World,” very naturally forti¬ 
fied himself against gophers on his 
lawn when we announced CHUB- 
BUCK DOUBLE CATCH TRAPS 
last season. 

You will say the same after a 
trial. So will your customers. 


CHUBBUCK 


DOUBLE CATCH 
GOPHER TRAP 


Oi.O OOPMCM 
CAuoHT av 
OUT8IOC SPRINO 




Be Beady When the 
Season Opens 

Retails for 

75 cents 



Price to the Trade: $6.00 per Dozen, Delivered 


Address Nearest Office 

E. J. CHUBBUCK CO. 


1220 Boatmen’s Bank Bldg., 
St. Louis, Missonri 


Manafacturers 


731 Market Street, 
San Francisco, OaL 
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istmas 



aker.lKamilton ^ ;paciflc (Lo. 


San Tiranclsco. (California 
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Thompson Adjustable 
Sprinkler Head 


The 

Schaw • Batcher Co. 

SACRAMENTO, CAL. 


WE OFFER YOU 


Hardware 

Tinware 

Enamelware 

Ammunition 

Builders* 

Hardware 


OF 

DEPENDABLE 

QUALITY 


Sold Through the Jobbing Trade 

Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


MANGRUM & OTTER, Inc. 

827-831 BfLndon Street, San Franoisoo, OaL 

TILE, MANTELS AND FIREPLACE ACCESSORIES 

THE PEERLESS DOME Q PORTABLE BASKET 

DAMPERS ^ fa| ORATES 

ASH PIT DOORS | ||| ASH TRAPS OR DUMPS 

FIRE SETS Jr Ify SPARK GUARDS 

_andirons 111 folding screens 


THE PEERLESS DOME 
DAMPERS 

ASH PIT DOORS 

FIRE SETS 

ANDIRONS 

U 


PROMPT AND EFFICIENT SERVICE 
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Pure Manila Rope 

“Seaport” Brand 



TRADE MARK 


“Seaport” is a Pure Manila Rope with Government 
Standard Strength Requirements for Manila Rope. It 
is proper rope for Hardware Store trade, where a 
manila rope is desired. 

Ask your Jobber for this Rope. 

THE PORTLAND CORDAGE COMPANY 

Portland, Oregon ... Seattle, Washington 


GARDEN HOSE 



WRITE FOB CATALOGUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. SHEa»PARD, Vice-Prert. H. B. PEASE, JB., Treaa. C. P. BUNTON, Swy- 
539 Mission Street Nos. 61, 63, 65, 67 Fourth St, S Pine St 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TEADE ONLY 
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Push VERIBEST Lines 
For VERIBEST Results 

Hardware of Guaranteed Merit, from a 
Honae Famons for Its Service. 

Tools 

General Hardware 
Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 
Phonographs 
Phonograph Records 

Wliolesalors—J obben 

Strevell-Paterson Hardware Co. 

SALT LAKE CITY 


^fardware Contpany 



ilisan Streets 

Portland, Oregon 

Adjacent to Passenger Depots 

Freight Warehouses 

and Express Offices 

PROMPT SERVICE ASSURED 

'Place your Xmas Orders Mow! 

SUGOESTIONS 

POCKET KNIVES 

GAME CARVERS 

HAND AND 

FINE TOOLS 

SAFETY RAZORS 

TOOL CHESTS 

RAZOR STROPS 

TOOL CABINETS 
PERCOLATORS 

SCISSORS 

TOASTERS 

AND SHEARS 

ELECTRIC IRONS 

1847 PLATED WARE 

BOYS' WAGONS 

FOOT AND 

veij:)Cipedes 

BASKET BALLS 

ANDIRONS 

SWEATERS 

FIRE SETS 

AND JERSEYS 

FIRE SCREENS 

FLASHLIGHTS 

GOLF SUPPLIES 

ROLLER SKATES 

TENNIS SUPPLIES 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLIER 

Hardware Company 

SPOKANE, WASH. 


Estakli$k 0 d 1S67 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


WHOLESALE 

ONLY 

Auto Accessories 

lonth Bone Ideal Fnmacee 


Plymouth Rope Ideal Furnace 
Automatic Washers Ideal Heaters 
Sargent Hardware South Bend 
Acme Paints Malleable Ranges 

Rawlings Sporting Mill, Mining and 
Goods Logging Supplies 


Automobile Accessories 


PrompU Courteous Service 
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oervice —Equal to the best 
Merchandise —of dependable quality 

These two outstanding features 
are responsible for our excep¬ 
tional development. 

We solicit your patronage. 

“Everythii^ in Hardware’ 


Salt. Lake Gty 
Utah 


The ^a(f Lake 

cHard^* 


cHardware Go. 


Pocatello 

Idaho 



The Houae of Fair and Square Dealing—Adc Onr Onstomere 

EVEBTTHINa IN HABDWABE, IBON, PIPE AND HOUSE¬ 
HOLD UTENSILS, SPOBTINO GOODS AND 0UTLEB7 

THETHOMSON.DIGGS COMPANY, SACRAMENTO, CAL 
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A New SPARK 


The Range of the Future 

Bttms Coalf Wood or Gas 
together or sepca-ately 

A Rapid Seller 

Because: 

—it is the most compact Combination 
Range ever built—just the width of 2 
kitchen chairs. 

—it has four covers for coal and four gas 
burners—full capacity for pots and pans. 

—it has two full-sized baking ovens—one 
gas, one coal—and an odorless broiling 
or boiling oven. 

—it is the handsomest Range on the 
market. 

—it is guaranteed for five years. 

—it sells on sight and pays you a good 
profit. 

Write for pricee and terms 

llafMiHar-&ray^CA 

OAKLAND CALIFORNIA, V.SJke 

Makers of the famous Spark Stoves and Ba&css 


Opening 


BRASS GOODS 

OF 

QUALITY 

Made on the Pacific Coast 

For the Plumbing and 
. Hardware Trade 


Standard Brass Casting Co. 

Main Office and Factory 
Oakland, Oallf. 


Sales Office 

82S Monadnock Bldg^ San Francisco 

BL W. WUESTHOFF 
SalMMgr. 


Handle 
Raised Seat 
Encased 
Washer 
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LET YOUR FALL ORDERS 
FALL OUR WAY 


YAKIMA 

Heurdware Compainy 

TAKIHA, WASH. 

Wholesale 


JOBBERS OF STANDARD LINES OF 
HARDWARE AND AUTOMOTIVE 
EQUIPMENT 


Orders Filled 
Seme Day 
as Beceiyed 



Prompt 

Conrteoas 

Service 


A Word About 

Stove Repairs 

Established over 20 years in this section 
has enabled us to carry a stock of STOVE 
REPAIRS unequaled in this great North¬ 
west. 

We have gone beyond this— 

Our ever increasing demand for STOVE 
REPAIRS has made it necessary for us to 
build and operate an adequate manufac¬ 
turing plant, resulting in SUPERIOR 
CASTINGS, INCREASED EFFICIENCY 
and BETTER SERVICE. 

We solicit orders thru Dealers and cater 
to the Jobbing Trade. 


SPOKANE STOVE A FUBNACE 
REPAIB WOBKS 

Incorporated 


MAX RUBENS 


M. M. RUBENS 


J. I. BUBERS 




SPOKANE, WASHmOTOK 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINOS FOB 1921 

60^0 OF PREMIUMS 

This is for yon if b member of yonr Stmt# Hardware or Implement Aasoeiatioo. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail 
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FOB OVER FIFTY YEARS THE NAME E. A. BEBO HAS STOOD FOR 

/ ^ \ Highest Quality on Tools and Razors 

We are the Western States Representatives for this HIGH 
WBirnUk GRADE LINE. We can now make prompt shipment of Pliers, Plane 

Irons, Chisels and Razors. 

We are also sole American Representatives for the famous 

Jm m m (kron saoer) Swedish hack saw blades, the highest 
W I m quality blades made, at prices no higher than 

^ %' W ORDINARY BLADES. Write for Prices 

BENSON IMPORTING CO., 620 South HiU Street, Los Angeles, California 



THE ONLY 
GENUINE 


SFINHEBS 
BASS SPOONS 
OONNEOTINO 


< UNKS 

AL WILSON ( 

Famous from Pasifie to Atlantie for workmanship 
and material. 

Order thnafli joor Jokher Wilts as far eaUlog 
AL WIUON CO., WUliams Building, San Francisco 



EVERY FISHERMAN 
NEEDS 

Hall Automatic Gaff 

Only Practical Gaff Made. 

Weight, 20 oz.; 

Length 17 in. 


NaOllitsmrtie Fish Spear 
asdfiaffCa. 


lONE, WASH. 


Your Name Here For 1922 


Increase your profits this 
year by reducing your 
Fire Insurance tax. 








Protection • 100 
Saving - • 50 

Insure today with 

CHAS. A. McKENZlE 

Manager 

Pacific Coast Department 

Insurance Exchange Bnilding 
San Francisco 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


BITS 

AUGEBS 



CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 



GOUGES 

SCREW DRIVERS 


New York Office: 28 Warren Street 

WZ WEBB AWABDBD THB MEDAL OF HONOB OK MEOHANIOS’ TOOLS AT THE PAMAMA 

PACOFIO EZPOSmOK 

Sold by THOMSON DIGGS COMPANY, Sacramento CaUfomia 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

PhoMix ShoM mrm K«pt In Stock by the Follcmins Honooo 


Albuquerque, New Meadco.J. Korber b Oo. 

Boise, IdAho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Oo. 

Denver, Oolorado... .Moore Hardware b Iron Ob. 

El Paso, Texas.Momsen-Dunnegan-Byan Oo. 

Fresno, Oalifomia.Inland Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Oo. 
Los Angeles, Oalif.— 

W. T. MoFle Supply Oompany 
Percival Iron Oompany 
Waterhouse b Lester Oompany 

Ogden, Utah.Geo. A. Lowe Oompany 

Phoenix, Arizona— 

Palace Hardware b Arms Oo. 

Arizona Hardware b Supply Oo. 


Portland, Oregon— 

Northwestern Hardware b Steel Oo. 

J. E. Haseltine Oompany 

Pocatello, Idaho. .Salt I<ake Hardware Oompany 
San Francisco, Oalif.— 

Holt Bros. 

Scovel Iron Store Oompany 
Spotswood-Helfer Oompany 
Tayler b Spotswood Oompany 
Waterhouse b Lester Oompany 
Salt Lake Olty, Utah... .Salt Lake Hardware Oo. 

Seattle, Washington.Gray Brothers 

Stockt^ Oalif.Hickenbotham Brothers 

Tacoma, Washington.West Ooast Steel Oo. 

Tucson, Ariz..Albert Stelnfeld b Oo. 


BiANXJFAOTUBED BT 


PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

BOLLING MILLS AND FACTOBIES JOILET, ILL., POUGHHEEP8IB, NEW TOBK 
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“THE RECOGNIZED LEADER 




■:HWEA^HIEBiH;PRQa^D^i^i 








ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most dependp 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

That quality in screen cloth is being recognized more than ever is further shown by our 
greatly increased sales of AMERICAN BRONZE. Are you overlooking opportunities for 

Bronze sales t ORDER THROUGH YOUR JOBBER 

We also manufacture **AMEBICAK BRAND** Monel, Copper— 

Painted and Galvanised and special grades to order. 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Dliiiois 

FAOTOBIE 8 : Ohleago, minolB. Mt. Wolf, Pa. 

Representatives: 

EWING-LEWIS CO., San Francisco and Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 


“YANKEE” 

VISES 

With Detachable Swivel Base 

FOUR SIZES 

1991 1992 1993 1994 

Jaws open, inches. 1% 115-16 3% 4 
Height, inches ...3% 5% 7% 

Length, inches ...4% 6 8% 12^ 

Net weight, lbs... .3 6 14 41 



Your Jobber Can Supply You 


The vise is accurately machined on the bottom, sides and end, for use in holding work in 
several positions on drill press, shaper, etc., allowing it to pass through several operations 
before necessary to change it in the vise. An entirely distinct feature in vises and one 
that is quickly appreciated by Tool Makers, Pattern Makers and Machinists. 

NORTH BROS. MFG. CO. 

PHILADELPHIA, PA., U. S. A. 
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CRESCENT TOOL COMPANY 


. Nr 



Dealers Display 
Assortment^ 

No. DB 5 

Size 26" by 28" 

This display board is made of quar- 
tered oak, hand rubbed and is in the 
natural oak finish. 

On it is mounted a Decalcomania 
Transfer, showing the wrenches in ac¬ 
tual size and natural color. 

Hooks on the board permit a com¬ 
plete assortment to be carried and sold 
direct from the board. 

It is furnished with the assortment 
listed below at the price of the tools 
only, at the regular list and discount. 


6 only, 4-ineh wrenebes, list.$3.90 

12 only, 6-inch wrenches, list.7.80 

12 only, 8-ineh wrenches, list.9.60 

6 only, 10-inch wrenches, list.6,00 

3 only, 12-ineh wrenches, list.4.60 

1 only, 15-inch wrench, list. 2.25 

1 only, 18-inch wrench, list. 3.25 

6 only, 6-8-inch wrenches, list.7J50 

3 only, 8-10-inch wrenches, list.4.50 


Order from your jobber. 

CRESCENT tool CO. 

JAMESTOWN, N. T. 


Remove Stock Rapidly 
~ and Smoothly ▲ 



“The 

DELTA 

Ib the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

OBUOIBLE 

STEEL 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—^there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—^you will increase your out¬ 
put and groatly reduce your 
cost of filing. 



DELTA 


This tradm mark safacaards tha 
Inkaraata of thonianda ox fila uara 
aTarjwhara. Alwayi look for it 


DELTA HLE WORKS 

PHILADELPHIA, PA. 
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STANLEY 

TOOLS 


UNIVERSAL 

Box Strapping 


CABINETS-BOXES 
SETS 

^ P highest importance to every Deal- 
er is the news that Stanley Tools 
are now sold in Cabinets, Boxes and 
Sets. 

These range in list prices from $7.50 to 
$95.00, and contain from six to fifty 
Stanley Tools. 

Every farm, shop, office and household 

needs one of these Stanley Assortments. 
National Advertising is all lined up to 
interest millions of consumers in this 
Stanley line—to bring them to your 
store for a Stanley Cabinet, Box or Set. 
Cooperate in this energetic campaign— 
the biggest step forward in tool selling 
for many years. 

Place your initial order at once 
— for the Christmas profits. 

Write us for folder J12, illus- 
tracing the entire line. Dealer 
Helps now ready 



The Stanley Rule & Level Plant 

The STAWkCV WOMMS 

Naw Britain. Conn. U.S.A. 

New York Ohietco Sen Frtneisoo 
Branch omcrnn Angelee SeeUle AUante 


*'Known the World Over'' 

Caryls “Divergent” 

Saw Edge Joint Fasteners 


Our new Saw Edge DIVERGENT Fast¬ 
ener with the flat web, is far superior 
to any fastener manufactured. It has 
a CONTINUOUS CUTTING EDGE as 
found on our other fasteners; the flat 
web is an added feature, which enables 
the user to center the fastener without 
loss of time or other annoyances experi¬ 
enced with other fasteners. All of our 
fasteners are being packed in tin con¬ 
tainers of uniform height, which shows 
up well on stock shelves. 

CARY MFC. CO. 


BROOKLYN 


NEW YORK 
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“Sterling” 


STERLING 


TUNOSTEN STEEL 


n«cibl« 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STEI^ING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Past cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW a STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Tjiohnuui BnJldiiig, Boom 821, 417 Market Street, San Frandaoo, CaL 

BxcluiTe PacUle States gi e p w aei t e ttT e e 



No. 401. RiTOt Forgo 


Eloetrio Butek 
smith Blower 


8CISW Plates In Four Styles, OatMna up to IVt" 
OHAMFZOK TOOLB^ Built for SerYlos 

CABBIED IN STOCK AND DISTBIBITrED 
BY ALL THE LEADINO JOBBEBS 
Write for Our S50 Page Oatalog 

CHAMPION BLOWER A FORGE 00. 

Lancaster, Pa., U. 8. A. 


No. 90. Mf- 
Food Pen 
DrilL 
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GET NEXT 




Famous Sectional 
Cabinets 


Hardware 
Auto Accessories 
Screws 
Bolts, Etc. 


PROMPT SHIPMENTS 


Ask for Catalog 37-H 


W.C. Heller & Co 

Montpelier, Ohio 


WM. R OTTEMILLER CO., York, Pa. 
Maiifaetirirs of Cap aad Sat Seraws, Sarow Maaliaa Wart 

BEPBIBXNTATITKS 

Omer Ooz, Atlaas Baildinf, San Franeiieo, California 
Banda ft Ooz, San Fomaado Bldf., Lot Ancalaa, CM. 

Strimple ft Coz, L. 0. Smith Bldz., Saattla, Waah. 

Rankin ft Ooz, Nowhonio Bldf., Salt Lake City 

Tajlor, Tonnn ft Ooz, Temple Court Baildinf, I^nTer Oolorado 

Strimple ft Coz, Oarbott Bldf., Portland, Ore. 
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Buffalo Oarago and Bopalr Forgo 
No. 240H 

A heavy east iron hearth 
23 in. by 30 in. and sheet steel 
welded water tank. 

The blower is the famous 
Silent 200. 



Forges 

Drills 

Pnnches 

Shears 

Bending Machines 
Tire Setters 
Woodworkers 
Blowers 
Exhanst Fans 
Disc Fans 
and Ventilating 
Apparatns 

Write Dept. 87 for 
catalog 




Buffalo lO-inch Junior Drill 

For pattern shops, garages 
and machine shops. Substan¬ 
tial one piece frame. Two 
speeds, will drill up to % in. 

A sturdy drill at a moder 
ate price. 


BUFFALO FORGE CO. Buffalo, N. Y. 


.. r, , . ....... . j ... l.I.N .| M ,| t ■ . .. ^ ■?] 


■ 



PORTER^S 

New Easy Bolt Clippers 

Look! 

A New Clipper 


SNAPS 

FOR THE HARDWARE MAN 

FROM THBBBST LINB MANUFACTURBD 


12" long; cuts up to 3/16". 

The low price will sell it over the counter. 
No tool kit complete without it. 

Ask your jobber for 
Porter's No. 1856 Olipper 

BALXB OmOXS: 

Omer Ooil AUm Bnildins, Sm Franelseo, Osliforni* 
Saads a Ooz, San Feniftndo Baildinjr, Los Aafslss, OoL 
Btrimpio A Ctoz, L. 0 . Smith Baildtar, Ssottls, Wash. 
Btrimpls A Ooz, Oorbott Baildiaf, rortlaad, Onfoa 
Rankin A Ooz, Newhonao Bldz^., Salt Lake City 
Taylor. Yonufa A Ooz. Temple Court Bldf., Denver. Oelo. 

H. K. PORTER Everett, Mass. 



1 kojan open bye snap 
Not. S20 Bit. S21 Choia, 522 Tmm 

S»UhAUJ0ittn 

COVERT MFC. CO. 

TROY, N. Y. 
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“Pittsburgh Perfect’’ 
Barbed Wire 


made exclusively of 


‘‘Pittsburgh Perfect" Open Hearth Steel 

Uniform gauge and homogeneous quality 
is assured because we control the manu¬ 
facture from the ore to the finished prod¬ 
uct. Barbs evenly spaced; two and four 
point, round, half-round and flat. Put up 
in catch weight, pony and 80-rod spools. 


Pittsburgh Steel Company 

(Jeneral Offices, Pittsburgh, Pa. 


Pacific Coast Office 

359, 363 Monadnock Bldg., San Francisco, CaJ. 

Distributors of ‘^Pittsburgh Perfect*' and 
“Columbia" Wire Fencing: 

DUNHAM, CABRIOAN h 
HAYDEN Co. 

San Francisco, Cal. 

Northern California and Nevada 

WHITON HARDWARE COMPANY 
Seattle. Wash. 

Washington and Oregon 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULLDOG 
LOGGING TOOLS 

Recognized all over the 
United States «s the 
BEST money and skill 
can produce 


WRITE FOR CATALOGUE 



OHBST HONOJTS 
AWARDED 

• Y 




WARRKN AXE STTOOL CO, WARREN. PATDTs.a. 
CAPACITY BDOO AXES AND LOGGING TOOLE 



HAY-BUDDEN Forged ANVILS 


YOUE JOBBER WXLL SUPPLY YOU WITH 
THE OLD BELIASLE 

GENUINE 
Hay-Budden Anvil 

Hundreds of thousands in use and giving 
perfect satisfaction. 

A LOOSE FACE IMPOSSIBLE 

FULLY GUARANTEED 


WESTERN 8AUBS REPRESENTATIVES 
Omer Cox, Atlas Bnilding, Ssn Francisco, Callfomis 
Sands & Cox, San Fernando Bnilding, Los Angelos, Cal. 
Strlmple A Cox. L. C. Smith Building, Seame, Wash. 
Strimple ft Cox, Corbett Building, Portland, Oregon 
Rankin ft Cox, Newhouse Bnilding, Sslt Lake City, Utah 
Taylor, Yonngs ft Cox, Temple Court Bldg., Denver, Colo. 


Digitized by 


Google 










W. W. BABCOCK, Manufacturer, Bath, N. Y, 



Great Assortment of 

Ears, Knobsand Handles 






Leading Supply House in America for thia 
ClasB of Goods. Ask for Samples, Catalogue 
No. 9 and Prices. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooms and Factory, 110-114 Broad Street 

BERGER BROS. CO., Mfgrs. 

PHILADELPHIA 
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Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 


by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 

“Ginrantted” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect'' 
Window Screen Cloth, Poultry Netting, 
Fly Traps, etc. 


Minufactored by 

TAe LUDLOW- SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 
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Week by week—year in and year out— 
Starrett advertising goes steadily on, 
building business for Starrett dealers— 
educating machinists to higher stand¬ 
ards of metal-working craftsmanship— 
teaching them to save time, reduce 
wastage, increase output—through the 
larger use of Starrett Precision Tools 

Send for Catalog Ho. 22 


THE L. 8. STARRETT GO. 

The World's Greateat Toolmakers 
Mannfactoxers of Hack Saws Unexcelled 
ATHOL, MASS. 
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Digitized by 


Google 


“EASY EMPniNB” 

Grass Catchers 

**FiTorably known the 
world over'' now made 
with 

Rt-hrfofMd 

NM-SippiW 


Durable 

Many exelnsive 
patented f e a- 
tnreeanditrong 
telling points 
explained in 
Oawog No. 20. 

Write for it 


SOME OF OTO FAOinO OOA8T JOBABBS 
Oalifomia Hdwe. Oo. Baker, HaBtlltoa B Paeifie 

Union Hardware B Metal Oo. 

Oo. Hdnerman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jenaen. Bird B Oo. 

Harper B Bernolda Oo. The SAaw-Bateher Oo. 

Failinr-MeOalman Oo. Behwahaeher Hdwe. Oe. 

Marahall-Wella Hdwe. Oo. Beattie Hardware Oo. 

Hollej'Maaon Hdwe. Oo. The Thomaon-Difte Oo. 
I>imbain, Oarrifan B Hajden Oo. 

THE SPECIALTY MFC. CO.. St PmL lllina..D.S.A. 


“PHILADELPHIA 


Stylo **E"—Fonr Bladee 
Bemorable Box Oape 

*The Odfinal People In the Zaawn Mower 
boalneu elnce 1869** 


This scientifically constructed machine with its 
famous Vanadium Crucible Steel Blades is su¬ 
perior to all others. 

So great is the present de- ^ 

mand we are compelled to 
make the **PHILADEL- 
PH/A” in ^ 

Styles of Hand 
3 Styles of Horse 
2 Styles 
Motor Power 


A Mower for 
Every Purpose 


Bend for Catalog and Dlaooimta NOW 


THE PHELADELPHIA LAWN MOWER CO. 

Slst and Chestnut Street, Phlladelplila, Pa. 

HAVEN B HAVEN. 508 Miaaion Street, San Francisco 
California Selling Agenta 


MOTOE MOWERS are becoming more popular ea^rli 
season as great time and labor savers for Parks, Ceme¬ 
teries, Golf Courses and large Estates, and like our Hand 
and Horse Mowers the Genuine **PHILADELPHI A** 
are the very finest that can be produced. 


30" Walking Typo—40" Biding Type 
Combination Boiler and Mower 












$300,000 

For a Window 


A newly opened drug store at 
New York’s busiest comer is so 
constmcted that it might be 
called 75 per cent window, 25 per 
cent store. 

The yearly rental is $300,000, yet 
the owner feels that the display 
afforded is worth it. 

Hardware dealers throughout 
the country are reaping great 
benefits by displaying their 
PRENTISS VISES in the new 
sales board which is sent with 
each order for $62.50 — less the 
usual discount — worth of vises. 


Ask Tour Jobber 
or write 


PRENTISS VISE 

COMPANY 

106-110 Lafayette Street 
MEW YOBK 

**On the Bench Since 1868 '* 




— a feature 
that appeals 
to every class 
of hardware trade— 

Manufacturers use Self-Fluxing 
solder because it speeds produc¬ 
tion—repair-men, garagemen and 
tinsmiths, because it is convenient, 
rapid and certain—householders, 
because it is the only solder for 
the layman. And all of these 
customers are impressed by the 
remarkable work it does, and 
therefore continue to buy— 


Anto 

Repairmen 




,o^;SWlRE^Si^l!l!)ERs 

You, too, will like this Self-Fluxing, 
genuine tin-and-lead solder. First, for 
the same reason your customer likes it; 
because it will enable you to do your 
own work better—second, because it 
is easy to handle. It stocks two Items 
in one—flux and solder. It’s easy to 
sell; easy to keep sold. 

Satisfaction all along the line! Why! 
Simply oecause fluxing, the hard part 
of soldering, has been eliminated by 
putting the flux in the solder. Note 
that the flux feeds out before the 
solder melts, insuring a perfect bond; 
no chance of faulty fluxing; soldering 
time cut in half I 

Try it on your hardest job. If you 
like it, you can buy it in 1-lb. cartons 
and on 1, 5 and lO-lb. spools. 

Chicago Solder Company 

4229 Wrigbtwood Ave., Chicago 

Direct Factoiw Representatives: 

Louis J. Ziesel Co. 

216 Market Street, San Francisco 
The Faucette-Huaton Co. Chattanooga 


Ho 



I Free Try-Out Coupon 


CHICAGO SOLDER COMPANY, H.W. 12-21. 

4220 Wrightwood Ave., Chicago, Ill. 

Gentlemen: Please send me a free sample of Heater 
Acid-Cord Wire Solder. 

Name . 

Company . 


City. .State 

Our Supply^ House .,.^0. 





































58 


HARDWARE WORLD 



THRIFT i, to 
THE SADDLE 

The d<ty of the ea$y 
dollar is gone. Thrm 
is uppermost and — 

Our Guaranteed Perfection 
Economy Cobbler is the one article 
to put into the home. 

It is the Guaranteed Perfection 
Economy that takes the stitch in 
time and saves the proverbial nine. 

Holds a full complement of lasts, 
stands, tools and findings, and en¬ 
ables the head of the house to make 
his own repairs on the family foot¬ 
wear. 

Mr. Merchant, you should stock 
this Cobbler Set. It sells readily 
and at a good profit to you. 


THE FATE-ROOT-HEATH JCOMP ANY, Plymouth, Ohio 


Wtftoni 8al«i BoproMiiUtiyof, H. D. TYlaBB ft 00., 
518 Pacme Bldf., San PranclMH). OaL 


4t]i Floor Hicgliii Bldg., Loi Angoloi, OaL 
874 Kolladay Ato., Portland, Oro. 



Superior 

Casement Adjuster 

For windowa that open out 
Operates without dUturbing the acreen 

Superior OaoeBioat Adjnatar ia tho Moei 
oonyeaieat to operate beeauae all that is iw 
quired to unloek and moye the window la to 
aimply moye the handle; when yon let m tho 
handle the window ia locked antomatieollp. 

Superior OasesMBt Adjustor is tho stroar 
eat because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Oaaoment Adjustor holds tho win¬ 
dow finnly at any angle and does not allow 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 


Hsadlo Detsehod. CNit shows Bight Hand Casement Adjnstor 550 W. Lake Street, Chicago 




EK Door Hdnqers and Tracks/ 


^ahty hangers and tracks designed to oyercome all the troublee and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers hare roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a yery simple and practical cam yertical 
adjustment and other features that pot them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heayier than ordinary tracks. They 
please customers and build trade Write for eatnlog showing entire Une. 



Compleie siodk emrrtmd at Tigard, Oragan, Branch 


WAOMBB MPG. Op., Dept. T. Osdar Palls, Iron 
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Carry oar Ilf• 
PROVED line and 
watch yonr aalea 
inereaae. We 11- 
Inatrate here aome 
if onr beat aellera. 

Write foi latent 
eatalof and price 
Hat. 


Improved Economical Lonia Sacka. Ine. 
357-391 Wilton Are., Newark, N. U. S. A. 


ChicacQ 

MARK 


Driltiat Pick lor 

NORTHERN HANDLE CO, 

MaMrfMtaras of 
‘‘POINiaR BRAND" 
Oaantttted Best Quality 

HANDLES 

Price Liet opoa Re^peet 

'jSSST* NORUVSN HANDLE CO. 

Giwa, Ife.. u. S. A. 

Recalar Siaale Bit Axe 


The Building Trade nine times out of 
ten specifies Chicago Spring Hinges. 
Therefore the wise dealer alwaji stocks 
Chicago Spring Hinges because they are 
Trade Building. 

You owe it to your customers to carry 
the best—the hinges endorsed from one 
end of the country to the other. 

Chicago Spring Hinges never disap¬ 
point. Their Durability, Economy and 
Appearance are backed by our Institu¬ 
tion. 

Sand for Oaftalogna W 86 

(Eompmgi; 

OmOAQO NEW TOES 

Ewing-Lewit Co., San Francisco, Los Angeles 
Pacific Coast Representatives 


On# BXOLUSXVB FBATUBB of this 
**Balax** Sprlas mnao Is the spring 
■ciloa rolosoo, aUowfiic door to bo 


placed open at anjr doslrod poRuoa, 
bolBf aatomstleallj dlaeafigod whoa 
the door is closed. 


ed Family 


Improved OombinatiOB Vo. 1 


THE ARROW WRENCH 


DROP FORGED 


HEAT TREATED 


A QUALIT7 TOOL 

An exacting standard is maintained in the manu¬ 
facture of the Arrow Wrench. 

When an order is placed for these tools, there 
is an assurance of receiving a uniformly high 
quality. 

ARROW TOOL COMPANY, Lie., Buffalo, N. T. 
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MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer *Co. 

NOBWICH, N. tr. a A. 



Xyour\ 

^HAMMER 
SINCE % 

18^3 ^ 


© 

HARGRAVE 


STANDARD BRACE WRENCHES 

They satisfy the most partLcolar mechanic 



To fit all sizes of U. S. Standard Square 
and Hexagon Nuts, Cap Screws, Set 
Screws and Lag Screws. 

Absolutely accurate, strong and durable. 

Onr new catalog ahowi a complete line of theae 
and a hnndred other **QUAIJTY TOOIdSI** 


THE CINCINNATI TOOL CO. 

Cincinnati, Ohio 

Oarlaon k Frahm, Padfie Ooaat Bepreaentativea 
268 Market Street, San Frandaco 
1242 W. S6th Street, Loa Angelea 


so 

Different 

Stylee 



SO 

Different 

Sizes 




Wherever there are dealera who appreciate thoronrhij 
the relation between toola ai.d tool cmesta von will find 
in that locality hundreds—perhaps thouaande-^f Union 
Tool Chesta rendering honest service to tool owners. 
Ask for complete information, including description of 
new zinc covered chests. 

UNION TOOL CHEST CO. 

106 IQU StTMt, Bocbetter, H. T. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPEOIAUiT ADAPTED FOB HABDWOOD WOBKINO 

© The Forstner Labor Saving Auger Bit, unlike other bits, is gnided 

by its Circular Bim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ri.>bon mould¬ 
ing and mortising, etc. 

Mannfactured by THE PROGRESSIVE MFG. CO., Dept. ‘‘A,” Torrington, Conn. 

Enquir* of Your Hardwsro Jobbers, or Write Us Direct. Supplied in Sets Write for Oitalogme 
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ROMMED 

U IsFRIWG HIHBESl Il 

STANDARD FOR OVER 45 YEARS, and steadily improved, retaining superiority 
over all others. In universal demand. QUICKEST TO SELL. Easiest to apply. 

BOMHEB SPRING HINGE COMPANY, Manufacturers, Brooklyn, N.T. 



t 
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• * J 
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PUNCHES 



SAND’S 

CERTIFIED LEVELS 

At New and Lower Prices 


The lowered prices include SAND’S 
aluminum, the lightest and strongest level 
made—together with the various models 
of SAND’S Levels in Pine and Walnut. 

You may as well sell just the level your 
customer wants. Even the dollar level 
bears the mark “SAND’S,” so long known 
by expert workmen as the mark of better 
levels. 

Write for descriptive price list. You 
can get a level for every purpose with 
SAND’S built-in accuracy. 

Remember, lower prices now on the fin¬ 
est levels shown. 

J. SAND & SON 

1859 Bivard Street - Detroit, Michigan 


The “Pony” Riveter 

Every “PONY” Machine will set both tubular and split rivets 
and is the best riveter made for repairing harness. 

This machine is made of malleable iron and steel and will not 
break if abused. 

MADE BY 

F. H. SMITH MANUFACTURING CO. 

3047 Carroll Avenue, Chicago, Illinois 
Manufacturers of 

Bivet and Fastner Setting Machines 



the “PONT* 
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DIXON’S Graphite Products 

TIOONDEBOOA FLAKE OBAFHITE 

Recognized the world over as the standard lubricating graphite, it has 
many applications as a lubricant for cylinders and valves. Indispensable to a 

dealer’s stock. SOLID BELT DEESSINO 

A ready seller and a sure cure for slipping belts. It contains no harmful 
ingredients and does not deteriorate. Put up in handy convenient bars that 
may be applied to the belt without stopping the machinery. 

SILICA - GRAPHITE PAINT 

Unequaled for the protection of exposed metal surfaces such as iron fences, 
fire escapes, iron shutters, tanks, stacks, etc. It will resist deterioration and 
wear for many years. 

AUTOMOBILE LUBRICANTS 

Scientifically prepared to lower friction so that wear on gears and bearings 
is reduced to a minimum. Recommend No. 677 for transmissions and differen¬ 
tials, except worm drive where No. 675 should be used. 

OTHEB DIXON PBODUCTS 

Boflar Graphite Graphite Cup Greaeee Pipe Joint Ck>mpomul Lumber Orayone 

Pomace and Stove Oement Graphite Axle Grease Graphite Waterproof Grease Carpenters* Pencils 


Write for BookUi No. 230KP 


JOSEPH DIXON CRUCIBLE CO. ■ Jersey City, N. J. 

Established 1827 


AMERICAN SEAL 

PAINTS and CEMENTS 

««MAKE GOOD’’ 

WITH TOU AND TOX7B 0UST0MEB8 

STAND FOB 

QUAUTY and DURABILITY 


WBITE US FOB DEALEB*8 PROPOSITION 

MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. T. 1821 


THEBRID6EP0RTHDWE.MF6.C0RP. 

BRIDGEPORT. CONN. 

THE UTTLE WONDER 
Midget Screwdriver 



A practiea] high-grade little tool. Made 
just as carefully as the large Drivers. Packed 
on a very attractive red and gold card. 

The “Fastest Seller” ol the Year 

No. 42 Aseortment 

Four 1^-inch, four 2-inch, four 3-ineh 


O. W. GAU8B 00. 
Western Salee Agents 
683 Mission 8t. 
San Francisco, Oal. 


J. 0. MeCARTT A OO. 
Bastem Sales 
Agents 

New York Oitj 
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FEATURE iUFKiN RULES 

They Have the Talking Pointe and Will Please the Mechanics 

ALL PATTEBNS INOLTTDINa AMONG OTHER NEW AND IMFSOVED ONES THE FOLLOWINO: 

W ITi Boxwood Extension Buie No. X-8536 







Two Auloft ia Ono. Bead tbo Picturos 
Handiest thing made for taking inside measure of door and 
window frames, etc., yet just as convenient as a common rule 
for ordinary measuring. 

Spring Joint Hook Buies 

A folding hook attached to our Spring Joint Rules. Just 
the thing for taking measurements out of arms reach. Folds 
out of way and then zero is at end, same as on old patterns. 


FULL LINE OF BOXWOOD RULES 
DISPLAY CASES FOR BOTH SPRING-JOINTS AND BOXWOODS 


stocked hy 
Band for 


Tour Jobber 
Oatilogae 


TH Eft/FKiN P ule 


sAamAw, momaAN 

HEW TOBK 


r’.'Tr Hardware I I Sharon No. 9 Garage Set 


Mortise 
Screen 
Li 
8 


_WE AMO MAKE 

Floor 
H i n ff e a, 
Spring 
Butts, Door 
Cheeks 


Pull Plates, 
Door Hold- 
ers, Push 
Bars, Foot 
and Chain 
Bolts, Door 
Bolts, Cup¬ 
board Turns, 
C u pb oard 
C a t e h e s, 
Card Hold- 
ers. Toilet 

Paper Holders, (Hrage Door Holders, Chest Han¬ 
dles, Casement Window Adjusters and Fasteners. 
Sash Locks, Sash Lifts, Mortise Locks ana 
Latches, Basement Window Sets, Wire. Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number of items not 
mentioned. Ask for catalog today. 

The SHELBY SPRING HINGE CO. 

8HEI.BT, OHIO, U. a A. 

COAST REPRESENTATIVES 
POND HARDWARE OO., D. D. HERMAN, 
Los Angeles, OaL Seattle, Wash. 



PATENTiiD 

The only hanger that can be used inside 
or outside, and allows the doors to fold 
back against the building without having 
costly adjusting brackets or built out 
arrangements. 

The box track and brackets for the No. 
9 are hung flat against the wall and 
cost very little to erect. 

T. F. STUART, Pacific Coast Agent 

1616 West 11th Street, Los Angeles, Oi^omia 

SHARON HARDWARE MFG. CO. 

Sbaron, Pennsylvania 
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Slaymaker Padlock 

FOR AUTOMOBILE TIRE CARRIERS 




The Universal Tire 
ffy\ Carrier Lock 

If 1 1 Anti-Battler 

1 1 Adapted for use 

on ALL cars. The 

H 1 

I 1 completely protect 

I I ^l^os on the new 

Patented ^ e Oakland, Chevro- 

Mch. 11 , 1921 ^ ™ let, Dort, Nash, 

Mo. loss Haynes, Ford, etc. 

Size across ease 1% inches. 

Inside measurement of shackle is % of an 
inch. Adjustable to inches, insuring a perfect 
fit of the lock on the tire-carrier. Diameter of 
shackle is V4 of an inch. 

Oase—Heavy, east brass, polished. 

Shackle—Formed steel rod, black, n st-proofed. 
Spring lever tumblers. In many k^ changes. 
Two corrugated, nickeled steel keys with each 
lock. Packed, each lock in an individual box. 
One dozen in a container. 

Made only by 

FRAIM-SLATMARBR HARDWARE GO. 

Icancaster, Pa., U. 8. A. 

Westarn Sales Bepresentativei 
H. D. TTLEB k 00. 

4tli Floor Higgins Bldg., I«os Angeles, Oil. 

612 Pacific Bldg., San Frandsc^ OaL 
874 Holladay Ave., Portland, Ore. 



THE PERFECTION OF 
SAW SETS 

Combines the revolving anvil and indicator dial with 
other features that give it marked practical advantages. 

Lever is placed below the bo^ of the Saw Set, where 
it is operated by moving the fingers only, doing awar 
with the motion of the entire hand necessary with the 
older types. 

E. C. STEARNS & CO. 

155 Oneida 8t. Syracuse, N. 7. 


“Critchley-Six’’ 

Expanding Adjustable Beamer. Genuine original 
six or five blades are made only by 

CHADWICK ft TREFETHEN 

Portsmouth, N. H. 

Represented 6v CALDWELL SALES CO. 

San Frandsco, Cat 



PEERLESS STRAP WRENCHES 

Will not crush the thinnest tubes, and they can¬ 
not slip when properly adjusted. Double woven 
linen strap is the strongest and most durable 
made. Patented cam locks the strap securely in 
any position. Wrench is drop-forged steel. 

The ideal wrench for polished pipe. 

OEOBGE H. WILKIKS 00. 

180 N. Market Street CQiioage, XU. 

8PRAXE SALES CO., INC. BepreeentatiTea 
Prentlsa N. Rice F. H. CThown O. B. Wood 

606 Oharlea Bldg. 1181 Oaaoo Bldg. 202 Postal Tel. 
Denver Portland San Francisco 

O. T. Sprake, 216 Higgins Bldg., Los Angeles 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Oolored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sizes and colors, 
for all purposes. Carried by all jobbers. 

Bash Oord 8hade Cord 

Clothes Lines MaeoiiB* Lines 

8olid Braided Bope Chalk Iiines 

Send for catalogue and samples 

SAMSON CORDAQK WORKS - Besten, Mass. 

JOHN T. ROWNTREE, INC., Rep. 

8aa Francisco, Los Angeles, Seattle, 

Denver, Salt Lake City 
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OHLEN-BISHOP 

OIBODZ.AB O A 11 70 HAND 
OBOSSOUT ^ Z1 VV ^ 0OMFA88 
BAND BUTCHEB 

Tools and Trowels 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 

Lawrencobnrg, Ind. Oolumlms, Ohio, TJ. 8. A. 

Western Trade Supplied Thru Branches at 
Saa Francisco, Oal. Portland, Ore. 




1^- Lockwood Locks, recog- 

"el I nized as standard goods, 

!” well-made, of long life 

&BI afford the users un- 

Fi^l excelled security. The line 

H I ^ includes locks for all piir- 
H poses. 

■ ♦ ♦ Lockwood Designs, which 

can be had to harmonize 
with every architectural style, are pleasing 
in design and correct in their details. The 
wrought designs, for low-cost houses, are 
particularly attractive. 

LOCKWOOD MANUFACTURING CO. 

Manufacturers of 

BUILDERS’ HARDWARE 

SOUTH NORWALK. CONN.. U. 8. A. 

F. O. HIOOIN, Pacific Ooaat BapreacntatiTa 
1938 Marin Avenae, Berkelej, Oaltfomia, U. 8. A. 



The World’s Standards 

“SPECIAL” and “No. 1” Sawsets for 
hand saws not over 16 gauge. 

No. 8 Sawset for Cross-cut and Circular 
saws 14-20 gauge. 

No. 4 Sawset for “Champion,” “M” and 
double toothed saws 14 to 20 gauge. 

No. 5 Sawset for timber and board saws 
6 to 14 gauge. 

Nail Puller—the longest lived and easiest 
operated made. 

Bench Stops, Hand Punches, Lead Seal 
Presses, Box Openers and Liquid 
Soap Dispensers 

CHAS. MORRILL 


104 Lafayette St.. 


New York, N. T. 
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**STAR” Expansion Bolts 

ALL THE NAliCE IMPLIES 
A] 0 o: Sebco Screw Anchora 

Sebco Toggle Bolts 
Sebco Ooncrete Inserts 
Sebco Star Drills 
Sebco Gold Oblsels 
Sebco Gable Glamps 

STAR EXPANSION BOLT GO. 

Trmdm ^BCO^ Merle 

STOCKS AT 

147 Gedar Street 120 Weet Lake S tree t 

New York Gblcago 


No More Loose Handles 


The VAUGHAN’S 
Expansion Wedge 

it t notable improyement in 
Hammer eonstmetion. Yon 
oan alwaja keep the Handle 
tight. 




P Ho. 41 —so os. 

Ho. 41Va—14 os. < 

Ho. 4S —18 os. 

Ho. 48H—10 oe. 

All hammers with the VAUGHAN’S EXPANSION 
WEDGE are told nnder our UNCLE SAM BRAND. 
Uncle Sam Hammers are the only Hammers that hare 
the Underwriters* Laboratories Labol as an inspeetod 
Tool. Write lor Booklet No. 10 which describes in 
detail how the Underwriters tested and approTcd Uncle 
Sam Hammers. 

VAUGHAN & BUSHNELL MFC. CO. 


2114 Garroll 
Avonna 


fSMM 


Obicago, 

U.S. A. 





A THE BRAINERD LINE 

/ o\ BOX. CHEST. BEFBXOEBATOIL OABXHBT. 
i\{ j FUBHITURE TEnOTOOS 

V / ZH STOCK FOR PROMPT SHZPMBHT 
y THE BBAIMEBD MFO. GO. 

Nn S 7 B Bast Rochester, H. T., U. 8. A 


Gilson Garden Tools 

Have proven Live Sallsra wherever 
shown. They get the weeds ont of 
gardens and cash into the dealer’s 
tilL Write today for catalog and prices. 

J. E. aiLSON GO., POET WASHINGTON, WIE 




COTS >TABLES-CHAIRS- ETC. 




Light—Strong—Comfortable—Compact. 

Gold Medal Gamp Furniture Mfg. Go., B ac i ne , Wis. 


TATTOO EAR MARKERS FOR LIVE STOCK 

The Only Permanent and Reliable Means for Live Stock Identifl- 
cation. For Hogs, Sheep, Oattle and Horses 
GOOD DXSGOXTNTS—GOOD SELLEH—REPEATS 
~ ^ «BND for OUB DEALER PROPOSITION 

Thrsc-Lctur Marker p, g. ETJBGH k OO., 152-164 W. Huron Street, GHIOAGO, ILL 


Digitized by 
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Mr. Dealer — 


Screw Driver Assortment 
No. 270 


IN PATENTED DISPLAY 
PACKAGE 


Here is the latest, most attractive and prac¬ 
tical combination Container and Display Stand 
yet devised. 

It contains twelve of our standard ^ade No. 
27 Drivers assorted four each of 4, 5 and 6 inch, 
full polished blades, with dark red Viscolac 
finish handles. 

The assortment comes to you as a closed 
package, which in thirty seconds can be set up 
as per illustration, and you get a new, clean 
display stand with each dozen drivers. 

A pleasing combination of bright steel, rich 
maroon and orange, quick to catch the eye, 
which will materially boost your screw driver 
sales. 

ASK YOUR JOBBER 

MABCY TOOL WORKS, INC. 

PX7TKAM, OONK. 

Paeifle OoMt AgmtM, flPBAXE SALES OO.. Zne. 

216 mgpnM Bldf. 202 PofUl Telegnph 
Los Angslss Ssn Prindseo 

1121 Ossco Elds. 606 Obsrlss Bldf. 

Portls&d DonTsr 
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GET IN A SUPPLY OP 

NOVELTY FORCE PUMPS 

And treat your enstomers to the best 

f We are the man- 
afactarers of the 
origrinal ‘Novelty’ 
Pomp for WELLS 
and CISTERNS. 
Its patented han- 
die attachment 
renders it the most 
durable, easiest 
working and best 
fitted pump. 

Its imitations are 
far inferior, be¬ 
cause they are not 
accurately con¬ 
structed and do 
not produce as 
large a volume of 
water with each 

Don’t delay- 
write for circular 
and special prices 
(Wo. ISO) at once! 

THE HES843NYDEB CO., HaMilloii, Ohio 


TlnnlsaDiffeiBRCBiHWislitR 


JoEl M ia an other oommoditj. Our Wnshert an 
made of the Beat Material and with the ntmoat ean. 
That’a wh 7 the larreat nsera of Waahera prefer thoat 
of our make. 

Wo also make 

IMaM ifaihm md Gait kaa fMm 

_■ ■m_a- aaa —a- 

lllippn BBB olMI nui If BHBre 

ef all deaeriptioaa. Bound and 8q:uare^ Plain ar 
OaWanised. 

a-■- -■ ^- ^-ai-Medal 

BBBBBWB BBPII DBnS IWBBB naive 

BBBVBB BBB rBBGBBB nflvBB 

PBOXFT 8KZPXBHT8 

Wrought Washer Mfg. Co, 

BlllwaHkMt Wig* 

Ooaat Repreaentatiyea, 

HUORSOir g KSBTOK. Zne. 

Baa TmuAMOo, Cal.; Los Anfsles, OaL; Portland, Or^; 
ioatUa, Wash.; Denyar, Oolo. 


Menda anj leak in any metal quicklj and permanently, 
without heat or acid. Jnat apply Hercules Cold 8oder, 
a semi-lianid, from tube, eovering hole or eraek. Fixes 
honseholo nteuaila, brasu granite, aluminum-ware, pipes, 
gasoline tanka, auto radiatoiu or cylinders. Finds po^ 
ular sale. National adrertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dopt A OOmrOlL BLUFFg, XA. 

--- --^ Street, 


Frani 


MR. DEALER 

Have yon placed yonr Sprayer order for 
1922 f We want your business, and your 
trade wants our Sprayers. 

WISMF.MWTgW 

There is no other line of Sprayers so 
simply made or that gives better satisfac¬ 
tion to Dealer or user than 

THE UTILITY LINE 


Ko. 40 Portohle Outm 

Write for 
Catalog and Prices 

ALBERT LEA SPBAYEB CO 

ALBERT T.BA , IONN. 


HERCULES COLD SODER 

Tm HBTAL UENOBB 


Digitized by ^ ' OO^lC 
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Driving Lanterns 
SELL NOW! 

D ietz Famous Trio of Driving Lan¬ 
terns covers the field of require¬ 
ments in this class of light makers. 
These lanterns are recognized as 
“BEST” the world over. 

The ** Union'* is the largest Driving Lantern 
of the Dietz “Trio." It is 11 Vi inches high 
and delivers a reflected light of 30 C. Power. 
It has the reliable “Cold Blast" system of 
combustion and is equipped with a la^ul ruby 
rear signal. May be used right or left hand— 
has double sockets. 

The “Octo" is similar in type and lighting 
power to the “Union" but is 10V4 inches high. 

The “Eureka" is a small, thoroughly depend 
able lantern, especially suitable for light vehi¬ 
cles. It is also popular as a Parking Lamp 
for automobiles. This lamp is 7^ inches high 
and it has a ruby rear lens which complies 
with the law. Order for right or left as 
wanted. 

Benew your stock of these profitable Driving 
Lanterns. Now is the time they sell. 

R. E. DIETZ COMPANY, NEW YORK 

Founded 1840 

LARGEST MAKERS OP LAIITERES Ilf THE WORLD 
Yoar Jobber Stocks DIETZ Lanterns 



DIETZ “EUREKA* 
Driving Lantern 










Milbradt Ladders 





i 


mx 


Will pay for them¬ 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the apjiear- 
ance of your store up 
to date. 


Write for catalogue 
showing a large num¬ 
ber of styles suitable 
for all kinds of shelv- 


MILBRADT MFC. CO. 




2415 No. Tenth St. 


St. Louls» Mo. 


Breakfast Food— 

You'd Think So— 

to read the Gillette 
and the other razor 
blade manufacturers* 
advertisements on the 
number of million 
dozen blades they 
turn out every month 
—almost like asking 
how old is Ann — 
where do the pins go. 

Take the ads and fig¬ 
ure out the hundreds 
of thousands of dol¬ 
lars that are spent 
for safety razor 
blades each year— 
used a couple of 
times and thrown 
away. Why not throw 
away your pocket 
knife—^your scissors—eating knives, etc.! ECO¬ 
NOMICALLY WRONG—criminally wasteful. 

The Hatfield sharpens them better than new. 
Why not put in a machine and sharpen the blades 
in your town I ASLEEP t Yep. Catalogue for 
the asking. 

THE HYFIELD MFG. CO. 

292 CHURCH ST. - - NEW YORK CITY 
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EVERYBODY WANTS UGHT! 

Give it to them end get the 
profits 1 400 cendlepower of % 

man-made sunshine. 

“NULITE”LaBpsMd Laiteris 

matc^ Equal to 20 coal oil y 

lamps or lanterns in briahtness. Idi 

Handsomely finished. Lantern 
can't blow out. Bum 8 hours A 

for 1 cent. Quick, sure sellers ■■ 

for the coming dark days. ■ 

Write for our sales help. We ■ 

pay for first ad in your local ■ 

newspaper and supply extra 
electros free. 

MMi StMpiV S DtcMc Wirin 

412S.aiii(oaSt^Chkwo.lll..U.S.A. aii3£i3IP7 
Western Sales Representative ^ 

OMER OOX, 604 Mission St.. gMv 
San Francisco, Calif. 



MAGNETIC CLOTH 

OLBAm LZKB MAOZO 

and la the moat ready aollor of any domMtie device 



No Qp to-date kitchen is complete without one; no more 
worry over Dirty Pans; Just a mb or two with Mag¬ 
netic Cloth and the pan la clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives ezoellent serviee. 


ReUib for 
10 Cents 


Send us your 
Jobber's name 
If he can't 
>dPPl7 you. 


Manufactured by 

JOHN W. QOTTSCHALK MFQ. CO. 

T.^igi» Ave. and Msaehsr SI. Fh ilsds iphi s, Ps. 

MCDONALD A LINFORTH, 

Pacific Coast Rops., 78P OaU Bldg.. San Frandsco 


EVOnTOOLCO. 

Manufacturers of Punches and Beta 
(hand drive and foot power) for 
Leather. Cloth and MetaL Pu u c b 
Tub^ Punches and Dies. All kinds 
and sixes made to order. Write Jobber. 
Booklets free. Established 1868. 

190 Dorchester Ave. 
BOSTON. MASS. 




TRINER Slanting Dial 

FAMILY SCALES 

silver burn- 
ished dial sets at 
H' fl an angle and can 

be read without 

Platform is sup- 
11^ Im) ported by doable 

llti m/ steel uprights, dis- 

\EL, vJiii tribnting. weight 

and insuring acca> 

^ Made through- 

out of the best 
No. 24, Steel Plstform ^jold rolled Steel, 

No. 25, Tile Platform and strong. 

No. T-25, Polished Tin Scoop, Finished in 
With Seel Porks . V ® “ 

No. T-26. Steel Platform and 

Polished 'Tin Scoop ®1» beautifully dec¬ 

orated. 

Can be kept in any convenient place, as it 
occupies very little room, its dimensions being 7 
in. high. 6 in. wide, 7% in. deep. Dial 6 in. in 
diameter. 

Order this TRINER scale now. It^s a quick 
seller, with a good profit. 

TBINEB SCALE A MFG. CO. 

West Twenty-first Street, OHZOAOO, ILUMOIS 


Los Angelas 


W. P. HOBK A CO. 

Pacific Coast BoprcsenUtivcs 
Bialto Building, San Francisco, OaL 
les Portumd, Oro. Bcsfet 


Bcattio, WaHL 



Pncisioi Kir Miiliii 

Anyouo can out a psrtlsct 
duplicate of any Talc 
ty^ key la Isas lAaa 

one minute. Muehtmo Is 
automatic. No oxssrl- 
enco or aklU aoeosaary. 
Write for doso HpU vu 
booklet today. 


I Offlcf Me laatltM Au 



BOLLER’S CRANK MOP WRINGERS 

Can Bb llBBd EvBiywhBrB 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER ROLLER MACHINE WORKS, 122-124 N. Cwtit St, CMeago, HL 

Padfle Coast and Zntcr-Monntain Bopreoentativos 

THATEB A BOWBB Digitized d 

845 Monadnock Bldg., San Frandsco. 820 Story Bldg., Los Angolm 
Seattle and Denver 
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Serviceable—durable—blade fineat ateel— 
with or without hilt. Liat price, leather 
handle—5-in. blade. 92.76; 6-in |3.00- 7- 
in.. 13.26; 8-in., $3.60. Stag handle, 76c 
extra. Pricea include leather sheath. Add 
10', war tax. 

Safety Pocket Axe 

Needed bv every outdoor man— 
guard folda into handle—blade fin 
eat steel. List price—No. 2, 11-in 
steel handle. 93.26; No. 5, 11-in. 
k selected hickory handle. 92.00 
Leather sheath, 76c. 


steel 

\ 


Tannexr 

u 

Michigan 

City. 

Ind. 


^^“Red-E-For-Use” 

BAZOB STROPS 

Prices Onaranteed 
sfainat decline to date 
of shipment. We hare 
reduced our line to the 
Terr best numbers in 
each price. We manu- 
facture them in large 
lots for stock. We can 
deli Ter the goods 
promptly. Write for semcted 
standardized list and short 
line Quality samples. 

GIBFOBD MTO. CO. (not Inc.) 

No. 4 Payne At., Adrian, Biich., U. 8. A. 


AT $6.00 RETAIL < 

Th€ Mott Wondorhd Air RiHo 
Eoor Inoonimd 

Different ffom All Others 

ORDER NOW from Tonr jobber or 
write na direct for lull information 
regardlnjr the only ORIGINAL PUMP 
GUN TOR MEN AND BOYS, always 
in great demand. Sample on reqneat. 
AttraetiTo diaeounta. 

Bssjaaris Mr RHIs & Mff. Ca 

Brondwty 9t WaahiBgton 
8T. LOUIS, . . MI880UXZ 
Paelflo Oonat BoproneBUttma 
MCDONALD k LIMPOBTH 
Call Bldg., San Praneiaoo 


At a Pqiiilar Price 


The Benjamin 


A REAL PUMP AIR RIFLE 
ONE STROKE OF THE PTJMP AND YOU OAN SHOOT 

POWERFUL end ACCURATE. Works on the same principle as Air 
Drills and Air Hammers. Shooting power always under your control. 
Each stroke of the ran increases the shooting power. One to four 
strokes all that is ordinarily required. Never loses its shooting foree. 
Absolutely safe, holding the compressed air for some time. You do not 
drop in shot until ready to shoot at your object. Nothing to wear out 
but the valves which ought to last several years, when they can easily 
be replaced by anyone at a very small cost. Stock of turned walnut, 
and separates from barrel. Gun is then only 23 inches long. 


EMMELED IN COLORS 


Something New 


The fashionable 

BLACK ENAMEL 

among these 

THE BELMONT TUMBIER CO. - Bellaire, Ohio 


MABBI.E ASMS 
a MFO. CO. 
6380 Deltft Atc. 
Oladttone. Mich. 




American Portable Scales 


Hardened Made of very best ma- 

To^Steel ■ I l^^nal and workmanship 

PiTots. H X throughout, neatly fin- 

Accurately ■ ished, Strong and per^ 

Sealed. ■ fectly accurate. 

Gwantaed. I better scale on the 

market, and the low 
price will interest you. 
We make the complete 
line of sizes; also weight¬ 
s' less scales. 

Write ior Catalog and Johbert Pricet 
AMERICAN SCALE CO. - Statioa B, Kansas City, Mo. 



y \ I ’■ ' ^ 
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Garbage Cans 

Made Well 

Wear Wed 

SeU WeU 

It ’b easy to point ont the superiority of Made- 
well Garbage Cans to your customers: 

1. Deep drawn tight-fitting cover. 

2. Galvanized reinforcing wire around the top. 

3. 26-gauge body with heavy reinforcing 
swedge. 

4. Vent holes, allowing free circulation under 
can. 

5. Galvanized handles that fit the hand. 

6. Heavy leak-proof bottom. 

WRITE FOR NEW FOLDER, which describes 
the cans in detail. The Madewell line is a profit¬ 
able line for you. 

Madewell Pipe ft Culyert Works 

Eaat 12t]i Street and 26th Avenue 
Oakland, Oalifoznla 




A **Down to the Minute” 
Camp Outfit that 
Makes Camp Life Enjoyable 

—^As a running board box it earriea a eom- 
plete Camp Cooking Outfit, a two burner 

g asoline cook stove and a metal service 
ox, in which to carry a complete dining 
service. 

—The box is convertible in less than two 
minutes into a Camp Cook and Diniu 
Table, having a top measuring 26^x8i 
inches and with two spacious shelvee under¬ 
neath for holding utensils, stove, etc. 

—With the *'Oanipen Friend** you stand 
up and cook with ease and sit down and eat 
in comfort. 

—^It eliminates the open camp fire for eook- 
ing purposes with all its disagreeable 
features. 

—^There’s no more stooping and squatting 
in awkward and tiresome positions while 
cooking and eating. 

—The most compact, practical and useful 
camp convenience ever offered the motorist 
who tours and camps. 

—Dealers can make their camp equipment 
and sporting goods departments more prof¬ 
itable by stocking this * * up-to-date * * outfit. 

Write for Prices and Illustrated 
Folder. 

JOHN E. HARDY 

PORTLAND, OBEOON 


igitiz y 
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Makes Stoves Look Like New 

KILLS BUST; PBEVBBTS BEST- 
IMO; CLEAKS AMD POLISHES. 
Write for Wholesale Price* 
SUPERIOR LABORATORIES 
General Offlcea, Dept. 11 
Grand Rapida, mch. 
GENER^ SALES CORPORATION 
Pacific Coaat Repreaentativea 
718 Bilasion St., 737 Terminal St.. 
San Frandaco Loa Angelea 

Seattle. Waah. 


ALUMINUM 

“Real Solid” 


The •OUUJb mOLXD" LINK has been for tO 
years, the Stronr. well known, dependable 
Aluminum line of JUtohen Utensils. 

Our Policy Is and has been to clve the dealer 
soods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronaca 


"REAL SOLID” WARE 


The Buckeye Aluminum Company 

WOOSTER, OHIO 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Riaidness and 


TRIMMINGS — Tinned Iron, usina Double 
Coated Tinned Iron—^The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straiaht— 
bottom of handle is protected with Metal 
Trimminas* eo that it will be impossible for 
flames to creep up over bottom and bum off 
handla 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofora 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finaer prints from 
handlina or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 25 New Items, all prac. 
ticaL This makee the "BEAL SOLID" 
Line the most complete on the market 

Write Today and aot our New 
Cataloa just off the Press. 


Arcade Crystal Coffee Mill 


A Nationally AdverUsad 
Coffee MiU 

The air tight glass hopper, 
keeping its contents free 
from dust and atmospheric 
action, has two great advan¬ 
tages— screwing into the 
neck of the frame it can be 
taken off for 
)|(f5) leaning p u r- 
poses as well as 
packed sepa- 
00^ rately, avoi^ng 

breakage. 

The glass cup it marked 
with tablespoon gradua¬ 
tions, insuring correct 
amount of ground coffee. 

Finlshee—Black. Bine and 
White Enamel — 

Plate—Oxidized Copper. 

We alao mannfactnre Toys, 
Banka, Culinery article*. Gsraea 
Seta, Mop Stick*. Rlvetias 
machine* and aeTeral hoadred 
other hardware item*. 

Aik for Catalogue No. S8 

ARCADE MFC. 00. 

Freeport - - - m. 


Digitized by 































































Ovpolft Bnntr OU Stort 


Short Ohlaaoj OU Storo 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND TOXTE OBDEBS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMEBIOAN STOVE OOMPANT 

0. H. SOHIZOK 

Ws also carry a largo Pacific Coast Agent 

Une of 716 iDdtuu St. mu loth St. 

OOAl. EANOES San Franetaea. Oat SAMWS 


We also carry a large 
line of 

OA8 RANGES 


Digitized by ^ ■oogie 
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HOWARD 
WOODENWARE 

Made of Select Sitka 
l^rnce 

Ironing Boards 

Pastry Boards 

Clothes Driers 

Step Ladders 

A OOICPLBTE UNE OF 

WASHBOARDS 

The Rubbing Surface Plates in the HOW¬ 
ARD Washboards are all of the best 
materials. The frames are of Sitka Spruce, 
Strong, Durable and Bright Appearing. 
The quality of the HOWARD LINE has 
been established for years. 

If you can’t obtain these goods from your jobber, 
write US and we will be pleased to see that you 
are supplied. 

HOWARD MANUFACTURINO 00. 

Sth Aye. W. and Ewing St. 

Seattle, Wash. 



Fast Sellers, High Quality 
Low Prices 

Thirteen years of success are 
behind ABC “Alco’* Power and 
Electric Washers. With l^*ineh 
cypress tubs, peg or disc dollies, 
% h. p. motors, qniet underneath 
drives, and ability to drive ABO 
Ironers without a $32 extra motor, 
they sell easily at their low prices. 
Get our proposition. Discounts are 
liberal. Sales assistance given to 
all dealers. 

Altorfer Bros. Co., Peoria, 111. 
New York San Francisco Brantford, Ont. 

ABC 

Ekdric^ndrcM 

WASHES WRINGS IRONS 




Twin Tub 
“Alco"* 



ABC Flectric 
Ironer 



ABC Super 
Electric 


_ BiCYr.j E _J 

COGJjHEec 





Arms and the Man— 

Machines and the Woman 

The two big things to watch in the world today are: 
Q Makin g the Home a Paying IhdiiBtry and ^^^ng Eidnstry 
a Friendly Home. 

If you look back, you will remember that the first “ma- 
A D ^ chine” to enter American homes was the Clothes Wringer 
and the most Clothes Wringers have been Anchor Brand. 
Anchor Brand sells first. It will also stay the longest. 

ANOHOB BBAMD CLOTHES WBIKOEBS 

LOVELL MANUFAOTUBINO CO., - - Erie, Pa. 

Lwftst Maanfaetartrs of Olothaa Wzlngtra in the World 


HI 


GENUINE 

HUNTER'S SIFTER 

Staadavd of tiie Would 
Since 1880 


Seotional View Order from your jobber. 
Showing Oonstniotlon 

Combines strength, beauty. ueefulnesB and dura¬ 
bility. Cleanlineae always posslbla ICade In one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
oome loose. Ekiey to remove all parts for eleansinv. 

THE FBED J. METEBS IdFG. 00. 

Bender Street Mamtttoa, Ohio 


PAINTS ♦ STAI 


The eomplete, oompaet, diatinetive line in handy honae- 
hold eana—fnll-aiae. fall-measure. BBTAILS 86 0UT8 
Urger aisea. Big Vslae for oaer; Big Profit for 
Ton. A popalar aeller with Hardware traL. Aaaort- 
menu eontain sU 89 eolora; diaplsy matter inelnded. 

Dealer’a Aaaortmont (SO doa.).$54.00 

Jobber*a Aaaortment (18 doa.). 81.00 

Open Stock, all eolora. per groee. 81.00 

2% Freight allowanee. F.O.B. N. T.. 2% Cash. 

WH»ahwOAnCard,an:utarmndBooUti 

109-178 Second Ava., BBOOKLTN—HEW TOBK 

Townley MeUl A Hdwa Co., Kanaaa City, Mo. 

Pacific Wooden Ware A Paper Co.. Oakland, ObL 
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THE THOMPSON 




SUBMACHINE GUN 

The Meet Effective Portable Fire Arm in Existence 

The Thompson Submachine Qun is the lic^test automatic epin in 
the world, weight eight pounds. It can be taken apart and assem¬ 
bled in less than a minute without tools. It can be carried under 
the coat ready for instant use. It enables the amateur to fire 
with the precision of an expert machine gunner. There is nothing 
to break, wear or jam. It fires at the rate of 1000 shots per 
minute full automstically from the shoulder or semi-automatically 
a shot for each pull of the trigger. 

HaiUwue Jobbers sod diealen can stock this ranuukable new gim to 
sdTSBtsgo. It has a thonssad and one laea mrite for fnU dataOs. 

Made br Colt’s Fstsat Tin Aimt iUg. Co. for 

AUTO-ORDNANCE CORPORATION ^ 

302 Broadway, New York City . 

OiAto Addnta: Aatordoo, V, Y. 


The Ontario KnKeCompany, Franklinville, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If jom art a wholesale dealer and have not our catalog and priees, yon should write for them at omc^ 



BUTOHEB 

8 KIKNINO 

8 TIOKINO 

BONIKO 

SHBATH 

SUCIKO 

OOBN 

SHOE 


KNIVES 


KITOHEH 

OANNma 

FISH 

VEGBTABLB 

PUTTY 

BEET 

OLAM 

TABLE 


household knives, household OLEAVERS, flesh FOBKS and a large varietj 
of Eniveo with improved Sanitary Alnxninum Handles 




We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


igitiz y 
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Axe ywx 
customexs 


H ave yon got a lot of cnftomm who can ahoot 
an eyolaah off*n a humming bird—and who 
know ao much about ammunition they’ll load 
their own if you don’t toe the line and quit anawer- 
Ing back? Ton couldn’t kid thooe boya— 
you dared—for they know ammunition. Theee 
oranky bid chape will underatand you In a minute 
when yon atart talking about locked In battery cup, 
ateel where ateel belonga, etc. Qet a little cnrioalty 
—It’ll make you moneyl 

THE PETEB8 OABTBIDOE OOMPANT 
Oindimati New York Ban PraadMO 




AMnwanoN 



Announcing 

THE NEWEST 

Faultless Caster 

(Ball Bearing) 

Of the same high standard that charaeteriaes the 
entire FAULTLESS line. A beautiful easter, neat 
appearing—bnilt with lines that conform to the 
custom of furniture made today—^manufactured to 
a precision, no rough comers or unsightly scratches, 
^mmetrical. These are a few of the extraordinary 
features that are standard in this new 

FAULTLESS BALL 
BEARING CASTER 

Msd« in sll sisM and finiahea, with maple, lignum-ritae. 
ateel, east-iron, fibre or felt wheel. Send for sample best 
adapted for your purpose. 

Faultless Caster Company 

Executive Offices 
Eransville, Indiana 

Eastern Sales Office: 200 Fifth Avenue, New York 


“Move* the 
FAULTLESS 
Way" 
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Get in on the big call for 
Queen City Adjustable 
Wrenches 

Let this beautifully colored store or window display 
start the good old sales tune on your cash register 
as it is now doing on others. 

It’s absolutely free with a perfectly saleable 8-inch 
wrench attached. Simply ask your jobber for a two 
dozen assortment at regular discounts. 

Ypnr Profit Is Qratifying 

on either an assortment of semi-finished with pol 
ished jaws or fully polished wrenches. 

Yonr TmnoTer Is Bapid 

and like other display users, you too will quickly 
send in repeat orders for these guaranteed wrenches 
with distinctiye features. They ‘‘Hang on Like 
Grim Death,” have ‘‘The Curve that Fits the 
Hand,” are drop forged, heat treated, and un 
equalled in material or workmanship. 

If your jobber cannot supply you, send us 
his name and we will. 



IMPROVED 

QJJEENCITY 

ADJUSTABLE 

Wrench 


Khas 
the Cutn^e 
that Fits 
the Hand 

A SURE CRIP 
rHAT CANNOT SUP 

•ATE rOK THE HARO PWLt 





Bergman Tool Mfg. Co. 

BUFFAI.O, N. T. 

0. W. CIAT78B OO.. 8aa Francisco. OsL 
Padflo Coast BeprosantstlTe 





Handsome 3-color dls 

play stand and 8-inch wrench free with 2 
doa. aaaostmeAt including 3-4". 6-6", 9-8", 4-10" and 2-12 


0. UNDEMANN & CO. 

35 and 37 Wooster St, New York EtUMbhed 1S6S 



Nrd Cages and Cage Swiries 


A. la. Conger, 70S ICarkat 8treet Baa Fraadaee, OaL 
Bepreaenuttre for Oallfomla 


>. McXisan, L. O. 8mith BnUdlng, 8eatUe, Waak^ 
BeproaentatlTe for Wathlncten, Oregon. Idaho, 
Utah, Montana and Bilttah Oouiauila 
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Standard Goods 
—and Egg Beaters 


aKATINS 


OPENS CANS OF ANY SIZC OP SHAPt. 



Yes, a STANDARD in Egg-beaters 
—the LADD ALL-STEEL. Yet 
we find many merchants combin- 
ing several different makes and wBmf 

L qualities in one counter box; have Jn 

even seen LADD ALL-STEEL Ijl 

BEATERS, THE STANDARD Ui 

KITCHEN BEATER OP THE JKL 

WORLD, in counter boxes with 
rsizc opsMAPt. inefficient substitutes that per- 
haps have no place whatever in 
trade. Poor merchandising, A 

isn’t itT STANDARD GOODS DESERVE A PLACE BY 
THEMSELVES, TO BE SOLD BY THEMSELVES. THEY 
ALONE PROVIDE SUITABLE PROFITS AND FULL SAT¬ 
ISFACTION. 

laADD ALI»-8TEEL BEATERS—3 sisas for aU reqnlromeiits. 
LADD MIXER OHX7RN8 —qt., 2 qts. RamovaUe Boata ca 
SATURN REELS—2 finlahaa 40 ft. cord. irippppc 

SATURN CAN OPENEB^-BafOty, SUtlonary. 

CAN OPENERS—6 usual varlotlas. ov€r 

RAZOR PARING ENIFE. NUT CRACKERS. and US 



JOBBERS 
the world 
over 
and US 



hedd 

Mlxtr-Cfbnrni 


UNITED ROYALTIES CORPORATION, 1133 Bmy, Ntw York 


Satarn ClotliM- 
Line Beele 


BeyreaenUllYte; Omar Ooz, Atlas Baildinz. 
Loa Anfslaa. Calif.; Strimpla A Ooil L. 0. Si 


. 004 Miuion Bt., San Praneisoo, Calif.; Sands A Ooz, San Fernando Bnildii^ 
mith Bnildinf, Seattle, Wash.; Kankin A Coz, Newhonse Buildlnc, Salt L^ 


iOMmaim 


White Mountain Refrigerators 


S —^-J llj lirii “The Chest With the Chill in It” 

I A ^|y|| I There is absolute satisfaction as well as profit in 

M I handling a refrigerator so universally known as the 

P* ' II ' famous “WHITE MOUNTAIN” —A Refrigerator 

I [ra , used “in over a million homes” —A Refrigerator 

I 11 bearing a name recognized as a quality standard for 

IHjll “WHITE MOUNTAIN” refrigerators have pat- 

I M * ented features and points of excellence which no 
r/ in 'I refrigerator possesses. 

u M|| I A line of refrigerators complete in every practical 

I style, size and finish with a range of prices to meet 
H l| 11 every trade requirement. 

illl Onr beratifiil 1922 WHITE MOT7NTAIN OftUlOf 

htf Jut come off the preee end will be meiled 
upon reqneit. 

Maine Manufadhiring Company • Nashua, New Hampshire 

BBANOH OFFICES: 

New York Oltj; Boston, Mess.; Atlanta, Oe.; Dallu. Texas; Sen Frandseo, Oal.; OenTsr, Oolo.; I? ll j 

Melbourne, Aus. 1^ 


Ban Francisco. .Dunhsm, Oarrlaan A Hsyden Oo. 
Sacramento.luller-Enwrlsht Oo, 


PAOIFZO COAST DIBTBIBUT0B8: 

;an A Hayden Oo. Portland.Honeynua Hardwire Oo. 

LUer-Enwrlsht Oo. Beattie .Bohwabacber Hardware Oo. 

Yakima Hardware Oo., Yakima, Waah. 
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the Hcalkwik. Bottom 











Glasbak (pronounced Glass Bake) 



SeetUmal vi^ •/ Heatkwik hcttom 
Deeign potenttd H*. 6S,t00 


A Wonderful Improvement in Glasbak—the “Heatkwik” Bottom! 


G lasbak dishes have always been popular. Now, 
with this important new feature, you’ll find them 
in greater demand than ever! 

The “Heatkwik” bottom (design patented) allows free 
circulation of the oven heat underneath each baking dish 
—that means quicker and more even baking, and of 
course, saving in fuel. 

Glasbak Ware is guaranteed to withstand the heat 

McKEE GLASS i 


of any oven—never chips or cracks, is easily cleaned and 
always looks attractive. Women like Glasbak Ware be- 
cause they can take it right from the oven and place it 
on the table, thus saving extra dishes. It has a beautiful, 
smooth, lustrous finish and comes in all styles—pie, bread 
and cake pans, casseroles, custard cups, bean pots, 
ramekins, baked apple dishes, etc. 

Glasbak dishes are packed in individual cartons for 
your convenience in handling. Send for Booklet V. 

CO^ Jeannette, Pa. 



Patented 

U. S. Oct. 19, 1920 
Canada, May 3, 1921 


DEALERS 

ARE 

WARNED 

TO 

BEWARE 

OF 

INFRINGE¬ 

MENTS 


FnralibM with inbbn-emthloiied baM, 
at ahown, oi with 10' hardwood baaa. 



E VERED Y““ 

Bottle Capper No. 3 for Home Use 

Warranted Unbreakable 

Blade entirely of Blalleable Iron and Steel 


There is no set limit to the amount of Capping that 
can be done with an Everedy. 

The speed and skill with which it is operated 
numbers the amount of bottles that can be capped. 

And all bottles are sealed absolutely air-tight. 

The pressed steel capping head with reinforcing 
flange assures this. 

Packed in individual cartons, half dozen to ship¬ 
ping carton, weighing 23 lbs. See your Jobber. 

Manufactured by 

The Everedy Bottle Capper Co 

Fr^erick, Maryland 
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WhitelitE 


From 40 to 1000 
Watte 



Uc^M^d mtdtr 
Cmnmral £l«c(rfc 
Comp<tny*B Patent* 


I BTLJAILITIB I 

L^e Onijj £ampmdk the ^Double filament A 

Are Your Lamp Sales 
Jumping or Slumping? 

Naturally every dealer expects his lamp sales 
at this season of the year to take a big jump 
Yet many dealers are complaining of slow sales. 

If your sales are slumping instead of jumping, 
don’t take the easy attitude of blaming it on 
“hard times.” Perhaps there’s another reason, 
and this reason may be the kind of lamps you’re 
selling. 

Tliere ar« lots of poor lamps on the market: low in 
candle power; short-lived; made to sell on price. 

Lamp users—at least a considerable percentage of 
them who appreciate the difference between a really 
good lamp and one that is short-lived and inefficient in 
candle power—are passing np poor lamps. They are 
turning to better lamps. 

Sell Whltelites and Dnalites to those 
who are willing to pay a little more for 
maximum candle power and longest life. 

' WHITELITE ELECTBIO GO. 

368-370 Broome Street, New York City 

We Wanf to Hear from Uve Dealers 

Superior Qas 7iUecL /?amp ^ 
xjji th. One ^iCament 

WHITEOTE 






in 75, 100 
200 Watte 



Tkt DmmlitB is fmify 
PrBttettd h V, S. 

I Fmt§nt$, mud U tumdm 
mud cuutruUmd mmciu- 
sipmty h UM, 




Lalance & Grosjean Mfg. Go. 

Manufaeturm of the CehhraUd Linos of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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Chief among the uten¬ 
sils a progressive house¬ 
wife uses are a family 
scale, a paring knife, and 
a kitchen cleaver. The 
hard ware 
dealer w h o 
handles these 
articles can sell a 
good class of trade, 
with resulting 
greater profit to i y 

himself. ; V|0 

Dealers who cariy’ V bB 
Chatillon Household oQ 

Necessities in stock i 
report good business 
from these articles 
because of their inher 
ent quality, good serv- 
ice rendered, and mod 
erato prices. jjf i|:;' 

Get in touch with your 
jobber and a»k for l]|i !l! 

price* and full n j !|. 

information 

86-99 Cliff Street 
New York City, N. Y. 




• ^ York* . ^ A• 


ORDER FROM YOUR 
NEAREST JOBBER 


The 

OLD REUABLE 
Lines of 


American 

Enameled 

Ware 


Marble 

(Blue and White) 

Swedish 

(Mottled Veined) 


White and White 


Sold by all the leading house 
furnishing 

and hardware houses 


30 years of unfailing service 
and satisfaction 


THE 

AMERICAN STAMPING & 
ENAMELING CO. 


MASSILLON, OHIO 


3 Plants at BtUaire, Ohio, and Massillon, Ohio 
covsring IS acres of door space 
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Western Made for Quality Trade and Sold All Over the United States 


Electric Toasters 

^1 Sj^ IfJ^ Electric Table Stoves 

Electric Heaters 

Low Price and Large Profits for You 

Simplicity of construction, beauty of design, economy of operation, make 
BESTOV one of the fastest selling lines on the market. Rigid adherence 
to the highest standards of manufacture make possible the maximum 
service performance of BESTOV appliances. 




Table Btevee 

Size: 8^* inches square, 6 inches high—660 watts. 
No. 201—Uniferm Blue Steel. List Price. .$5.00 
No. 202—Highly polished blue steel, nickel- 

plated top. List Price.$6.00 

No. 203—All nickel-plated. List Price.$7.00 

No. 204—Same as No. 203, but with 0-H 

Switch in cord. List Price... .$8.00 


Lnmlnona Heater 

Oxidized copper frame, nickel-plated legs, polished 
copper reflector. 

No. 601—1800 watts. List Price.$30.00 

9 inches deep, 26 inches long, 22 inches high. 

No. 602—3000 watts. List Price.$37.50 

9 inches deep, 21 inches long, 22 inches high. 



Twin Store 

Size: 9 inches wide, 18 inches long, 
6 inches high. 

No. 401—Blue steel, nickel-plated, 
cast iron legs. Ist hole 550 watts, 
2nd hole 650 watts—total 1200 watts. 

List Price.$16.50 

No. 402—Cast iron, all nickel- 
plated. 1st hole 550 watts, 2nd hole 
700 watts—total 1250 watts. List 
Price.$22.00 


Three Heat Store 

Size: 9 inches square, 6% 
inches high. 

No. 403—^ast steel. All nick¬ 
el plated, 660 watts. List 
Price .$15X)0 


Toaster 

No. 301—Size: 5 inches wide, 
9 inches long, 5 inches high. 
All nickel-plated, 400 watts. 
List Price.$5.50 


If yon are not stocking this profitable line 
write for farther particnlars. 


BESTOV MFC. CO., Seattle, Wash., U. S. A. 
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B 

□ 

Where COLOR is important—specify 

D 

D 

Hygrade DAYLIGHT Lamps 

□ 

■■ 

For show windows, mills making colored fab¬ 
rics, printers and lithographers, department 
stores, clothing stores, color manufacturers, ar¬ 
tists ’ studios, amusement parks, rug dealers, auto 
painters, hosiery manufacturers, book stores, 
dressmakers, milliners, dyers, florists, fur dealers, 
paint dealers, upholsterers, etc. 

1 

B 

Hygrade DAYLIGHT Lamps give light of 
a qu^ity which will ordinarily make colors 
appear as in daylight. 

□ 

1 

HYGRADE LAMP CO 

“SSV5BS 

1 

1 

The Hrfrede Lamp Compenj mekei a 
omn OOZ complete line oi 183 types ana aixea of laree 

_ ^ style tnnnten lampa. including the NEW 

Western BepreseatetiTe Hygrade Mill Type Lamp, the WHITE Hy 

Atlee Building Sen Frandseo, OeL grade and bowl enameled lamns. 

1 

B 

ipiiiiriiiiiiiiiiiiiiirmr 

n 



ROCK-A-BYE 

N^^^q^SORIES 


COMBINATION CHAIR NO. 14. 
AUTO SEAT. 


f/COMBWAnON ef 0 \ 
Sc.:! AND \ 
^I'AUTO cme NO.32 




COMBINATION CHAIR NO. 14. 
L HIGH CHAIR 


ROADSTER NQ.IO.^^^^ ROCKER N0.24. ^WALKER NO- 18. 

Perfection Manufacturing Co. stLouis Missouri 

Leffingwell Ave. and Montgomery Street. 
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The Reputation of 
Lasting Satisfaction 

Which the MONARCH Line enjoys has increased 
the dealer’s volume of range sales many times. 

The Housewife using a MONAJRCH Malleable 
Range experiences complete cooking satisfaction 
and encourages her friend or neighbor in the 
purchase of a MONARCH also. 

We shall be glad to tell you more about the 
MONARCH and of the many advantages derived 
through selling them — The most importsnt of 
which is the INCREASED PROFITS AF¬ 
FORDED. 




MALLEABLE. 


TKe*SUy SAtisrActor/Raivje 

Malleable Iron Range Co. 


BEAVER DAM 


wxsooKanr 




Quality Hand uon 


The Best of All Electric Irons 

Price Reduced to $7.50 


These two irons meet every requirement of your customers, 
and are the greatest values offered today. 

No customer will ever come into your store who will not be 
satisfied with one of them. A few of each will get you electric 
iron business as nothing else will. 

The Sunbeam and Domestic make ideal Christmas gifts, and 
you can get them in gift boxes without extra charge by so 
specifying. 

Send the order to your jobber TODAY. 

Chicago Flexible Shaft Company 


5604 Roosevelt Road 
Chicago 


31 Yean Making Quality 
Product! 


Domestic 

Price Reduced 
to $5.75 
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Loyalty Wins 

H OYALTY has won a place in the world for many a man who would other¬ 
wise have been kept with his nose to the grindstone to the end of his life. 
Loyalty to an ideal, a friend, a corporation, or your employer does 
not mean servility or a lessening of your self-respect. You are not required to 
humble yourself one iota. Quite to the contrary, you rise higher in the esteem of 
others whether they are directly concerned or not, as well as feeling better about 
things yourself. 

Turn your thoughts momentarily to the few chronic kickers in your estab¬ 
lishment—yes, they’re present in every organization of size—^inquire as to their 
length of service with the company, find out what their salary amounts to. Ten 
chances to one their pay envelopes are of the lean variety. ‘Why! 

Simply because they are short-sighted, unreliable individuals, influenced by 
every passing zephyr, ready to believe and repeat the insidious mutterings of the 
mob without first “thinking it over” quietly by themselves. 

Don’t get the habit. The world has enough of that type right now. Think 
for yourself, make yourself believe and feel that this old world of ours isn’t such 
a bad place after all. Get a pinch of Lovalty inside your belt, and look up instead 
of down. It will net you a high rate of interest in the long run. The Loyal man 
is the dependable man to whom executives entrust affairs of importance and posi¬ 
tions of responsibility. 

Remember this, “An ounce of Loyalty is worth a pound of Cleverness.” 

Be Loyal. _ 

A country is not made great by the To have is less important than to be. 

number of square miles it contains, but - 

by the number of square people it con- It’s the man who has staying power 
tains. who goes far. 

For the convenience of our eubscribere and advertisers, we maintain offices and oar representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 

Bostmen's Bank Building 421 First Nst. Bsnk Bldg. 70 Fifth Are. PheUn Bldg. 105 8. Honston 8t. 

Broadway and Olire, St. Louis Chisago New York San Franoiaoo Dallas, Texas 

888 Taylor St. 484 Higgins Bldg. 505 Pioneer Bldg. 804 Scott Bldg. 280 Pacifie Bldg. 

Portland, Ore. Los Angeles Seattle Salt Lake VancouTer.,^ B. 0., Oan. 
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Equal Opportunity is the "American Plan” 

“open shop,” so-called, has been given the name of “The American 
M ^ Plan.” This more clearly defines it, for it aims to ^ve to every worker 
in the country the same opportunity to earn his living. It is opposed, 
and rightly so, to from five to ten per cent of our millions dictating the condi¬ 
tions under which all shall work, or saying that none but the five or ten per cent 
shall be allowed to work at aU. 

When President Gompers of the American Federation of Labor recently 
classed advocates of this “American Plan” as “enemies of labor,” he did not 
show that skill in leadership that often has marked his long tenure of office, nor 
was he consistent with his own asserted belief in American democracy. 

The American Federation of Labor does not embrace 4,000,000 workers. 
Should this membership presume to dictate the conditions, rates of wages, etc., 
under which all American workers shall labor I Should it set itself up as an 
industrial autocracy in democratic America? Should it be allowed to determine 
who may and who may not be permitted to earn a living in the United States 
For this is exactly what Mr. Gompers must mean, if he means anything, in at¬ 
tacking the “open shop.” 

The closed or autocratic shop had its opportunity during the war to demon¬ 
strate what its advocates claimed for it. 

But what was the result? With wages more than doubled, often trebled, the 
output was in most cases restricted to less than half, often one-third what it was 
in ordinary times. 

One instance in one line will suffice. Bricklayers who ordinarily lay 1500 
bricks a day lay less than 500 and that with more than double the previous wage. 
Before the war 2000 was a fair day’s work. 

The record of former Secretary Daniel’s “patriots in overalls” was even 
worse and we are now trying to dispose of hundreds of millions worth of ships 
for a paltry $2,000 apiece and no one wants to buy them. 

Do you wonder why? Would you want to buy ships that instead of being 
put together throughout with iron bolts copper rivets, etc., wooden pegs or 
plugs were often used and painted over by these “patriots”? I know this from 
some mechanics who were going over some of these ships to examine their con¬ 
struction. 


Bear in mind this was work done, not in one instance, but in many, by the 
closed shop workers at a time when ships were needed to transport troops and 
supplies. We were in dire need of them. 

The country was being fed up on the “democracy” of the closed shop by 
Gompers and his cohorts. He was in the saddle and had full power to say the 
word and it was done. The closed shop was encouraged by our politicians to 
take full control. 


Six thousand strikes in one year in America and each time being given in to 
made them feel they had America by the throat. 


But truth vull out and the awakening had to come—a new day has dawned 
and it is now that we are realizing that a fair day’s equivalent shall be rendered 
for the money received. 
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Do we wonder why the cost of living, of materials, of merchandise does not 
come down. 

Then we have got to see to it that “value received” and given must be ren¬ 
dered, not only by those who work for and with us, but by ourselves also. 

Each can and must do his part—^no more slacking on the job—no more re¬ 
striction of output. ■ No more limiting of boys who shall learn a trade. 

Until the spirit of real democracy is dead in this country, no minority, or¬ 
ganized or otherwise, is going to determine on any question what the majority 
shall or shall not do. The “American Plan” will win and will be the prevailing 
plan simply because it is American, because it is fair, equal and wholly in con¬ 
sonance with our Constitution. 


I BELIEVE— 


THE WEALTH OF A MAN 


That today is the best day since 
yesterday and that tomorrow will be a 
better. 

I believe in life, laughter and love. 

I believe that there is joy in life, if 
ye will but live. 

I believe that what we love we own 
—love life, that ye may live. 

I believe that environment, which is 
adamant before weakness, is fluid be¬ 
fore strength, purpose and work. 

I believe that there is no more pre¬ 
cious treasure for today, nor higher 
heritage for the future, than a friend. 

I believe that, on the whole, the 
world isn’t so bad—and is growing 
better. 

I believe that nothing worth while 
is wasted—that everything was, is and 
will be. 

I believe that to be good is well, to 
do good is better, to “make good” is 
best. 

I believe that we are helped in attain¬ 
ing our ideals by knowing that our 
friends believe in us and expect great 
things of us. 

I believe that laughter means red 
blood and long life. 

I believe in the divinity of all, as 
well as the divinity of the One. 

I believe in the hearty handshake, in 
hospitality, comradeship, friendship and 
love. — Arthur Fisher. 

“How do you find business?” “By 
going after it.” Timely, isn’t it? 


Says Thomas Carlyle: ‘ ‘ The wealth 
of a man is the number of things he 
loves and blesses, which he is loved and 
blessed by.” 

This is the sort of wealth that is 
laid up where moth and rust do not cor¬ 
rupt and where thieves cannot break 
through and steal. It is the wealth that 
every one may coin freely and unlim¬ 
itedly in one’s own mint. To increase it, 
all that is needed is to increase the num¬ 
ber of things that are loved and blessed 
and to gamer the love and blessings 
that come from them. 

This free and unlimited coinage 
needs no legislative sanction. It is coin 
that never can be counterfeited, except 
where selfishness does the minting and 
coins love and blessings for the purpose 
of getting love and blessings. The 
genuine currency of such mintage coins 
the love and the blessings without the 
slightest thought of anything but circu¬ 
lating them. If they come back and in¬ 
crease the store of wealth, well and 
good, but they were not sent out for 
that purpose. 

Figure up your wealth according to 
this formula, and you may be surprised 
to discover that the richest man in the 
world sits just opposite your good wife 
every morning at breakfast. 


When a man is out of a job it isn’t 
easy to get him excited about the awful 
plight of wage slaves. 
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Time to Stop Misrepresentation 
in the Movies 


Manufacturers as well as jobbers and dealers have a duty to themselves as well as to the 
public to perform. Misrepresentation, lies and calumny of industry, not only brings discontent 
but Bolshevism. 

We have long wondered that some manufacturer did not have the courage of his conviction 
to expose the misrepresentation and lies that are presented for public consumption through many 
of the movie plays upon which the public is being continually fed. 

We have all seen moving pictures ostensibly showing conditions in industries in which the 
starving wife and suffering children are held up as the victims of an insatiate greed of “cor¬ 
porations,’’ “capitalists,” “manufacturers”—anyone in fact who took any part in developing 
our resources and industries. 

There is no denying that a great deal of crime is engendered through the instrumentality of 
the movies and those who are loudest in condemning a movie censorship and talk much about 
free speech are the very profiteers who through misrepresentation are encouraging a radicalism 
which bodes ill for our nation. 

Recently the Remy Electric Company of Anderson. Indiana, realizing someone should take 
the initiative in bringing to the attention of the people in their community the slander that is 
permitted to go unchallenged through the moving picture known as “The Whistle.” 

We commend the action of the Remy Electric Co., not only to other manufacturers but to 
every American citizen who has at heart the welfare of his community and of our country in 
general. 

The item received from the Remy Electric Company and calling attention to this is as 
follows: 


Editor Hardware World: 

Isn’t it about time the various manufacturers had 
couraj7o to come out in the open and protect the rights 
of modern industry whenever tliey are assailed? 

Read the enclosed editorial. We issued this in our 
local newspapers after a motion picture appeared in 
our city that we believe had a destructive effect—a 
tendency to convey the wrong attitude toward the 
manufacturing plant of today. 

We are in the center here of a groat industrial 
section and if a picture like the one with which we 
take issue was allowed to go on unchallenged, it would 
create a lot of misunderstanding. 

Therefore, it was deemed advisable to openly criti¬ 
cize this picture and thereby do our part in protecting 
industries’ right for fair play. 

This picture alone is not the only offender. There 
are different pictures and other forms of propaganda 
making the rounds in which industrial relations are 
sorely misrepresented. But. this incident, shown right 
before our eyes, to our own men, w’as such an untruth, 
we could hardly let it go by without a word of defense. 

Other manufacturers we hope will take up the cause 
and see if together we cannot show the scenario 
writers, producers and censors, where they have the 
wrong ideas about working conditions. Then, we hope 
in the future, plots involving industrial scenes, will be 
honestly portrayed. 

Let us all work together in this regard to abolish 
industrial slander. To help the cause, you can make 
whatever use of the attached editorial you see fit in 
your news items. Yours truly, 

Anderson, Ind. REMY ELECTRIC CO. 

CORRECTING A MISREPRESENTATION 

A film entitled ‘‘The Whistle” appeared at one of 
the local motion picture shows recently. The story it 
told was a gross misrepresentation and a word should 
be said to correct the faulty impressions it must have 
created. 

Csiially we would ignore such an absurdity as this 
picture. Silence, however, may be misunderstood, 
therefore, we feel it is some manufacturer’s place to 
take issue against this slander of modern industry. 


The scenario of ‘‘The Whistle” is based on indus¬ 
trial relations as they supposedly exist. Present ideal 
working conditions, safety regulations, child labor 
laws, etc., mean nothing to the authors. The factory 
whistle is shown hounding the workman. The hero 
and his son rise to its raucous blasts and all day long 
as they toil, they register hate every time it blows. 
The shop where they work is filthy. Safety arrange¬ 
ments are entirely disregarded, as the loose belts and 
exposed machinery show. The factory owner is a ty¬ 
rant, lending only deaf ears to the employes’ appeal 
for better conditions. 

Preposterous as it seems, the hero who is shop 
superintendent has his eleven year old son working at 
one of these dangerous machines. One day the boy is 
caught by an exposed wheel and meets a horrible 
death. The superintendent’s wrath is incited. For 
revenge he kidnaps the employer’s young son and 
leaves town. By peculiar circumstances the old em¬ 
ployer and kidnapper meet after six years. He tells 
his former superintendent how he has seen the light 
and that now safety regulations and ideal conditions 
may be found at the old plant. This unexpected turn 
of affairs, tearfully moves the man who would be a 
kidnapper, and the stolen son is returned. 


It Work LoathBome? 

Isn’t that just a bit overdoing it all aroundf Is 
the factory whistle such a nightmare! Is work such 
a loathsome thing as this picture paints itf Is the 
modern plant so dangerous? Are all employers rascals? 
We believe the theme of this story is un-American. It 
creates a class consciousness. It gives the audience a 
wrong mental attitude toward industry. 

As Anderson is an industrial community most folks 
who have seen the picture know conditions as they 
really are and place little faith in this film. But there 
are those who have never been in a modem plant and 
they may think this j)ieturc a true portrayal of existing 
conditions. 

The title role is played by Wm. S. Hart, who usually 
takes strong, virile, uplift parts. He is out of place in 
this picture, as it is destructive instead of edifying. 
The acting cannot be impeached but the moral behind 
the story and the method in which it is presented does 
not do justice to the star. 


Digitized by 


Google 



December, ip2i 


HARDWARE WORLD 


91 


Have the ideas of movie censors become so warped 
that they are overlooking the bigger issuest Is the 
proper style of bathing suits and the correct height 
of skirts the only things the eyes of censorsliip can seef 
Isn’t it time to learn that there are other morals aside 
from those that affect the way we are clothedt 
A Moral Issue Involved in Misrepresentation 

Don’t the censors know it is just as wrong to show 
an untrue picture of industry as it is to misrepresent 
any other form of societyf Still, they see no harm 
in this continually championing the poor downtrodden 
workingman and condemning his heartless wretch of 
an employer. 

Isn’t it time to atop this slander of industryt Let 
the tune be changed. Instead of defaming work, why 
not glorify itt 

I^ose belts and exposed wheels are not good prac¬ 
tice in industrial plants today as “The Whistle*' 
picture would have us believe. Neither are mere 
children found at the wheels of machines. They are 
usually in school at the ripe age of eleven. Can you 
imagine a big, husky daddy w'orking his eleven year 
old son as the poor little “Whistle” fellow labored! 

Nowadays employes do not call mass meetings to 
enforce safety rules. The state looks after these things. 
The state also says at what age children shall or shall 
not be employed. And the workingman’s compensation 
laws set the amount of indemnity to be paid disabled 
employes. No, it is not necessary for the wife or 
mother of an injured workman to beg the employer for 
aid like the poor woman in “The Whistle.” These 
payments are compulsory. 

Therefore, wives and mothers who have seen this 
picture, it is for your ease of mind that we are taking 
such measures to correct a misrepresentation. We want 
to assure you that repulsive and fatal accidents like 
the one in “The Whistle” have little chance of taking 
place in a modern shop. You may allay all fear that 
your loved ones are daily walking into the jaws of 
destruction when they pass through the factory gates. 
Movie Incites Crime 

We understand that murders, shootings, etc., are 
usually censored, but in “The Whistle” picture they 
allow a ghastly killing to be shown in its entirety 
without what is termed a “cut out” in the movies. 
Other kinds of murders, remember, are not permitted, 
but when poor old industry happens to be the murderer, 
the censors pass it by. 

Is this fair to industry and the pains our factories 
take to make such things impossible! Not alone are 
the state safety laws rigidly adhered to, but in addition 
“Safety Men’* are employed in most plants to prevent 
even petty injuries. Their job is to make the shop just 
as safe a place as the home. 

In taking issue against this picture we hope we have 
been able to clear up any misunderstanding. We have 
demonstrated, we believe, that industrial conditions as 
they really exist are just opposite to the way this 
film pictures them. Against the movie house that 
showed “The Whistle” we hold no brief. It is the 
producers and censors that we blame for this misrepre¬ 
sentation of industry, which we are taking this means 
to correct. 

REMY ELECTRIC COMPANY 
Anderson, Indiana 


REAL SALESMANSHIP 

There is a difference between selling an 
article to a customer and selling the customer 
on the article. It is the difference between one 
sale and the owning of a customer. An article 
disposed of is not sold until the customer is 
convinced and satisfied. MThether or not he has 
bought the article is only an incident. Real 
salesmanship aims at permanency. 


THESE ]\IEN STARTED AT THE BOTTOM 

Men who have reached the top in America’s 
“Who’s Who in Business,” started on the road 
to success by saving a good part of what they 
earned. 

Edward H. Harriman was a poor minister’s 
son; George Eastman, millionaire president of 
a camera company, worked for $3 a week; P. 
D. Underwood, president of the Erie Railroad, 
was a railroad brakeman; Gen. Coleman du 
Pont, United States Senator from Delaware, 
worked in a coal mine; F. W. Wool worth, of 
the 10-cent stores, was a grocery clerk; Thomas 
Edison was a newsboy; John D. Rockefeller and 
John Wanamaker started in life as clerks; Hen¬ 
ry P. Davison, partner of J. P. Morgan, was 
a farm hand; G. D. Swift, founder of the meat¬ 
packing house, worked in a butcher shop; Hen¬ 
ry C. Frick, the coke king, worked in a flour 
mill; Charles M. Schwab, the steel magnate, 
was a day laborer. 

How are you spending your time, as well as 
your money, young man? 

FORGETFULNESS, A BIG LIABILITY 

Often we hear in a store or office the old 
excuse, ”I must have forgotten.” Daily do 
business institutions pay the penalty for such 
forgetfulness of their force. 

Ordinarily the party who is guilty of for¬ 
getfulness does not realize the seriousness of 
what he or she has neglected. It is taken as a 
matter of course, a mere trifle in the day’s 
work. They lose no sleep over it, but someone 
must carry the burden. Someone must pay the 
penalty for that employe’s forgetfulness. 

Usually it is found in a careless or natural 
shirk, who uses such means of avoiding respon¬ 
sibility. While this is not always true, yet it 
is true nine times out of ten. 

Anyone who takes a real interest in the 
work they are doing can cure a defective mem¬ 
ory if they go about it in an earnest way. The 
average person doesn’t seem to realize the seri¬ 
ousness of a poor memory. If it is found that 
one is habitually indifferent and careless and 
makes no effort to remedy the defect, it is a 
short-sighted policy to attempt to carry them 
along. 

It is far better to get someone else who will 
take an interest in the business and let the 
indifferent person learn by experienee. As the 
saying is, “Experience is a dear teacher, but 
fools will profit by no other.” 

Memory of an active and reliable nature is 
an exceedingly important asset in any business. 


How often we meet pleasant, agreeable peo¬ 
ple apparently with a wonderful fund of infor¬ 
mation, who can entertain their guests by the 
hour, and yet when it comes to practical, every¬ 
day results and experience they amount to little 
in the world. 
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Fewer Reformers, More Performers Needed 


Time to Suppress the *'Oimme'B''; Wages With¬ 
out Work, Ease Without Energy—Now Reaping 
Results of Our Verbose Reformers of the Past 
Ten Years 


Editor Habdware World : 

For one, I am plumb sick of all this talk 
about “Capital and Labor,“ “The Great Un¬ 
washed Proletariat,“ “Does working eight 
hours unfit a man for toddling?’’ and “Knee 
skirts as a stimulant in place of alcohol,” and 
all this gush. 

It strikes me that what this world needs 
right now is a “damcite” fewer reformers and 
a “damcite” more performers. 

We are so busy talking efficiencies that we 
only have time left to produce deficiencies; we 
discuss industrial relations so much that we fail 
to practice industry. 

We need less advice about how to do things 
—and a “heluva” lot of advice for not doing 
them. 

We need less argument and more action, less 
“welfare” and more work, less give and more 
get. 

We have been so fed up on political bun¬ 
combe by reformers for the past ten years about 
“democracy” and “social justice” that we now 
see that we are reaping the fruits of it in a 
marked increase in crime by those who have 
thus been educated to believe that the whole 
world owes them a living; that the surest and 
easiest way to get on the pay roll is to hold up 
a bank or a train, or a merchant or a mail car. 

We have been blinded by words, by poli¬ 
ticians who used them to conceal their thoughts 
and whose aims are to obtain office by catering 
to union organizers whom they suppose are able 
to deliver the vote. 

We are beginning to get our eyes opened, 
and the great mass of union labor workingmen, 
honest and sincere at heart, are beginning to 
see how they have been deceived by their or¬ 
ganizers and officials, who feel that they have 
to do something to earn their $25,000 per year 
pay. 

I knew a man who had rheumatism and 
moved around entirely on his knees for four 
years, during which time he cleared thick beech 
and maple timber from forty acres of heavy 
land, besides carrying on the work of a pioneer 
farm. 

He was aided and abetted in this crime 
against the four-hour day by an energetic and 
thrifty wife and numerous growing children. 

He lived to eat a dozen simon-pure buck¬ 
wheat flapjacks as trimmings for a breakfast of 
solid food every morning until he was well 
past eighty. His average working day was 
around seventeen hours. 


He wasn’t particularly remarkable in his 
generation. 

It was a generation that never got fogged 
on the fundamentals. It knew that to eat bread, 
a man had to raise wheat. If he failed to raise 
wheat and the neighbors couldn’t help him 
(generally they couldn’t in those days), he 
stood an excellent chance of acquiring starva¬ 
tion title to a 6x2 plot of ground. 

The men of that day didn’t give much of a 
tinkersdam about the relations of owner and 
worker or whether employers kept a chiropo¬ 
dist for every ten employes. 

Those men, as do all of us, lived and loved 
and smiled and suffered and, when their time 
came, died—but through it all until the end, 
they worked. And they made America the 
greatest producing country in the world. 

The most elemental proposition in nature is 
that man must work to live—“in the sweat of 
his face shall he eat bread.” The trouble today 
is that most of us want to eat only cake and 
three-inch porterhouses, without sweating—beg 
pardon, perspiring—one single, little perspire. 

Everyoae Has the **Qiiiimes.’* 

Two colored boys, one tall and one short, 
were standing at the Union Station the other 
day. The tall one produced from his pocket 
paper, tobacco and match, rolled a cigarette 
and lit it. . 

The short boy watched him and finally said, 
“Say, boy, gimme a slip.” 

The smoking negro fished in his pocket and 
handed over the paper. 

“C’mon, boy, gimme some tobacco,” begged 
the little fellow. 

He got it, along with a comer-eyed look, and 
proceeded to make his cigarette. That finished 
and in his mouth, he looked again at the taller 
negro. 

“Now, gimme a match, won’t yuh?” he 
asked finally. 

The tall negro slowly produced the match 
and passed it. As he did so, he spoke for the 
first time. 

“Say, boy, where at you git that thar mofful 
o’ ‘gimmes,’ anyhow?” he queried. 

The universal request is “gimme an easy 
job and gimme more money and gimme every¬ 
thing the other fellow has—and then gimme 
butter on it!” 

It is sickening. The only things any of us 
should ask for are a little less government and 
a lot more grit—and health. We can hustle 
for all else we are entitled to. 
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The only persons whose positions are secure 
are the dead ones—and most folks don’t want 
security at the price of death. 

Here is what ails us—we are plain, shiftless, 
good-for-nothing lazy. We try to get wages 
without work—ease without expenditure of 
energy. We attempt to dictate the value of 
our efforts, rather than accept the market price 
for the products of those efforts. 

And it can’t be done. 

The law of compensation has never been re¬ 
pealed—and perpetual motion is still a chimera. 
We can’t get something for nothing or lift 
ourselves by our boot-straps. And if we all 
turn preachers, where will the congregations 
come from? 

It is time for us to quit living in tomorrow 
and begin living in today. Today is the only 
day in which we ever will accompli.sh anything. 

We should quit dreaming about what we will 
do when success strikes us or the millenium 
overtakes us—and start planning how to give 
more real service and better value for ever}" 
dollar we receive today. 

The world is facing some big problems, we 
are told. 

Most of those problems depend upon readjust¬ 
ment from war conditions and the mental atti¬ 
tude of the last few years. 

Readjustment will be here when all of us 
know that we are getting a dollar’s worth for 
every dollar that we spend. And that, again, 
is predicated upon each of us giving a dollar’s 
worth for every dollar that we get. 

This means greater output at lower cost— 
more economical production, which will permit 
more equitable prices and restore normal de¬ 
mand. 

In other words, it means honest work and 
useful service. 

By way of solution of the problem of eco¬ 
nomical production, let every individual in this 
country—every individual in your business and 
our business—let you and I—try this : 

Get right down in harness on the particular 
job that is ours or the first job that comes to 
hand, be it sweeping a floor or directing a 
bank, and do it in the very best and the very 
quickest way that we can discover—and let 
the other fellow go and do similarly. 

If we do that I’m thinking it will be a 
mighty short time until we will have no need 
to worry about prices or profiteers, leagues of 
nations or fool notions, unions or uniforms. 

If all of us will try to be satisfied with our 
job and our joys, our food and our Ford, our 
faith and our friends—and will work likell and 
smile, quite probably most of the world’s prob¬ 
lems will solve themselves, without special leg¬ 
islation by congress or the appointment of addi¬ 
tional government commissions. 

And should conditions not be pleasing after 
we have given that plan a fair test, there is 
still time for us to go to the Fiji Islands and 


launder fig leaves, join the Utopia being op¬ 
erated by Messrs. Lenine, Trotsky, et al, which 
Hearst and his kind are interested in putting 
over.” 

But for prosperity’s sake and all our sakes, 
let’s give honest work a trial first. 

Yours truly, 

A. E. MEDAKT. 


JOT IT DOWN 

If you’re going to meet a man. 

Jot it down. 

If you’ve got at little plan. 

Jot it down. 

If you never can remember 
Your requirements for September 
’Till October or November, 

Jot ’em down. 

If you’ve got a note to pay. 

Jot it down. 

If it’s due the first of May, 

Jot it down. 

If collections are so slow. 

That to meet the note you know 
You must dun Old Richard Roe, 
Jot it down. 

If you have a happy thought. 

Jot it down. 

If there’s something to be bought. 
Jot it down. 

Whether duty calls or pleasure. 

If you’re busy or at leisure. 

It will help you beyond measure— 
Jot it down. 

If you’ve got to meet a train. 

Jot it down. 

If you think it’s going to rain. 

Jot it down. 

If at work or only play. 

If at home or far away. 

In the night or in the day— 

Jot it down. 


MODEL HARDWARE ACCOUNTING 
SYSTEM 

McCreary Bros., whose enterprise and origi¬ 
nality in conducting their business at Scotts- 
bluff, Nebraska, have attracted national notice, 
have a model accounting and bookkeeping sys¬ 
tem which has recently been described in full 
in a special booklet issued by the Burroughs 
Adding Machine Co. Any merchant interested 
may secure copies of the same through any 
office of the Hardware World. 


True greatness is to have learned directly 
from life its lesson of good and evil, and to 
have come through it all with laughter, a hard 
head, and a soft heart. ^ j 
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Commend Congressman Blanton— 
Condemn Truckling Politicians 

Editor’s Note.—In our November issue on page 144, we published a letter from one of our subscribers, in 
which he made the statement that one of the many things for which he had. to be thankful was that Samuel 
Gornpers was not running the government. 

Commenting upon this letter, with which he says he wholly agrees, Mr. McCarthy, traffic manager of the 
Salt Lake Hardware Co., in his letter published below, raises another point that we believe should interest every 
American citizen, viz.; the censure of Rej)resentative Thomas L. Blanton, of Texas, for publishing in the Con¬ 
gressional Record, under leave to print, an extension of his remarks or views, in which Congressman Blanton 
discloses the domination and tyranny that exists, not only in the government printing office at Washington, but 
that has existed in all the government offices the past several years. 

Congressman Blanton is one of the few men in Congress who have demonstrated this courage to tell the 
truth and give the facts relative to the domination of the unions in all departments and offices at Washington 
during the last eight years. Although a lifelong democrat, Mr. Blanton places loyalty to country above loyalty 
to party, and for that reason he has been persona non grata with prominent democratic politicians, as well as 
with politicians of the republican party, who owed their election to their attitude in truckling for what is known 
as the “labor vote.*' 

The remarks, and evidence of Congressman Blanton, to which Mr. McCarthy refers, is too long for publica¬ 
tion, occupying several pages in the Congressional Record, but those of our readers who are interested in knowing 
the facts, how every employe in every department at W’'a8hington is compelled to belong to a union or lose his 
job, the excessive demands made upon them to contribute, that strikes may be carried out, the pernicious system 
that has gradually been built up under the supervision of the former secretary of labor and Samuel Gompers 
and his son (and it is the duty of each one to be informed upon these matters), should secure a copy of the 
Congressional Record of October 22, pages 7418-7425. 

It is the duty of every business man to support and commend, regardless of party politics, men with the 
fearlessness and courage of Representative Blanton, who hesitate not to give the facts, even at the risk of being 
suspended from congress for doing so. 

It should be borne in mind that the language for which he was censured was not used by him, but 
merely the language of certain government employes, which he quoted and caused to be printed in the Con¬ 
gressional record. He is deserving of the thanks of the country for making the quotations he did, that we 
may know the kind of men who fill such positions, and to whom they owe their appointment. 


Editor Hardware World; 

I was quite interested in the article on page 
144 of your November issue containing J. A. 
Moore’s view of “Presidential Democracy,” 
and am in very hearty accord with all he says 
except his conclusion that we have many things 
for which to be thankful, “aside from the fact 
that Samuel Gompers is not now helping to run 
the government.” 

Having just completed a very careful peru¬ 
sal of the Congressional Record, containing the 
extension of Mr. Blanton’s remarks, followed 
by an outburst of balderdash and piffle in ref¬ 
erence thereto on the floor of the house, I have 
wondered if our representatives in the lower 
house of congress are not more interested in 
placating Mr. Samuel Gompers and the interests 
he represents than they are in defending the 
right of the loyal citizen to earn his living 
and provide for his family without dictation 
from the labor unions. 

The language to which such serious objec¬ 
tion was raised was not ]\Ir. Blanton’s, was not 
offered with his approval, nor was it so printed 
that anyone who had never heard it could read 
it understandingly, and it seems to me that only 
by publishing the matter in its entirety could he 
show the deplorable conditions existing in the 
government printing office. 

I think, and my view is shared by everyone 
with whom I have discussed this matter, that 
instead of being censured. ^Ir. Blanton is en¬ 
titled to a vote of thaiiks for exposing a con¬ 
dition which congress, representing all the peo¬ 


ple, is in duty bound to correct without a 
moment’s delay. The house, however, saw fit 
to ignore the vital principle which Mr. Blanton 
so courageously upheld and saw fit to drown 
it in a flood of indignant claptrap oratory. 

As long as congress maintains its present at¬ 
titude and fails to take action necessary for the 
protection of the right of any man, regardless 
of his affiliation with any labor or other organi¬ 
zation to employment in the service of our gov¬ 
ernment, we are hardly justified in agreeing 
with Mr. Moore’s conclusion that “Samuel 
Gompers is not now helping to run the govern¬ 
ment.” 

Yours very truly, 

w. s. McCarthy, 

Traffic Mgr., Salt Lake Hdwe. Co. 


DON’T STOP 

If you stop to find out what your wages will be 
And how they will clothe and feed you, 
Willie, my son, don’t go on the Sea, 

For the Sea will never need you. 

If you ask for the reason of every command 
And argue with people about you, 

Willie, my son, don’t go on the Land, 

For the Land wull do better without you. 

If you stop to consider the work you have done 
and to boast what your labor is worth, dear, 
Angels may come for you, Willie, my son, 

But you’ll never be wanted on Earth, dear? 

=-Rudyard Kipling. 

Digitized by xjOOQ iC 



HARDWARE WORLD 


95 


December, igai 


A Merry Christmas and A Happy Inventory 

(By Harry O. Nye) 


To me, the most wonder¬ 
ful thing about Christmas 
is the time it comes. If 
there is any holiday placed 
at the right spot in the 
year, Christmas is the holi¬ 
day. It comes right after 
the Christmas shopping, 
when a merchant ought to 
be feeling prosperous, even 
if he is a little tired. 

And it comes, too, dur¬ 
ing the Christmas vacation, when the boy is 
home from military school or the girl from 
“finishing*' school (so called because the bills 
just about finish father), or they are both 
home from public school, which is the best 
place for them to be home from, anyhow. 

So, with the kids home, and a nice holiday 
trade, and a few other cheerful things, the old 
man is likely to be full of the dlhristmas spirit 
then, if he ever is. And then along comes 
Christmas! 

Of course New Year's Day is almost as ap¬ 
propriately located. It comes on the first day 
of the year and it is a mighty handy coinci¬ 
dence. The Christmas shopping does not make 
us all happy—not by a long shot—because we 
are not all engaged in the selling of near-gold 
watches and near-tobac cigars. 

But New Year's Day is sure to make us 
happy, for it is the season of the year when 
we figure up the year's business, and find out 
how much we made, and how much less it is 
than we ought to have made, and all that sort 
of thing. 

«<01isrglng Off” on a New Year 

The first of the year, too, is the time of that 
happy little ceremony known as “charging 
off." It is the time when the Bad Account 
gives its last feeble kick and curls up and dies. 
For months we have sat by its bedside and 
hoi>ed against hope. We have hand-nursed it 
ourselves for a few months and then called in 
Doctor Collector, and possibly brought in a 
specialist. 

But now we know that all is in vain, and 
that we might as well let it die, and lay it away 
in the cemetery of experience, to be mourned 
for a little while, and then, let us hope, for¬ 
gotten—forgotten, because we shall have other 
sick little accounts that shall need our nursing 

Now, also we can charge off something for 
depreciation. On December 31 our Ford may 
be worth $475.00, but tomorrow we know it will 
be worth only $237.00, unless Henry has cut the 
price again, and then, of course, it will be worth¬ 
less. And the building we own will be worth 
two per cent less tomorrow than it is today. 



There is nothing to make a man as happy as a 
happy New Year and to realize that what was 
worth $1000 a year ago is worth anywhere 
from $500 to $990 now. 

So New Year’s comes right at the right 
time, too—for we probably have enough of the 
Christmas spirit left to get us through it. 

It would be so awkward to have sleighbells 
ringing, say, in August, or have inventory come 
in the middle of our summer vacation. 

Olirlstiius and New Tear’s Iffost Stay Put 

Make October 18 the Fourth of July, if you 
want to, and I won't especially care. Make 
June 11 Washington’s birthday, and Washing¬ 
ton is not in a very good position to object. 

Make Memorial Day some other day than 
May 30, and it won't interfere with the base¬ 
ball games for which it was apparently in¬ 
tended. You can take St. Patrick's Day away 
from the Irish—that is, if you are bigger than 
the Irish are—and shove May Day over into 
November; but leave Christmas and New Year's 
alone. 

A man needs Christmas to get him through 
New Year's. It is only a week from Christmas 
to New Year's, when the merry Christmas bells 
are followed by the merry New Year's bills. 
The Christmas remembrances are no more than 
out of the road before the New Year's remind¬ 
ers are here—and some of the reminders are for 
the remembrances. If you want to know how 
much your wife loves you, get her a charge 
account at a department store, and then see all 
the pretty things she will give you. 

The Gift Tliat Share Their Blewiuge 


She will gladden your heart with a new din¬ 
ing-room table and a new rug for the hall. She 
will make you happy with a tea-tray and a lot 
of other things. There is nothing in the world 
that gives a generous wife more joy than going 
around picking out nice (Christmas presents for 
her husband. Doesn't she know how a new 
piano stool will delight you, bless her heart? 
Yes, she doesn’t. 

So I am glad that Christmas and New Year's 
are just as they are. We need New Year's to 
get us through the year and we need Christmas 
to get us through New Year’s. So I wish you 
a Merry Christmas and a Happy Inventory. 
May you find the $50 goods you bought last 
April worth at least $35 now. There has been 
some argument whether goods should be in¬ 
ventoried at cost or value, but the real question 
is whether they should be inventoried at all. 
Let conscience be your guide, unless conscience 
is inclined to get gay with your money. 

A Merry Christmas and a Happy New Year! 
May your Christmas presents be just what you 
want and your New Year's figures be just what 
you expect. 
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Stock Records—Your Guard and Guide 

(By W. W. Ck>oley, BnrrongliB Adding Macliine Go.) 


W HEN you embark in business, it is with 
the first thought of realizing on your 
capital investment a greater return than 
comes from a savings account, and second, to 
have a safer investment than the ordinary spec¬ 
ulative stock proposition. 

Government reports show that for every 100 
new business enterprises, there are usually 75 
failures. Therefore, it behooves the business 
man to safeguard himself to the utmost. 

Business activities resemble the acts and 
wants of the Italian ditch digger who said, ‘‘I 
digga the ditch to getta the mon’ to buy the 
grub, to makka me strong, to digga the ditch.'* 
You invest your capital in merchandise. You 
sell your merchandise for money. You again 
invest that money for more merchandise. 

This rotation, or revolution, of capital con¬ 
stitutes the turnover in your business. The 
greater the turnover, the greater the profit. 
Do you know your turnover? Do you know 
your stock on hand? 

A man running a business in seemingly good 
quarters, where customers enter and buy lib¬ 
erally, is assumed to be in a prosperous condi¬ 
tion. Too often that is found to be a mistake. 
Why? Because those entering have been buy¬ 
ing those goods that did not yield a profit suf¬ 
ficient to carry the expenses, due to the great 
amount of idle capital represented by dormant 
goods. 

The average merchant will watch with the 
eye of a hawk the daily cash receipts. He will 
also see that they are safely deposited in a 
bank and thereby know his cash assets. But 
again, too many have no idea of what is on 
their shelves or in the warehouse. You may 
know your daily sales, both cash and credit, 
even know what each department is returning, 
and yet not know the value of the goods on 
hand or the length of time that they have oc¬ 
cupied their sleeping quarters. 

Stock records will not make you buy right, 
but they will help you. Stock records, of them¬ 
selves, will not bring you interest, but they will 
enable you to so regulate your purchases that 
your saving in interest and discount will prove 
of great worth. 

Stock records should tell you: The unit 
cost, from whom purchased, date of purchase, 
amount of purchase, sales, balance on hand. 

With such information you will know: How 
to buy in the most economical quantities, what 
unprofitable lines to cut out, the time and 
amount of merchandise to order, when to close 
out short lines, amount of profit gained from 
each live line, where the leaks are and how to 
prevent them, how to figure costs accurately by 
lines, amount of money required in any depart¬ 


ment, how to watch invested dollar as well as 
cash, the rate of stock turnover by lines. 

The great volume of “Trade Marked Goods” 
have both their cost and selling price fixed by 
the manufacturer. The gross profit is definitely 
fixed. Your net profit, therefore, depends upon 
your expenses and on your turnover. Keeping 
correct stock records enables you to see at a 
glance what articles are moving and Y^hat 
articles are “shelf warmers.” With this in¬ 
formation before you, you can quickly make a 
table of comparison that is very valuable. 

To illustrate, we buy an article for $3,000 
and sell it for $4,000. Our selling expense is 
15 per cent. We have either one, four, or twelve 
turnovers. Note the difference in your net 
profits: 

Number of Turnovers 


Per cent mark-up 


Gross profits . 

Selling expense . 

Amount of selling expense. 


1 

4 

12 

$3,000 

$ 3,000 

$ 3,000 

4,000 

4,000 

4.000 

25% 

25% 

25% 

3,000 

12,000 

36,000 

4,000 

16,000 

48,000 

. 1,000 

4,000 

12,000 

. 15% 

15% 

15% 

. 600 

2,400 

7,200 

. 400 

1,600 

4,800 

13 1*3% 

63 1-3% 

180% 

. 3,000 

3,000 

3,000 


MR. PERNLEY'S INTERESTING FIGURES 

In the report which Secretary T. James 
Fernley made to the twenty-seventh annual 
convention of the National Hardware Asso¬ 
ciation of the United States at Atlantic City 
last month, several interesting facts were 
brought out with regard to the wholesale hard¬ 
ware business in its national aspect. 

It was Mr. Pemley's statement that average 
hardware prices rose to 178 per cent above 
pre-war prices and that now average hardware 
prices are 80 per cent above the pre-war mean. 
Some of these items are below these figures and 
some above. 

Mr. Fernley recognizes 150 distributing cen¬ 
ters in the United States, from which jobbing 
houses supply the retail hardware trade. In¬ 
quiry has shown that 20 per cent of wholesale 
orders come by mail. Seventeen new members 
have been admitted to the association during 
the past year, and the secretary-treasurer has 
covered 20,000 miles of travel visiting the vari¬ 
ous members at their places of business. 

The rep>orts further cover all phases of the 
wholesale business in an able and valuable man¬ 
ner. 


Putting the G in genius. 
W and follow with 0-R-K. 


You start it with 
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Charles "Cutlery” Catlin—Knows Knives 


A PAST worker and a sure one is Charles 
P. Catlin, manager of sales promotion 
in the new cutlery division of the Reming¬ 
ton Arms Co. 

If you would have our statement borne out 
four or five-fold, talk to him, as we were privi¬ 
leged to. If you are not one of the thousands 
of members of the hardware and sporting goods 
trade with whom he has personally come in 
contact to enthuse and enlighten, glance for a 
moment at his brief and brilliant record with 
Remington cutlery. 

Mr. Catlin entered upon his present duties 
about the first of July. Pour months later, by 
the first of November, he had visited every 
large jobber and distributor of the Remington 
Ar^ Co. in the United States, 
and conferred with every 
member of the Remington or¬ 
ganization, going over the cut¬ 
lery line in detail, item by 
item. He has also planned a 
tremendous publicity c a m- 
paign for 1922, besides map¬ 
ping out and setting in motion 
the hundred of other measures 
necessary to conduct in typical 
U. M. C. fashion the cutlery 
department of the Remington 
Ams. Co. 

Most men in the trade 
would say that Mr. Catlin 
came to his new duties at a 
most unfavorable time. The 
Remington Arms Co. began 
cutlery manufacture less than 
a year ago, out of a clear sky. 

Pull production was under 
way about the time that Mr. 

Catlin joined tiie company. 

Yet in spite of this two¬ 
fold handicap—a dull market 
and a new venture—regard 
the result. The cutlery works 
are operating 14 hours a day, full force, turning 
out a complete line that has been heartily re¬ 
ceived by the trade as standard. Plans have 
already been completed to double the capacity 
of the plant. At present time the factory is 
behind on orders and the production chiefs ^ve 
to hold Mr. Catlin back in his sales promotion 
efforts. 

Sales Ezecutive From the Start 
Charles P. Catlin has grown up in the hard¬ 
ware trade, as an executive, both in selling and 
buying. With Hibbard, Spencer, Bartlett & 
Co. at Chicago, he traveled as salesman. Por 
some years he was with the Van Camp Hdwe. 
& Iron Co. of Indianapolis. 


Large institutions are ever on the lookout 
for brilliant young men, and Mr. Catlin found 
himself facing a greater opportunity in charge 
of the cutlery department of Mai^all-Wells, 
with headquarters at Duluth, Minnesota. Here 
he more than doubled the business of his de¬ 
partment in two years, demonstrating his power 
and ability and the breadth and depth of his 
constructive ideas. 

When the Oneida Community undertook to 
popularize and dignify silver plate, they turned 
to ‘'Charley’^ Catlin, and in the ten or twelve 
years that he has directed Oneida promotion 
work the whole nation has come to know the 
product through the brilliance, imagination and 
sales power of his ideas. The fair damsel, gaz¬ 
ing into the chest of silver, is 
a daughter of his mind. 

Mr. Catlin points to the 
fact that no cutlery or knife 
line has at present a national 
sales demand from the con¬ 
sumer, so it is his ambition 
and his intention to place the 
Remington line in this posi¬ 
tion. There are over 50,000,- 
000 prospects for pocket 
knives in the United States. If 
just half this number can be 
equipped with the Remington 
knives at an average of $1.00 
apiece every year, an annual 
business of over $20,000,000 
would result. Por the man 
who turned a $30,000 business 
into a $700,000 annual busi¬ 
ness in only two years' time, 
this new quota is by no means 
impossible; in fact, it is more 
than probable. 

Popular Advertising Will 
Help Dealers 

It will be Mr. Gatlin's 
plan throughout to give the 
dealer and the customer more than he bargains 
for, and at the same price. As far as the dealer 
is concerned, taking on the Remington cutlery 
line will mean taking on a complete sales serv¬ 
ice, window trims, stock arrangements, display 
suggestions, ideas that will help in retail adver¬ 
tising—a complete service that will make him 
a better merchant, not only in the cutlery de¬ 
partment, but in all departments. * ‘ What helps 
all, helps each," says Mr. Catlin, and whatever 
makes a better merchant necessarily makes a 
better salesman for us. 

Starting next year there will be a tremen¬ 
dous popular advertising campaign going direct 
to the consumer—everyman. This national 






OKABLBS P. OATUN 
Sales Promotion Manager of the Cutlery 
Division of the Remington Arms Co., who 
has started out to do for Remington cut¬ 
lery what he did in a similar capacity for 
Community Silver. 
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magazine campaign will be so planned that 
every dealer will know just when the adver¬ 
tising will appear, so that he may couple with 
it his own advertising in his local paper, ar¬ 
ranging also for window displays to get the 
full benefit of the demand built up through the 
national media. 

RETAILERS^ METHOD OP ALLOWING 
DISCOUNTS 

The Hallovvell Hardware Company of Susan- 
ville are putting into practice a method of al¬ 
lowing discounts which they tell us is proving 
most satisfactory. 

It was designed to take care of accounts 
which are entitled to small amounts in a credit 
way but which are not substantial enough to 
carry them month after month. 

Particularly is this true with reference to 
the smaller contract painters, small garages and 
also some of the competitors of the Hallowell 
Hardware Company who expect to make their 
pick up purchases at an inside price. 

On the theory that discount is a premium 
for prompt payment of accounts within the 
time and upon the terms specified, the pur¬ 
chaser pays the regular retail price instead of 
being allowed either a cash or a trade discount. 

There is not a uniform discount allowed. 
Such items as Mr. Hallowell terms ‘‘X’* goods 
refer to the ordinary run of shelf hardware 
which is sold at the best margin of profits. 

Items marked ‘‘Z’’ are those which are sold 
at a lower margin of profit and the items 
marked are such as nails and close profit 
items which carry the minimum of discount and 
w’hich are not subject to any flat percentage 
but are figured according to the class of mer¬ 
chandise. 

For example, they allow their corporation 
trade and building contractors a discount of 
25 cents per keg beyond the regular keg price. 
Of course this means a little extra work at the 
end of the month, but they are satisfied that any 
merchants who wdll try this system will find 
that he is amply repaid for the trouble taken 
and that it will enable him to hold his trade and 
to develop new business. 

The following memo is attached to the in¬ 
voices when rendered by them: 

If the attached bill is paid 

On or before.it will 

be discounted as follows: 

. % or $.on items marked—(X) 

. % or $.on items marked—(Z) 

$.on items marked—(B) 

Total Disc. $. 

All items not marked are NET 

Please return attached bill with your remittance 

You are offered the above discount on account of 
beinjj a large user or because you are engaged in a 
business which entitles you to special consideration. 
However, payment on date noted is absolutely neces¬ 
sary in order to earn this premium. If you don’t earn 
it, don’t claim it, as we will not allow it under any 
circumstances after date noted. 


DID THIS HAPPEN IN YOUR STORE? 

Naturally, true friends of the hardware 
business come to us with their suggestions at 
all times. So w’e hear the evil as well as the 
good in the trnde, the shadows with the sun¬ 
shine. 

Here is a little incident that concerned the 
wife of one of the pioneer western hardware 
men, one who has always stood for the noblest, 
squarest, most manly trade practices. What 
happened in the family of this hardware man 
is as apt to happen to any other family. But 
the reaction might be less charitable in another 
case. Does such a thing occur in your store? 
Could it? 

It seems that Mr. X-’s wife went into 

one of the leading and largest hardware stores 
in a large western city. There were quite a 
number of customers in the store and she pa¬ 
tiently waited her turn for some time without 
complaint. Finally the clerk at the counter 
where she was waiting finished his sale. Nat¬ 
urally she asked, “Will you please wait on 
me, now?^’ 

His answer was brief and to the point, “No, 
ma’am, I’m going to lunch.” 

This is the little occurrence, this the little 
word or two that loses customers and weakens 
institutions. A salesman lets lunch interfere 
with the interest of the house. Here was a 
customer lost for all time because of the 
striking of the clock. 

Are you that sort of a salesman? Or as a 
proprietor have you that kind of an employe? 

On the other hand, as a customer and con¬ 
sumer yourself, what would you think of such 
treatment? If the rules of your store are so 
strict that an employe must go to lunch at a 
certain time, at least he should make a point ot 
explaining this fully to the customer, so that 
no slight or insult might result. 


In almost every business there is far too 
much conversation, and there is far too little 
conference. There is a vast difference between 
these two, which many managing directors do 
not seem to realize. Conversation is desultory. 
It begins anywhere and goes anywhere. It lea^ 
to nothing. It is indefinite. It is usually mere 
talk—time-wasting talk. Conference, on the 
other hand, is a definite discussion leading to 
a definite decision. It aims at action. It se¬ 
cures agreement as quickly as possible. It aims 
at results. It is practical, effective and con¬ 
structive. — Herbert N. Casson. 


“A man who has ten children to support de¬ 
serves a lot of credit. In fact he has to have it.” 


Which can you be likened to in your organi¬ 
zation, a drop of oil that helps to make things 
run smoothly, or a grain of sand that tends to 
hurt the gears? 
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Early Trsdns—^Wom Shoes—More Sales 

(By ChaxlM W. Hoyt of Hoyt's Soxrico) 


W E are told by numerous manufacturers 
and associations that production, per 
man, has increased: meaning that 
factory hands are now producing more, per 
man than they did. 


Charles W. Hoyt of Hoyt’s Serv¬ 
ice, Inc., is a sales and advertising 
man of national importance, with a 
punch behind his message. 


But how about sales production? Has it 
increased? Are salesmen averaging, per day, 
per hour, per man, bigger results? Are sales¬ 
men catching early trains, as they did in 1912? 

Are salesmen waiting at the door of the 
buyer when he arrives in the morning? 

Are not salesmen still following bad habits 
which they contracted in 1918, ’19, ’20? 

William R. Bassett recently said, ‘‘You can¬ 
not make today’s dollar the same way that you 
made yesterday’s dollar. 

So far as selling is concerned, we have been 
the rounds, or rather we have passed through 
the cycles, during the past ten years. 

It was about 1912 that we were paying a 
great deal of attention to the matter of better 
sales methods. At that time sales managers, 
and even presidents or general managers took 
an interest in, and believed in, such things as 
salesmen’s conventions, sales manuals, and 
standardized salesmen’s kits. 

In those days, the job of managing and di¬ 
recting sales and sales policies was deemed 
worthy of the best brains. 

Uaing Salesmen for Shipping Clerks 

And then we came into the second cycle— 
those boom times of 1918, ’19, ’20. I remember 
a very interesting meeting held by the New 
York Sales Managers’ Club, about 1919. The 
subject was “What shall we do with our sales¬ 
men?” Fancy asking such a question in the 
year 1921! But they had answers, that evening, 
for the question. Some told how they had put 
their salesmen to work in the shipping room, 
helping so that they might catch up on orders. 
Otheis had sent their men out tracing freight 
shipments and negotiating with railroads for 
better service, etc. 

Salesmen Broke Training 

It was during that time that salesmen and 
sales managers, and sales in general, went 
“soft.” They broke training. At that time, 
many a man responsible for selling was affected 
with a swelling in his cranium. He over-valued 
his importance and value. 


Because the factory sold all it could make, 
the.se fellows imagined they were real sales man¬ 
agers. The salesmen of those days were not 
salesmen. They were excuse-mongers. 

The New Cycle of Trade 

And now we have gradually come into the 
next cycle, the one we are in now; and it is 
with that cycle my address must have to do. 

People are saying these days that advertis¬ 
ing is on trial. Of course it is on trial; in just 
the same way that production was on trial 
three or four years ago; and not only is adver¬ 
tising on trial, but so, also, is selling, and a 
lot of other things, which are different because 
we are in the new cycle. 

Do Yon Realize Wkat Those Figures Meant? 

The other day the United States Census gave 
its figures on manufacturing for the year 1920. 
Did you realize what those figures meant? In 
1920 we made $63,000,000,000 worth of goods 
in this country; and if you go back 20 years (to 
1900) you will find this is 5V2 times as much as 
it was at that time, because in 1900 the produc¬ 
tion was only $12,000,000,000. And then in 1910 
it was only one-third as much, or $21,000,000,- 
000. And so production has increased tremen- 
duously. And production has stood its test. 


Most companies, today, need an 
Andrew Carnegie for a sales man¬ 
ager. You cannot find a man too 
good for a sales manager; and you 
cannot find men too good for sales¬ 
men. 


Shoes Axe Cheaper—Wear Them Out 


And in the same way, now, the job is to 
show that selling, marketing, advertising, car¬ 
rying goods from where they are to where they 
should be, is on trial. What are we going to 
do about it? I am not going to tell you the 
thing to do is simply to travel more men and 
travel them harder. It calls for more intelligent 
selling. You want more footwork, and more 
intensive footwork. But at the same time there 
is wanted more headwork. 

Also, we are soft. We have had too much 
mollycoddle selling and too much pussyfoot ad¬ 
vertising. Shoes are cheaper; but salesmen act 
as though they were afraid to wear out their 
shoes. 

The sales department needs rebuilding. The 
intelligent stock farmer constantly improves 
his herd, by throwing out the poor specimens 
and taking in better ones. 
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The Sales and Advertising Manager 

The sales force needs to be improved by a 
throwing out of the runts, and the putting in 
of real men. Today the most important job, 
in almost every firm, is that of the sales mana¬ 
ger and the advertising manager. These jobs 
should be filled by real men. 

One of my friends is at the head of a big 
manufacturing firm; and during the past eight 
years he has had about six different advertis¬ 
ing managers. One day, in a meeting of his 
board of directors I informed him, jokingly, 
but seriously, that whenever he found he had a 
man on his hands he did not know what to do 
with, he had made him advertising manager. 
I told him that whenever the advertising mana¬ 
ger had developed into a real man he had pro¬ 
moted him and taken him out of the job. 

I have seen firms where the superintendent 
and the buyer and the treasurer, and even the 
office manager, were on the board of directors 
or board of management, and where the sales 
manager was a subordinate—generally a bright, 
promoted traveling salesman, with a little au¬ 
thority. This won’t do today. You need the 
best man in your firm, whose time and thought 
should be given to selling. 


There is too much golf-playing 
and too little calling, by those who 
make up the sales departments. We 
want less hit-and-miss selling, and 
more intensive cultivation and 
“crop rotation.” 


Tbe Chief Job Today 

I believe the job of the general manager or 
president of a company has changed. A few 
years ago, I will agree, that his job was to push 
for production, and probably to watch financ¬ 
ing. Today the executive, the man who is at 
the head of his company has, for his chief job, 
the matter of disposing of his product. An 
executive naturally rotates in his activities, par¬ 
ticularly if he is the right sort. For some 
months he puts most of his time on one thing, 
and then he changes to another thing. 

The real job today for the executive—or at 
least ninety firms out of a hundred—is to find 
out how to sell the product of his company. 
Andrew Carnegie was the chief salesman of the 
Carnegie Steel Works and its allied companies. 
He filled, at that time, the most important job 
they had. He was able to find other men who 
could take care of the technical side of his in¬ 
terests. 

More Than Bulletins for Salesmen 

Rales management today, however, means 
a lot besides simply driving men. It is not 
enough to put out bulletins filled with tommy- 
rot about “every man doing his duty, every 


man putting his shoulder to the wheel,” and 
all that sort of thing. There’s a lot else to be 
done. 

Nor is it sufficient for a sales deparment to 
lay out its job of proposed sales performance 
unless, in turn, all other departments make co¬ 
ordinate budgets. Again this is a subject I 
would like to give more time to. 

Now just for a few practical suggestions. 

The Ifina 

First, the line—the products you make and 
sell—should be intelligently scanned. Work 
along the lines of least resistance, making things 
which sell easiest, provided they make money 
Throw out the inconsequential articles; write 
them off, and junk them. Concentrate on the 
sellers, the money-makers. Salesmen, in many 
cases, are called upon to sell too many things, 
rather than enough of any one thing. 

Defined Territory 

Next define your territory. Decide what is 
your territory, or your field. But do not take 
in any more territory than you can do well. 
List your prospects, your potentials—who ought 
you to sell? Then go to those potentials, hard 
and often. 

Standaniised Sales Talk 

Thirdly, decide what your story is and get 
it down on paper. Do not be afraid of stand¬ 
ardizing your sales talk. There are certain 
things worth telling about your product. You 
know that you personally have a story to give 
on those products. Be sure your salesmen tell 
that story, properly. 


Finally, select your men, your 
salesmen, intelligently, and then 
train and educate them. Teach 
them. If they refuse to be taught, 
fire them. 


Results of Intelllgeat Selling 

These things can be done. Business can be 
secured. You cannot make me believe other¬ 
wise, because I have seen too many examples of 
what comes from intelligent sales effort. Only 
last Saturday, a gentleman who heads a com¬ 
pany with which I have been associated for the 
past five years, was talking with me. The busi¬ 
ness last year (1920) was just about four times 
as big as it was in 1917, and the business is 
about ten years old. Last Saturday he told me 
his sales in September of this year were the 
largest of any month in his history; and he 
said that, with half of October gone, he believed 
that October would even beat September. 

And this man is not selling in a line that is 
booming. The particular line which he is in is 
very much depressed. The factory which makes 
his product (an article made of brass) is run¬ 
ning at about one-third production whereas this 
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man is, at the moment, running full. Why has 
he secured this? 

In the first place, during the past years, be¬ 
ginning in about 1918, this man has advertised 
strong and big in a concentrated field. In the 
second place, during the past eight months— 
these months of 1921 when things in his line 
looked mighty blue—he has used his salesmen 
in a most intelligent way. 

Let’s Oo! 

Mr. Will Hayes, in an address made in Cleve¬ 
land a few weeks ago, said, “I have no use for 
commercial slackers. We are not in a period 
of hard times coming; we are in a period of 
soft times going. Prosperity is coming; it is 
time to go out to meet it. I try continually for 
the common-sense of courage and confidence; 
and I declare, again, and shall continue to insist, 
that we have less of ‘Thou shalt not,' and more 
of ‘Come on, let’s go!’ ” 


GETTING INTO THE NEWS COLUMNS 

In connection with your store’s advertising 
in your local paper, you will find the editor 
and the management only too glad to extend 
the courtesy of the news columns to you, and 
it is your own affair whether you take this 
opportunity or not. 

Do not seek the mention of your own or 
your firm’s name in the news columns, telling 
in a dry and cursory way what stock you have 
on hand, a much more adequate announcement 
of which you have in your own paid space. 

See that the paper is supplied from time to 
time with real news. It may be an interview 
from you or your buyer, who has just returned 
from the metropolitan market. Perhaps some 
interesting article regarding conditions in your 
trade that you have found in your trade journal 
or in literature which has been sent to you by 
your trade associations. Very often the manu¬ 
facturers supply most interesting data concern¬ 
ing the processes of making different articles 
that would be well republished in your local 
paper, mentioning your store as handling this 
finished product. 

Again it may be a “feature story,” telling 
of some strange visitors who patronized your 
store, or how a dog ran loose in your crockery 
department, or of a unique hinge or a gold- 
plated door lock, or a strange shipment that 
went astray or anything that might claim the 
attention of the public. These are the human 
interest items—always in demand. 

In the last analysis news is only the unusual 
and interesting. Whatever has attracted your 
attention or that of your salespeople will un¬ 
doubtedly attract the attention and interest of 
your community if passed on to them through 
the local paper. 

Fehling Hardware Company, Miles City, Mont., re- 
V ently suffered a loss by fire, which we understand 
was covered by insurance. 


FIGHT FARM BUREAUS WITH KINDNESS 


When the question of farm bureaus and di¬ 
rect buying came before a recent meeting of one 
of the retail hardware and implement associa¬ 
tions, it was the opinion among members that 
the best solution of the farm bureau problem 
lay in cooperation, diplomacy, tact and assist¬ 
ance by the competing merchants in the com¬ 
munity. 

Usually some of the strongest and most in¬ 
telligent farmers in the community back the 
farm bureau movement. These are the men 
whose patronage and whose friendship you can¬ 
not afford to endanger. 

No idea or theory is ever discarded until it 
has been tried and disproved, either by experi¬ 
ence or by another theory. The farmer and the 
farm bureaus will probably always feel that 
farm buyers are being “imposed upon” or that 
they are the victims of “profiteering” by the 
retail merchant until they try retail merchan¬ 
dising themselves and find that it is cheaper 
for real farmers to farm and let real merchants 
do the merchandising. 

Several merchants testified that they had 
offered farm bureaus quantity prices on com¬ 
modities that they desired to handle, handling 
the business on a brokerage basis and depending 
on quantity discounts, on increased volume and 
on town trade for profit. 

It was brought out that a merchant’s busi¬ 
ness could not prosper permanently on this ba¬ 
sis, but that in every case where farm bureaus 
have tried handling retail hardware and imple¬ 
ments, sooner or later the venture was doomed 
to failure. It is only a question of helping the 
experiment to its inevitable conclusion as rapid¬ 
ly as possible. 

Ifiercbaat's Pablic Intarsst 


At the same time emphasize the retailer’s 
logical place in the conununity. It is he who 
supports and contributes first to any public 
movement, paying his taxes to the town and to 
the county. He carries the fanners sometimes 
for a year or more when crops fail or prices 
fall, and he has every neighboring citizen’s in¬ 
terest at heart. For their interests are his in¬ 
terests. Their growth and prosperity and con¬ 
tinued regard means his own advancement. 

On this basis it should at least be easy to 
convince the farm bureau that they should do 
their collective buying from the local merchant 
if he will make a low quantity price. It is the 
feeling of merchants who have tried this sys¬ 
tem that fann bureaus and cooperative buying 
organizations only have to try the venture to 
learn the pitfalls and return to the retail mer¬ 
chant as the logical community merchandiser. 

We offer this merely as suggestive, and we 
should be glad to hear from any of our readers 
who have tried either this method or any other 
in meeting farm bureau or combination buying 
competition. 
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Began on a Wheel With Emery Wheels 


Interesting Facts in the Development of a 
National Sales Organization 


I F one wishes to speak in the superlative, sure¬ 
ly T. P. Sanford, senior member of Sanford 
Bros, at Chattanooga, Tenn., affords ample 
opportunity. 

With his 28 years of activity in the hardware 
business Mr. Sanford is still in the very midst 
of it. lie is one of the few manufacturer’s 
agents who has passed the quarter century 
mark. Sanford Bros, were among the first, if 
not the first manufacturer’s agents traveling 
the South, so Mr. Sanford deserves the 
superlative in this connection. 

So great has been the 
growth of Sanford Bros, that 
they are among the few manu¬ 
facturers’ agents who have of¬ 
fices all over the country, of¬ 
fering national representation 
to their clients. Even the 
United States cannot limit the 
activities of this great, pro¬ 
gressive institution, for they 
have recently opened an office 
in the City of Mexico, where 
they sell and distribute Ameri¬ 
can hardware and accessories 
to the southern republic. 

Knows No Otber BnsineM 
Mr. Sanford has known no 
other business. He has not 
scattered his energy nor his 
experience and training. Yet 
at the same time he is one of 
those genuine leaders of the 
trade today who began at the 
bottom and won his own way, 
buying his experience as he 
climbed, looking back to see 
the course and then projecting 
it ahead in larger proportion. 

A North Carolina boy, Mr. Sanford grew up 
in a town 20 miles from the railroad, where his 
father was proprietor of a general store. Nat¬ 
urally the boy was introduced to merchandising 
at an early age. Mr. Sanford and his younger 
brothers ran errands, wrapped bundles, un¬ 
loaded the freight teams as they came in, and 
became familiar with the stock. 

After a course at college, Mr. Sanford, Sr., 
was anxious that his budding son, Thomas, 
should establish himself in ‘'something promis¬ 
ing.” In fact, he looked with favor on an offer 
from a large tobacco company in the neighbor¬ 
hood, tempting with a salary of $75 a month 
and traveling expenses, selling tobacco. Young 


Sanford declared that he would not sell tobacco 
at any price, thereby cutting himself off from 
future hope of family support. 

His best college friend had made good, and 
good money, each summer setting up mowing 
and reaping machines and selling oil and emery 
w’heels as a side line. This friend, on leaving 
college went on the road regularly with his oil 
and emery wheels. 

He Can Do It, I Can’* 

Mr. Sanford had never seen an emery wheel, 
but he said to himself that he 
could do anything his friend 
could. So he wrote to the 
emery wheel company for a 
contract, giving this candid 
confidence as his qualification. 
They replied that his inexperi¬ 
ence might prove his best rec¬ 
ommendation, so they sent a 
catalog and an offer either 
with a salary and commission, 
traveling expenses and com¬ 
mission or straight commis¬ 
sion. 

Mr. Sanford took the 
straight commission proposi¬ 
tion. He then studied the cat¬ 
alog from cover to cover and 
the inter-relationship of vari¬ 
ous wheels and the prices of 
various stones. Thus off-hand 
he could quote prices on any 
emery wheel in the catalog 
and many that weren’t. 

A Bicycle Hie Pullman and 
Boadeter 

So one day he started out 
on his bicycle with about $100 
in his pocket, his catalog 
strapped over his shoulders and his head full of 
emery wheels. Sounds as if it might have been 
a grind, but it was a whirl. 

The long jumps he made on the railroad, 
checking his wheel. Over the short distances 
and around towns he rode the bicycle. With 
neither a salary guarantee nor traveling ex¬ 
penses, economy and speed were always an 
item. 

He planned his first trip to make a great 
circle and just about the time his $100 was ex¬ 
hausted he was within pedaling distance of 
home. So he wrote to the emery concern, tell¬ 
ing them he was on the way home, and as soon 
as they forwarded a commission check to his 

Digitized by Gooq e 



THOMAS r. SAMTOBD 

Pioneer manofactorer's agent, dean of the 
hardware trade of the South, and a man 
whose easy charm, business vision and 
instinct for big-hearted squareness have 
made Sanford Bros, a national institution. 









December, ip2i 


HARDWARE WORLD 


103 


home he would be glad to go out again. To this 
they asked that he come to the factory at their 
expense, and there started Mr. Sanford’s career 
as a manufacturer’s represeuUitive. 

Other Lines and Other Faces 

After a year or two he found that the emery 
wheel he was selling was not so good as some 
others on the market, and that he might just 
as well sell the lines of leading manufacturers. 

At first ^Ir. Sanford’s travels were local, 
but they gradually broadened out. As his 
brothers grew up and out of college they joined 
forces with him, each taking his own territory 
and developing friendships, which have been 
maintained and increased ever since. Even at 
the present time when the company has offices 
in Chattanooga, Chicago, Cleveland, New York. 
San Francisco, Seattle and the City of Mexico, 
nevertheless Mr. Sanford’s two younger broth¬ 
ers each travels the territory he always has. 

ITntil very recently T. F. Sanford has done 
considerable traveling himself, but it has al¬ 
ways been at the expense of more important 
work as executive, and henceforth his traveling 
will be as an executive and not as a sales rep¬ 
resentative of the firm. He recently completed 
a tour of the company’s offices, combining busi¬ 
ness with a much needed and keenly enjoyed 
rest in the West. 

Sonthen Hardware Trade Built Around Them 

The organization now sells the goods of 20 
or 30 great manufacturers, going to all branches 
of the trade, some industrials, some machinery, 
shelf hardware and automobile accessories. The 
accounts vary in different territories, but in 
every territory and at each branch office the 
same enterprising confidence, the same genial 
good-will, the same loyalty to both buyer and 
seller is retained by Sanford Bros.’ representa¬ 
tives. 

Thus Mr. Sanford has achieved and won 
where comparatively few men even try and 
where many of these fail. He has projected his 
personality into a national institution, unique 
in its line, maintaining the highest standard. 
He has accomplished that which in early life 
he set out to do. How few of us can say as much I 


Rabenaldt & Wagcnschein are increasing their stock 
at Nordheiin, Texas. 


The Tucker Hardware Co. have recently engaged 
in business at Erwin, Tenn. 


The Poose Hardw’are Co. has been incorporated at 
Tchula, Miss., with a capital stock of $7000. 


The Lumpkin Hardware Co. of Cartersville, Ga., 
have also opened a branch store at Dalton, Ga. 


The Marable Hardware Co. has been incorporated at 
Clarksville, Texas, succeeding F. F. Marable Hardware 
Co. 


B. F. Heathman has sold his interest in the Ashland 
C’ty Hardware Co. at Ashland City, Tenn., to Hamilton 
Williams. 



II. H. FITTS WITH MOORE BROS. 

Thousands of friends of Harden H. Fitts 
among hardware merchants in the western and 
southern parts of the United States will be 
most interested to know of his new connection 
as sales manager for Moore Bros., Joilet, Ill., 
notable manufacturers of stoves, ranges, fur¬ 
naces, etc. He will have charge of sales for 
the entire country, and his broad knowledge 
and understanding will stand him well in hand 
in his new relations with the trade. 

Mr. Fitts has been best, known to the trade 
in his connection with the Simmons Hardware 
Co., where he has been southern manager, in 
charge of all territory from the Ohio River to 
the Gulf of Mexico. While in St. Louis Mr. 
Fitts was a business leader in this community, 
and was chairman of the Sales Managers’ Bu- 
rear of the Chamber of Commerce. When he 
left his former home for Joliet last month, his 
friends gave him a testimonial farewell dinner, 
at which 300 guests gathered to make their 
adieus. 

Moore Bros. Co., which institution he will 
now give the benefit of his vast experience, was 
founded in 1857 by William N. Moore. Sr., and 
Alexander K. Moore. Their stoves and ranges 
are nationally known and offer to Mr. Fitts 
goods of high quality and popularly ac¬ 
cepted, such as he has always been accustomed 
to handle. 

Other officers of the company are: Lewis 
Moore, president; F. W. Moore, vice president; 
F. W. Phelps, second vice president and trea.s- 
urer; B. W. Mills, secretary; C. B. Leimbacher, 
.superintendent. 


Hiram Stebbins has sold an intorost in the hardvvrtrp 
store to Dale Heinzman at Fort Madison, Iowa, 


Gilbert Hanson and H. O. Larson have purchased 
the Scarville Hardware Company at Scarville. Iowa. 
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Juvenile Goods As Business Builders 

Testimony of Prominent Ohio Merchants and 
How They Make Friends of H^>py Children 
and Proud Parents 


(By H. A. Bames, Manager of Wheel Toy and Mail Order Department, Lamaon Bros., Toledo, Ohio) 


T hat one is “never too old to learn’’ has 
been proven literally true in the experience 
of this store in the handling of juvenile 
wheel goods and constructive playthings. 

For many years we had resisted the impor¬ 
tunities of wheel goods salesmen because of an 
honest doubt in our minds of their salability, 
coupled with a seeming lack of space for a large 
showing of such goods. 

Late last year, however, we decided to try 
the venture, and, as a consequence, put in quite 
a stock for the 1920 Christmas trade. Just why 
we picked the 1920 season to try this experiment 
I have never fully decided, except that we 
thought a test on a modest basis would be wiser 
than a direct plunge on a comparatively un¬ 
known proposition, since we had never made 
any serious effort to develop a wheel toy depart¬ 
ment. 

The delay in getting started prevented our 
getting the benefit of any window displays. 
Therefore we had to rely upon newspaper an¬ 
nouncements and the word-of-mouth advertis¬ 
ing of our customers. 

As soon as the news began to get noised 
about that we had put in a real juvenile wheel 
toy department, the fun began. An ever in¬ 
creasing stream of customers came to our store 
—and the interest was not all with the children. 
It was a surprise to us to find both fathers and 
mothers equally interested with the children. 
In fact, parental appreciation of values was a 
big factor in the success of our venture. While 


gained from the fact that expensive vehicles 
sold far more readily than did the lower priced 
ones. Most of the latter were sold as emer¬ 
gency purchases a day or two before Christmas. 

In spite of our late start, our sales went up 
to unexpected figures, until we had sold more 
than three times the estimated volume of our 
most optimistic moments. Naturally, we needed 
no other proof that juvenile wheel goods were 
real business builders, for past experience had 
taught us the value of getting a family into our 
store. And the further fact that our toy depart¬ 
ment is located on the fifth floor of our building 
clearly indicated that an intensely human in¬ 
terest was the direct incentive behind each cus¬ 
tomer’s visit. 

Paraita Don’t Want Jim-cracks 

Another lesson learned was the desire of 
parents for the practical and substantial toys 
instead of accepting the jim-crack and make¬ 
shift kinds. Fathers became quite as enthusi¬ 
astic as the younpters when they saw our 
American-made children’s vehicles. In many 
instances, the parent would “sell” the child on 
the pleasure and healthful exercise to be had 
from their operation, all of which opened our 
eyes to a new era in merchandising to young 
Americans. 

With our 1920 experience as a teacher, our 
plans for 1921 have been carried out on a far 
different basis. We began operations months 
ago to have our toy department in full readiness 



children are naturally attracted to the bright 
and flashy toys, the parents were particularly 
interested in the quality and stability of the 
article, which fact shed a new light on the toy 
business for us. 

High Priced Vehicles Sold Beet 
Snme idea of the importance of this ean be 


simple, striking window dl»- 
plsy that proTod most of- 
fectlve in introducing wheol 
goods 11ns. 
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for Christmas and to give it the attention it 
deserves. 

Started in Time With Stock 

One of our first moves was to get in a stock 
of new goods with which we are well pleased, 
particularly so since we have yet to receive the 
first complaint on the goods handled last year. 

Recently we decided to start our 1921 
Christmas season with a window display on ju¬ 
venile wheel goods. Accordingly, this depart¬ 
ment succeeded in getting three front windows 
—a total of nearly 40 feet—and our window 
display man gave us one of the best displays 
we have ever seen on juvenile vehicles, as the 
accompanying pictures will show. 

In view of our experience last year, and the 
way our Christmas business is opening up this 
year, I have been wondering if other merchants 
appreciated the opportunity they have of build¬ 
ing greater business through the aid of juvenile 
vehicles. I see no reason why our experience 
cannot be duplicated in all hardware stores, as 
well as general stores of the smaller cities. Hu¬ 
man nature is much the same everywhere, and 
all we need do, as merchants, is to cater to the 
natural desires of our very human customers. 

Price Never a Factor 

When folks will walk into our store, as they 
did last year—and have done this year—and 
lay down $25 for a beautiful juvenile automo¬ 
bile, all because ‘‘It will give Bobbie a chance 
to get more outdoor exercise,’’ it is pretty 
nearly time for all of us to realize that parents 
of today are doing their best to give their chil¬ 
dren the pleasure and benefits of toys un¬ 
dreamed of in their day. 

Not once have we found price to be a factor. 
Instantly the parent sees the possibilities of 
healthful exercise that is offered in the various 
types of wheel toys, from then on it becomes a 
question of choice between toys adapted to the 


age of the child rather than a discussion of 
price. 

Such facts are of vital importance in the 
development of a department of this kind, and 
our own experience convinces me that a great 
deal of profitable business awaits those mer¬ 
chants who are willing to recognize, and cater 
to, the modem desires of the yoimg members of 
the average American family. 


KEEPING BIRTH STATISTICS 

A store handling toys successfully in one 
of the larger cities has one clerk whose special 
duty it is to keep track of all births in the com¬ 
munity. 

On a slack day when there isn’t pressure 
in the department or on rainy mornings, this 
clerk goes to the City Hall or the Court House 
and knows just the cabinet where the birth 
records are kept. A copy is made of the name, 
date, sex, race, parents, etc., and they are card- 
indexed at the store. The parents are con¬ 
gratulated on their child and in a year or two 
the store has a follow-up system for birthdays 
that is of invaluable importance. 

If some clerk becomes interested in this de¬ 
partment, other facts concerning the children 
may be noted down on the card from time to 
time, such as their school records, church day 
of christening, any accidents, any parties, etc., 
so that a personal record may be kept for future 
reference for customers. 

On the anniversary of the birthday each 
year, two sets of follow-ups are planned, one 
to the parents a little in advance, telling of the 
attractive gifts in the line of playthings in the 
store, and another to the child at the time of his 
or her birthday. Both should be designed and 
printed in the best style you can secure, for 
they are your representatives. 
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TOYS SHOULD FILL FLOOR, WINDOWS, THOUGHTS, THIS MONTH 



AMONG SANTA CLAUS’ FAVORITE SONS 

As we remember, originally Santa Claus 
fashioned his own toys in his workshop close to 
the North Pole. 

Things have changed, and the division of 
labor and specialization have affected Santa 
Claus just as it has the rest of us, so that he is 
forced to send his sons, disciples and emissaries 
into all corners of the earth to fashion and dis¬ 
tribute Christmas gifts that 
shall not only make boys bet¬ 
ter, but to make better boys. 

Such a favorite son of San¬ 
ta Claus is M. Sweyd, one of 
the best informed, most ag¬ 
gressive, progressive and gen¬ 
erally able toy manufacturer’s 
representatives in the West. 

Naturally the nature of 
Mr. Sweyd’s vocation and 
study has tended to keep him 
young, and our readers will 
have difficulty in believing us 
when we tell them that he has 
spent 20 years of his life in 
the toy business, exclusive of 
the early days when his con¬ 
tact with toys was not in a 
business capacity. For ten 
years Mr. Sweyd was con¬ 
nected with the Ives Mfg. 

Corp. of Bridgeport, among 
the largest toy manufacturers 
in the country, where he 
served as sales manager for 
.some time. 

At the present time he rep¬ 
resents in the West such lines 
as: The Lionel Corporation’s electric trains; 
the miniature engineering devices of the Mec¬ 
cano Company; the General Phonograph Co.; 
American Colortype Co.; the celluloid to\^ of 
Leo Morse, Inc., and the model airplanes of the 
Ideal Aeroplane Co. 

Ilis offices are at 718 Mission St., San Fran¬ 
cisco, California, but his heart is with every toy 
dealer and merchant in the West, and the power 
of his personality and the force of his methods 
carry far and wide. 

We are proud to publish to the wide circle 


of our readers an inspirational word from his 
facile pen and youthful, over-flowing spirit: 

M. Sweyd*8 Message 

‘‘ ‘I could have sold a great deal more if I 
had had the goods.’ 

‘‘That will be a common expression next 
January when you are considering your 1922 
purchases of toys. 

“Are you one of these ‘could have done’ 
fellows or are you going to be 
the man who ‘did the busi¬ 
ness’? 

“It is up to you right now! 
“Irrespective of general 
business conditions in your lo¬ 
cality, children will have toys 
bought for them for Christ¬ 
mas. 

‘ ‘ Curtailment of retail pur¬ 
chase has never affected the 
retail toy business, but a well 
stocked toy department has 
often been the salvation of 
what otherwise would have 
been a bad season for the 
store. 

‘ ‘ The toy department is the 
place where you develop your 
future trade, and its success 
depends solely on the degree 
of serious thought the store 
management gives to its de¬ 
velopment. 

“You can make handsome 
profits this month if you have 
the stock to do it with.” 


The Mae King Hardware are successors to F. Poppe 
at Chester, Neb. 


C. W. Emerick Hardware Co. has succeeded to the 
business formerly conducted by E. F. Seagley & Son at 
South Milford, ind. 


Stokes Hughes Company of Big Springs, Texas, has 
increased the capital stock from $50,000 to $100,000, 
preparatory to an increase in business. 


The Mount Vernon Implement Company of which 
W. S. Deighton is proprietor at Mr. Vernon, Wash., 
report a very satisiactory season of business and a 
good outlook for fall trade. 



M. 8WBTD 

We don’t know the true signifiesnee of 
the "M.." but it might well stand for 
Merry, Merchant or Meccano, for as rep¬ 
resentative of Meccano and other high 
quality, American-made toys he might well 
have any or all of these as a first name. 
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THE QUALITY OF YOUR TOY STOCK SHOULD 
BE CONSISTENT WITH YOUR OTHER LINES— 
AMERICAN MADE, HEALTHY, 
CONSTRUCTIVE 




FEATURE YOUR TOY DEPARTMENT NOW 

During these holiday weeks make capital of 
your toy department and feature it above all 
others. 

Change your window display continually 
and center on a different ‘‘feature^’ from day 
to day. Let the toy department be the leader 
in your local paper. All through the store have 
placards pointing to the toy department. Use 
clever catch phrases and legends that will con¬ 
tinuously bring home the fact that you are 
carrying a full line of toys. Put pep and per¬ 
sonality in the toy department, and you’ll have 
people and plenty of purchases. 

Toys as Educators 

In your toy department do you feature the 
fact that your toys are constructive and in¬ 
structive? If you do not, you are losing sight 
of your big advantage over the handler of jim- 
cracks and novelties. The children and the 
parents will both side with red-blooded, non- 
breakable, best made toys, with ideas in them. 

First Lessons in Mechanics 

American-made mechanical and structural 
toys are of such high standard today that by 
selling them you are making future customers 
and friends for your tool, accessory, electrical, 
and sporting goods departments. When these 
boys grow up they will develop the highest class 
trade you could wish in your community. 

By carrying and selling, studying and ex¬ 
plaining the highest grade American-made toys, 
you will be doing a big service to the youth of 
your community. Electric trains, mechanical 
automobiles with the different working parts 
and the various other structural toys accurately 
made—these all illustrate mechanical principles. 
These well-made, intelligent toys or models will 
make future mechanics, who know and appre¬ 
ciate tools and mechanical and structural parts. 

The family may pay twice as much for a 
good mechanical toy as they would for a cheap 
inferior substitute. They will more than save 
the difference in the added instruction and me¬ 
chanical discipline the children will get. 

The return will come five-fold when this boy has 
charge of the family automobile, lubricating, repairing, 
adjusting the different parts, understanding the opera¬ 
tion and repair of the mechanism. 

Preach this phase of the toy business: Its educa¬ 
tional and constructive possibilities, and illustrate your 
talk from your stock. 


AMERICAN MADE TOYS ONLY 

If you are a real hardware man in every 
sense, you are the best retail merchant in your 
community with the highest class sales force. 
Your clerks have the intelligence and the train¬ 
ing to make them familiar with mechanical and 
structural playthings, made of steel or wood 
and intended for red blooded American boys 
and girls. 

Nine chances out of ten every other toy 
merchant in your community is featuring dolls 
and jim-cracks—cheap toys of a day that is 
past. Right here is your chance for the best 
trade. 

Capitalize high-quality, high-priced Ameri¬ 
can toys. You may not sell as many of them 
at first, but you will sell them to the very best 
trade in the town and the price and profit are 
large enough, so that it will be well worth your 
while to put in a well selected line of ‘‘real” 
toys, particularly for boys. Make it a feature 
that every item in your department is American- 
made, of a high grade, of an educational nature. 

Then train your sales force so that they 
know the mechanical principles back of the 
toys. Let them see how they are made, how 
every gear and every bearing in the electric 
apparatus is just a small model of machine con¬ 
struction. All the different parts of wheel goods 
and automobile toys correspond exactly in 
workmanship and quality to similar parts in 
the real thing. No other salesmen in your city 
will appreciate the quality and advantages of 
high-grade American-made toys as your sales 
force will. They are the men who are preaching 
high grade tools, who know quality in other 
metal and w’ooden products. 

American toys are in every sense “quality 
hardware.” Give them a royal welcome, give 
them a place in your store, feature them this 
year and next year. Gradually you will build 
in your community the name and reputation for 
carring high grade American-made toys. 


C. S. Brown & Sons are opening a hardware store 
at Port Huron, Mich. 


The Poston Hardware Co. are opening a hardware 
store at Long Beach, in a new building recently erected. 


Thomas Middleton recently engaged in theihardr 
ware b’lainess at Farmland, 'OOQIC 
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Toys for Fresh Air, Fresh Ideas 

(By K. BC. Hayden, Western Sales Manager, H. O. White Ck>.) 

Mr.^ayde^keeps perpetually youns and spirited by his contact with and study of toys, eepe- 
ars. He understands sal angles of the field and he is constantly in touch with 


Sna^hot of daily Kiddie Kars, 

n ’ taken ®uccessful toy and wheel goods merchants of the better sort, 
after dark, merchant who is or might be in the toy business. 


with 

Thus his advice is valuable to every 


It is certainly refreshing to see a fine line of toys, 
particularly those for boys (some for girls as well, of 
course) in a hardware store. 

First we have outdoor toys, embracing wheel goods 
of all sorts, from skates to automobiles, including 
Kars, Karts and Koasters, made of wood, steel and 
rubber, tennis, golf and baseball supplies, croquet and 
kindred articles. These all belong in a well equipped 
hardware stock and the keen thinking merchant today 
is not only recognizing this fact, but is planning the 
department as a regular unit in his business for twelve 
months in the year. 

To be sure, toys always sell best during December. 
But something like half the population has a habit 
of being young, not only at Christmas time, but all 
summer and then some. One might just as well pack 
away the paint stock after the spring cleaning is over 
as to pack up the toys. 

Marbles have certain seasons, tops another, kites 
another, and tho kiddie’s life is made up thus of just 
one grand thing after the other. So wny try to dis¬ 
courage it instead of taking advantage of this made- 
to-order business f It adds its quota to the sum total 
as revealed by the cash register. 

American Made Toys 

There is a distinctive American character to the 
average American made toys—^and we know also it is 
helping to keep our people employed. They are sub- 
stanti^y made—durable—attractive, and this brings 
us to another feature—advertising. 

Distinctive advertising in the various seasons brings 
results. One feature of advertising toys is that it 
brings into the hardware store a class of people who 
would not come otherwise—women and children. It is 
simply wonderful to notice the real interest the mothers 
and young hopefuls take in the thousand and one things 
they find, once they get inside a real hardware store, 
from pocket knives to washing machines. 

Toys That Teach Tots 

Then again, besides the outdoor toys, the hardware 
store should carry the constructive and instructive spe¬ 
cial lines which are getting stronger and better every 
year, and in which every red-blooded boy takes such a 
keen delight. There is variety enough to catch the many 
aad varied tastes and inclinations of all. 

We find outfits in chemistry, carpentry, electrical, 
mechanical, scientific, philosophical, physics, all ar¬ 
ranged in orderly progressive steps to start the begin¬ 
ner and get him fascinated. Then, as his knowledge 
increases, his ambition and mentality develops. We see 
him when through with his school days thoroughly 


equipped, both theoretically and practically, and ready 
to take his place in the world’s broad field of battle 
and the bivouac of life. 

The Bight Person in Charge 

Another thing to bear in mind: Don’t run away 
with the idea that you can succeed in a toy department 
by putting it in charge of someone whom you find is on 
the payroll and you think you feel sort of under obli¬ 
gations to hang onto but hardly know what to do with. 
Use as much care in the selection as you would in any 
other important division of your business. It will pay 
well if you use the same judgment in picking your 
salesmen for this line that you should in other lines. 
It calls for a person with a certain amount of general 
knowledge and natural ability to understand the funda¬ 
mentals of this class of merchandise, coupled with a 
real interest in the line and a fund of patience and tact. 

Follow this line right, Mr. Mercnant, and it will 
add a very real increase in every other branch of your 
business, bringing into your store a large and con¬ 
stantly growing class of trade you will get in no other 
manner. 


T. S. Risinger has sold his hardware business at 
Sullivan, Indiana, to John G. Frasee. 


The Posten Hardware Company is a new enterprise 
at 3116 Anaheim Street, Long Beach, Cal. 


Chas. £. Hansen of Osceola, Neb., is desirous of 
purchasing a hardware business on the Pacific Coast. 


Lloyd Hanawalt is preparing to engage in the hard¬ 
ware business at 4222 Brooklyn Avenue, Los Angeles. 


The Fox k Clark Hardware Company of Pablo, 
Montana, was recently destroyed by fiie. $10,000 in¬ 
surance was carried on the stock. 


The Garavanza Hardware Company of Garavansa, 
Cal., are erecting a new building, which will give them 
the facilities for carrying increased stock. 


JUST LIKE 10,000 MOBE MEB0HANT8 

I am enclosing a renewal of our subscription for 
the Hardware World. We are frank to tell you 
that we could not run our store without it. 

Yours truly, 

Washington. BURNS k FOSTEB. 
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Hardware Stores Best for Toy Sales 

(By H. £. Iblings, Western Bfenager, A. C. Gilbert Co.) 


T he first real present I ever received was a bright 
red sled and it came from a hardware store. That 
was a quarter of a century ago and this year I 
expect to boy my sons a tool chest with real tools in 
it and an Erector set with real engineering ideas in it 
and I am going to a hardware store to buy them. 

When speaking of toys, I do not mean the hanky 
panky, ten cent knick-knacks, but rather the toys that 
are worth while and will please and instruct a boy or 
girl and make better children and later bigger and 
better men and women. 

There is no real reason why toys are not sold in 
more hardware stores. Toys are made of metal and 
wood. Many of the toys are but miniatures of the 
articles sold in up-to-date hardware stores. 

Some of the blame should be laid on toy salesmen 
and some to hardware jobbers. Many a hardware 
buyer has said when toys were 
mentioned to him, Nothing doing 
at all, absolutely not.” But after 
looking through a modern boy toy 
catalog, he will say, * * Those are 
resd toys. I had trinkets in mind. ’ ’ 

December in a hardware store is 
not always the busiest month and 
a full line of toys will round out the 
year with twelve busy months. 

Bulky tinware, graniteware and 
some stoves can be pushed back 
and an attractive toy display made. 

One successful hardware store 
in Seattle makes a fine toy display 
in the rear of their large floor and 
devotes a section of the display to 
toys. A small part of their adver¬ 
tisements show toys. It is a pleas¬ 
ure to see the happy boys and par¬ 
ents go through that store toward 
the toy section and there buy toys. 

This trip through the store gives 
one suggestions for other Christmas 
presents and as a result, this store 
18 a mighty busy place. 

Toy Display the Year Aromid 
Another successful hardware 
store selling toys in a smaller city 

displays toys on the third floor the ^ ^ XBUVGS 

year round, condensing them in the .ppropri.t. in 

spring and summer, but setting up hii case, for HE sells HE toys to HE boys, 
models, advertising and displaying In appearance, in vouth of spirit, in ener- 
^em fully in the holiday season ‘h*. 

Hardware customers cannot resist Iblings is thoronirbly representative of 
the temptation to see Santa Claus The A. 0. Gilbert Co. and tne beat in toys, 
upstair, and as a result this store U «.r“7?e.h“l"n 

IS a busy place and known as the Mr. Iblmgs makes a pleasure of his busi- 
hardware and toy store.” ness and his business the pleasure of 

Toys as a rule do not take a lot others, 
of room. Many of them are put up 
in cartons with attractive laoels, so that they can be 
piled onto shelves with only one sample of each open, 
keeping the rest neat and clean. With a well balanced 
clean cut assortment, covering as far as possible the 
advertised lines that boys know about, the turnover 
is good and in many cases a clean-up. Orders often go 
into the factories for assortments to supply after 
Christmas calls. 

Without casting any reflection on salespeople in 
other stores or handing any bouquets to hardware 
store salespeople, toy men realize that a man who suc¬ 
cessfully sells hardware is a good salesman or he would 
not hold his position. For that reason he or she makes 
a good toy seller and goes into details as to what this 
toy is intended to be and why that toy should be 



bought for that certain boy and another for an older 
boy. In the final analysis, the parents are pleased. 

As immortal E. C. Simmons has imprinted on every 
hardware man’s mind, ”Price is forgotten long after 
quality remains,” so do real toys make better business 
in a hardware store. 

SELECTING YOUR TOY STOCK 

In selecting your toy stock and choosing the juve¬ 
nile goods you care to handle, remember that your 
shelves, tables and windows must carry toys in keeping 
with the rest of your stock. You sell good hardware, 
tools and materials of the highest grade. You have 
trained your community to use and demand this best- 
in-the-long-run merchandise. 

See that in the toy department you carry expensive 
toys of the highest grade, for the 
most particular and the best trade. 
Then train your community to de¬ 
mand and to come to you for these 
things. 

You will not be proud of, and 
your clerks will have no interest in 
a toy department that is a mere 
fill in. ” Jimcracks” and novelties 
will be a poor investment. You 
probably won’t want books or dolls 
or games. 

(lood ”he” playthings with 
merit in the making and red blood 
in the using—these are your game. 
Hit high. Buy the best wheel 
goods, mechanical and structural 
toys, playground apparatus, etc. 
Tell your town, especially the chil- 
dren, you have these and you ’ll 
sell ’em. 


THE TOY STORE'S 
ANNUAL PARTY 

A western merchant who has 
had special success in his town, 
handling playthings and high grade 
toys, tells us that he finds it well 
worth while to give an annual 
urns party along in the late fall, when 

noit sppropri.t. in Christmas stock is on hand and 

IE toy* to HE boy*. before the heavy buying has begun, 
h of spirit, in ener- The children receive personal in- 
kee best'V/citations to this, names bein^ taken 
representetive of from the follow-up list. Invitations 
ind the beet in toy*. are also posted on a large sign in 
ir T?e.h“n the ^iow of the store, and 

leesure of hie bnsi- printed in the store’s newspaper 
m the pleasure of advertising. At the time of the 
party, each child registers, which 
furnishes a list for the next party. 

The children are entertained in complete style. 
Little chairs are provided for their comfort, the tables 
are cleared away from the center of the toy department, 
the clerks and salespeople receive them in fantastic 
costumes, serving them lemonade, candy and cakes. The 
children are allowed to play with some toys and see 
others in operation, to get the ”feel” or the ”see” 
of them all. In the background of the toy department 
the parents are provided a space to watch and form 
toy ideas of their own. 

Any loss through breakage or cost involved is 
charged to advertising and sales expense, for the tre¬ 
mendous increase in volume and popularity in the toy 
department, not to mention the other departments in 
the store, will well repay the enterprising merchant. 
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TOYS AND THE TARIFF 

Althou^^h it is probable that no decision will 
be reached on the new tariff until well into the 
spring of 1022, it is well that the trade should 
know the conditions. 

At the present time under the present tariff 
there is do p(*r cent duty on imported toys. 

Tlie new Fordney tariff proposes a 40 per 
cent duty at the American valuation. The pos¬ 
sibility of this “American valuation’’ clause 
incorporated in the new tariff is decidedly un¬ 
certain, in that it would be very difficult to 
apply. 

In this particular case think how hard it 
would be to reach a true American valuation of 
a lot of forei^rn made toys. Some economists 
would declare their value to be w’hat it would 
cost to make them in America, while others 
mij^ht claim their value was simply the cost 
price in depreciated foreign money exchanj?ed. 
Between the two j)oints of view lies the wi<le 
ranj]^e of monetary value and therein lies the 
entire question. 

At any rate, to protect a growing American 
industry that should be typical of our national 
life and output as any other product, everyone 
interested in toys should see that his congress¬ 
man insist upon a fair protection for American 
toy makers. 

Let American boys have American toys— 
the kind of railroad trains they see at their town 
depot. In all other lines give them toys that 
are standard and of a nature that is calculated 
to instruct, to please, to satisfy, to inspire in 
American usage. 

Protecting Toath and Industry 

During the war, by shipping embargoes and 
the difficulties of transportation, American toy 
makers were encouraged last year with a return 
to Christmas in the old style, $100,000,000 in 
American made toys were sold in this country. 
That is an average of about $1.00 apiece for 
every man. woman and child in the United 
States, and all of this went to American manu¬ 
facturers through the toy trade. 

We give these figures as indicative of the 
volume of the toy business, and how important 
it may be made. 

This year from preliminary reports we un¬ 
derstand that a large volume of foreign made 
toys are again on the American market. 

As an American merchant you handle Amer¬ 
ican-made goods in other lines. You are in¬ 
terested in developing the manufacturing and 
mechanical possibilities of the United States 
and have the b(‘st interests of the American boy 
as well as of the industry at heart. You will 
find it ultimately profitable and in line with 
your patriotic duties and pride to handle and 
boost American-made toys. 

Superior American Playthings 

You will find that there is a perfection of 
manufacture, an added solidity and quality in 


American-made toys that you will find in those 
of no other nation. Furthermore, remember 
that toys made in America have been made by 
American workingmen under our own condi¬ 
tions. Although these men are paid more than 
toymakers in any other nation, they are men 
worth more, they live the sort of lives that we 
live, and that we want our fricnas and brothers 
to be living. 

On the other hand, many foreign toys are 
made at the homes of the workers, under unsani¬ 
tary conditions, and the human price in the 
cost is neglected in the final selling price. Thus, 
in selling most foreign toys you are keeping 
some American from work, and you are forcing 
some foreigner to a slave’s life in turning out 
these goods for the American market. 


REARING SPORTING GOODS CUSTOMERS 

Have you realized that a high grade toy 
department is the very best “breeding ground” 
in the world for a high class sporting goods 
department? 

The young boys and girls who get into the 
habit of coming into your store for their play¬ 
things at birthday and Christmas times are the 
ones who will grow up and use your golf and 
tennis goods, your arms and ammunition and 
all the articles in your sporting goods depart¬ 
ment. 

Playthings are a real part of the junior edu¬ 
cation, just as outdoor and sportsmen’s trap¬ 
pings are a part of the adult’s life and neces¬ 
sary to his well-being. See that you tie up your 
toy and playthings department with the sport¬ 
ing goods department and raise each up to the 
standard of the other. 


IT MADE A DIFFERENCE 

Wife fon auto tour)—“That fellow back 
there said there is a roadhouse a few miles down 
the road. Shall we stop there?” 

Husband—“Did he whisper it or sav it out 
loud?” 


M. J. Lauridsen and W. E. Gove have purchased the 
Edmonds Hardware Company at Edmonds, Wash. Both 
of these younjf men have had an extended experience 
which w'ill stand them in splendid stead in putting into 
effect ideas and methods they have used with success. 

Mr. Lauridsen had eleven years^ experience with 
Spelger & Hurlbut of Seattle and he feels grateful to 
tiiis institution for the training they gave him. 

W. E. Gove has had a more extended experience 
covering a period of twenty years with the Seattle 
Hardware Company and Dunham, Carrigan & Hayden, 
in various capacities, which has given him a splendid 
business experience. 

Edmonds is located on Puget Sound in an excellent 
district. They will handle a full line of everx’thing 
oertainiug to hardware, stoves, ranges, furnaces, furni¬ 
ture, glassware, crockery and toys; in fact, everything 
that goes to make up a first class hardware store. 


Wm. H. Witherow has opened a hardware store at 
Fairfield, Cal. H. W. Brown will be associated with 
him. 
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‘‘Old Hickory” in New Handles 



TRADE LEADERS FOR TWO 
GENERATIONS 
The White family may well 
be proud of these two mem¬ 
bers, just as the trade is proud 
and fond of them. 

John C. White, the father, 
was first president of the first 
western hardware association. 

Espie A. White, his son, is 
western representative of the 
American and Sheldon Handle 
Companies and guides the des¬ 
tiny of a large percentage of 
all the hickory handles used in 
W est. 



ESPIE A. WHITE 


JOHN 0. WHITE 


E spie a. white is one of the most ex¬ 
tensive, heaviest, largest handlers of hick¬ 
ory handles west of Arkansas, and accord¬ 
ing to statistics and the good book of the trade, 
most of the hickory handles that don’t come 
out of the Great Lakes region come from the 
sovereign state of Arkansas. 

Let it not be supposed that our reference is 
to the bulk of Mr. White’s person. Although 
a glance at him is conclusive evidence that the 
affairs of the American Handle Co. and the 
Sheldon Handle Co. are on a good solid footing 
in the West, nevertheless we can assure our 
readers that it has been Mr. White’s easy, 
pleasant manner, his thorough command of his 
subject, and his long, even pre-natal connection 
with the hardware trade of the West that liav ,* 
given him his pre-eminent and prominent nosi- 
tion. His hand is on the collective handle (f 
the West, as it were, and the door opens to his 
grasp. 

For Mr. White has known hardware and 
lived it from way back of his cradle days. His 
father, John C. White, was one of the hardware 
pioneers of the West—still is, in fact, for h.^ 
lives under the fond care of his son, though he 
retired from active business several years ago. 
Mr. White, Sr., was the founder in the West of 
the first retail hardware and implement associa¬ 
tion, while a partner in the famous old firm of 
White, Cooley Cutts at Marysville. 

It was there that his son Espie learned V\e 
fundamentals of the hardware business, from 
the seat of the delivery wagon, unloading 
trucks, in the warehouse, on the business end 
of a broom handle or a dust cloth. 


In fact he and Charlie Hampton used lo 
share these duties. For several years in Marys¬ 
ville he carried on the business with his father 
and learned more and more of the trade. 

Valuable Ezpeileiioe in All Branches 

After the White family moved to Portland, 
Mr. White, Jr., was on the floor for the Pacific 
Hardware & Steel Co. and later traveled for 
the Honeyman Hardware Co. for several years. 
Nine years ago, he took on the representation 
of the American Handle Co. in the West. With 
his acquaintance in the Northwest he had en¬ 
tree to the buyers of a great number of hickory 
handles, especially in the logging industries. 
Since that time he has faithfully and with dis¬ 
tinction represented his principals and also add¬ 
ed the handles of the Sheldon Handle Co. 

To the layman and even to the merchant 
selling handles, the volume of the business in 
the different branches of the handle industry 
will be surprising. 

Last year the American Handle Co. used 
13,000,000 feet of hickory for golf shafts alone. 
The company supplied nine-tenths of the golf 
handles used in the United States, selling all 
the largest manufacturers as well as the trade 
on replacement handles. 


A green salesman can sell more goods than 
a blue salesman! 


C. B. Rumps is retiring from the firm of Milwee, 
Stimson & Rumph at Brinkely, Ark. 


R. G. Armstead has opened a hardware store at 
Eighth Street and Macdonald Avenue, Richmond, Cal. 
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“THE GREAT CAUSE, THE GREAT OB¬ 
JECTIVE, THE GREAT INSPIRATION” 

(By C. M. Lemperly of Sherwin-Williams Company) 

The Great Cause is surface protection. A 
constant fight must go on against deterioration 
and property loss. Next to its man power, 
the nation’s property is its greatest asset. We 
must salvage present economic losses. Fire is 
more spectacular and more infrequent, while 
property decay is going on all the time relent¬ 
lessly. 

The Great Objective is to make 1922 the 
greatest paint and varnish year. In 1919, the 
preliminary census figures estimated the in¬ 
dustry at $381,000,000. Undoubtedly last year 
it was $400,000,000 in round numbers. This 
means in order to double the industry by 1926, 
at $800,000,000, we must increase 20 per cent 
each year. 1922 must produce $480,000,000 for 
the industry. Unquestionably the potential of 
the industry is $1,000,000,000. 

Where is the 1922 volume coming from? 
Prom homes, bams, railroads, street cars, boats, 
trucks, autos, building upkeep, plant upkeep, 
schools, bridges, toys, etc., of course. 

In an investigation of 1,100,000 farm people, 
513,700 intend to paint. Of this number, 194,- 
700 will paint their houses in 1921. 239,8()0 will 
paint their houses in 1922. 107,800 will paint 
their bams in 1921. 140,800 will paint their 

bams in 1922. 100,000 will paint their buildings 
in 1921, and 105,600 will paint their buildings 
in 1922. 42,900 will build houses this year and 
another 42,900 will build bams. In 1922, 38,500 
are planning to build houses. About 1,100,000 
farmers will build 786,500 buildings and 191,670 
buildings will be repaired or remodeled. Yet 
this is simply the result of one questionnaire of 
the farm field alone. 

Who is going to get this business and how 
are we preparing to get it? Is there a market 
for paints and varnishes today? No question 
about it. 

But, in spite of all of our activities and 
plans, unless we find new markets, new uses, 
new users and new methods we will not reach 
the objective of the industry. We can make 
our objective by attacking unpainted areas and 
surfaces; by attacking delayed and neglected 
surfaces; by inducing new paintings; by calling 
on property owners and pointing out surface 
decay; by getting somebody started on the 
painting idea in each community; by develop¬ 
ing a new type of paint merchandise. 


This merchandising will include a new type 
of dealer who will push paint, have a live paint 
department with the stock up front and a live 
man in charge. He will put in paint windows; 
call on property owners; give paint demonstra¬ 
tions; hold paint meetings; advertise locally; 
set himself up as a paint authority; give real 
paint service. 

There will be a new type of retail paint sell¬ 
ing which will give the customer correct advice 
on painting and varnishing; correct surface 
treatments; proper directions for using goods; 
color suggestions; sale of associated lines, etc. 

There will be a new type of manufacturers’ 
and jobbers’ salesmen; there will be a new type 
of painter who will hunt out prospects instead 
of waiting for them. He will teach people the 
need of painting; he will give correct estimates 
and be proud of his work; he will use real sales¬ 
manship and give the public a new impression 
of paint. 

Then, too, if we are to make our objective 
we must stop swapping business with each other 
and start creating and building up new busi¬ 
ness. We must plan and be ready for the new 
building era ahead. We must develop the type 
of merchandising that will be more certain of 
getting the proper share of the paint business 
out of a given community. 

“If a dealer in one town of 325 people can 
sell $5000 worth of paint per year at $15.40 per 
capita, why can’t more do it? If a dealer in a 
town of 7500 can sell $38,000 worth of paint 
per year at $5.00 per capita, why can’t more do 
it? If a dealer in a town of 50,000 can sell 
$179,000 worth of paint per year at $3.50 per 
capita, why can’t more do it? If a dealer in a 
town of 60 buildings can sell 53 of them com¬ 
plete paint jobs, why can’t more do it? 

K the two thousand towns in the United 
States of 2000 population each were properly 
cultivated at $60,000 each, which is the estimate 
of all paint and varnish business that could be 
obtained from them, including their trading 
radius, by all the dealers, there would be a 
market for $120,000,000 in those towns alone. 

The Great Inspiration is the “Save the Sur¬ 
face” campaign. This campaign unifies the in¬ 
dustry; it spreads the protection gospel; it sells 
the painting idea; it reaches a new class of pros¬ 
pects; it creates new markets; it gives thp 
dealer and painters something to tie to; it 
increases the consumption of paints and var¬ 
nishes, therefore increases business for the man¬ 


ufacturer, jobber, dealer, painter and supply 
house. ^ I 
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What Is Paint 


Every Merchant and Salesman Who Sells Paint 
Can Profit by ThU Information 


(Address by O. B. Heckel) 


T he paint manufacturing industry of the 
United States started in Philadelphia over 
100 years ago, but up to about three years 
since, the average citizen believed, when he 
thought about it at all, that things are painted 
to make them look pretty. 

Some years since I had occasion to submit 
to an eminent attorney the draft of a proposed 
paint law, in the first paragraph of which paint 
was defined and described as intended for pres¬ 
ervation or decoration, or both. He promptly 
pounced upon this as incorrect. ‘‘Paint,” he 
asserted, “is not used for preservation.” I 
asked if he thought the Pennsylvania Railroad, 
of which, by the way, I think he was a director, 
painted its bridges and locomotives to make 
them look pretty. But he was not entirely con¬ 
vinced until he had consulted the dictionary. 

The erroneous conception of the purpose of 
painting has now, thanks to the “Save the Sur¬ 
face” campaign, been corrected in the minds of 
a large and constantly increasing number of 
people. 

It is true that paint is a beautifier as well 
as a sanitary agency; but first and foremost it 
is an agency of conservation—“Save the surface 
and you save all”—and it is this fact, that it 
saves more money than it costs, that is the true 
and proper incentive for its large and constantly 
increasing use. 

Now what is this commodity that beautifies 
while it protects — that conserves invested 
wealth out of all proportion to its actual cost? 

Any paint manufacturer will realize that 
answer to the question assigned to me is neither 
simple nor easy—it somewhat resembles the 
question, “What is food?” 

The “Paint Catechism” answers the ques¬ 
tion as follows: “Any liquid or semi-liquid 
substance applied to any metallic, wooden or 
other surface to protect it from corrosion or de¬ 
cay; or to give color or gloss, or all of these 
qualities to it.” 

Thus far the definition is quoted from 
Wood’s “Rustless Coating.” It continues as 
follows: “More properly speaking, paint is a 
mixture of opaque or semi-opaque substance 
(pigments) with liquids, capable of application 
by means of a brush or a spraying machine or 
by dipping, and of forming an adherent coating 
thereon.” 

While no accurate figures are available, it is 
probable that about 60 per cent of the annual 
paint consumption of the United States is on 
buildings and other structures, and the remain¬ 


ing 40 per cent on equipment, manufactured 
goods, etc. 

One advertisement of the “Save the Sur¬ 
face” campaign consisted of a list of over 1000 
articles, structures, materials, etc., in or on 
which paint is used. In this list materials so 
widely different as wood, steel, concrete, etc., 
appeared. It is obvious to the most casual 
thought that no simple definition could ade¬ 
quately describe a material intended for the 
preservation or decoration of substances so di¬ 
verse in chemical and physical qualities. 

Up to the middle of the last century, paint 
was used largely as a decorative adjunct, the 
protection afforded being incidental. Up to 
that time also, the manufacture of paint was 
based on well-established traditional routine. 
Practically the only white pigment available 
was basic carbonate white lead. Practically the 
only available oil vehicle was linseed oil. Zinc 
oxide, lithopone, basic sulphate white lead, ti¬ 
tanium oxide, China wood oil, soya bean oil, 
perilla oil, slumbered with the coal tar colors, 
in the womb of time. 

In such a stage of advancement, it is not 
surprising to learn that the painter ground his 
own lead and colors and that simple mixture of 
white lead and linseed oil, supplemented by a 
few natural colors and lamp black satisfied all 
needs. I remember the day when every country 
paint shop was a miniature paint factory, and 
men are still living who can remember the day, 
somewhat earlier, when every painter was his 
own varnish maker and the use of both paint 
and varnish was confined to the dwellings of 
the rich who wished to flaunt their pro8|>erity. 

Life was too strenuous, materials for re¬ 
placement were too abundant, and the art of 
the industry was too primitive for any other 
condition. The Dutch, however, who usually 
contrived to hit on the vital point of every 
economic situation, long before that had em- 
bodied their conviction in a proverb, “Good 
paint costs nothing”—^the legitimate ancestor 
of the slogan, “Save the surface and you save 
all.” 

Today, after we have depleted our natural 
resources and come to realize that iron does 
not grow in the ground, nor even trees in the 
forest unless permitted to do so, we are coming 
to realize that in lieu of supplies that are not 
inexhaustible we must conserve those we have 
or go without. 

The steel that has disappeared from a rail¬ 
way bridge or a plow-coulter as rust is gone 
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forever. It is unavailable for the use of man to 
all eternity. The wood that has rotted or 
crumbled into dust is, for human use, as if it 
had never existed in the forest. 

The concrete structure that has disinte¬ 
grated through electrolysis of enclosed steel or 
from the surface action of the elements, mingles 
with the debris of creation, irreclaimable and 
irrecoverable. But all of these materials and a 
thousand more can serve indefinitely, practical¬ 
ly without deterioration, if systematically and 
sensibly protected by paint, and in this state¬ 
ment we have the true and complete answer to 
the question, “What is paint?’* 

Paint manufacturers as well as varnish man¬ 
ufacturers are, quite wisely, uncordial to speci¬ 
fications involving fixed formulas as well as to 
laws which stress the importance of the formula 
or tend to impose it upon their practice by the 
inertia of public opinion. 

Good paint—the best paint for any given 
purpose—is that paint which, under the condi¬ 
tions of that specific service, best and longest 
perform its office of protection. The factors 
that conduce to such superiority are largely 
physicial rather than chemical, and even where 
chemical, are largely governed by physical con¬ 
ditions. 

Wliy Is Paint Most Important? 

The question, “What is paint?” is to my 
mind of less practical importance to the con¬ 
sumer than the question, “Why is paint?” The 
answer to this latter is what he really needs, 
for the good of his soul and the integrity of 
his pocket-book. For given the ownership, the 
investment of his money, in property of any 
kind, susceptible to preservation by a surface 
coating, it is vital to him and vital to the con¬ 
servation of our country’s invested capital and 
its material resources that he should know and 
realize what paint is for and what it will do. 

If his clothing wears thin, so that it no 
longer adequately protects his body, contact 
with the elements will prompt him to renew his 
covering. But his property has no voice to 
remind him of its needs. Yet the same elements 
which would destroy him if his body were not 
constantly armed against them, will even more 
surely destroy his investment, if it be not as 
carefully and constantly protected, 

I have little patience with the propaganda 
for or against this or that paint material or 
paint formula, when I know that billions of 
dollars of American capital are crumbling into 
the dust bin while the protagonists wrangle. 

All honest paint is good paint, and the worst 
of it; with special exceptions, better than no 
paint. Take from the resources of the manu¬ 
facturer and the ultimate command of the con¬ 
sumer the 65.000 or 80,000 tons of zinc oxide, 
the 80.000 or 50,000 tons of sublimed white lead, 
the 85.000 or 100,000 tons of lithopone, yes, 
even the 100,000 or 125,000 tons of inert pig¬ 
ments, barytes, asbestine, etc., annually con¬ 


sumed in the paint industry; take away from 
him and from varnish manufacturer the vast 
imports of oriental oils and you would doom 
much valuable property to certain destruction 
in the near future. If the paint manufacturer 
can make, as we know he can, highly service¬ 
able paint out of any or all of these materials, 
he is doing well his “bit” in the service of 
civilization. 

What we need in this industry is a wider 
vision backed by better teamwork. Competi¬ 
tion, yes, it is a necessary curb on our predatory 
instincts, but not the competition which settles 
differences with a club while the consumer 
waits; not the competition in which the con¬ 
sumer is beaten to death between the two con¬ 
testants. While the doctors are disputing, the 
patient dies—while the harvesters are tramp¬ 
ling down the grain in one field the grain in 
the next is nipped by the frost. 

To the members of the paint and varnish 
industry, if any, in this audience, I say, you are 
asleep at the switch, wrapped in a megalo- 
manic’s dream. Not in a thousand years will 
you alone, even the greatest among you, accom¬ 
plish in the broader fields what can be accom¬ 
plished by fifty of your smallest competitors 
working along unselfish lines for the general 
good and pooling their energies and resources 
to that end. 

In the Acts of the Apostles we are told of a 
vision in which a certain man of Macedonia ap¬ 
peared with the plea, “I pray you, sirs, come 
over and help us.” The property-owners of 
this country are mostly, though they do not 
realize it, in the position of the men of Mace¬ 
donia—they need help which can come to them 
only from the paint and varnish industry. 

For their good, for the protection of their 
investments, and for the conservation of our 
national resources, you paint men have an apos¬ 
tolic mission, a social obligation, first to con¬ 
vince them of their sin of neglect and secondly 
to turn them from the error of their ways. The 
means is at hand, will you do your duty? 

I think we are now prepared to answer 
sensibly, if not technically, our original ques¬ 
tion, “What is paint?” My answer, perhaps 
you can give a better one, is this: The protector 
of tangible investment; the conserver of natural 
resources. 


Wm. Oster is the successor to Steinmetz & Harrell 
at Marshall, Mo. 


The Laurel Trading Co. has bought the stock of 
O. G. Kassner Company at Laurel, Mont. 


The Checotah Hardware Co. has purchased the 
Thompson & Kock hardware stock at Checotah, Okla. 


McClung & Watson have purchased the hardware 
stock of the Sanford Hardware Co. at Manitou, Okla. 

McCracken-Mitchell Hardware Co. will occupy a 
new building at Okmulgee, Okla., to give them facilities 
for carrying increased stock. 
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Selling Electrical Goods Successfully 


T here has never been any question as to 
the opportunity of the hardware man in a 
smaller community to maintain a live, use¬ 
ful electrical goods department. 

There have been those, however, who 
claimed that the big city hardware man was at 
a disadvantage, handling electrical goods, with 
an out-and-out, thorough-going electrical store 
next door, specializing on this 
trade. The wise ones thought 
the exclusive electric shop 
would take trade away from 
the hardware store with its 
more general stock and scat¬ 
tered sales efforts. 

Therefore we are particu¬ 
larly proud in showing this 
month a series of views of the 
electrical department of 
Charles Brown & Sons. Here 
is one of the healthiest depart¬ 
ments in a husky business, 
where a full stock of electrical 
household conveniences, fit¬ 
tings and fixtures is carried, 
enjoying the interest and pa¬ 
tronage from customers of the 
store generally. 

The success of this elec¬ 
trical department may be as¬ 
cribed to two causes: First, 
the large general patronage of 
this main street store; and 
second, the enterprise of De¬ 
partment Manager Burton E. 

Qriffin. As is the case with 
any business or any department, the personality 
involved is the real secret of success, and Mr. 
Qriffin is a young man who has, with interest, 
with energy, with study and with enthusiasm, 
made this department reflect his own person¬ 
ality. 


It is an interesting fact that Mr. Qriffin was 
neither a hardware man nor electrician when 
his career began with Charles Brown & Son 
eight years ago. As a youngster of 12, he began 
as a printer's devil, and worked his way up in 
the trade until he was a shop foreman at a 
good salary, but unhappy, both physically and 
mentally because of the confinement, limitation 
and the lack of human contact 
in his work. 

So he selected the hard¬ 
ware business as his chosen fu¬ 
ture profession, by preference, 
and entered at the bottom, 
starting all over again. How¬ 
ever his previous experience 
at overcoming obstacles stood 
him in good stead, for it was 
not long before he graduated 
from the wrapping counter to 
the directorate of the electri¬ 
cal department. 

Ooods Oftthered From AU Comers 
Let it be understood that 
at that time, eight years ago, 
the electrical department was 
mostly on paper, a few lamps 
in the household department 
of the store, over across the 
aisle and around the corner 
a heater or two in the stove 
department, a few percolators 
and pretty toasters on the 
lower shelf of the cutlery case 
up near the front of the store, 
where it made a good appear¬ 
ance, plugs and sockets on the specialty counter, 
and a little wire and cord with the rope in the 
basement. 

From this scattered start an out-and-out 
electrical department has been developed. All 
goods were first grouped together. Special 



B. E. GRIFFIN 

The light in hit eyet and the **pep" of 
his personality is evident throughout the 
electrical goods department of Chas. 
Brown & Sons, of which he is manager. 



FrocrMiTO hardware marehanta thronghoat the Weat. aren in tha large dtlaa, are 

handled in gnantity, jnat as Ohaa. Brown a 


proving that alaetrical gooda can ha profitably 
do. 
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W«'ll Ttntnr* the oplfdon that Mr. Orlffln looks jnst as well 
beside a washer and works a nest deal harder than his bean* 
tifnl assistant. We can’t insnlt her, for she's only cardboard. 


tables and fixtures were installed, with their 
dimensions especially designed to display the 
various articles to the best advantage. For 
the wiring fixtures and the electrical apparatus 
of various sorts drawers were installed so that 
they might be kept in an orderly way. 


want. Carry good clean merchandise in a good 
clean way. Never doubt a customer’s word. 
Never fail to keep a promise once made. 

Here, then, is a thriving electrical depart¬ 
ment in a hardware store in a large city, sur¬ 
rounded by electric and department stores, yet 
getting more than their share of the business. 

If it has been done here, you can do it also. 

All that is necessary is energy, interest, 
study and good nature always. 


A POPULAR SELLING LINE 

In speaking of the merits of the Bestov lines 
of household electrical appliances, Chas, Brown 
& Sons, one of the largest distributors tiirough- 
out the West, tells us they average selling at 
least seventy-five of the Bestov appliances every 
month, that their products give excellent satis¬ 
faction and that there is constantly increasing 
demand for the Bestov line. 


The Biol a Hardware Company at Biola, Cal., are 
erecting a new building to be occupied by them. 



Loflo has entered into the itoxe arrangement of Obaa. Brown k Sons, for electrical gooda adjoin the atoee, lamp and hensoMd 
gooda departnMnta. What more natoral erolntion or more powecfnl way of holding and increaalng the int^raat of cnatonaera than 

in paaaing them from one counter to another in natural aucceaaion? 


For washing machines and electrical house¬ 
hold devices, a separate room was built, fin¬ 
ished in a soft light color with linoleum on the 
floor. Here demonstrations could be held, house¬ 
wives entertained under conditions approximat¬ 
ing those of their own homes, and appliances 
shown to good advantage in proper surround¬ 
ings. 

Salesmen in other departments became in¬ 
terested and now it is a fact that customers are 
passed on with pride to the electrical depart¬ 
ment. Appliances are now sold by the thou¬ 
sands and sweepers as many as 50 a month very 
often. At the best, washing machines have 
reached as high as 65 in one month or about 
three a day. 

Sales Principles As Guides 

Certain sales principles have supplemented 
technical knowledge in the department: Qhe 
the public the best of service and what they 


The Gory Hardware Store at Elkhart, Iowa, wee 
recently destroyed by fire. 


The M. Anderson hardware store at Danbury, Wia., 
was recently damaged by fire. 


Elmer Root has purchased the hardware stock of 
Ziglor Brothers at Delta, Iowa. 


0. C. Knoe is preparing to open a hardware and 
furniture business at Eagle River, Wis. 


The Mount Vernon Hardware Company of Mount 
Vernon, Wash., have moved to a new location, which 
will give them facilities for carrying increased stock. 


H. C. Garnett, who recently purchased the hardware 
business of Albert Hall at Alhambra, is materially 
adding to his stock of hardware, housefumishings, 
sporting goods, automobile accessories, toys, ete., and 
will be glad to have catalogs along these lines. 

Mr. Garnett is one of the most enterprising business 
men in the West and is planning for a splendid trade 
ir 1922. 
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Optimo Now Rules 


Wj^kOWN in Oklahoma’’ or “out in Okla- 

IB homa,” or wherever you may think 
that Oklahoma is, is the implement 
house of A. E. Kull Co. 

Mr. Kull handles goods the exact opposite 
of the way his name is pronounced. As for his 
name, just as dreams go by contraries, so do 
names, for he rates AAl in his business methods, 
enterprise and progressiveness. 

Mr. Kull has established a more or less na¬ 
tion-wide reputation by his “Epistles to tiie 
Oklahomans.” 

Here are three of his epistles, which it is well 
for each one to put in practice: 

Kail’s Epistle to The Oklahomans 

Verily I say unto you: Kill that fat year¬ 
ling, for behold Business, who departed so 
suddenly and without just cause or excuse, is 
coming back and there shall be rejoicing and 
feasting in the land of Oklahoma. 

How do I know whereof I speak ? Be gone 
doubting one, for am I not a profit? Many 
things appear before mine eyes. For instance: 
I behold that the many pant seats that were so 
slick and shiny but a few short months ago 
are now Holey. (Prospects.) And I say unto 
you: for many moons thou hast been on a 
buyer’s strike and have purchased naught of 
the necessities of life except tickets to prize 
fights, ball games and picture shows. But 
behold! a strange change is coming over the 
land that is attracting Business back to the 
bosom of his dad. For verily I say unto you: he 
that appeareth on the street out at the seat 
shall either buy a new pair or go to jail. (Busi¬ 
ness for the Jew.) 

The man who would reap must sow and of 
machinery he has not. (Business for the Gen¬ 
tile.) 

Behold! Our railroads are dilapidated and 
run down at the heel and must repair and re¬ 
build or turn the outfit back to McAdoo. Kid 
thyself not. The roads that Vanderbilt will 
not be given back to Mac. Repairing, rebuild¬ 
ing and rewatering will soon be the order of 
the day. (Business for everybody.) 

Knowing all these things I beseech thee. 
Oh Public! Kill the calf and let’s go. The 
times that were so soft became hard, but times 
that are more worthy than either—normal times 
—are in the offing. 

Second Epistle to the Oklahomans 

And it came to pass along late in the year 
of 1920 that Henry, who begot Edsel, threw a 
monkey wrench in the gears and in the twink¬ 
ling of an eye. Bulls became Bears, cotton hit 
the skids and even the good lard, made from 
cotton, came down from its high horse. 


Confusion reigned in the wheat pit and there 
was a “void” marked on many contracts. 
Whereupon Gloom, begot by Pessimist, took 
the field, followed by a large army of crepe 
hangers, who soon had the entire country under 
complete control. The art of dodging collectors 
became highly developed and Depression, the 
ideal for which Gloom had been striving, be¬ 
came the order of the day. 

But no man liveth unto himself, even unto 
the house of Gloom, for behold, a new menace 
doomed on the horizon in the early part of the 
year 1921, as recorded in the Book of Facts. 
Prosperity Pepp, begot by Oscar the Optimist, 
marshalled a strong army from among the tribe 
of Optimist and sallied forth to do battle in the 
very stronghold of Gus the Gloomy. 

It is written that Gus was riddled with bul¬ 
lets and that most of his followers were con¬ 
verted to the faith of Pepp, who, upon assuming 
complete command, issued the following procla¬ 
mation : 

“This is indeed a chance of a lifetime! To 
rule the roost with Gloom but a memory is a 
privilege that comes to but few mortals. Re¬ 
member therefore the House of the Service 
Hound in the days of thy youth and that Lau- 
son Tractors were always loyal to the House of 
Pepp.” 

Third Epistle to the Oklahomaiis 


And it came to pass that late in the fall of 
the year of 1921, Optimo, who had been strug¬ 
gling with his ancient foe, Pessimo, finally 
succeeded in clamping into Pessimo his favorite 
hold—the hammerlock. 

With his hammer locked, Pessimo became a 
blowed-up-sucker, while Optimo became cock- 
of-the-walk and monarch of all the surveyed. 

“Thou hast taken an unfair advantage of 
me,” pleaded Pessimo. “For a twelvemonth 
I reigned supreme; I drove Business to the 
bushes and was about to take the joy out of 
life, when again you appear on the scene with 
your winning ways. Canst thou not allow me 
to reign until the Northern winds shall have 
dealt their misery to the children of men?” 

“Villain that thou art!” replied Optimo. 
“For two-bits I would crack your nut against 
yonder cliff and trample your carcass beneath 
my feet. Thou hast ruled and nearly ruined 
my old friend Business; thou hast caused him 
to suffer untold misery. But at last, evil one, 
the hour has struck and your wad is shot. 
Henceforth, the House of Optimo shall rule. 
Business, weak and exhausted from your vile 
influences shall be nursed back to health and 
strength, while you and your gang shall be 
cast among the damned.” 


So spake the great Optimo in the ninth 
month of the second year of reconstnmtioa 
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Illuminating History of Aluminum 


H OW many in the hardware trade who 
handle aluminum goods or sell them over 
the counter feel any pride in their pos¬ 
terity or have any knowledge of their history, 
development or relation to other utensils? 

This series of illustrations pictures the de¬ 
velopment of aluminum utensils literally from 
the ground up. We publish them through the 
courtesy and cooperation of the Aluminum 
Goods Mfg. Co., but the life-story of a Mirro 
kettle will be just as true to the early life of 
any aluminum article, except for different re¬ 
finements or finish in the final stages. 

As a matter of fact, the light, polished, clean¬ 
ly aluminum kettle, pot or pan is only another 



use of the same materials in the old earthen¬ 
ware crock that we used to see in the kitchen. 
The crock represents the old primitive way of 
fashioning vessels out of common clay and 
hardening those vessels through firing, a prac¬ 
tice as old as civilization. 

The aluminum utensil comes from the same 
clay, only that modern scientific manufacture 
and the brains of the chemist and inventor have 
made it possible to employ the same materials 
to a much greater advantage. 

With this brief word of introduction, let us 
turn out the lights and proceed with the pic¬ 
tures. 



Clay and all other minerals similarly formed have a 
common metal base—alumina. Bauxite (pictured here) 
is a clay containing; more alumina than any other, 
found in southern France, northern Ireland, Georgia 
and Arkansas. 



Beauxite is crushed and disintegrated by physical 
and chemical means, into aluminum oxide powder (pic* 



The powder is placed in a chemical bath to which 
electricity is applied and the metallic aluminum settles 
at the bottom and is easily collected and cast into vir¬ 
gin ingots of pure aluminum. 


Entering the utensil plant, the ingots are melted in 
a heating furnace at 1,450 degrees. The dross and 
refuse metal is skimmed off, and the scrap or remains 
of sheet aluminum from stamping are fused and mixed 
in. 



Leaving the heating furnace the pure aluminum is 
cast into 50 pound slabs. 



Slabs are heated to a high temperature in an oven 
arrangement, preparatory to breaking them down into 
plates. 
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Heated slabs are rolled and cross rolled under eight 
tons piessure until they are broken down and reduced 
to plates one-quarter inch thick. 


Rolling and ironing out the wrinkles. This process 
closes the pores of the metal and hardens the surface. 



Plates are then cold rolled into sheets. These ma* Spinning. A sectional die, called a split-chuck, is 

chines are adjustable and the sheet is rolled thinner and placed in those receptacles which are not to be straight 

thinner progressively, until the last rolling, on the far- sided, like kettles. Placed on a lathe to revolve at 

thest machine in the picture, does the surfacing, by speed, the vessel is shajped as shown, without appli- 

which the metal is given a hard finish. It is possible cation of heat. The elasticity of the metal makes this 
to roll these sheets to 40-gauge, equal to 3-1000 of an process possible, 
inch in thickness. The average Mirro utensil is 16- 





Removing split-chucks after the spinning is com- 
Sheets are placed under the stamping press, the Plete. 
dies meet, and the vessel is cold stamped, l^is opera¬ 


tion, followed by restamping or the * * drawing * ^ process 
pro^essively shapes or designs the utensil. Sometimes 
as many as 10 or 12 draws are necessary. The ability 
of the metal to draw perfectly depends upon its purity, 
hence the care used in melting the ingots and refining 
away the dross. Aluminum is a notably pliable, ductile 
metal. 


You can sell merchandise, not 
only more successfully, but with 
more enjoyment and pleasure, 
when you know something as to its 
history and methods of manufac- 
tm*e. 



Stamping the angular side pattern onto the kettles. 
This operation not only adds beauty to the design, but 
gives additional strength through the ahgula^trujg^re. 
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Welding on the ears to which the bail will be at¬ 
tached. 



Welding on the spout with an oxygen acetylene 
blowpipe. A perfect joint is formed; no crevices or 
roughness insiae or out. 



After buffing and polishing by patented process 
the trade mark is stamped on the bottom as shown, 
and each article is packed for shipping. 


ALUMINUM ORDERS SWAMP FACTORY 

Industries are coming back to their normal stride. 
For example news has just been received that the fac¬ 
tories of the Aluminum Goods Manufacturing Co. at 
Manitowoc, Wisconsin, are running day and night, mak¬ 
ing Mirro and Viko aluminum. 

A. J. Vits, general sales manager of this company, 
states that a greater volume of merchandise is being 
manufactured and shipped than ever before in the 
history of the company. 

This unusual volump of business is attributed first 
of all to bold, aggressive advertising in magazines, 
trade journals and by direct mail. A second funda¬ 
mental reason for plenty of orders, they state, is the 
fact that they have consistently maintained their prices 
at rock-bottom. Any advantage in manufacturing costs 
has always been passed on to the dealer immediately. 

Their plants employ a total of more than 3000 
people. When an organization of this size is having 
difficulty in filling orders under present conditions, 
it can only mean that business is decidedly better for 
those who sell a right” product in the “right'' way. 



THERR^S A MUSTRRT ABOOT TH’ “A’’ 

Now that we have seen the real, let's have the 
lights again while we cast our own lights on the real 
power behind Mirro and Viko utensils in the West. 
As. Mr. Bannie's ancestor. Mr. Burns used to say, **A 
mon's a mon fer a' that." 

As long as we hae known A. Bannie, and he hie 
been in the hardware and particularly in th’ alnminnin 
business for 27 years, we hae never solved th' mystery 
o' his initial “A." 

When ye meet him ye will swear that ''A" stands 
fur Andy, pronounced **Ondie." He is sae bonnie a 
Scot that there's mony a breath o' heather in his 
voice. As he puts it hissel' wi' a twinkle: **It hae 
only bun in the last fur or five yurs that A'v bun 
able tae mak mesel' unerstood." 

Judging frae his business, it is only a loj^cal con¬ 
clusion thot th' “ A " stands fur Aluminum. Thoosands 
o' buyers o' husehold goods all oor th' West luk for¬ 
ward tae the visits o' Mr. Bannie in the behalf o' th* 
Aluminum Goods Manufacturing Co., on their Viko 
and Mirro lines. 

When Mr. Bannie furst sold aluminum goods, and 
that was practically th' time he began his connection 
wi' the hardware business in the West, he use tae sell 
aluminum combs, calling cards and tea balls tae the 
novelty trade. There was nae muckle aluminum in 
those days. Those were the wee days o’ aluminum 
and the Aluminum Goods Manufacturing Co. was sb 
young as their sales agent. 

As Mr. Bannie sae aptly pits it, ‘' Aye jist happened 
tae git a coople o' accoots that grew." 

It is barely possible that “A" stands fur Allith- 
Prouty, fur Mr. Bannie likewise handles the famous 
door hangers, automobile bumpers, shock absorbers and 
other fabricated articles made at Danville, Illinois. 

There are mony other distinctively magnetic qual¬ 
ities in Mr. Bannie's personality that we hae no' ben 
able tae touch on or suggest in these few words. Hi? 
wit, his keen insight not only intae trade problems o’ 
the present but intae the growth that the future has 
in store, his ability tae cover his territory so com¬ 
pletely with these two tremendously broad lines, and 
wi' all the magnetism o' his way hae made him thor¬ 
oughly respected and warmly received eveiy’where. He 
is the sort o' fella ye enthuse aboot, ye are always 
glad tae meet, and ye want tae see again. 

And no' by any means the least o' his character¬ 
istics is his “bunnet." Sitting somewhat askew, off 
senter o' his weel roonded and liberally proportioned 
head, is a traditional derby which has been "standard 
equipment" as long ^.| tjig memory o* man serves. 
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A Complete Line 






Tl 


For Every Purpose 

HE advantage of carry- 
^ J ing a line of camp stoves 
wMch ofifers a model for 
every requirement and to suit 
every pocketbook, is one which 
the aggressive dealer appre¬ 
ciates. 

The models illustrated here¬ 
with are only a part of the com¬ 
plete line. The line includes 

Three Burner Kit, $27.50 

Two Party Suit Case Outfit, 
$27.50 

Six Party Suit Case Outfit, 
$47.50 

Auto-Kamp-Kook-Elit is the most ef¬ 
ficient, most satisfactory portable 
camp stove on the market. Bums 
motor gasoline—gives a steady hot 
blue flame that a thirty mile wind 
will not blow out. Folds up like a 
suit case with all equipment inside. 
Light—compact—efficient. 

No Sporting Goods department is 
complete without this line. The de¬ 
mand is enormous and increasing 
every day. You can add many dollars 
to your profits with Auto-Kamp- 
Kook-Kits. 

Write or wire today for details. 



Two Bamer Kit^ closed 

All equipment packed 
inside 


.••••vf'ii 


Four Party Suit Case 
Outfit 

A complete outfit for four 
persons, including dishes, 
silverware, cooking utensils 
and a Two Burner Kit, all 
packed in a handsome suit 
ease. Price complete.$45.00 




PRENTISS-WABERS STOVE CO. 


Export Olhcm 

1416 Broodway, Now York 


18 Spring St., Wisconsin Bq)id8, Wis. cm, A«Mr«.; n. y. 

All codoM OMod 
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The Temporauy Sales Manager Idea 

(By B. K. Flana^ran, Walden-Worcester Go.) 

Ed Note.—Automotive Equipment As«n. is conducting a sales promotion campaign, and their motto 
is ‘‘Man the Oil Pump.’’ Under this heading they suggest that the jobbers’ salesmen and the 
missionary men from manufacturers go to the accessory dealers all over the land, taking a little time 
with each to show them how they are passing up sales opportunities. 

By manning the oil pump, the wide awake salesmen can look over the equipment of every car that 
comes up for gasoline. As he is handing back the change and before the car leaves, the plan is to 
lead the driver into a discussion of other accessories that he might put on his car. Oftentimes a live 
man can pick up orders by simply explaining, installing and demonstrating various accessories. 

It is only by getting the best thought of the trade together that this can be accomplished. 


T he most important matter before the pro¬ 
ducers and distributors of automotive ac¬ 
cessories today is the development of sales 
promotion. 

The main factor, and the only one, that will 
stimulate the flow of merchandise in the legiti¬ 
mate channels is the education 
of the garage man and hard¬ 
ware dealer to the point where 
the same kind of effort is made 
to place this merchandise in 
hands of the consumer or car 
owner as is made in all other 
fields of retail business. 

The day when the jobber’s 
responsibility ended with the 
sale of a bill of goods is gone, 
for the simple reason that one 
sale will benefit none of us to 
an appreciative extent and a 
second sale should not be made 
unless the first has gone the 
desired route. 

Every salesman has a pro¬ 
portionate number of so-called 
pet accounts—those men who 
favor him with a greater share 
of their business than the 
other fellow. If such salesman 
in each case would appoint 
himself by mutual agreement 
a temporary salesmanager for 
the merchandise he is closest 
to he could and would no 
doubt accomplish much in the 
way of first aid to the dealer. 

He would also more firmly es¬ 
tablish himself as a substantial 
friend and benefactor. 

This salesmanager idea was suggested to me 
by C. B. Clark of the Champion Spmrk Plug 
Company, and it amounts to nothing more or 
less than an increased interest in the welfare 
and progress of an establishment with whom a 
salesman is continually doing business. 

It is stated by many authorities that a large 
number of garagemen will never become mer¬ 
chants. To a certain extent that may be true. 
But the success of those who can be converted 


will largely influence those who may not, so 
that the latter will at least realize the possi¬ 
bilities. 

Goods and Sales Knowledge With Hardware 
The hardware dealer of course knows how 
to sell goods and already has in his stock many 
items, tools for instance, that 
form a nucleus for a stock of 
accessories. By an additional 
small investment he can sell 
more each month to those cus¬ 
tomers he now has. 

Every car owner should 
have a kit of tools, an extra 
spark plug or two, an extra 
tire and tube. His fan belt 
and brake lining should be ex¬ 
amined from time to time. 
Now why doesn’t the dealer 
keep these necessities in mind! 

Then we have the acces¬ 
sories: Spot lights, cushions, 
bumpers, mirrors, motometers, 
tire carriers, covers, etc. Sure¬ 
ly here is a list at first hand 
that would give any dealer an 
opening. It is a fact that in 
the aggregate very few cars 
are completely equipped. It 
is also a fact that many a car 
owner have made a mental 
note to purchase one or more 
of these items and are simply 
driving around without them 
until some alert dealer takes 
him in hand. 

Let’s all get together wuth 
the men who should be earning 
the profits that are now going 
to a less desirable source. Let’s show them that 
every^ car owner is a prospect for something in 
the accessory line and after this idea is ab¬ 
sorbed many sales will be made that have here¬ 
tofore not been thought of. 


The Paris Furniture & Hardware Co. are the suc¬ 
cessors to Paris Bros, at Kingsley, Kan. 


F. Vicory has taken over the hardware and electrical 
stock of William Fagan at Greenleaf, Kan. 
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B. K. (DICK) FLANAGAN 

He was in one of his sterner moods when 
he had this picture taken, and likewise 
when he set down his very valuable 
thouerhts on the fteneral subject of sales 

P romotion in the automobile accessory 
ield. 

When he is in lighter vein, Dick Flan* 
a^an is one of the wits and beau brummels 
of the western trade, and his visits are 
anticipated all over the territory. 

In all moods and at all times he is one 
of the most popular and thoughtful men in 
the business, and he is constantly in a 
position to see and know. 
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Make Winter 
Pay You 


>TpiS an ill wind that blows no- 
^ bod\^ good — 'tis a rare cold 
snap that doesn’t burst a few dozen 
Ford radiators and send their 
owners hurrying to stores in search 
of new ones. And it’s a rare Ford 
owner that won’t buy as a replace¬ 
ment, a radiator that will eliminate 
this freezing trouble. 

Peerless Radiators are scientifi¬ 
cally constructed to resist freezing. 
The Guaranteed Honeycomb Core 


expands with the water—it elim¬ 
inates the chances of bursting. 

The biggest business ever done in 
Ford replacement radiators will be 
done this winter and the dealers 
handling Peerless will do the lion’s 
share of it. If you haven’t stocked 
it, get in touch with your jobber at 
once. If you are handling it, see 
that your stock is complete. 


The CORCORAN Manufacturing Co. 

NORWOOD Dept. 14 CINCINNATI, OHIO 




-.flE 





RADIATORS 

FOR FORD C A. R a 


Digitized by 





124 


HARDWARE WORLD 


THE TIRE SITUATION 

A tire manufacturer who claims to be well 
informed submits to us the following interest¬ 
ing information: 

Shortly after the close of the war some of 
the largest tire manufacturers believed there 
would be difficulty in obtaining the raw mate¬ 
rial that would enable them to manufacture 
tires in sufficient quantities to meet the de¬ 
mand. Hence they contracted for fabric at a 
price in excess of $2.00 per pound, the contract 
expiring January 1, 1922. 

The fabric manufacturers apparently prof¬ 
iteered to a great extent and insisted upon the 
tire manufacturers living up to their contract, 
notwithstanding raw material was much lower. 

The smaller tire manufacturers were able to 
purchase fabric at about one-fourth the price 
that was being charged the larger manufac¬ 
turers under contract. 

The same situation existed in the price of 
the crude rubber.' The larger tire manufactur¬ 
ers had contracted for crude rubber at a price 
approximating 65 cents a pound, the smaller 
manufacturers who were not able to contract 
or for some reason did not, have been able to 
purchase their crude rubber the past year at 
one-sixth of the price which is being charged 
the larger tire manufacturers. 

Thus it was that the smaller tire manufac¬ 
turers were able to secure their material for 
about one-fifth or about one-sixth the price that 
the larger tire manufacturers were paying and 
hence could undersell the large tire manufac¬ 
turers and still make a good profit. 

He believes this condition will be changed 
shortly after the first of the year and that the 
larger tire manufacturers will be able to go 
after business with their accustomed progress¬ 
iveness. 

It was this condition that brought about the 
financial embarrassment of at least one or more 
of the larger tire manufacturers. 


A DARKY’S PRATER 

“0 Lawd, give Thy servant this mornin’ 
de eye of de eagle and de wisdom of de owl; 
connect his soul with de gospel telephone in de 
central skies; ’luminate his brow with de sun 
of heaben; pizen his mind with love for de 
people; turpentine his ’magination: grease his 
lips with ’possum oil; loosen his tongue with de 
sledgehammer of Thy power; ’lectrify his brain 
with de lightnin’ of de word ; put ’petiial motion 
in his ahms; fill him plum’ full of de dynamite 
of Thy glory: ’noint him all over with de kero¬ 
sene oil of Thy salvation, and sot him on the 
fire. Amen!” 


E. .T. Pollack has purchased the business of B. Mc¬ 
Kinley at Morning Sun. Iowa. 

A. J. Piatt and A. L. Bemis have opened a hard¬ 
ware business at Wellington, Colo. 


BETTER NOT GO UP LIKE A ROCKET 

You may feel that your progress is pain¬ 
fully slow, that you are not winning advance¬ 
ment reasonably rapidlj^. Most of us do feel 
that way. It is better, however, to climb slowly 
and surely than to shoot up like a rocket. I 
know one man who pulled strings so that he 
maneuvered himself into a more important po¬ 
sition than he was capable of filling. He bad 
enough ‘‘pull” with the boss to hold his job. 
Then came a change in the management. And 
the man was dropped. He had by this time ac¬ 
customed himself and his wife and family to 
a rather expensive way of living. He could 
not afford to take any position paying much 
less salary. But he could not find anyone will¬ 
ing to employ him at anything like the amount 
he had received in his big job. Moreover, he 
was swayed by pride. He argued that if he 
took the kind of position he had held before he 
jockeyed himself into the high-salaried place, 
he would be written down a semi-failure. All 
his friends and associates would figure that he 
had gone backwards. The result was that this 
man is today far worse off, both financially 
and mentally, than he would have been had he 
been contented to move up by degrees on merit. 

We all admire men who have courage to 
‘‘tackle anything.” But courage must always 
be combined with common sense, or it becomes 
not courage but foolhardiness. 

WHAT KIND OF AN OPTIMIST ARE YOU? 

There are various definitions of “optimist.” 
one of them being, “a man who doesn’t care 
what happens so long as it doesn’t happen to 
him.” 

Another is “a fellow who thinks that he 
can buy from a Jew and sell to a Scotchman 
and still make a profit.” 

A third is, “a fellow who thinks that some¬ 
thing is going to happen when he knows damn 
well it won’t.’^ 

Another characteristic optimistic statement 
was made by Sandy, who fell down the stairs 
and who upon being sympathized with, ad¬ 
mitted that he fell down the stairs, but was 
coming down anyway, so it really saved his 
time. - 

FOBIOKO GOOD BEADING HABITS 

If parents wish their children to form good roadine habits 
they must first form such habits themselves. And there is 
no better wav to do this than to brine into the household 
a periodical that will be of interest to every member of it: 
that will supply the best rendinc: for old and young. Among 
the periodicals of this description The Youth's Companion i» 
unique. Not only does it aim to entertain and inform boys 
and girls in their teens, as its name suggests, but there is not 
a page in it that parents can pass over with indifference. 

The 52 issues of 1922 will be crowded with serial stories 
short stories, editorials, poetry, facts and fun. Subscribe new 
and receive: 

1. The Youth's Companion—52 issues in 1922. 

2. All the remaining issues of 1921. 

3. The Companion Home Calendar for 1922. 

All for $2.50. 

4. Or include McCall’s Magazine, the monthly authoDty 

on fashions. Both publications, only $3.00, 

THE YOUTH’S COMPANION 
Commonwealth Avc. & St. Paul St., Boston, Mass. 
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Now is the Time to Place Orders for 
Your Spring Requirements 



Boyco Service Units 

The wide popularity which Boyco Service Units 
have earned means bigger business for Boyco 
dealers during the season to come. Now is the 
time to place your order for these attractive 
emergency necessities. Motorists are more and 
more realizing that the compact, yet ample 
supply of fuel and water which the Boyco 
Service Unit affords is as necessary for com¬ 
plete comfort and safety as the spare tire and 
tube. Boyco Service Units mean quick sales 
and reliable profits. 



Boyco Kool-Kanteens 

The Boyco Kool-Kanteen is an entirely new prod¬ 
uct offered for the first time to the motoring 
public. Its ingenious construction positively keeps 
its contents cool even when exposed for hours at 
a time in the hottest midsummer sun. Light, 
sturdy, neat in appearance and of four quarts 
capacity, this new Boyco product offers sales op¬ 
portunity in every part of the country—answers 
a long standing need and appeals for every out¬ 
door use. 


Boyco Camp Grate 

For the camper, the picknicker and all those who 
love the out-of-doors there is no product more clev¬ 
erly designed for lasting usefulness than the Boyco 
Camp Grate. It sets up sturdily without burying the 
legs; accommodates a number of utensils; and folds 
into a surprisingly small and compact package. One- 
half of Grate top is depressed for use as a skillet 
while the other half consists of a warp-proof grid. 
Boyco Camp Grates are real business builders. 

Ftjldmn giving complmte information 
gladly forwarded on request 


BOYLE MANUFACTURING CO. 

LOS ANGELES.CALIFORNIA 
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YOU CAN SELL MORE GOODS IF YOU 

:make the effort 

Ask yourself if you ever solicit anyone to 
make a purchase. Yes, I know some of you do 
part of the time, but how very, very few mer¬ 
chants and salesmen really make a “contin¬ 
uous performance^^ of it day in and day out? 

And particularly is this true with mer¬ 
chants selling auto accessories. 

Customers who own a car (and in the west 
and south, far west and Pacific Coast, \vhere 
the Hardware World is most widely read, prac¬ 
tically every one does), you will find that nine 
times out of ten the auto owner will favorably 
respond to your suggestions of offering some 
article that will be a convenience, or a time 
saver. 

Here are ten suggestions from the A. E. A. 
most merchants can use to advantage in increas¬ 
ing their sales of accessories. 

Try them and write us your experience. 

1. The dealer doesn’t have to hunt for cus¬ 
tomers. Pick up any newspaper and read the 
ads of stores that are trying to get people to 
come to them. The automotive equipment 
dealer doesn’t have to hunt for customers be¬ 
cause, for gasoline, oil, or service, the car owner 
must visit the dealer with frequency. 

2. Every car owner is a prospect. There 
probably isn’t a car in the world whose owner 
could not be sold at least one item of automo¬ 
tive equipment—and most of them several items. 

3. The sales resistance is small because the 
usefulness of the merchandise is great and the 
cost is comparatively small. 

4. A stock doesn’t run into big money. A 
dealer who has never stocked anything can get 
started for less than $200 and the stock can 
be made to turn over quickly. 

5. The merchandise sells in all seasons. In 
fact, the seasons and the weather increase the 
sales of many items. 

6. Seldom if ever is there a shortage of 
stock. The nearness of the jobber and the fre¬ 
quency of the salesman’s visits enable the dealer 
to keep a fairly small stock turning rapidly with 
steady sales. 

7. No special staff of salesmen is required. 
Even the mechanic or stenographer can sell au¬ 
tomotive equipment. It is mostly a question of 
finding what the car owner hasn’t and asking 
him to buy it. 

8. There is no great competition, no costly 
outside sales work, no working on a prospect 
at hours of expense and then having him pass 
out of the market because some one else sold 
him. If he buys an article of one dealer there 
is something the next dealer can sell him. 

9. It can be made almost entirely a cash 
business, without notes, long-time payments and 
similar worries and expense. It is a cash-over- 
the-counter business. 

10. Then, most important of all, the dis¬ 
count ranges from 25 to 50 per cent and aver¬ 


ages about 33 1-3 per cent. The profit on an 
hour of shop labor is but a few cents—and often 
nothing. The profit on cars seldom gets above 
25 per cent, which is where automotive equip¬ 
ment starts. 

Asking Folks to Buy 

Here is the situation: 

1. The dealer is here. 

2. The dealer has a stock—seldom enough 
—but some. 

3. The car owner is in contact with the 
dealer. 

4. The car owner will buy automotive 
equipment. 

5. All that remains to be done is to ask 
him to buy. 



SAFE AND SAVING HEADLIGHTS 

The Stephens Safety Auto Light Co. has 
chosen ‘‘Fiat Lux” as the trade mark for their 
headlight shield and control. But they might 
have very well called it “Salvo,” for its main 
feature is saving—of light and also of passing 
drivers and pedestrians from danger on high¬ 
ways at night. 

Instead of depending on ground glass lenses 
“Fiat Lux” is a metal shield reflector which 
clamps over a clear glass lens, as the illustration 
indicates. The inner surface of Fiat Lux is at 
an angle, nickel-plated and highly polished, so 
that the rays that go out onto the upper half of 
the headlight lens, instead of being bent, twisted 
and lost, are only turned back to the source and 
sent out in double volume through the lower 
half of the lens onto the road. 

Fiat Lux has been certified by state traffic 
officials and guaranteed by the Motor Vehicle 
Department. When properly focussed it is 
claimed for this control that it throws a most 
even, economical and powerful light on the road. 

The metal shields retail at $3.00 a pair 
without the glass and plain glass lenses cost 50c 
a pair. The Stephens Safety Auto Light Co.. 
Hobart Building, San Francisco, will be glad 
to furnish full information to any dealer or 
jobber whose attention has not already been 
called to this device. 
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Are You Selling 

Superior Motor Oils 

and 

Superior Greases? 

They test the best. 

They give the most lubri¬ 
cation for the least 
money. 

They are not eold direct to con- 
Mumere. 

Our forty yeart experience ie back 
of them. 

Write for our price list and special quan¬ 
tity propositions. 

Galena Manufacturing Company 

500 First St., Oslens, lUioois 


AUTO TOPS and 
Seat Covers 



Top Becovers, Seat Covers 

Badiator and Hood Covers 

Side Curtains, Bain Onards 

Tire Covers, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina, Wa^^n Covers 
Cotton Picking Bags 

Clifton Manufacturing Company 

^ Main Office and Factory 
Waco, Texas 

SAK FRAirOISOO - LOB ALGELEB 
DEMVEB, OOLOBADO 
KAKBAB CITY, MISSOnBI 
DALLAS, TEXAS 



Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

BXOLUBIVE DZBTBZBXrrOBB FOB THE 
FOLLownro ldieb 


XotalOfl 

Oaaroaa 

Ifottlo TnbM 
Biromborf Oarbnroton 
WalBwxlgbt Pistons 
•tsa-Pnr Peifsetion Sprlnfs 
BpixsK Bsdlstors 
H a D Bboek Absorbors 
for Fords 
Osbrlol Bnnbbors 
Ofijnoro Fan Bolts 
Ksj Boo Spot LIfbts 
IfosMOo Bronss 


Momooo Tool Kits 
Pemko Isnitlon Ports 
Lockwood Bost OoTon 
Tiro snd Bsdlstor Oorors, 
Bio. 

Fairbanks Chtrsfs Bqnip- 
ment. 

Oanady-Otto Gsragt Bqnip- 
ment 

Arrow G^ Obsins 
Du Pont Top Mstorisl 
Lsidlsw Best OoTtr 
Mstortal 

DriXnro Btirosders 


And s Oomploto Lino of UCacbanics* Tools and Garafs 
Equipment 

New 1920 Catalog Furniahed oa l<<eqaeet 

M otoi^ Company 

llB-117 Bontb West Tsaqds Btroot. Balt Lake Oltp 


retry Tuning-Up-Valve 

“The Scientific Detector” 


Operates easily 
no St rain on y 
exh-iust pipe. 


/Lever adjustable to 
1 8 a ngles. Costs 
Lless to attach. 



Bored to fit 
tightly on 

pipe. \ doesn’t lose 

\ tension. 

All exhaust expelled to rear (not down) 
through megaphone opening. Highly mat^. 
ined valve stops fluttering. 

Why do particular motorists demand the Petry Tuning- 
Up-Valve in preference to all others! Motorists find 
that the Petry Tuning-Up-Valve is a carefully designed, 
well-made product, and not some castings carelessly 
assembled. It appeals, on sight, as a ^‘good job.” 
Compare it yourself with any other tuning-up valve— 
and your verdict will be that it is America's Best Tun- 
ing-Up-Valve and “Scientific Detector” for tuning up 
and locating trouble. Sixteen sizes for all makes of cars. 

N. A. Pttnr Co., IniL, 345 N. RaoMph St, PMladolpMa 

Makan of Petry Pump, Ventilator and Pedal 

Western Distributor: 

Norman Cowan Company, 445-61 Blalto Building, 
San Francisco, California 

/V. A. Patry Ce.. /ac. 
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EDUCATE YOUR NEWSPAPERS 

In the general search for causes and the 
liberal placing of blame for business conditions 
during the last year, it has become common 
practice all over the country to blame the retail 
merchant for high prices. It is claimed that he 
has failed to pass on declines as they come to 
him, and that the retail prices for commodities 
have not decreased as rapidly as the wholesale 
prices, etc. 

Notwithstanding a short-sighted, poor mer¬ 
chant here and there, who has injured himself 
and his fellow workers by taking advantage 
along these lines, the generality is entirely false. 
We of the trade know it thoroughly and sin¬ 
cerely. The retail merchant in general is not 
to blame. He is doing his utmost. 

Therefore, it is for the enlightened retailers, 
for those who are doing their part in the general 
struggle for lower prices and more business; 
it is for you merchants to take the newspapers 
into your confidence. Show them what you are 
doing. Tell them very frankly when they do 
the retail merchants an injustice. 

As a matter of fact the merchant is the very 
best supporter, both financially and publicly, 
of the newspapers in his own town. The two 
parallel forces should work together, each for 
the good of the community and each assisting 
each other. 

How It Worked for SUpley 

Here is what the 0. S. Stapley Co., of Mesa, 
Arizona, did. Jack Long of the purchasing 
department clipped a page from a recent issue 
of the Hardware Woru> and mailed it to their 
local newspaper, the Arizona Republican. This 
page referred to the misrepresentation that re¬ 
tail merchants have not accepted declining 
prices nor granted the same to their customers. 

Thus educated by the Stapley Co. and other 
merchants, the Arizona Republican has printed 
an educational, good-will advertisement, some¬ 
times occupying a full page, and instructing the 
community along the same economic lines. 

We quote from these advertisements phrases 
as the following: ‘‘Who fixes prices, anyhow? 
It isn’t the retailer. It isn’t the jobber. It 
isn’t the manufacturer. It isn’t the farmer.” 
Then the advertisement goes on to show that the 
laws of supply and demand set prices and now 
even at the present time there is an upward 
tendency. 

The Businesa Point of View 

Another advertisement explains how, after 
a year of uncertainty, the buyer may be sure 
now that prices are at the bottom. ‘‘If you 
wait you will pay more,” concludes this adver¬ 
tisement. Still another full page commences. 
“Out of the Fog,” displays such phrases as 
“Better times are here. Let’s buy and sell and 
have prosperity.” 

If you are confronted with newspaper op¬ 
position or innuendo in your community, see 


that you cooperate with your newspaper editor. 
Show him that blaming the retailer only re¬ 
tards business, makes the public suspicious, 
hurts his business and yours. So get together 
with him to start things, rather than stop them. 


WHY ARE TIRE TREADS t 

Some car owners think tire treads are dec¬ 
orations like embroidery on women’s dresses, 
or distinctive patterns by which the manufac¬ 
turer can leave advertisements on soft roads. 
But if such trifling considerations were sug¬ 
gested to the scientists who create the modern 
tire, they would be scandalized. 

As a tire revolves there forms a bulge just 
ahead of where it is in contact with the road. 
This bulge is called a “traction wave.” Al¬ 
though the bulge always stays in the same re¬ 
lation to the road, the revolving of the wheel 
has the apparent effect of making it travel 
around the tire. 

In plain tread tires, the full force of this 
wave continues to roll around the tire. But 
where a tread with a ribbed or cogged back¬ 
bone is used, the wave is divided to a certain 
extent and thrown off at the sides. Some tire 
treads are smooth, some corrugated, and some 
indented, but the purpose of them all is to over¬ 
come this wave. The decorative effect is only 
incidental. 

Another important function of the tire tread 
is to resist slipping and side-sway. If a tire is 
to give full satisfaction, it must be designed to 
hold the car to the road. An excellent tread 
combines holes to provide vacuum grip on slip¬ 
pery surfaces with a V-shape or angle design 
to prevent side-sway. 


JAPANESE ROAD RULES 

Motorists thinking of visiting Japan are ad¬ 
vised to read and consider seriously the follow¬ 
ing English-Japanese * rules of the road that 
govern motor drivers in that country, according 
to the Forecast: 

At the rise of the hand of policeman stop 
rapidly. Do not pass him by or otherwise dis¬ 
respect him. 

When a passenger of the foot hove in sight, 
tootle the horn tnimphet to him melodiously 
at first. If he still obstacles your passage, tootle 
him with vigor and express by word of the 
mouth a warning, ‘‘Hi! Hi!” 

Beware of the wandering horse that he shall 
not take fright as you pass him. Do not explode 
the exhaust box at him. Go smoothly by. 

Give big space to the festive dog that make 
sport in the roadway. Avoid entanglement of 
dog with your wheel spokes. 

Go smoothingly on the grease mud. as there 
lurk the skid demon. Press the brake of the 
foot as you roll round the corners and save the 
collapse and tip up. 
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**Friends for Life** 

“HEX ALL” 

Trade ICark Bag. U. 8. Pat OfTlca 

SOCKET WRENCHES 

AND 

—naara who know them thronrh experience. 

—daalera who have made and held trade beeauae of 
them. 

—Jobbera who find “HEXALL” always in demand 
with dealers. 

Tioc/oa Safa—A **HEXALL** fow €vry nemd 


••Break Any •HEXALL’ Wrench and We Repair 
It — No Charge” 






With New Era Visors in stock yon will be prepared 
to offer vonr car owners eYer 7 feature of real value 
that can be obtained in other visors, some of which sell 
for much higher prices. Rain gutter, awning ends, 
sturdy thron^out and a price of flO makes the New 
Era l ine id eal. Write for Ohtalog. 

NEW EBA BPBINO 9r 8PE01ALT7 00. 

66 Cottage OroTe Ato., Grand Rapids, Mich. 

Mmmfn, mUeef Nem Brm Serimgs mmd New Rrm "Betier** Bmmgen 

NEW ERA: 

DeLuxe (All Metal) VISORS 


‘<OIL RUINS TIRES” 

Motorists r»»alise what a great meaaee oil 
is to inner tubes and, therefore, look for 
the piece where they can fill tires with 

. CURTIS AIR-FRH 
FROM OIL 

Five different sises of oom> 
pressor. 125 different eom* 


'’*/ -is: I 



Stock at most jobbers. 
Price is right. A result of 
25 years' experience in 
compressor manufacturing. 
Sena for Bulletin 0*6. 

Cwlis Pms. Mdqr. Co. 

1612 Klenlen At., St. IrfMila 
630-L Hudson Term., N. T. 


The Jack That Wins Friends 
Through Service 




Ho. 46 ReUable 
Weight 10 lbs. 
WIU lift 3000 Its. 
Height Iiowered 
llVt in. 
Height Raised 
17y, in. 


Reliable Jacks are not made to 
keep motorists from skidding 
into ditches oy getting stuck in 
chuck holes; but they’re a 
mighty dependable tool to have 
around under such circum- 
I stances. 

Motorists know they can de¬ 
pend on Reliable Jacks. When 
you sell a man a jack that 
gives him real service you can 
bet he’s going to come back to 
your store when he needs other 
dependable articles. 

Sell the good will building jack 
—the Reliable Jack. 

Write today for our catalog or 
ask your jobber. 


ELITE MANUFACTUBINO 00. 

AdiUnd, Ohio 



MARVEL 

NITROGEN LAMPS 

All Sizes! 


Stamped on every Mar¬ 
vel carton are the words 
“One GUARANTEED 
Nitrogen Lamp.“ 

You are protected! You 
and your customers are 
assured of perfect 
lamps—no disappoint¬ 
ments, n o misunder¬ 
standings — no come¬ 
back claims. 

IMMEDIATE 

DELIVERIES 

Write or Wire 

BRITE LITE 
LAMP MFG. CO. 

214 Oxford St. 

PROVIDENCE, R. I. 
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ANOTHER PEERLESS SALES MANAGER 

Joseph P. McCarthy, for many years con¬ 
nected with various automotive accessory con¬ 
cerns, has been added to the sales staff of The 
Corcoran Manufacturing Co., Cincinnati, manu¬ 
facturers of Peerless Products for Ford cars. 

Mr. McCarthy will handle southeastern ter¬ 
ritory, including all states east of the Mississip¬ 
pi, from Kentucky and Virginia south to 
Florida. 

Mr. McCarthy’s experience in the sale of 
automobile accessories, together with his wide 
acquaintance with the trade, insure his success 
in his new position. 


2000 MERCHANTS SELLING HARDWEAR 
TIRES 

Notice has been received from the Hard- 
wear Tire Corporation, East Rutherford, N. J., 
who sell Hardwear tires exclusively through the 
retail hardware trade, of a material reduction 
in price, effective October 10. 

This reduction brings the dealer’s price to 
an unusually low figure, being for instance on 
30 x 3V2, $8.60 (fabric), and on 33x4 (cord), 
$18.67, to recite the most popular sizes. 

The Hardwear Tire Corporation has been in 
operation only a year and during that time has 
been able to count as customers almost 2000 
representative hardware dealers all over the 
East, South and Middle West. 

Their chief trouble during the past few 
months has been apparently their inability to 
increase production sufficiently rapidly to keep 
up with the increasing demand. Several months 
ago, at the suggestion of a number of their cus¬ 
tomers, a branch was opened in Chicago, 1509 
South Michigan Avenue. 

It is said that their business during the first 
fiscal year leads them to believe that a million 
dollars for the next year would be a very 
conservative estimate. 


DEATH OP E. F. MESSINGER 

The trade of the Northwest was shocked and 
saddened by news of the death of E. F. Mes- 
singer on October 27. As president of Hunt & 
Mottet Co., Mr. Messinger was one of the most 
highly respected and one of the eldest in point 
of service among the good brotherhood of hard¬ 
ware leaders of the Northwest, if not of the 
entire West. 

But 65 years old at the time of his pas.sing. 
and in the very prime of his activity' and use¬ 
fulness to his community and fellowmen. Mr. 
Messinger was rounding out his thirty-fifth 
year of continuous connection with Hunt & 
Mottet Co., his first and only business connec¬ 
tion in Tacoma since he moved there in 1887. 

Born in Bremer County, Iowa, in 1856, at 
the age of 16 Mr. Messinger was a clerk in the 
Cutler Hardware Co. at Waterloo, so that he 
jumped right into hardware business. He found 
at the start that it suited him and he suited it 
admirably. When a boy of 20, he moved to 
Portland, Oregon, and some ten years later set¬ 
tled in Tacoma, as shipping clerk and general 
man-of-all-work for the newly established job¬ 
bing firm of Hunt & Mottet Co., at that time 
known as Wheelwright & Hunt. 

In 1895 the company incorporated, with a 
capital stock of $100,000, and Mr. Messinger 
was made vice president. When. Mr. Mottet 
sold his interest in 1906, Mr. Messinger succeed¬ 
ed him in the presidency. 

Mr. Messinger was one of the most public 
spirited and big-hearted of men, to his immedi¬ 
ate associates, his employes, and the community 
in general. He made it almost a religion to 
advance the interests of Tacoma, and as chair¬ 
man of the Harbor Development Committee, a 
member of the Tacoma Civil Service Board, of 
the Commercial Club and Chamber of Com¬ 
merce, he had full opportunity to do big, lasting 
work. He was also an officer of the First 
Christian Church, and a member of several be¬ 
nevolent and fraternal orders. 

Beside his wife, Mr. Messinger is survived 
by his son, two daughters, two brothers and a 
sister. _ 

PROFIT IN SELLING MOTOR OILS 

The Galena Manufacturing Company of Ga¬ 
lena, Illinois, offer to dealers their line of supe¬ 
rior motor oils and greases, which are guaran¬ 
teed to give the most lubrication for the money. 
They will stand every test. They are not sold 
direct to the consumer. 

They offer an attractive proposition to deal¬ 
ers to whom they will be glad to send their 
proposition. 

They have established a line of retail prices 
at which their products are sold. 

They will be glad to cooperate with mer¬ 
chants in every consistent way. 


Clarence A. Peatman has sold his hardware business 
to J. V. Hurst at Iowa. Qg C 
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Order Today Sell ’Em by the 25th 


Real American-made Toys 
Immediate Delivery 


Rock'bottom Prices 
San Francisco Stock and Prices 


Write or Wire Todau for BIG SPECIAL DISCOUNTS 



V 





No. 18. Lilt 86.60 

PONY RACKR Ropular Dan Pntrh 
pedal power for smalleKt child. 
durable, hriuht eolora. .'{6** louif. TJ" 
hijfh: 8 and 10" rubber tired wheels: ‘J 
per erate. 



No. 27. List 87.00 

For the kiddie just leamint;. Kaay to 
propel and atop. Crank in front. ’JH" 
wheel baae; 8 and 10" wheels, rubber 
tires. Weight 40 lbs. 



No. 23. Lift 814.00 

DANDY D.AN JOY PONIK.S. Sulky 
with two automatic moving horses, solid 
wood w’ith metal legs. Real hair manes 
and tails. Reinforced steel frame. Ball 
bearings. rubber tires. Weight 45 lbs. 



No. SO. List 88.76 

RED AUTO. Standard best seller. Gas¬ 
oline tank, starter key, back axle turns 
in case hardened ball bearings. Wheel 
base, 28": wheels, 8 and 10", rubber tired 
Weight 40 lbs. 



No. 28. List 88.00 

BLUE ROADSTER. Gasoline tank and 
crank. Steel steering knuckles and easy 
propelling Dan Patch action. Orange 
stripes and trimming. W^heel base, 28". 
Rubber tires. Weight. 40 lbs. 



No. 39. Lilt 812.00 

YELLOW RACER. Wood steering 
wheel, starter key, steel gearing, steering 
knuckle, ball bearings in rear axle. Wheel 
base. 32": 10 and 12" wire wheels, rubber 
tired. Weight 40 lbs. 


Dan Patch Ooaitor wagons 

Bed of selected light hardwood. Maple 
ludsters. braced with steel. Hand brake 
.III rear. Special steel fifth wheel and 
axles. Ball bearing. 10" wheels, with 

shrunk-on electric welded tires. 

No. List 

161 M2xl4" Plain bearings.866.00 

155 .'t'JxM" Ball bearings. 75.00 

152 3dxl6" Plain bearings. 76.00 

156 .38x1(5" Ball bearings. 84.00 

153 4(»xl8" Plain bearings. 84.00 

167 40x18" Ball bearings. 93.00 



No. 29ZB. List 810.00 

ORANGE SPORT CAR. Adjustable 
metal wind-shield: tool or package box in 
rear: starter key: all Dan Patch mechan¬ 
ism. Wheel base. 32": weight, 42 lbs. 
Wire, rubber tired wheels. 


Fumltiire Exchange 

Bldg., San Francisco 


BAKER, SMITH CO 


1220 Boatmen’s Bank Bldg. 
St. Lonis, Mo. 




















Lower 

Prices 



RELIANCE 


WICKLESS 

OIL 

STOVE 




11" high; 14" wide; 22" long 


FLORENCE 
Portable Oven 

Improved latch, hinges and 
door keep all heat inside. As¬ 
bestos interlined; welded 
grates; glass door; double 
heat spreader prevents burn¬ 
ing on bottom. For use on 
any oil, gas, or gasoline stove. 
No. 29-20, two-bumer. height, 
ISW; depth, 13"; width, 
21^"; weight, crated, 30 lbs 
No. 19-20, one-burner. 


A hi^h-elass wickless oil stove at a most 
moderate price. Intense blue-flame heat close to 
the cooking. Powerful burners. Pipe connections 
electrically welded. Strong, enclosed frame fin¬ 
ished in bright black enamel. Brass finished oil 
reservoir with unbreakable end; visible oil snp- 
fily.. High shelf and base can be furnished. 
Made in 1, 2 and 3 burner sizes. 


FLORENCE 
Tank Water Heater 

Bums kerosene; two 
powerful Florence burn¬ 
ers. Twenty-eight feet 
copper coils; exclusive, 
patented “water leg” 
casting preheats water 
and prevents condensa¬ 
tion. No. 22-20, 38 in. 
high; floor space, 17-in. 
by 17-in.; weight, crated, 
77 lbs. 


Cast Iron 
laAMP STOVES 

Union, 1, 2, 3 
burners; Model 1, 
2 burners. Brass 
wick tubes; 4"flat 
wicks. 


CENTRAL OIL & GAS STOVE GO., 453 School Street, Gardner, Mass. 


Makers of the famous FLORENCE Oil Cook Stove 















Hardware 
Artides Should 




Through the accuracy of this 
Dayton Moneyweight Scale 
thousands of hardware mer¬ 
chants are securing their full 
profits on these articles. 


No 74 


Dayton Scale 

^ays 
For 
Itself 
Th rough. 
The, ^ 
Savings 

Effects 


Some of the Things 
It Does: 

1. Protects your profits. 

2. Enables you to sell profitably 
in small quantities, articles 
bought in bulk. 

3. Speeds up selling. 

4. Automatically gives you and 
your customers visible indica¬ 
tion of weight. 

5. Increases your trade. 

6. Makes your store more attrac- 


7., Indicates progressiveness. 

8. Inspires customer confidence. 
Dayton Moneyweight Scale Co. 

DAYTON, OHIO 
Branches in All Principal Cities 


Specifications: 


110 lbs. capacity. 

10 lbs. automatic chart ca* 
pacity. 

10 lbs. on tare beam. 

90 lbs. loose weights. 

Hair line weight and value 
indicator. 

Oxidized iron platform 

16" X 16». 


Supplied with scoop, also 
wire rack. 

“On and Off** Scoop lever 
balances scale when either 
scoop or wire rack is used. 

Supplied with Total Adder. 

Height, 31*. 

Counter space, 24* x 20*. 

Base 5J^* high. 

Regular finish gray enamel. 


See This Scale at All of the Principal Hardware ^^SmJntwns 
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The Retailer 
Who Was ‘‘Out” 
When Your 
Salesman Called 

will be “in” when the postman 
hands him this copy of the 
“Hardware World.” 

If your advertisement was 
here where it could attract his 
attention, you might be “in”! 

One of the great advantages of 
ADVERTISING IN OUR 
PAGES is the facility for 
reaching live merchants every¬ 
where, following up and rein¬ 
forcing the work of your trav¬ 
elers. 

It would pay you to be repre¬ 
sented regularly in the adver¬ 
tising columns of our publica¬ 
tion which is read every issue 
by the really live merchants in 
Hardware, Housefurnishing, 
Sporting Goods and Accessory 
and kindred industries. 

If you ever get any increase of 
business, you must get it from 
these very people. 

Write us for fimther particu¬ 
lars. 



Elmer Root is the successor to Zeigler Bros, at Delta, 
Iowa. 


W. H. Ray has succeeded Ray & Jsftkson at Bay 
Minette, Ala. 


J. T. Hoard has opened a hardware and implement 
store at Merritt, Mich. 


Peter Wenger has succeeded Gus Domes Hardware 
Co. at Sebetha, Kan. 


F. W. Kahley is preparing to engage in the hardware 
business at Kniering, Iowa. 


T. Tucker is the successor to E. F. Seagley & Sou 
Hardware Co. at South Milford, Ind. 


The Harklin Co. at Adrian, Wash., are adding to 
hardware and housefurnishings stock. 


Robert Morris has bought the interest of Chas. 
Zielke in the hardware business at Laoma, Wis. 


The Edmiston Hardware Company is the new name 
of what was formerly known as the Burton Hardware 
Company at Crockett, Texas. 


The Old Trail Hardware Co. has been incorporated 
by C. E. Winget and others with a capital stock of 
$15,000, at Spencerville, Ohio. 


.Tames S. Evans, who recently engaged in business 
at Kimmundy, Ill., is preparing to materially increase 
his stock during the coming year. 


The Frame Hardware Co., recently engaged in busi¬ 
ness at Old Washington, Ohio, are handling full lines 
of hardware, housefurnishings, sporting gooSs, etc. 


The Wabeno Hardware Company has been incor¬ 
porated, with a capital stock of $10,000, at Wabeno. 
Wis.. by Messrs, Jos. Harter, Robt. Morris and Anna 
Morris. 


The Sugar City Furniture & Hardware Co. at Sugar 
City, Idaho, has been incorporated, with a capital stock 
of $50,000, and plan to materially increase their stock 
during the coming year. 


W. W. Starr, operating branch stores at Alva, 
Freedom and Edith, Okla., has taken over the business 
of the Lewis Hardware Co. at Avard, Okla. They are 
planning to increase the sto.ck in all branches. 


Carroll S. Cox of Watson & Cox, Pomona, has en¬ 
gaged in business at Brea, and will handle full lines of 
everything pertaining to hardware, house furnishings, 
sporting goods and automobile accessories, etc. They 
will be glad to have catalogs. 


$ 1.00 

ALUMINUM SALE 

Operating our own rolling mills we are in a 
position to furnish, in any quantity, ten big 
special aluminum cooking utensils for the popular 
$1.00 Aluminum Sale. State your requirements 
and ask for prices. 

ALUMINUM PRODUCTS COMPANY 

La Orange, Illinois 
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One of the Rusco Products is this 


Emergency Brake for Fords 



Ws 

Spea^ 

fir I 
9^mse/tia 


RUSCO Emergency brakes 

for FORDS 


RUSCO 


DUSCO steel emergency brakes for Fords are lined with 
Kusco brake lining. They wear longer and are easy to 
reline. 

This is the only steel emergency brake for Fords that has 
a brace plate (patented) which insures an even, heavy grip 
on the brake drums, and prevents any chance of the brake 
bands buckling and causing serious injury to axle, drums or 
wheels. 

Each Rusco Product has to maintain the reputation in 
quality of all the others. The Ford brake 
is doing this, and besides, it is maintaining fSSSSSSSS 
their high selling record. 

Other R1 

for compUu merchandising PRODUCTS 

plans that are pnsking Rusco sales - 

_ _ _ Busco Brake 

THE BUSSELL MANUFACTUBINa Bneco Clutch 

COMPANY Bubco Hood ] 

, Middletown, Conn. Tow L 


Other RUSCO 
PRODUCTS are 


Boeco Brake Lining 
Bneco Clutch Facings 
Busco Hood Lacing 
Busco Tow Line 
Busco Fan Belts 
Busco Tire Straps 
Busco TABbuckLEB 
Straps 

Busco Transmission 
Lining for Fords 
Busco Denonco Non- 
Chatter Bands for 
Fords 
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182 


HARDWARE WORLD 


TRADE JOURNALS AND ADVERTISINO MADE THIS MAN A 
SUCCESSFUL MERCHANT 

Sometimes it is an advantage to be new at a bnsiness. It isn’t always the pioneer store in the 
eommnnity that is doing the oest bnsiness, or the son of his hardware father who is the town’s best 
^ merchant. 

Here is an article, really a business autobiography, which comes to ns voluntarily and ont of the 
very fullness of heart of one of our valued subscribers in Nebraska, Otto Wilson, proprietor of The 
Wilson Hardware, at Waterloo. 

Mr. Wilson is frank enough to tell ns how he has done it, and though the letter was not intended 
for publication, we have his permission to pass it on, for we know how many of our readers will find 
inspiration in this personal narrative and testimonial. 

As to the part which the Hardware World has had in this little drama, and how it is received by 
this particular reader, we quote further from Mr. Wilson: 

don’t know how it happened, but somehow I forgot to send in our subscription check to 
Hardware World as promptly as it deserves to be paid for, when the invoice came last month. Tour 
publication is worth much more than you charge for it, anyway.” 

(By Otto Wilson, Proprietor The Wilson Hardware, Waterloo, Nelnaaka) 


I HAD never been behind a counter in my life 
until March, 1917, when I purchased this 
store, so I was green in the business, and 
what’s more, I employed a green clerk also. 
But I subscribed for all the good hardware 
papers I could find, and, believe me, I read 
them. And so did my clerk. 

Your articles on salesmanship, your char¬ 
acter building stuff, your retail price sugges¬ 
tions, your articles about how the other fellow 
did it, n’everything, together with similar read¬ 
ing matter published by other hardware maga¬ 
zines and the experience a fellow gets in the 
great game of selling itself, will help any man 
to success in business, whether he has had pre¬ 
vious selling experience or not. 


‘‘Hardware World” Ont to Pieces 
Your magazine gets cut all to pieces within 
a few days after its Arrival at our store. My 
wife cuts all articles that will help us in any 
way and pastes them in a scrapbook. If the 
stuff in our scrapbook could all be reprinted 
without getting a fellow in trouble on account 
of copyrights, etc:, I think a publisher would 
pay us a real price for our scrap heap. 

We use a loose leaf book for this purpose 
with the glue put on the leaves at the factory, 
and we have it divided into sections as follows: 

Salesmanship, store management, character 
building, stunts and other helps to increase 
sales, window trims (mostly pictures of good 
windows inserted here), store arrangement and 



Si Says 


*^*110 standardize and eliminate du- 
plicates in styles of hand-saws 
is the problem which the Si- 
monds Manufacturing Co. has met in 
a manner which will give the dealer 
something better at a lower price. 


This is how it has been accom¬ 
plished: As an example, No. 8 saw 
which sold for $26.80 per dozen is re¬ 
placed by the No. 72 saw, practically 
the same style except that the No. 72 
is a better appearing saw which sold 
for $28.15 per dozen. Now for both 
these saws the dealer will buy No. 72 
at the (No. 8) lower price of $26.80. 
For No. 5 we substitute No. 61 at the price of the former and so on down 
the list until but eight Blue Ribbon patterns complete the line with the 
exception of regular brand saws Nos. 10 and 10^, which are retained as 
the moderate-price line. 
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display suggestions, credit extensions, terms 
and collection methods and collection letters, 
advertising (articles on how to). Clippings of 
advertisements that other merchants have used 
successfully and which are reprinted in various 
papers and deals with washing machines, elec¬ 
tric goods, ranges, sporting goods, toys, Xmas 
goods, general hardware, special sales, and in 
fact dope on every conceivable subject that will 
in any way be of use to us now or later in our 
own advertising. 

Uae Every Form of Advertising 

Just a word about advertising. It certainly 
brings the business to a man’s door, if he is 
absolutely honest in his advertising. We use 
every form of advertising that we can think of. 
We run the “Hardware News” weekly. This 
is a paper in a paper and it’s a winner. 

You know on this form of a store paper the 
publisher of the newspaper you run it in pays 
the postage on all that go out. To those who 
we think do not subscribe to the local newspaper 
we send sample copies occasionally. As this 
will often make new subscribers for our editor, 
you can be sure that we have his cooperation 
at all times. 

We use picture slides and window displays 
to tie up each week with our advertisement and 
if we have any of the advertising that the manu¬ 
facturers supply we mail that direct to our 
customers. 


If a customer picks up the local paper he 
will read about the particular goods we are 
advertising. If he goes to the movie he sees 
the same goods displayed or advertised on the 
screen. If he walks by our window he will 
notice the goods themselves and when he opens 
his mail he will receive another dose of the 
same stuff. 

Souvenir Gifts for BCan, Womsa and Child 

We usually have a supply of good pencils 
imprinted with our ad for our men customers, 
meat forks, pie knives, etc., for the ladies, a 
drawing on a coaster wagon or similar article 
once in a while for the kiddies. 

Manufacturers are glad to supply us With 
good road and fence signs free of charge or at 
a charge so small that it doesn’t amount to 
very much and these we stick up all over the 
country. 

Does it pay? I’ll say it does! 


Mendelson Hardware Co. is a new store at Monte- 
cello, Cal. 


E. T. Bond recently purchased his partner’s interest 
in the Merchant & Waite Hardware Co. at Iberia, Mo. 


The Linscott Hardware Co. of Sweet Spring, Mo., 
have purchased the Houstonis Hardware Go. at Mexico, 
Mo. 


C. £. Stanber and Frank Lawless have purchased 
the hardware and implement business of W. G. Ten 
Broeck at Hebron, Neb. 


Simonds Simplifies 

Dealers’ Hand Saw Problem 

By this method duplicates are eliminated, the dealer will sell saws that 
are better and show off to better advantage, and at a strictly competitive 
price. 



Dealers should write for complete details and price list of this new 
selling method. 

Simonds Manufacturing Co. 

PorUand, Oregon **The Saw Makers** Frandsco, California 

Seattle, Washington Vancouver, B. C. 
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HONEYMAN STOCK CONSOLIDATED 

Looking far into the future, and believing 
also the good old motto that ^^In union there is 
strength/’ the Honeyman Hardware Co. have 
discontinued their up-town store at Fourth and 
Alder Streets. All the stock has been moved to 
the great sales floor in their own square block 
building at Park and Glisan Streets, where they 
will continue to sell both wholesale and retail 
to the hardware and sporting goods trade. 

It is a coincidence and also a case of history 
repeating itself that about a quarter of a cen¬ 
tury ago practically the same movement took 
place. Previous to that time the business had 
been conducted on First Street, near the river 
in Portland. When the stock was moved to 
the new store at Fourth and Alder, it was 
thought that the company was going out into 
the suburbs. 

Since that time the city has been attracted 
in the same direction. Fourth and Alder Streets 
is in the center of the up-town shopping district 
where there is no chance for automobile shop¬ 
pers to park machines, where the streets are 
narrow and congested and rents are excessively 
high, so that the complete stock which such an 
up-to-the-minute hardware store must keep is 
forced to bear a tremendous overhead or to do 
away with necessary display. 

The new location is one block west of the 
new postoffice and conveniently reached by 
several main carlines and very close to railroad 
and shipping facilities. The entire block is 
now occupied by the Honeyman Hardware Com¬ 
pany’s plant, and the comer where tne retail 
business will be conducted is occupied by a new 
brick building, built within the last two years, 
and especially designed for the retail business 
and the offices of the company. 

It also is near the center of the automobile 
district, and yet is just outside the restricted 
parking and congested shopping area, so that 
residents of Portland or the suburbs, in their 
machines especially, can conveniently purchase 


there, free from all worry and fear of being 
hurried by the ever vigilant traffic officer. 

The retail floor and salesroom covers an 
area 100x200 feet, where every department is 
represented on the ground floor, allowing per¬ 
fect sample display and perfect accessibility to 
the company’s great wholesale stock. 


ATTRACTIVE RANGE CATALOG 

The Matthews Banner Range Company of 
South Bend, Indiana, of which Lewis C. Mat¬ 
thews is president, recently issued an attractive 
catalog in colors, showing their full lines of gas, 
coal and combination ranges, which possess spe¬ 
cial points of merit and superiority and offers 
an opportunity for merchants to increase and 
develop their stove and range business. 

The Matthews line is the result of years of 
experience by practical stove men, who know 
what is necessary and who feel confident that 
in offering the Matthews line they will please 
their customers and develop business for their 
agencies. 

They will be glad to give full informatioD 
and send catalog to any of our readers upon 
request. _ 

KING ‘‘MODERN SIGHTS FOR MODERN 
ARMS” 

Have you the complete booklet issued by 
D. W. King, inventor and patentee of a com¬ 
plete line of special front and rear sights for 
firearms of all kinds? 

Mr. King’s sights need no introduction to 
the sportsman and the lover of arms. He has 
devoted a full life to the arms and ammunition 
business, and has been developing his own spe¬ 
cial sights for many years. The most recent 
addition to the King line is a peep sight, which 
Mr. King is now putting on the market. With 
this he now offers a complete sight line to the 
sportsman, the sharpshooter, hunter and all 
other users of firearms. 

The sale of King sights is handled by Mc¬ 
Donald & Linforth, with headquarters and main 

office in the New Call Bldg., San Francisco. 
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SPRAKE COMPANY HANDLES EMPIRE 
LEVELS 

Water seeks its own level; so does every man and 
evei^ organization. 

The Sprake Sales Co. has sought and found their 
level. In this case it is the Empire, manufactured by 
the Empire Level Manufacturing Co. of Milwaukee. 
Henceforth the western business on Empire levels will 
be handled through the Sprake Sales Co. offices at 
Los Angeles, San Francisco, Portland and Denver. 

The Empire line includes the new adjustable and 
interchangeable aluminum level, stationary aluminum 
levels, various types and sizes of wood and brass bound 
levels, as well as wood and aluminum hawks, darbies 
and floats. 

H^rh quality and absolute accuracy have always 
been characteristic of Empire levels, and it is only 
naturid that Sales Manager Roy £. Hanson and the 
other officials of the company should seek and find 
the same qualities in their western sales organization. 
The Sprake Sales Co. is held in high esteem by all those 
with whom they deal, both customers and principals. 
They are tool specialists, every member of the organiza¬ 
tion having a long and valuable connection with the 
weatem hardware trade. Undoubtedly they will be 
instrumental in extending throughout the West the 
wide sales that Empire levels have enjoyed in other 
parts of the country. 

The Hutto Hardware Co. has engaged in business at 
Jasper, Ala. 

Waeehter & Caldwell have engaged in the stove and 
sporting goods business at Whittier. 



THE PASSING OF FRED J. MEYERS 

Th^ trade will learn with sincere regret of the 
passing of Fred J. Meyers, president of the Fred J. 
Meyers Manufacturing Company of Hamilton, Ohio. 

He had never fully recovered from an illness of a 
year ago. He was again stricken and pneumonia de¬ 
veloped and it was this disease that had its fatal 
termination. 

In 1890 the Fred J. Meyers Manufacturing Co. was 
organized, with a capital stock of $125,000, Mr. Meyers 
being the first president of the company, a position he 
retained until his death. He was likewise vice president 
of the Central Wire Goods Company in New York 
and treasurer of the National Association of Ornamen¬ 
tal and Bronze Manufacturers. 

Associated with Mr. Meyers in the organization was 
John Wuftange, vice president; George C. Bramlage, 
secretary, and Joseph F. Wuftange, treasurer, and Fred 
L. Meyers, cashier. 

Mr. Meyers was not only a well known and success¬ 
ful manufacturer with a wide acquaintance, but he was 
a splendid citizen, taking an active part in civic 
matters and in everything that pertained to his eom- 
munity and the nation generally. 

When the day’s work was done he laid aside his 
business cares and was the center of bis interesting 
family. It is said that he entered into the lives of his 
children as few fathers do, making their home an ideal 
one. Mr. Meyers was of a most charitable disposition, 
but not of the ostentatious kind. One of his marked 
characteristics was that he never criticized the life of 
another. 

His wife preceded him about a year ago. He is 
survived by seven children, five daughters and two 
sons, to whom the sympathy of the trade will be ex¬ 
tended. 

Jack Thompson succeeds Thompson & Koch at Che-^ 
cotah, Okla., in the hardware business. 


^ The “NEW DUMACO” 


, ALBERTSON h 00., Maanfsetursn, SIOUX OUT. lA. 



Electric Appliance Company 

807-809 lUarioa St. Bam Framdaco 

JOBBERS OF ELECTRICAL Aim AX7TO 
SUPPLIES AND ACCESSOEIES 

Electric Bangeo Washing 

Bnetion (Beanera Ironing Machines 

Fan Motors Heating Devices 

Wiring ICaterlals Auto Accessories 

Tires—Tabes—Ford Parts 

Oennlne Crank Shaft and Ooanectlng Bod 
Bearings^ Etc. 


^ ADJUSTABLE NOZZLE 

is the qnlckest-seller on the market. 

You can sell more garden-hose nozzles this 
coming season than you ever sold before. The 
‘‘NEW DUMACO” will do it for you. 

And why? Idsten— 

In constmctlMi it is the latest thing. It is 
manufactured out of solid brass rod. fine grained 
brass casting, and a specially improved packing, that 
makes leakage absolutely impossible. 

In operation it is simplicity itself. One turn, 
and you have a straight flow; another, and there is a 
fine spray; a third, and the water is shut off— 
instantly. The stream is longer, and the spray 
finer than in any other nozzle sold. 

In servlca it has no superior. For garage, lawn, 
or garden it is ideal. Perfect satisfaction and dura¬ 
bility is insured, as each nozzle is factory-tested, and 
fully guaranteed. 

In price it is the most profitable for you to 
handle. We sell it much lower than any other is 
offered at. 

The ‘ ‘ NHW DUMACO ’ ’ means steady money¬ 
making sales for you. “It Sells BEST Because 
It Is BEST!’’ 

Sample on request. Write direct, or to your 
jobber, for special rates and terms. 

THE DURST MANUFACTURING CO., Inc. 

119 Chambers St., New Yo^ N. Y. 

We also mABEftctuie Conpliiici and other Hoee Aooeaaoilee 
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ELECTRICITY AS A FUEL FOR HEATING 
INCUBATORS 

The use of electricity for heating incubators is not 
a new idea. In many different forms it has been ex¬ 
perimented with for the past five years or more. Its 
success has been rather questionable because of the 
methods used and the expense attached to its use, either 
in extravagant use of current or exceptional high cost 
of the equipment. 

In heating incubators there are two questions that 
are all important—soffieient heat and low cost of such 
heat. For years the incubator has been heated by oil 
lamps, and while such has been a very practical 
method, and so far as that is eoneemed it has been 
considered an efficient method, and as a result the cost 
of heating has been based ppon the cost, per egg capac¬ 
ity, of oil heat. 

In ' recent years, many have entered the field of 
hatching, either as a business or because of their love 
for the poultry raising game. 

In the former instance, the one operating the plant 
probably had a fipreat many units or machines to give 
attention to, and to fill and care for lamps took some 
time, and especially if it were properly done. Timo to 
him is money, for that was only one of his many duties 
incidental to his making his bread and butter. The 
latter individual had time and probably the means to 
allow his indulging in his pleasure in a leisurely fashion 
and on the more modern fines. 

For these people a real practical device must be 
figured out that could give tnem all that they desired 
andJust as they desired it. 

The Queen Incubator Company has always en¬ 
deavored to meet their customers’ desires and give 
them the best possible equipment that could be had for 
as near as possible the smallest cost that same could 
be put out at. 

They have met this demand for electric heaters for 
incubators and have devised a heater that will fit any 
Queen Incubator from 70 egg size to 1000 egg size, and 
use only the heat necessary to keep the machine at 103 
degp*ees of heat. 

This heater was tested on a 1000 egg size incubator 
for eight consecutive weeks and its average consump¬ 
tion of current was 7 kilowatts per 24 hours. 

This at a cost of three cents per kilowatt averaged 
a cost of 21 cents a day on the 1000 egg incubator or 
about one-half the cost per day of operating the same 
incubator by oil. 

The regulator on the electric attaches to the side 
regulator on the Queen incubator, so that when the 
incubator goes to full beat it shuts off the power and 
when the beat begins to lower, even a fraction of a 
degree, it immediately turns it on again. This gives 
positive heat and positive regulation. 


The essentials to operating with electric current 
are that it must be 24 hour service and of 110 volt 
alternating current or 32 volt if direct current. 

To attach the electric device to the incubator is 
but the work of a moment, all parts are attached to 
the outside of the incubator and requires nothing but 
a screw driver in the way of tools. 

The heater heats the water or discharges its heat in 
the heater the same as the lamp would do and should 
your power shut off you can put your oil lamp in place 
and proceed with your hatch without any loss of time 
or eggs. 

The device is equipped with safety fuse and a flash¬ 
er switch and has a pilot light which acts as an 
indicator to you that the current is on and the heater 
working as it should. 

This is the last word in modem incubator equipment 
and can be relied upon to give the most reliable, up- 
to-the-minute service. 



They have the same equipment arranged to a hover 
for chicks and this is a marvel. A 36 inch hover will 
hold 500 chicks. All hover, as no center space is lost 
to heaters or other devices. 

They will be glad to describe these machines more 
fully to any one Interested. 


‘‘GETTING THE MOST OUT OP 
RETAILING'' 

This is the title of a most attractive booklet issued 
by the National Cash Register Company of Dayton, 
Ohio, which every retail merchant should read. 

It is an attractive booklet in colors and gotten up 
in such a way that you could read it in a few moments 
and yet it would doubtless give you suggestions that 
yon could use to advantage. 

This is a booklet that we are glad to recommend to 
every merchant and salesman. While it may tell the 
things that you know, yet it tells them over again in 
such a pleasant way that it will help yon to remember 
them. 


NEW PRICES AND DISCOUNTS 


New prices and discounts on springs, tire carriers, 
Spring bumpers and visors, recently announced by the 
New Era Spring A Specialty Company of Grand Rapids, 
Michigan, shows a downward trend in price revision 
and an onward trend in discounts. 

The New Era organization is announcing its new 
prices a month in advance of the usual time, November 
first. 

New Era has reduced its list prices on New Era 
“Better” 1%-inch double>bar spring bumpers, tire 
carriers and all-metal visors, and has increased its dis¬ 
count on springs to 70 per cent and on tire carriera to 
50-5 per cent. 

Another step forward is New Era’s innovation in 
listing Fords, Chevrolet “490” and Overland “Four” 
in the same price classification in both the double*bar 
and Duplex or double-face type of bumper. Heretofore 
Ford bumpers, like other Ford accessories, have been 
listed at a lower price than all other cars. New Era 
double-bar bumpers for these three models now list at 
$10 for black, and $11.50 for black and nickel or full 
nickel. 
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SKHNO AS AN AMERICAN SPORT 

The remarkable growth in the popularity of skiing 
as a winter sport has been due to two reasons espe¬ 
cially: 

first, because the American people are naturally 
alive and alert. Their love for athletics which reouire 
skill and * * finish ’ ’ is the wonder and admiration of the 
world, and their prowess is shown in no more striking 
manner than the attainment of the world’s long ski- 

S imping record. This was accomplished by Mr. Henry 
all on February 9, 1921, at Bevelstoke, British Colum¬ 
bia. His amazing jump of 229 feet exceeded the former 
world’s record by 15 feet. Mr. Hall used a pair of 
Northland skis. 

Thus skiing in this country, a comparatively new 
sport, American skill, genius and daring have won for 
her the highest skiing laurels. 

The second reason why skiinp^ is becoming the most 
favorite winter sport in America is due to its hilly 
and mountainous regions, interspersed with numerous 
valleys and level stretches. Such country is exception¬ 
ally adaptable for skiing—making what we might 
term a **natural skiing playground.” Such country 
also gives the skier more skill and helps him to become 
more versatile in his style. 

A Great Health Builder 

Skiing is more than a joy and a wild winter pleasure 
of delight. It is a most potent builder of health. It 
requires an alert mind, quick thinking and deep breath¬ 
ing. 



HENBT HALT. 

The Worid’s Ohsmpion 8kl-Jamptr In Action 
Mr. Holl't record jnmp was 229 feet, which was made in 
ReTelstoke, B. C., in February last. 


Therefore, skiing is a wholesome, healthful outdoor 
sport, that sets the nerves tingling and the blood rush¬ 
ing. It is not dangerous, as is sometimes supposed, 
nor does it ”tear down” tissues faster than it builds 
them up. It is the ideal winter sport for Americans 
and is ^st as suitable for women as for men; "grown¬ 
ups ’ ’ as for young people. 

Good Equipment 

Learning to ski requires more than perfect length 
and properly shaped ski. The design and balance of 
the ski must be right. The grain must be straight 
and true the full len^h of the ski or it will splinter. 
Beyond this, the binding must be secure, binding the 
ski to the foot. There is far more danger in loose- 
bindings than in having the ski securely bound to the 
foot. 

Northland skis are recognized everywhere ns the 
most springy, the easier gliaing and most "alive” of 
any that have ever been turned out. And this is 
brought about by specially selected wood, combined 
with their design and thorough inspection by expert 
Norwegian ski-makers. 

Hickory, ash, maple and pine are the woods used in 
Northland skis, named in the order of thep excellence. 
The famous Telemark model is made up in all of the 
above, woods. This model will be found the most 
practical for all around skiing. The Overland model 
was designed principally for use in level country where 
the snow is loose and deep and is made up in ash and 
pine. 

Thousands of pairs of Northland skis were sold last 
year to users in nearly every northern state, as well 
as in Canada. 


The J. B. Kohler Hardware Co. has bought the hard¬ 
ware and implement business of B. L. Thompson at 
Woodbine, Kan., and will add to the stock. 



COAST 

FRUIT-GROWERS 
KNOW— 

this line. 8 years field work, plus extensive 
advertising of both product and dealer agencies 
has given it the call by progressive orchardists 
in whole Pacific Coast. SECUBITY LADDEB 
sales of Wenatchee, Wn., agency will exceed 
$5000 this season! Write for open territory on 
this trade puller. Same exceptional construction 
may now oe had in regular step ladders also. 

J. B. PATTEBSON, Mannfacttirer 

505 laankerzlilm Bldg. Los AngelM 
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WILL HELP SCATTER ‘‘SPARKS’’ PAR 
AND WIDE 

In Sydney A. Beck, newly appointed sales and ad¬ 
vertising manager of the Hammer-Bray Co. for Spark 
ranges and stoves, President George Hammer has se¬ 
cured an able assistant and this progressive institution 
has one of the keenest, most energetic, experienced, 
enthusiastic executives in the stove business in the 
West, is not of the entire country. 

We can heartily agree with Mr. Beck when he 
states that he believes it is his good fortune to face 
one of the greatest opportunities in the country from 
an industrial and sales standpoint. He has behind and 
in front of him a line of stoves that has been brilliantly 
and carefully developed by an institution that stands 
high in the trade. There is a further natural advan¬ 
tage in supplying the stove and heating needs of the 
West with western products from a western manufac¬ 
turer. 

To Mr. Beck it seems almost incredible that he has 
passed a score of years in the stove business, and 
still kept so youthful and unburdened with the weight 
or ravages of years. As a matter of fact, Mr. Beck 
has been for 21 years in the stove department of M. 
Seller & Co., and he resigned—was only allowed to 
resign—because the opportunity that presented itself 
was so great that neither he nor his former employer 
who had his welfare at heart could afford to let the 
chance pass by. 

Sfdendldly Equipped 

He comes notably endowed along two lines. His 
friendships, acquaintance and familiarity with the buy¬ 
ers of the Northwest is probably unequaled by any man 
in the trade. During his long years of service he has 
learned the territory, the personalities, until they are 
second nature to him, and in his new executive position 
he will be the general with the terraine of his battle¬ 
field at his finger tips and his personnel as clear as an 
open book. 

Aside from this, his merchandise experience, ac¬ 
quaintance with all branches of the business and 
particularly his familiarity with the peculiar stove 
and heating needs of the Northwest should be an inval¬ 
uable asset to him. As a matter of fact, Mr. Beck 
designed or improved many of the stoves now being 
sold throughout the Northwest, and his mechanical and 
manufacturing knowledge will be eagerly sought and 
adopted by the Hammer-Bray Co. in approaching the 
trade in the Northwest. 

Spark Line Complete and Conylncing 

The Spark line is all inclusive and well rounded, 
ranging from the little one and two burner gas hot 
plates up through a long line of stoves and ovens to 
the new combination with four gas burners, four coal 
covers, three ovens and other features. In addition to 
these, the Spark is cast into air-tight beating stoves in 
wide variety. 

President Hammer and Mr. Beck are to be mutually 
congratulated in their happy trade alliance, for the 
achievements and experience of each will only help and 
strengthen the other. Together these two powerful 
personalities should in truth make the Sparks fly into 
a great blaze of glory and triumph. 


“Judkins left his umbrella again. I do be¬ 
lieve he’d leave his head if it were loose.” 

“I dare say you’re right. I heard him an¬ 
nounce only yesterday he was going to Colorado 
for his lungs.” 


“Velocity,” said Johnny, defining the word 
to the teacher, “velocity is what you get up off 
a hornet with!” 


Garver Bros, have succeeded D. E. Nickles at 
Shanesville, Ohio. 


CUTLERS AFTER OUR HEAKTS 

Sometimes a manufacturer’s or jobber’s catalog is 
a subterfuge to cover up a lack of real merchandise or 
legitimate production. Usually it is a thorough and 
accurate array of products and stock, valuable for 
reference and as an index, but colorless as a work of 
art. 

Now and then, very rarely, comes to our hand a 
catalog with a personality, like the one lately issued by 
the Ontario Knife Co., ^anklinville, N. Y. Here are 
not only the products of this great and remarkable 
factory. They are all there, over 200 pages of knives, 
the complete array of ‘Hhe largest manufacturers of 
butcher, paring, slicing, kitchen and putty knives is 
the world.” 

But in addition there is more in the new Ontario 
knifo catalog. There is the spirit of the institution, 
the same finished to perfection, leaving no stone un¬ 
turned to make the best catalog, just as the company 
makes the best knife that human hand and mechanical 
skill can turn out. 

A map on page three shows the location of Franklin- 
ville in relation to the rest of New York state, south¬ 
east of Buffalo, two-thirds of the way to the state 
line of Pennsylvania and on the main line of the Penn¬ 
sylvania Railroad to Harrisburg. Another view shows 
the tremendous stock of 6-foot grindstones, weighing 
one-half ton each to the number of 60 or 75. Thirty 
nine of the company’s skilled grinders are shown in 
this picture. All Ontario ”Tru-Edgo” knives are 
hand ground on grindstones rather than on grinding 
machines, where emery wheels produce thick and short 
double bevel edges. 

The company neither quotes or sells to department 
stores or any retail trade and makes the promise to 
protect their trade. Any member of the traae who has 
not the catalog has not the last word in kitchen, 
butcher and taMe cutlery and should write to the com¬ 
pany at Franklinville. 


A COMBINATION COAL AND GAS RANGE 

A combination coal and gas range that is a real 
combination range, is the way The Bom Steel Range 
company describes their newest range product. 

It uses two fuels for the same oven. With a fire 
going there is a complete cycle of heat waves going 
around the outside of the oven walls. With gas burner 
going there is a complete cycle of heat waves on the 
inside of the oven. Temperatures at all points of the 
oven are in direct proportion with the use of either fuel 

To burn two kinds of fuel, nothing has to be 
changed. Nothing to take out of the oven—no dampers 
to open or close. Vent damper in oven operates auto¬ 
matically as gas is turned on or off. Four gas burners 
and four 8-inch covers on top—18-inch broiler and 
toaster, and warming closet. Stands in a 42-inch space. 
Guaranteed for 25 years. 

The oven of a Born Combination Range is equipped 
with Rapid Heating Patent Duo-Flame Gas Burner. 

This burner is constructed so that all air taken into 
oven must pass through two parallel lines of flames. 
No cold air can pass through burner or into oven while 
gas burner is in operation. 

The burner itself is outside of the oven proper, but 
all heat from the burner circulates in oven. Fumes 
leave by vent in lower left hand corner of oven. Baking 
and cooking are done by direct contact with heat 
instead of by outside radiation. 


F. H. Mars has sold his interest in the Holly-Mar 
Hardware Store to E. A. Hollingsworth, the other mem¬ 
ber of the firm. 


The Woodbury Lumber Company at Brewster, Wash¬ 
ington, are installing a complete line of builders’ hard¬ 
ware. They are typical of a large number of our 
subscribers in lumber and building material, who are 
getting new lines. 
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NEW SALES MANAGER FOR LEYSE 
ALUMINUM CO. 

The friends of Charles W. Boardman, formerly with 
the Mirro Department of the Aluminum Goods Mfg. 
Co., will be glad to learn that he has been appointed 
sales manager of the Leyse Aluminum Co. of Kewaunee, 
Wisconsin. 

Mr. Boardman is well known to the trade, especially 
throughout Wisconsin, Michigan and adjoining terri¬ 
tories. He is a keen judge of values and his fifteen 
years of selling and ^vertising experience, together 
with a thorough understanding of dealer proolems, has 
made him welcome everywhere. 

The Priscilla line of aluminum cooking utensils is 
how pretty well known among retailers for its con¬ 
struction, double-polish, heavy gauge aluminum plate 
and other features. 

Mr. Boardman has spent some time at the factory, 
working out merchandising plans, which will be brought 
to the attention of the traae very soon. 


COLT COMPANY OFFERS SPECIAL CASES 

Owing to many inquiries of a more substantial and 
more ela^rate fire arm receptacle, to contain the arm 
when not in use, in the home or in the office, the 
Colt’s Patent Fire Arms Mfg. Co., of Hartford. Con¬ 
necticut, have arranged for the production, after a 
sjiecial design, of what they term the Colt Special Case, 
which they offer when ordered in connection with a 
Colt arm. 

The special cases are now made for the calibers .25, 
.32 and .380 automatic pistols, and are constructed 
over a wood frame, covered with heavy pulp-board 
and finished in high grade black leatherette, with nic- 
kled clasp. The cases are lined with either blue or 
maroon velveteen and sateen, as preferred, and recessed 
to receive the arm in such a way thut it is easily 
gramd when necessity demands. 

To the retail trade, the Colt special cases offer a 
much needed display fixture for demonstrating Colt 
arms and one that tends to greatly improve the general 
appearance of the arm contained therein. 


John Allen has succeeded Allen k Williamson at 
Comanchee, Texas. 


Livingston k Goody, who purchased the stock of 
Ledbetter k McKennon at Davenport, Wash., report a 
good outlook. 


The A. J. Nickle Co. has purchased the stock of 
F. S. Marshall at ^public, Wash., and is planning to 
materially increase the stock. 


E. J. Cheatham k Sons, who purchased the stock of 
Carr, Howard, Cram Co. at Ellensburg, Wash., are 
preparing to increase their stock. 


The Goods Our 
Readers Buy 

are principaUy those that are 
advertised regularly in our 
pages. 

We do not believe that the ad¬ 
vertising deserves all the 
credit. The goods themselves 
must have merit to win and 
hold the confidence of thou¬ 
sands of the most progressive 
dealers in this country. 

However, we have noticed that 
the goods which have merit are 
generally the goods that have 
the benefit of advertising, also. 
Perhaps the advertising is an 
expression of the confidence 
and sincerity of their makers. 

Our readers seem to accept 
that view. They consult our 
advertising pages as a buyer’s 
guide when considering the 
addition of new lines, planning 
buying trips, or expecting the 
visits of salesmen. 

Address our nearest office for 
further particulars. 
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THE SAW THAT HALVED A WOMAN 

l>o You Bella Oppo rt i m itlei Bnch ii This to Attract 
Attention to Yonr Store? 

Hardware men are constantly confronted with op¬ 
portunities for publicity. It is the constant alertness 
of some dealers to take advantage of these opportunities 
that give ‘' punch to their advertising and make 
their store the one that is talked about. 

An incident that attracted considerable attention 
some weeks ago very clearly illustrated how some of 
this publicity can be obtained by alertness on the part 
of the local men and the value of it to him. 

It was announced that Horace Goldin, royal illu¬ 
sionist, would appear at Keith’s Theatre and present 
his new and startling illusion, Sawing a Woman in 
Half.” 

Now sawing—even ”Sawing a Woman in Half”— 
requires a saw. Henry Disston k Sons, Inc., naturally 
became interested in the proposition. Hundreds of 
people began to wonder how the trick was done. One 
of the most common solutions brought forth was that 
the saw being used by Mr. Goldin in the act was not 
a real saw—that it came apart or that the tooth edge 
bent and would not cut. 

So it was suggested that the Disston firm challenge 
Mr. Goldin to use a Disston saw in his act and do 
away with this suspicion. Mr. Goldin accepted the 
challenge. He realized that this challenge afforded an 
excellent opportunity to establish firmly the value of 
his illusion, and to attract serious attention to his act. 

Next day he, working with Disston, we^t about the 
proposition of carrying out the challenge. The above 
illustration shows one of the many touches of realism 
employed to arouse interest in the act. The sign, 
partly hidden by the ambulance driver, reads: ”In 
ease the saw slips.” This ambulance stood out in 
^ont of the theatre before the act and the saw was 
displayed in the lobby. 

At the evening performance a Disston worker took 
to the stage a Disston cross-cut saw (which he had 
made) and Messrs. S. Horace Disston and Jacob Dis¬ 
ston, Jr., were there to see that the saw was actually 
used. No one—not even those on the stage—could 
discover how the Ulusion was performed, and the 
resulting publicity was of great value to Mr. Goldin 
and to sellers of Disston saws. 

This story is printed here to show how publicity 
may be tied up with news and current occurrences and 
to suggest how alert merchants can take advantage 
of possibilities that are almost constantly occurring to 
secure for their stores the attention and comment of 
people in the immediate locality. 


The Holstein Furniture Co. are adding a honsefur 
nishings stock at Holstein, Mo. 


The Montgomery Hardware Co. are preparing to 
erect a new building at Follett, Texas, to give them 
facilities for carrying an increased stock. 


BABCOCK SPRUCE LADDERS AND 
STEPLADDERS 

Babcock spruce ladders and stepladders are made 
in absolutely the best manner and of the best material 
that is possible for any manufacturer to use or to 
employ. 

A picture of their plant appears in our issue this 
month. It shows their facilities to be unexcelled for 
making the best ladders. 

Babcock’s ladders are the standards by which other 
ladders are judged. 

It is far better to sell a ladder that you are sure is 
going to g^ve satisfaction and pleasure to your trade 
and brings them back for more like it, than to take 
a chance in using one for which claims may be made 
which are not backed up by the ladder in actual use. 


HITCH YOUR WAGON WITH A STAR 

Such is the title of the live monthly house organ of 
the Star Expansion Bolt Go., at New York Citj. 
”Nothing in the world loosens a Star” is the motto 
of the company, and this monthly publication is de¬ 
signed to strengthen ”stars” all over the universe as 
well as in the company’s organization. It is full of 
”star points,” bright personal items, expressive of 
the spint of the entire company. J. K. Wooas, assistant 
manager, is editor, and Sebco Sam is an able assistant 
and heavy contributor. His writing in the vernacular 
is both interesting and pointed. 

The following verse was especially contributed to 
the Expansion News and is typical of the columns: 

”The stars are unnumbered 
That shine overhead, 

Each fastened secure 
In its heavenly bed 
By the force of a power 

That men may not know— 

The stars we may see, but— 

The bolts do not show. 

The ”stars” of the earth 
Are unnumbered as well, 

But the power that holds them 
Wo see—’tis a shell 
That expands at our touch, . 

And that power, we know, 

When it grips, like a bulldog, 

It never—lets go! 


INCREASING HIS FIELD 

Mr. Olin B. Smith, who for the past three years 
has been advertising manager of The Moto-Meter Oom- 
pany, Inc., Long Island City, N. Y., has Joined the 
staff of the Palmer Advertising Service, 137 £. 43rd 
Street, New York City. 

Mr. Smith will specialize on dealer helps, sueh as 
window and counter displays, direct by mail folders, 
and dealer material of every form. His wide experience 
in the past with the Quaker Oats Company, the Good¬ 
rich Tire and Rubber Company, the Swinehart Tire 
and Bubber Company, and more recently with the 
Boyce Moto-Meter, should not come amiss in his new 
field of work, and his many friends in the automotive 
industry will wish him every success. 


BUILDERS’ HARDWARE EXCLUSIVELY 


Huntley k Mahoney is a new firm at San Francisco, 
selling only builders’ hardware to contractors and 
builders bidding on jobs. Both the partners are enter¬ 
prising men with long experience in the builders’ hard¬ 
ware department and they are being strongly supported 
and warmly received. Their offices and stock are at 
182 Jessie Street, in the heart of tho contracting and 
builders ’ district. _ 


The Conley Hardware Co. are the successors to A. 
Conley at Kingfisher, Okla. 
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EVERY PARMER NEEDS A DOZEN DOZEN HOWARD WASHBOARDS 


After the 
first rains, the 
ground softens 
and gophers be¬ 
gin to dig out. 
As a matter of 
fact, the go¬ 
pher is a most 
active creature 
anyway and he 
begins to dig at times and places most unexpected. 

A gopher trap that is a sure shot, that catches with¬ 
out bait, and never fails to get Mr. Qopher—one that 
you can recommend to your customers with the assur¬ 
ance that it is going to get the gopher every time— 
is the Cbubbuck Double Catch Qopher Trap. Their 
announcement appears on page 35. 

The trade in the 
West and on the 
Pacific Coast is sup¬ 
plied out of their 
office at 731 Mar¬ 
ket Street, San 
Francisco. 

Throughout the 
Mississippi Valley, 
West and South, or¬ 
ders can be sent to their office at the Boatmen’s Bank 
Building at St. Louis. 

They retail for 75 cents and the cost to the dealer, 
delivered at his store, is $6.00 a dozen, allowing him a 
profit of 50 per cent on the cost of the goods. 


NEW BRIDGEPORT CATALOG 

The Bridmport Hardware Manufacturing Corpora-. 
tion of Bridgeport, Conn., have issued th^ catalog 
No. 21, an eighty-page book, covering their standard 
line of nail pullers, box opening tools, crate openers, 
box scrapers, pliers, cutting nippers, screw drivers, 
hollow handle tool sets, coping saws, hack saw frames, 
ticket punches, trowels, etc., also including their high 

g rade fine of automobile tools, such as their valve 
fting tools, masters auto hammers, adjustable hack 
saw frames, side cutting pliers, etc. 

This catalog Is gotten out in an attractive manner 
and is a desirable acquisition to every merchant’s and 
buyer’s filea 

They will be glad to send copies of it to any of 
our readers upon request. 


AMERICAN ENAMELED WARE 

American enameled ware manufactured by the 
American Stamping k Enameling Company, at Massil¬ 
lon, Ohio, in marble (blue and white) and mottled 
(veined and white) and white, is sold by all the 
leading hardware and house furnishings dealers and 
jobbers. 

They will be glad to send their catalogs and will 
give full information to any of our readers upon 
request. 

Thirty years of unfailing service and satisfaction is 
a guarantee of goods you can fully recommend. 

The Trisko Mercantile Co. are adding to their hard¬ 
ware stock at Clyde, N. D. 


The Galesburg Hardware Co. has purchased the 
business of the Guesburg Buggy Company at Galesburg, 
IlL 


The Milbank Hardware Co. recently engaged in busi¬ 
ness at Milbank, S. D., and will handle full lines of 
hardware, housefumishings, sporting goods, etc. 




There is an increasing demand for a washboard 
that is strong, durable, that retains its appearance and 
has a rubbing surface that will not damage the finest 
fabrics. 

The Howard Mfg. Co. of Seattle, located in the 
center of the great timber sections and hence having 
unexcelled facilities for securing materials that enables 
them to manufacture a washboard that is durable and 
can be fully recommended. 

Their products are sold by leading jobbers in hard¬ 
ware, house furnishings and similar lines, but if the 
dealer cannot obtain the Howard line, they will be glad 
to give full information to any of our readers upon 
request. 


HYGRADE LAMPS 

Hygrade Lamps are what their name indicates. For 
show windows and cases, mills making colored fabrics, 
printers and lithographers, department stores, clothing 
stores, manufacturers, artists’ studios, amusement 
parks, rug dealers, auto painters, hosiery manufacturers, 
book stores, dressmakers, milliners, dyers, florists, fur 
dealers, paint dealers, to say nothing of the household 
requirements, it is unsurpassed. 

The Hygrade Lamp Co. makes a complete line of 
183 types and sizes of large style tungsten lamps, 
includi^ the New Hygrade Mill ^pe Lamp and tne 
White Hygrade and bowl enameled lamps. 

The Hygrade Daylight «is-filled blue glass of 50 
to 100 watts has proven a sj^endid seller. 

They will be glad to give full information to any of 
our readers upon request. 



A READY SELLER 

The Go-bi-bi, a utility toy that teaches the very 
young child to walk, is the novel invention placed on 
the market by the Crosley Manufacturing Company, 
of Cincinnati, O. 

The wooden straddle seat of the toy is just high 
enough from the floor to allow the child’s feet to 
brush the floor. The suggestion to the baby is to 
paddle its legs—it quickly learns that it can move it¬ 
self and is taught to walk in the sane, natural way. 

A padded iron ring completely surrouqds and sup¬ 
ports the child—makes it impossible for it to fall 
out. The patented propping device prevents the ear 
from tipping over. The rear wheels are steel disc, 
rubber-tired wheels of a special design. The car is 
finished in genuine lacquer in attractive colors. 


Curyea k Murtey have succeeded Frost, Curyea k 
Murtey at Manley, Neb. 


The Priest Biver Mercantile Co. have incorporated 
at Priest Biver, Idaho, with a capital stock of $15,000. 
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HAMMERS SAFETY AND PERMANENTLY 
WEDGED 


What is indeed a revolution in hammer design and 
manufacture has been effected by Vaughan & Bushnell 
Manufacturing Co. in their new Uncle Sam expansion 
wedge hammers. 



It would seem to the laymen that the last word had 
been written in the history of hammer manufacture; 
that the possibility in hammer perfection or improve¬ 
ment was distinctly limited. On nail hammers the 
leverage of the claw, the crown of the face, the design 
of the sides and other features have all been given 
most careful study, and refinement in details of con¬ 
struction is very nearly perfection itself. 

But there is always a loophole for the searcher and 
seeker. 

Wedging the handle to the head has never been 
entirely satisfactory, in that ordinary wedges work 
loose eventually and cannot be reset so that they will 
stay right. So the Vaughan & Bushnell researchers 
set out after the perfect wedge. Uncle Sam hammers 
with the tapered wedge and meshing teeth are the 
result. 

The newly developed V & B 
expansion wedge consists of three 
parts, two pins and a wedge as 
illustrated. In assembling, a hole 
is drilled into the hammer end of 
the handle. This hole has a small¬ 
er diameter at the bottom than at 
the top. The two pins are in¬ 
serted into the hole and the wedge 
driven between them. The wedge 
being tapered spreads the pins at 
bottom of the hole as wdl as their full len^h. This 
binds the wood firmly against the entire sides of the 
eye of the hammer. 

The teeth of the wed^e lock into the teeth of the 
pins and cannot become disengaged. If the head shows 
and tendency to work loose, the wedge may be driven 
a notch or two deeper. 

As soon as this wedge was de¬ 
veloped the manufacturers de¬ 
cided to secure the approval and 
label of the Underwriters* Lab¬ 
oratories, said • to be greatest in 
the world for testing devices for 
the prevention of accidents and 
fire. This organization tested, 
examined and analyzed for over 
a year. It is the proud claim of 
Vaughan & Bushnell that they are the first manufac¬ 
turers of hand tools to receive tested and approved** 
label of the Underwriters’ Laboratories, and all ham¬ 
mers and hatchets under the Uncle Sam brand will 
carry V & B expansion wedges and the Underwriters* 
label hereafter. 

It is now possible for merchants handling the Uncle 
Sam hammers to offer railroads, industrial plants, car¬ 
penters, mechanics and manual training departments 
in the public schools standard hammers, whose safety 
and quality are guaranteed. 




R. B. Hawk of Atebinson, Kan., has purchased the 
Wilson Hardware Co. at Centralia, Kan., and will take 
possession January 1. 


REPRESENTING NATIONAL 
MANUFACTURERS 

The hundreds of friends who have been 
drawn to W. R. Voorhees in his over twenty-five 
years’ connection with the hardware trade in 
the West are congratulating him on his entiy 
into the manufacturer’s agency field. Pew men 
in the trade have worked as loyally, as thought¬ 
fully, as earnestly and as long for others as has 
Mr. Voorhees, and it is highly appropriate and 
most pleasant now that he should enter the 
new field in his prime, with a full knowledge, 
strongly endorsed by his past record, and with 
the good-will of his future customers at the 
start. 



For eighteen years Mr. Voorhees represented 
Russell & Erwin with distinction to his princi¬ 
pals and himself, and during those years he 
became one of the most popular, influential, best 
known personalities among the western branch 
managers. More recently with John T. Rown- 
tree, Inc., he has had excellent opportunity to 
meet a wider circle of buyers for a more diversi¬ 
fied line of products. 

In entering this new work Mr. Voorhees has 
had the encouragement and the active coopera¬ 
tion of some of the leading men in the trade, in 
making connections and planning lines and 
agencies. He is at the present time in the East, 
conferring with his factories and making new 
connections. On his return by the holidays he 
will make headquarters in the Call Building, 
San Francisco, from which point he will cover 
the twelve western states, including the terri¬ 
tory from Denver and El Paso west. 


The Champlin Hardware Co. has purchased a new 
building at Enid, Okla., which will give them facilities 
for carrying increased stock. 
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THE DUALITE LINE 


BACK IN BUSINESS AGAIN 


The Whitelite Electric Company of New York offer 
to the trade a superior gas-fillea lamp with one filament 
that is proving most satisfactory. 

They ask merchants to buy according to the candle 
power, not the price, and manufacture both the White- 
lite and Dualite brands. 

The Dualite is of exactly the same quality as the 
Whitelite, but having two filaments, giving double the 
service. They are made in 75, 100 and 200 watts, 
whereas the Whitelite is made from 40 to 1000 watts. 
The Whitelite gives from 225 to 230 candle power and 
the 35 to 40 per cent increase in candle power which 
the Whitelite buyer gets over the man who buys on a 
price basis only, is well worth considering. 

The Dualite line has been on the mancet for some 
time and many thousands have been sold, each one 
renders double service to the user, creating increased 
business for the dealer and proves a splendid trade 
bringing article. 


HELLERS FAMOUS SECTIONAL CABINETS 

Hellers famous sectional cabinets are most con¬ 
venient for hardware, automobile accessories, screws, 
bolts, etc. They are illustrated on page 51 of our 
issue. 

It is the most economical and convenient arrange¬ 
ment and keeps the dealer’s stock in order and enables 
him to fill orders ouickly and easily. 

They will be glad to g^ve full information to any 
of our readers with reference to their various require¬ 
ments in the cabinet line. 


STANLEY TOOLS IN CABINETS, BOXES 
AND SETS 

The Stanley Works of New Britain announce that 
they have adopted the plan of now furnishing depend¬ 
able Stanley tools in eaoinets, boxes and sets. 

Each assortment of Stanley tools is sold in a prac¬ 
tical, strong and handsome looking cabinet or box. 
The various assortments are as follows: 

Cabinets—No. 850, 50 tools, list price, $95.00. No. 
851, 35 tools, list price, $65.00. No. 852, 20 tools, list 
price, $35.00. 

Boxes—No. 800, 25 tools, list price, $43.00. No. 
801, 15 tools, list price, $20.00. 

Sets—No. 870, 13 tools, list price, $18.00. No. 871, 
12 tools, list price, $13.50. No. 872, 6 tools, list price, 
$7.50. 

The Stanley Works intend to advertise these dif¬ 
ferent assortments during the coming year in national 
magazines and all hardware merchants will do well 
to carry a stock of these products. Literature, showing 
the various assortments and describing the tools, wiO 
be sent upon request, also newspaper electrotypes 
and electrotypes for jobbers’ catalogs. 


IxWESTMENT $37.92 CASH—PROFIT $20.33 

This is exactly the way the Aluminum Goods Manu¬ 
facturing Co. is putting up to the trade their aluminum 
nursery rhyme practical cooking set. They earn 54% 
on the amount invested in them, and are said to be 
among the most appealing toys on the market. 

This assortment of children’s tea sets is especially 
packed in nursery rhyme boxes. The dealer buys the 
assortment of 94 selected sets, ranging in retail price 
from 15c to $2.20, and the children and their parents 
are eager to buy them. They are made consistent 
with Mirro quality and standard, and also prepare the 
way for further sales to mother or big sister. 


R. P. Shanks recently opened a hardware business 
at Palms, Cal. 


C. F. Graves & Erwin Bloomhall have bought the 
Ashton Hardware Co. at Ashton, S. D. 


Louis C. Matthews, who decided two years ago to 
retire from business, feeling that his thirty-five years 
of activity entitled him to a rest, has again found the 
call of business too strong and has entered business 
with the formation of the Matthews Banner Range 
Company, of which he is president. 

For eight years prior to his retirement he was vice 
president of the Matthews Range Company of South 
bend, where he was in full charge of production. 

Prior to that he was superintendent for twelve years 
at the Malleable Steel Range Company at South Bend. 

His experiences range back for many years to the 
time when he was superintendent of the Majestic Bangs 
Coi^any. 

His many friends will be glad to know of his 
reentering the trade, for his experience and knowledge 
should be utilized to the fullest extent. 



LITTLE JEWELL MINIATURE SWEEPER 

The Bissell Carpet Sweeper Company announce that 
they are mailing to the trade a description of their 
Little Jewell Miniature Sweeper. 

Certain final details of this new h^^h grade toy 
sweeper could not be determined upon in time to be 
announced in the regular advertising space, but this 
sweeper, which retails at $1.35 and is really a facsimile 
of the real sweeper, is sure to command attention and 
interest, especially from the little housekeepers and 
mothers who are growing up. 

Although most reasonably priced it yields the con¬ 
sumer a good profit and there is no other toy that 
exceeds it in value, considering attractiveness, desir¬ 
ability, sturdy worth and utility. 

It is in a class of wheel toys always popular and 
always in demand. The experience of a number of 
their customers who have been able to sell many of 
them is quite interesting and they have met with favor 
in all sections of the country. 

It is a useful toy that is sure to attract much 
attention among the women folk of the community. 


The Witwer, Tate A Hefter Hardware Co. of Cen- 
tralia. Ill., report a very satisfactory season and a good 
outlok for the coming year. 


A CALIFORNIA OPPORTUNITY 

An unusual opportunity to engage in the retail 
hardware business is offered within 100 miles of 
San Francisco in a most enterprising and prosperous 
town of over 3000 inhabitants, surrounded by splendid 
agricultural and fruit growing sections. 

The annual business is approxmiately $150,000, the 
stock will inventory approximately $40,000. 

Owner has most excellent reasons for selling. 

He controls some of the most profitable lines, not 
a dollar’s worth of dead stock. It is a finely organized 
business, in splendidly equipped store. 

This is an A-1 opportunity for anyone wishing to 
engage in the hardware business in one of the best 
towns on the Pacific Coast, and one we can fully rec¬ 
ommend. 

Address ** Califomia, ” care Hardwabe World. 
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SLANDER REPUTED 

Editor “Hardware and Plumbing World;*’ 

Inclosed find copy of clipping from the Ta¬ 
coma Daily Ledger, which is self-explanatory. 

The only comment I have to make is the 
wish that we had more Mr. J. A. Wood’s in our 
trade and the life of the boob that is ridiculing 
us as individuals and craftsmen would be of 
short duration. 

Hoping you will find space in your magazine 
to publish Mr. Wood’s letter, I remain, 
Respectfully yours, 

A. M. GODDARD. 

To the Editor of The Tacoma Ledger: 

I note your paper, quoted in Literary Digest 
of even date, under heading, “Topics in Brief,’’ 
as follows: 

“One good way to curtail armament would 
be to hire plumbers to build the battleships.” 

Please compare plumbing of thirty years ago 
with the perfected modem sanitary appliances 
of the present day; visualize the tremendous 
accomplishments of the plumber through the 
span of one generation. 

In the writer’s opinion there are hundreds 
of thousands of humans living today who would 
long ago have had a lily placed in their hands 
had not the muchly damned plumbers builded 
better than you know. It is much easier to 
dream out a line of smudge to smear on than 
it is to plan a perfect sanitary system which 
provides for and assures comfort and health 
to millions of people in the cities, small com¬ 
munities and farms of our country. 

Tour paper, if correctly quoted, started what 
I term a brazen, cowardly attack upon the 
plumbers; Literary Digest, several millions 
strong, passes it along. I presume hundreds of 
photo houses will crack the whip through Di¬ 
gest quotations. 

Will you have the fairness to allow the 
writer to discuss publicly the ugly pun with its 
author through your paper or other medium of 
your choosing? 

Yours very truly, 

JAMES A. WOOD, 

623 West 9th St., Erie, Pa. 


Remember that up-to-date fixtures increase 
sales. Proper arrangement wins trade. 


ARE YOU WORKING WITH TOUR BOSS OR 
MERELY FOR HIS MONEY? 

Are you working with your employer—or 
merely working for his payroll? 

Have you noticed that in business and social 
life the really happy successes are those who 
are always striving to give, rather than take t 

The payroll worker simply aims to “get 
by,” and as a result, at the finish he usually 
finds that he has gotten nowhere. The only 
time his work attracts special attention is when 
one of the periodical waves of depression settles 
over industry; then he is among the first to get 
laid off. 

There is no job in the world but what can 
be done a little better; so the same job in the 
hands of two different types of employes be¬ 
comes two entirely different jobs. The job and 
the man find a common level. A big man on a 
small job soon elevates that job into the big 
class. Conversely, a small man on a big job 
soon causes the job to deteriorate into the 
small-job class. 

No sane man would knowingly build a struc¬ 
ture with cheap, inferior material, for it might 
collapse when he needs it most. Likewise, no 
sane business man wants an organization of 
cheap men. 

To realize this, it is only necessary to look 
at the difference in the recognized market value 
of the net assets of a going concern, as com¬ 
pared with the value of the assets of a concern 
that has ceased to go. The great difference in 
value in favor of the assets of the going concern 
is the difference between having an efficient 
operating organization, and having had a cheap, 
“get by” organization that collapsed under 
pressure and left the assets stranded with no 
supporting organization at all. 

—George H. Basch. 


Don’t make customers feel that you are 
doing them a favor by allowing them to buy 
from you. 


Don’t adopt the attitude of “Take it or 
leave it.” If you have people in your employ 
who follow that policy, it is better to change 
them. ^ j 
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Analysis of the Plumbing Situation 

What Is Being Done to Improve Conditions and 
What Is Necessary to Induce Co-operation 
Between All Branches 


(By H. H. Mattuon, Tacoma, wasmngton) 


Editor HAKDWABE AND PLUMBING WORLD: 

It‘is not the purport of this article to present a full 
treatise on this subject, but rather to set forth a few of 
the most pertinent facta and thereby invite discussion. 
In discussion we become enlightened, and from enlight¬ 
enment comes progress. 

The practice of plumbing has advanced from the 
efforts of the early artisans, who made their own ap¬ 
pliances, to today, when we witness an army of special¬ 
ists engaged in the manufacture, collection and dis¬ 
tribution, the sale, and installation of modern aids to 
comfort, health and sanitation. 

In the past all endeavor was individual in its ob¬ 
jective, with little time and less thought for any other 
person engaged in the same vocation. Today better 
business methods have taught us the necessity of co¬ 
operation. But cooperation is only possible after dis¬ 
cussion has shown us the problems of each element 
entering into the plumbing and heating industry. 

Retail Plmnbeni Have Lost Qronnd 

Notwithstanding the great advance in manufacture 
of sanitary appliances during the last 30 years and the 
marvelous growth of the plumbing jobbers, the retail 
plumbing dealers have lost rather than maintained the 
position they held as business men. Today it is 
admitted that from the viewpoint of the retailer the 
business is in a most deplorable condition and a 
strenuous effort must be made to elevate the vocation 
to the position it formerly held. 

With each improvement in manufacture and lessen¬ 
ing in costs of the finished product came a lowering in 
the remuneration or profit to the plumbing contractor. 
If be is to better bis condition it can only be done 
after a thorough investigation as to the cause, rather 
than the effect. 

Correct Dlagnofds Necessary 

There has been formed an organization termed the 
National Trade Extension Bureau of the Plumbing and 
Heating Industry, composed of manufacturers, jobbers, 
trade papers, and the National Association of the 
Master Plumbers. This organization is performing a 
noble work in teaching cost finding, and better mer¬ 
chandising to the retail trade. But great as this work 
is, this organization has not yet made a true or full 
diagnosis of the situation and is attempting to treat 
the disease for the effect rather than the cause. 

In order to get this diagnosis and appreciate its 
sinister and baleful influence on the entire industry, it 
is necessary to take a i>erspective and analyze the 
relationship existing between the manufacturer, jobber, 
retailer, journeyman and customer. 

It has been truly said that no chain is stronger 
than its weakest link, and of all these the retailer is 
admitted the weakest of this chain, albeit, his is the 
most important part, for he is the salesman for the 
industry. On his success or failure rests the prosperity 
of the balance of those who derive their livelihood from 
the sale or installation of sanitary appliances. So we 
are particularly interested in his problems. 

Theory Not Justified by Fact 

In the sale and installation of plumbing goods all 
sales are made in one of two methods, either on a 
material and labor charge account, where the amount 
is computed after the work is done, or by the contract 
system wherein the cost is estimated before work is 


started and a guarantee is given to complete the con¬ 
tract for a certain, definite agreed sum. 

The loss of prestige and business standing of the 
master plumber is directly traceable to this contract 
system. In theory, it is an estimated cost of material, 
labor, overhead or fixed and permanent expense, and 
a reasonable profit in proportion to the size of the 
contract; in fact, it is generally a method of cutting 
corners and price cutting. 

The difference between retail plumbing dealers and 
other forms of merchandising lies in the fact that 
the retail plumber handles two commodities—material 
and labor. That is the weakness of his position. He 
therein has two sources of revenue or remuneration— 
the material he handles and his personal labor. 

As all market conditions are governed by the eco¬ 
nomic law of supply and demand, so are all classes 
of plumbing contract competition based on the competi¬ 
tion of the next lower class, resting on the man who 
does his own work. The result of this competition is 
disastrous to all alike, from the manufacturer to the 
owner. 

Under the contract system the successful proposal 
is generally the one with the lowest g^oss cost. Con¬ 
tinuous, ruinous competition has given rise to a prac¬ 
tice of the elimination of fixtures, substitution, and a 
cheapening of quality, together with an elimination of 
profit. It tears down—never builds up. This means 
poorer locations for the retail plumber—small stock— 
carries few if any specialties—and finally but of the 
utmost importance, sales on the lines of least resistance. 
Need to Educate the Working Plumber 

The T. E. B. is engaged in a worthy endeavor to 
teach better merchandising, but who can afford to 
devote the time or money necessary to educate the 
public to a desire for better sanitation in the older 
and neglected buildings and have some working plumber 
take the contract for the labor it contains! 

The responsibility for this condition lies directly at 
the door of the plumbing jobbers. This is the result 
of their past and present sales policies. Some have 
encouraged the formation of the small, competitive 
shops through a short-sighted policy of never neglecting 
any sale and some admittedly attempted to keep their 
customers so small as to always be in a position to 
control them. 

Now, and why do these working master plumbers get 
into business! This is due to a desire for increased 
remuneration during times of business activity, or a 
desire for employment during business depression. They 
know little or nothing of business methods, costs, or 
the revenue derived from the business. No one has any 
desire to eliminate any legitimate competition. 

What is going into business! Going into business 
means the buying and selling of goods for gain or 
profit. It involves the establishment of credit. 

The practice of obtaining a contract and the pur¬ 
chase of these necessary goods and performing the labor 
of their installation is not going into business. It is 
labor contracting. And sacrifice of cost or price on 
these goods for the purpose of securing preferential 
consideration in the letting of this labor contract is 
nothing more or less than the contemptible and perni¬ 
cious purchase of an opportunity to work. 

When one temporarily out of work says that he is 
going into business without all the name implies, he 
is simply attempting to change his manner of employ- 
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ment from a certain definite wage to labor subcon¬ 
tracting. The resultant remuneration per hour involved 
is generally smaller than the previous wage demanded 

O’* Such » Man ia Not In Bastnon 

He is not interested in the cost or price of the 
goods but on the labor possibilities. The owner or 
builder is the real purchaser and should not receive 
any but the consumer's price. But what of the em¬ 
ploye out of work who desires to go into business! 
The mere possession of a kit of tools is no argument. 
It is as well to say that because he desires to eat he 
shall open a restaurant without capital or location. 
The same considerations should govern going into the 
plumbing business as apply to any other—hardware, 
clothing, or jewelry. 

Of all those connected with the plumbing and heat¬ 
ing industry, the journeyman first adopted protective 
measures. These are seen in the restrictions on the 
employment of apprentices and the 44 hour week. Both 
of these measures are prompted by the desire to 
improve working conditions and secure more stable or 
continuous employment for themselves. 

The refusal to recognize the working plumber as a 
business man and entitled to the retailer’s differential 
would compel him to seek his remuneration through 
profit on the sales, make more work for the journey¬ 
men, stiffen the market and make possible cooperation 
in all advertising campaigns to increase sales, uncover 
the older and neglected opportunities, better the qual¬ 
ity, even improve conditions for himself. 

Working Plmnbor Badncea Saloo 

Directly traceable to this working plumber is a 
loss in sales possibilities of at least 50 per cent. His 
elimination would improve the retailers’ locations and 
add to their sales all plumbing specialties. These results 
cannot be too greatly valued. The jobber would sell in 
larger quantities, lessening his handling charges and 
overhead expense, the manufacturer would increase 
his production. The consumer would get quality goods 
rather than competition, better service and ultimately 
a lower price. 

The competitor of tomorrow is the apprentice of 
today. Good business judgment demands he be given 
an education in business costs at the same time he is 
taught his trade. But what of the older men! 

These men can be reached as easily as the retailer. 
They have already shown ability to protect them¬ 
selves. Through their international officers, they have 
restricted apprenticeship, and established the 44 hour 
week. 

More sales can be made, but more sales means 
more employment. Sell these international officers 
T. E. B. Have them sell the men through their personal 
organ or magazine. Teach them business costs and 
more sales means more employment. This will increase 
efficiency and help the men to help the boss to help 
them. 

A jobber or manufacturer who contributes to the 
T. E. B. and does not investigate results and assist in 
his own neighborhood is like an advertiser who refused 
to answ'or an inquiry his advertisement has produced 
Teach them how and why to assist the retail plumbing 
merchant. 

The federal government has seen fit to enact legis¬ 
lation and the United States Supreme Court has ap¬ 
proved laws governing unfair and injurious competition. 
All men are equal in the eyes of the law. If it is 
unlawful for the railroads to give rebates on the 
transportation of a carload of plumbing goods, what is 
the aet of one wdio continuously gives rebates or 
bonuses in the shape of labor in the sale of this same 
carload of plumbing goods! The jobber who continues 
to sell this rebator is a party to his act, and the present 
day practice if continued means the eliniination of the 
jobber or the retailer. But the retailer is the salesman 
for this industry. 


Buinoiui Competition 

Bninous competition brings only strife and turmoil, 
followed by poor collections, financial losses, even 
bankruptcy. 

Better business methods from a selfish standpoint 
alone demand cooperation with the retailer because 
this means larger sales and at less expense. Coopera¬ 
tion insures good will, larger turnovers through the 
legitimate channels of trade, better collections, cash 
discounts and prosperity. 

Let us take an example to illustrate the extent of 
this ruinous competition for the working plumber. It 
is admitted that 10 per cent net proiit is not too 
much or an unreasonable profit, and investigation has 
proved that the average overhead expense for a retailer 
is not less than 10 per cent. Then in a sale totaling 
$400 we have $40 profit and $60 overhead expense, or 
a combined total of $100. But this sale will also 
contain about $50 for wages or labor. 

In order to obtain this $50 wage or labor, the 
working plumber gives all the $60 necessary for over¬ 
head expense, nearly all of the $40 of anticipated 
profit as well as his services as a laborer of a value 
of $50. In other words he pays $100 for favorable 
consideration to obtain on opportunity to work. He 
calls himself a business man, but he gives three dollars 
in exchange for every dollar he receives. How long 
can the average retailer continue to exist in the face of 
this competition, and how can he afford to assist in 
pushing national advertising campaignsT 

But greater than this is the disastrous effect on 
quality sales. His sale is based on total gross costs 
and no matter the quality of the appliances the labor 
charge is about the same. So in order to reduce costs 
he cuts the quality but retains the labor. With the 
retailer, however, his labor charge is but an 
item, as the toilet, bath tub, etc. His remun¬ 
eration comes after all other charges are paid— 
material, labor, overhead. And to increase his remun¬ 
eration he must increase his sales by additional appli¬ 
ances or by better quality and more expensive articles. 

Thus it is seen that their interests are similar to 
those of the manufacturer and the jobber. The work¬ 
ing plumber, however, by his sales methods attempts to 
destroy the impression created by national sales cam¬ 
paigns. He sells only now work and then onlv what 
the consumer insists on purchasing because the less 
effort it is necessary for him to devote to making sales. 

More and better sales can be made, but only when 
these sales carry sufficient profit and overhead expense 
to pay the salary of the salesman. 


CHASE METAL WORKS’ BRANCH 

Chase Metal Works of Waterbury, Connec¬ 
ticut, and the Chase Rolling Mill Co., demon¬ 
strate their faith in future as well as present 
activity by adding to their western organiza¬ 
tion. 

Ralph L. Phelps is vice president and general 
manager of the Chase Metal Works of Califor¬ 
nia, with headquarters at 910 Balfour Bldg.. 
San FYancisco, from which office western busi¬ 
ness is handled. Recently he has associated with 
him Volney E. Howard, formerly a member of 
the Omer Cox organization. 


It is not necessary for a merchant to employ 
someone to write his advertisements for him. 
If he will just simply talk in his advertising 
as he would talk to a customer or prospect, 
will find it one of the best methods of adver¬ 
tising. Use simple words, short sentences, plain 
type. 
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Prosperity is a buy-product. 


The white man’s real burden is a lot 
of other white men. 


The first ingredients of the melting- 
pot should be soap and water. 


A great many prominent family 
trees were started by grafting. 

Put much into the world and in time 
much will be put into your world. 


A goodly share of himdles early in 
life help you to get on better later in 
life. 


It isn’t how far you have risen, but 
the methods you have emploved that 
counts. 


Wichita carpenters have voluntarily 
reduced the amount of wages they 
couldn’t get and have gone to work. 


Dependable Service 
QueJity Goods 

We «re exclunve agents for 

Homestead Quarter-Tom Blow-Off Valves 
Witt Posq) Oovemors and Begolatiiif 
Valves 

/ Valve Disos 
1 Bod Paokinc 
Dorabla < Sheet Paddng 
I Union Gaskets 
V Gangs Glasses 

Distributors of 

Wm. Powell Valves and l^)ecialtieB 


The M. L. Kline Co. 

Wholewlens 

PXiVMBINO. HEATINO AKD 8IBAM 
aUFFUES 

Si-86-87-89 Front Stroot, FortUad, Ora. 



Church Seats 


Permanently White 

A Closet Seat, to be satisfa c- 
tory,should not only be WHITE 
when NEW , but should RE¬ 
MAIN WHITE year after year. 

Church Closet Seats have 
earned this reputation for con¬ 
tinuous satisfactory service. 

Leading architects, sanitary 
engineers and plumbing con¬ 
tractors specify and install 
Church Seats with the assurance 
they will always make good. 

Write for Latest Catalog 

C. F. Church Mfg. Co. 

Makers of High Grade Bath Boom Supplies 

Open Front and Back Holyoke, Maas. 

Mew York San Francisco Chicago 

These goods esn be obtained from the leading jobbing houses in the West. Insist on them. If you cannot get 
them, address for information W. E. Oilchrist, Pacific Coast Representative, Monadnock Building, San Francisco, 

OaL Tlieae godds are sold by all the leading jobbing and supply houses. 

_ « 
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Industrial Haurmony and Better Showers 


Speakman Company at Wilmington Sets a 
National Standard for Industry With Normal 
Production, Loyal Employes and Complete Co- 
Operation 


S OME men choose and seek publicity, fame 
and prominence among their fellow men, 
while others have these circumstances 
thrust upon them by the very preeminence of 
their acts and ways and deeds. 

E. A. Speakman, president and founder of 
Speakman Company, is a shining example in 
the latter class. In fact he will be more sur¬ 
prised than anyone else to learn of our knowl¬ 
edge of him and the noble institution he has 
built in his image. He is a most modest man, 
and one who literally lives up to the injunction 
of not letting his right hand know what his left 
hand doeth. 

Publicity and distinction have sought and 
found Mr. Speakman, for his personality, his 
vision, his point of view is too large to be lim¬ 
ited within the circle of his organization or even 
his city. We are privileged to publish this 
month an article suggesting somewhat the spirit 
and the principles that govern Speakman Com¬ 
pany, making it one of the most harmonious, 
brotherly, highest standard institutions in the 
United States, if not in the world. 

Aside from his earnest devotion to the com¬ 
pany that bears his name, Mr. Speakman has 
distinguished himself in his service to and in¬ 
terest in the city of Wilmington, in civic, in¬ 
dustrial and social work. 

As president of the Board of Harbor Com¬ 
missioners of Wilmington, his ambition for his 
city was largely responsible for the initiation of 
a huge program of harbor development, first 
contracts for which were recently let to the 
DuPont Engineering Corporation. Over $2,- 
000,000 will be spent in this work, and when it 
is complete Wilmington should have a harbor 
that will be a true and lasting tribute to Mr. 
Speakman. 

As for the Speakman Company, manufac¬ 
turers of showers, and plumbers’ brass goods 
and fixtures of high quality, the admirable ar¬ 
ticle which Treasurer A. V. Gemmill has written 
speaks well for the character of the organiza¬ 
tion. Incorporated in 1893, they have set and 
maintained a high standard of quality at their 
Riverview works. Their products are thorough¬ 
ly typical of the conditions under which they 
are made. 

In fact, it is the testimony of W. Erwin Gil¬ 
christ, the company’s western representative, 
and himself one of the best informed and ex¬ 
perienced men in the plumbing field, that 
‘‘Speakman Company has done more to elevate 
the quality and enhance the attractiveness and 


efficiency of high grade brass fixtures found in 
modern bathrooms than any other institution in 
the industry.” 


(By A. V. Gemmill, Treasurer Speakman Company) 

We are glad to give you briefly our reasons 
why we have been able to go ahead at prac¬ 
tically a normal rate when the whole country 
is going through one of the worst depressions 
in its history. 

While it is true we have not been obliged 
to put into effect any drastic wage cuts, this 
is not entirely due to the way we have handled 
our labor problem. Without sales there would 
be nothing for labor to do and without produc¬ 
tion there would be nothing to sell. 

Any argument as to which of these two de¬ 
partments—production or selling—is the more 
important is about as silly as the similar argu¬ 
ment of importance between capital and labor. 
The fact is, one cannot get along without the 
other. They must work together before either 
can benefit. 

Here lies the big task in any business—to 
get all departments to function properly. Back 
of all is the company itself—what it stands for; 
whether it has a firm policy of hone.st dealing, 
not only with customers but also with employes. 
It is a great asset to have a record of many 
years in business, for time is a good test as to 
the honesty of a firm’s policy. 

Just now, more important than anything 
else, is the fact that our plant is running full 
time with a normal force. We have often asked 
ourselves, ‘‘Why are we so busy with business 
readjusting and new building, which normally 
should account for at least fifty per cent of our 
output, greatly curtailed?” 

The answer is probably not in any one thing 
we have done, but everything. 

All Moves Toward Objective—OooperatlQii 

As to our labor problem, we have no profit 
sharing plan and nothing else that has a high 
sounding name. Better than all these, we have 
the confidence of our men and the feeling that 
they will always get a square deal from us. 

Good workmen are more interested in hav¬ 
ing steady employment than they are in flying 
here and there, cha.sing jobs that have nothing 
but the dollar mark to distinguish them. Be¬ 
cause in years past we have never had any shut¬ 
downs or general lay-offs we have succeeded 
in attracting the better class of workmen—men 

who do their own thinking. ^^^^Thave alwavs 
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recognized the individual merits of our work¬ 
men. 

We have no piece-work. Not that we do 
not believe in piece-work, but we started years 
ago on day work and have always gotten satis¬ 
factory production with minimum inspection. 
We have always emphasized that quality must 
never be sacrificed for speed. 

It should not be inferred that our labor 
problems never give us any concern. We were 
in the very midst of all the turmoil that resulted 
from the high wages and low production that 
ruled in the shipyards, railroads and munition 
plants. During all this excitement we coun¬ 
selled our men to keep their feet on the ground, 
and we would do the very best we could for 
them. We, of course, had to follow the market 
up on wages, but our production per man kept 
up to nearly 100 per cent. 

How tlM Workera Acted Dnrliia the War 

No better evidence of the cooperative spirit 
that exists between our management and our 
men can be given than to point to a resolution 
that hangs in our office bearing the signature 
of every employe. The pride with which we 
refer to this resolution can be better appreciated 
when it is considered that it bears date of 
December 29,1917, a time when there was much 
unrest on the part of labor and when many 
employers were receiving communications of a 
very different nature from their employes. The 
resolution is as follows: 


TO THE EXECUTIVES 
OP 

SPEARMAN COMPANY 
—GREETINGS— 

Another year hai passed—an eventful one;—a 
year that has made history in this organisation. 
The men who have been on the production end 
realize in a small way some of the trials you have 
been through. 

There have been many expressions of apprecia¬ 
tion of our efforts shown by you during the past 
year that have come to us in the way of increased 
wa^s, extra bonuses, etc. 

We have had no way of expressing our apprecia¬ 
tion in return, except in the extra efforts wo have 
put forth to still further increase production. 

We have, therefore, thought it fitting at this 
time of the year when it is customary to express 
good-will, to address to you this expression of our 
appreciation of your efforts in our behalf, and to 
assure you that one and all are back of you in your 
efforts to build this business to proportions that 
Wilmington and the State will be proud of. 

The names of the employes which are sub¬ 
scribed to the resolution are keyed as to leng^ 
of service above five years. The record of serv¬ 
ice at that date was: 

24 per cent, 5 to 10 years’ service; 18 per 
cent, 10 to 15 years’ service; 2 per cent, 15 to 20 
years’ service; 3 per cent, 20 to 30 years serv¬ 
ice. Many of the others had records of from 
one to four years’ service. The record if worked 
up today would show larger percentages with 
years of service. 


Savill Patented Swan-Neck Faucet 

The Savill Patented Swan-Neck Faucet is opened and 
closed quickly, a half turn of the handle allowing a full 
stream of water. It can be shut off quickly; this feature 
has led to its introduction in hotels and resteurants, and 
it also finds a ready place in the kitchen, where time and 
labor are of importance in drawing water. 

THOMAS SAVILL’S SONS 

Wallace and Watts Sts. . Philadelphia, Pa. 

Send postal card for catalogue showing 23 styles 



Sold by Jobbers of Plumbing Sup¬ 
plies Everywhere 



No. 10 Stool Va" to 4- 


Plates that Please 

ORDEB NOW 

and be ready with a stock 
Increasing Demand for "B O 0” Styles 

Cotolof on raquMt 

THE BEATON A CORBIN MFG. 00. 

Largoft and Oldoat Plato Oompanj in tho World 

Paeifie Ooast BopreaentatiTo 
W. EBWIN OILOHBIST 

681 Markat St. 

San Pranaiioo, Oal. 
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Garden Hose Valves 

- O F- 

Recognized Quality 

Whicli command repeat orders for 70 a 



Sizes H" to 2 ^" inclnsiTe. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa, 

W. Erwin QUchrist 
Pacific Coast RepresentatiTe 
681 Market Street, San Franciseo. 


SCAIFE "Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


BBin) FOB OATAl^XTES 


WM. B. SCAIFE AND SONS CO. 

FITTSBXJBaH, PA. 

88 Soatli Dearborn St. Chicago, DL 


Length of service of employes does not nec¬ 
essarily mean an efficient organization. It de¬ 
pends how much new life is instilled into the 
organization to keep up the interest of the 
workers. They are likely to unconsciously slow 
up in production if there is nothing but the 
whistle to call them to work, and nothing but 
the pay envelope for them to take home. That 
something extra may be one or all of many 
things, such as a realization of a personal inter¬ 
est in them; a friendly attitude toward them; 
the exercise of authority in a quiet, manly and 
honest manner; showing appreciation for work 
well done, etc. 

A fine spirit of kindly interest in each other 
exists among our men. This has been shown 
many times in the way of contributions to some 
one of their number who may have met with 
misfortune. 

Foster Organisation of Employes 

We have a beneficial association which pays 
sick and death benefits. The employes conduct 
this association, but the firm collects the dues 
and attends to the details of handling the fi¬ 
nances. Membership in the beneficial associa¬ 
tion is compulsory. The dues are only ten cents 
per week, which is collected out of the pay 
envelopes once every five weeks. The firm 
makes donations to the beneficial association 
from time to time, which enables it to pay liber¬ 
al sick and death benefits. 

The beneficial association has been a good 
thing with us. It is conducted by a board of 
directors, consisting of the officers and one rep¬ 
resentative from each division of the plant. The 
men realize that they are handling their own 
money and are keen to see that no one takes 
advantage of the association by feigning sick¬ 
ness. 

Another advantage of the beneficial associa¬ 
tion is that it is a permanent organization 
through which the firm can take up any matter 
with employes. During the war period. Liberty 
bond drives, selling of Thrift Stamps and sim¬ 
ilar subscriptions were all conducted through 
the beneficial association. 


Savings by Workers Encouraged 


Another important work we conduct for our 
employes is a savings department. Amounts 
of not less than one dollar or more than ten 
dollars per week will be received for a period 
of six months and interest paid at the rate of 
seven per cent. At the end of six months the 
amount that has been saved, with interest, can 
be drawn out or can be exchanged for an em¬ 
ploye’s savings certificate, which pays interest 
at the rate of six per cent. 

This plan has proven very popular. It is 
not only more convenient than depositing in a 
saving’s bank, but the high rates of interest 
encourage thrift. Another advantage of divid¬ 
ing the year into periods of six months each 
is that those who are paying on homes or other 
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debts can arrange to make payments at the end 
of the savings period. Meanwhile the savings 
are drawing seven per cent interest. 

Welfare work with us has not been carried 
to extremes. We have a room furnished with 
piano and graphophone for the use of the em¬ 
ployes. During the winter they hold dances 
and entertainments here. 

Getting back to why we are busy at this 
time, we feel that the credit is equally divided 
among our production, sales and administrative 
departments. In other words, it’s a matter of 
policy and the degree of efficiency and .smooth¬ 
ness with which the policy is carried on. 

If you would like to have a shorter explana¬ 
tion for success in a business with as many 
departments as ours, we can compress it into 
one word—Cooperation. 


A TOAST TO THE PLUMBER 

Here’s to the Plumber long been abused. 

The jokes on him have the public amused 
Let’s hope they will pass with all that’s old, 
Perhaps the real truth then can be told. 

The above anonymous postal reached my 
desk. I think it is so good that I feel that it 
should be passed along, and if you can give it 
space in your magazine it will be appreciated 
by the trade. 

Respectfully yours, 

A. M. GODDARD. 

Tacoma. 


D(m’t be crusty when people are “just look¬ 
ing.” Take pains to explain important points. 




No. 206 Torch. List Price, Each $32.00 
Aak for DUcount 

It’s a Pleasure to Use C & L 
Double Needle Torches 

bt'cause they produce a tremendous heat, ha^e the 
capacity for all ordinary work and are dependable under 
the most severe weather conditions. The ImproTed 
Construction of the lJumer overcomes fully 60 per cent 
of all Burner troubles. Upper Needle cleans the orifice, 
1 (wer Needle rejrulates. Both Needles are blnnt, making 
it impossible to ruin the Burner by enlarging the orifice 
as with other makes having Sham Pointed Needles. 
Father Gasoline or Kerosene can be burned bv changing 
the Jet Block. No. 20t> is two quart. No. 208 one quart 
and No. 210 pint capacity. Jobbers supply at factory 
price. Send for complete catalogue. 

CLAYTON a LAMBENT MFO. CO. 

10611 Enodell Are., l>etroit, Mich., 17. S. A. 


^ Otlo (To. 




HExteiih to you t^lr corhial 


g (Br^ctings 




1921 


wU^ you anb fourji a 

Mlerry (T^rUtmas 

a 

pj 5tew year 


1922 




THE PUBLIC DECLARES 

Onr No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that yon try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 


The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN. CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn & Company, Rialto Bldg., 
San Francisco; Dekura Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver- 


beck, 129 No. Clark St., Chicago.’ HI, 
Agents, A. E. Hinds & Co., Chamber 
of Commerce, Winnipeg, Manitoba. 
Sonthwestern Representative, J. R. 
Deverenx, New Birks Building, Mon¬ 
treal, Quebec, Canada. 


Western Canadian 


ri s^ 

I CATA 
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PLUMBING GOODS—RETAIL SELLING PRICES 

The following are the present market selling prices (corrected up to the time of going to press) of various 
lines of plumbing goods, ruling in some of the larger western cities. At the request of some oi our subscribers 
among the plumbing trade in interior and smaller towns and cities, who do not have the opportunity of checking 
up their prices and costs often, we are giving these prices as some we have obtained that are being charged by 
plumbers in the larger cities. These prices are usually based on the cost of goods, plus the overhead or cost 
of doing business, usually ranging in the neighborhood of 25 per cent. Where plumbers are some distance from 
their source of supply, freight and transportation charges would naturally be added. We will be glad to receive 
suggestions and corrections as to any errors or omissions, or any further information that might be desired, will 


be gladly answered. 

BATHS AND LAVATORIES 

(Bnth Tub Prices Less Fittings) 

BATH TUBS—K64. C370, P1990. Essex, on Feet, 4-ft., $44.00; 
4^ ft., $44.00; 5 ft., $42.00; S^ ft., $47.50; 6 ft., $66.70. 

K57, 0300, P1991. Essex, on Base—^ft.. $55.50; 6-ft., 
$55.50; 5H ft.. $61.50; 6-ft.. $H2.70. 

K80. P1993. Knickerbocker—5ft., $45.50; 5H ft.. 53.50. 

K10 to KlOVi, P2160 to P2173, Conred Enam. Allover, 
Cardinal—4V4 ft.. $76 00; 5 ft.. $80.00; 5V4-ft.. $86.70. 

KlO to K10V4, P2160 to P2173—Conred, Enameled Inside, 
Cardinal—4H-ft., $60 00; 5 ft., $64.00; 5% ft., $70.70. 

KlOH, P2180 to P2186. Recona. Enam. Alloxer, Cardinal 
—4 4 ft.. $72.00; 5 ft.. $74.70; 54 ft.. $81.50. 

KlO 4, P2180 to P21H6, Recona, Cardinal (Enam. Inside) 
—4 4-ft.. $60.00; 5 ft.. $64.00; 5 4-ft., $70.70. 

F12 to F15. C316 to C319. P2305 to P2313, Pembroke, 
V^iceroy, Sierra (Corner)—44*ft., $90.70; 5-ft., 94.70; 54- 
ft., $102.70; 6 ft.. $133.50. 

F16 to FI 7. C.320 to C.321. P2315 to P2318. Pembroke, 
Viceroy. Sierra (Recess)—44 ft., $81.50; 5 ft., $86.70; 54- 
ft., $94.70; 6-ft.. $128.00. 

FIO to Fll, P2319 to P2322, Pembroke. Viceroy (Pier)— 
5-ft.. $199.50; 54 ft.. $141.50; 6ft., $157.30. 

F7 to F8, P2380 to P2388. Woodmere, Imperator fComer) 
—5-ft.. $177.50; 5 4 ft.. $184 00. 

F9, P2390 to P2393, Woodmere, Imperator (Recess)—5-ft., 
$166.70; 54-ft.. $177.50. 

F5, Imperator (Standinff Pattern)—5-ft„ $261.50; 54*ft., 
$278.70. 

F6, Imperator (Wall Pattern) 5-ft., $230.70; 5 4-ft., 
$244.00 

BATH TUBS, PORCELAIN—H5015, 2028N. Rerolar selection, 
light weight. Corner—5-ft., $145.35; 5 4*ft., $158.35. 

H5015. 2028N. Special selection, light weight. Comer— 
5-ft.. $177.00; 54 ft.. $198.35. 

H5020. 2029N. Regular selection, light weight. Recess— 
5-ft., $133.33; 54-ft.. $146.70. 

H5020, 2029N, Special selection, light weight. Recess— 
5-ft.. $166.70: 54 ft.. $183.35. 

SHOWER RECEPTORS—K112. P2510. with Strainer and 
Waste—36x36 in., $84.00; 42x42-in.. $112.00. 

K108, P2511, with Strainer and Waste—36x36-in., 

$113.50; 42x42-in., $150.70. 

K107, P2512. with P2530 Drain—38x38-in., $149.50. 

K105, P2525. with P2530 Drain—36x36-in., $120.00; 

42x42 in.. $153.50. 

SHOWER MIXING VALVES—NOl. H15. P2745, $30. NCl. 


H12, P2746. $30.00. NFl. HIO, P2747. $30.00. P2748. 

$30 00 

SHOWERS— 

H965, P2766. Shower and Rose Spravs.$110.00 

H1014. P2771. Shower and Needle Bath. 109.00 

NF1200. H911, P2790. Shower. 54.70 

H909 4t P2791, Shower and Shampoo. 64.00 

NOIOO. h952 4, P2803. Shower. 29.35 

H953 4. P2804. Shower. 30.70 

NCllOO, H9544. P2807. Shower. 41.35 

NCllOO (with stops). H954 4. P2809. Shower. 40.70 

H943 4. P2815, Shower. 48.70 

H9444. P2816, Shower. 46.70 

H9454, P2819. Shower. 56 70 

H946 4. P2820. Shower. 55.35 

NC11004. H956. P2821, Shower and Shampoo . 47.70 

P2823. Shower and Shampoo. 54.70 

H1402, P2826, Shower... 16 00 

H1406, P2827, Shower. 15.70 

H1400, P2828. Shower and Shampoo... 81.70 

H1404, P2829, Shower and Shampoo... 30.70 

H1410, P2836, Shower. 86.70 

H1411, P2837, Shower. 88.00 

H1408, P2841, Shower and Shampoo... 50.70 

H140 P2842, Shower and Shampoo. 52.00 

NT1050. H900. P2855. Shower. 38.70 

NF1050 4. P2856. Shower and Shampoo..,. 51.00 

NF1055. H895. P2857, Shower... 46.70 

H904, P2860, Sho er... 45.35 

P2861. Shower and Shampoo... 58 00 

H1246. P2868, Shower. 34.70 

H1250, P2870, Shower. 27.70 

H1600, Industrial Mlxometer Shower. 84.70 

H1625, Industrial Combination Valve Shower. 14.15 

H1202. P2914, Shower. 52.00 

H1200, P2916. Shower. 66 35 

H1206, P2918, Shower. 44.35 

H1204, P2919, Shower. 46.00 

P2920. Shower and Shampoo. 59.00 

P2921. Shower and Shampoo. 60.35 

Portable Showers— 

H1275. P2946. Portable Shower. 22.70 

8124, Portable Shower. 15.00 

Wall and Ceiling Showers— 


H1270, P2950, Wall Shower. 13.00 

H1268. P2952. Ceiling Shower. 13.00 


LAVATORIES—(Less Fittings) — 

Cl<)5. P3050. P3055, P3057, Copley—18x27-in.. $52.00; 
22x33 in., $66.65. 

Cl 14, K205. P3110. P3115. P3117, Laton—20x24-in., 

$37.35; 22x27-in., $42.65; 22x30-in., $51 30. 

C145, K332. P3840, P3845. P3846. P3847. Ophir—17x21- 
in.. $14.50; 18x24 in., $18.20; 20x24 in, $22.30; 22x27-in., 
$38.70. 

C145, K332, P3847, Ophir—20x24-in., $22.30; 22x27-in, 
$38.70. 

CMS. K332. P3850. P3355. Ophir—20x24-in.. $22.30. 

Cl 52. K582. P4045. Ralwon—17xl9-in, $12.30. 

P4125. Arion—19x24-in., $22.65. 

P4205. Othello—18x21in.. $13.80. 

K.580. C150. P4206, Othello—18x21-in., $13.80. 

K608. C162. P433.5, Beverlv—18x21-in., $13.20. 

K614, C164. P4345. Oescent—17xl9-in., $10.00. 

K752. P4365, Alva—16x24-in., $10.00. 

K668, Cl 80, P4940. P4945, Athena—20-in.. $30.00. 

K668. C180, P4946. Athena—20-in., $30.00. 

K672, C182, P4950, P4955, P4956, P4957, Anglo—19-in.. 

$ 20 . 00 . 

K690. C184. P4980. P4985. Verdun—16-in.. $15.20. 
P5080. P5085. P5086, P5087, Everett—19-in., $18.70. 
K732. C190. P5110. P5115, Yale—16-in.. $11.50. 

K762. C192, P5145. Aida—16 in., $11.50. 

Add for Waste when required—PI 1285, Imperial, $9.35; 
P11289, Empire. $8.00; P11290. Princess. $6.70. 

BRASS AND RUBBER GOODS 
BATH FITTINGS. BUILT-IN— 

H7025 Special. PI 1000—Compression. H-in, Valves, 2- 
in. Waste (End Wall), $29.00. 

PllOOl—%-in. Valves, 2^-in.. Waste, $42.70. 

H7025 Special. P11002—%-in. Valves. 2-in. Waste (Back 
Wall). $31.70. 

P11003—*14-in. Valves, 2 *4’in. Waste. $45.35. 

PllOlO—H-in. Valves. 2-in. Waste. $37.35. 

PI 1011—2)4-in. Valves, 2 *4-in. Waste. $44.70. 

P11012—*4-in. Valves, 2-in. Waste, $42.70. 

PI 1013—^-in. Valves. 2 *4 in. Waste. $47.85. 

P11015, “Quieko"—V4-in. Valves, 2-in. Waste, Top 
Nozzle. $42.70. 

PI 1016—%-in. Valves, 2%-in. Waste. Top Noxsle, $47.86. 
P11017—H-in. Valves, 2-ln. Waste. Top Nozzle, $45.35. 
P11018—^-in. Valves, 2^-in. Waste, Top Nozsle, $50.00 
Compression— 

PI 102.5—*4-in. Valves. 1%-in. C. W. A O., $23.70. 

FI 1026—2)4-in. Valves. 1^-in. C. W. A O., $28.35. 

P11030—H-in. Valves, l^^-in. 0. W. A O., $27.35. 

PI 1031—%-in. Valves, 1%-in. C. W. A O., $32.00. 

P11040—*4-ln. Valves, IH-in. Waste, $46.70. 

P11041—^-in. Valves, 2-in. Waste, $51.35. 

NC2570—Fittings for Por. Tubs, ?4 in. Valves, 2^-in. 
Waste. $64.00. 

H2466—Speakman Dishler, H-in. Valves, 2-in. Waste, for 
Por. Tubs. $36.00. 

Exposed for Essex Baths—Compression— 

P11065—*4-in. Valves, 2-in. Waste, $34.70. 

P11066—%-in. Valves. 2%-in. Waste. $50.70. 

‘ ’Quicko”— 

PI 1090—H-in. Valves, 2-in Waste, $46.00. 

P11091—%-in. Valves. 2*4-in. Waste, $50.70. 

Exposed for Conred Tubs— 

H6978 Special. 11115— % \n. Valves, 2 in. Wkate, $80.85. 
Exposed for Pembroke and Woodmere Baths— 
Compression— 

H6978 S ecial, P11115—%-in. Valves, 2-in. Waste, $40.00. 
%-in. Valves. 2 *4-in. Waste. $40.00. 

P1112.5—H-in. Valves. 2-ln. Waste. $48.00. 

Bath Cock Combination Fittings—For Essex Baths— 

PI 1150—Compression Supnly and Waste Fitting, 9-16-in. 
O. D. Annealed Supplies. $8.70. 

P11155—“Quicko" Supply and Waste Fitting, 9-16-1 b. 
O. D. Annealed Supplies, $8.70. 

PI 1160—Compression Supply and Waste Fitting, 9-16-1 b. 
O. D. Annealed Supplies. $21.35. 

PI 1165—"Quicko" Supply and Waste Fitting, 9-16-iB 
O. D. Annealed Supplies, $22.70. 

BATH WASTES—P11175—Imperial 2-in. Waste, $17.25. 
P11176—Imperial 2 *4-in. Waste. $18.70. 

P11179—Imperial 2-in. Waste, $18.00. 

Bath r. W. A O — 

PI 1185—1-%-in. N. P. C. W. A O. for Essex Bath, $2.80. 
P11188—N. P. C. W. A O. for Conred Bath, $5.50. 
m \n. N. P. C. W. A O. for Conred Bath. $6.00 

PI 1189—1%-in, Rough O. W. A O. for CJonred Bath, $5.00. 
1*4 in. Rough C. W. A O. for Conred Both, $6.00. 

PI 1190—iH-in. Rough C. W. A O. JLqr Pembroke Bath. 
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PLUMBIXa GOODS—KBTAlIf SELLING PBIOES—Oontlnned 


Brass and Bnbber Ooods—Continned. 
COMBINATION LJLVATORY FITTINGS- 

PI 1260—Verona, Compression, Enamel Lavatory, $23.35. 
Pi 1263—Verona, Compression, Vitreous Lavatory, $23.35. 
LAVATORY WASTE^ 


P11285—Imperial, China Knob. 9.35 

Pi 1288—Imperial, China Knob .9.35 

Pi 1289—Empire, China Knob. 8.00 

Pi 1200—Princess, China Knob. 6.70 

PI 1291—Princess, China Knob. 6.70 

Pi 1398—Princess, China Lever. 6.70 

Pi 1394—Princess, China Lever. 6.70 

Pi 1395—Princess, China Lever. 6.70 

P11396—Princess, **B” Chins Handle. 6.70 

PI 1207—Princess, 4 Ball Handle. 6.70 

SHAMPOO FIXTURES— 

PI 1858—Qnicko Double Basin Cock.13.00 

PI 1859—Pedestal China Soap Dish with Drain.2.70 

P11860—Compression, as described.20.00 

P11868—Quicko, as described.20.00 

MIZOMETER FIXTURE—H3285—Built-in Mixometer. $53.85. 
LAVATORY SUPPLY PIPES—Strictly I. P. Sise—Pipes to 
Wall—Short Pattern, 6-in. z 7-in. 

P11871—With W. H. Stop. % ln., $7.45: H-in.. $8.70. 

P11872—With C. I. Stop, $8.15; H-in., $9.35. 

PI 1878—With L. K. Stop. H-in., $7.45; %-in.. $8.70. 
LAVATORY PLUGS AND CHAIN STAYS— 


PI 1805—P. O. Pluf for Porcelain Enameled Lavatory.. 1.00 

Pi 1896—P. O. Plug for Vitreous Lavatory. 1.70 

PI 1897—Chain Stay for Vitreous Lavatory.70 

COMBINATION SINK AND SUPPLY FAUCETS—P11425— 
Quicko, Swing Spout, No. 100, Classic or Faultless, $10.70. 
NICKEL PLATED SINK AND LAVATORY TRAPS— 


Tubing Pattern, leas Cleanout— 

P114.50—1^-in. Plain “P.” $2.00; iH-in., $1.80. 

P11451—IH'in. Vented *‘P.** $8.00; iH-in., $3.16. 

P11456—l^-in. Bag. $4.70; IVi-in., $4.60. 

P11462—iH-in. Plain $2.70; lV4 in., $2.70. 

PI 1463—IH'in. Vented **S," $8.60; m-in., $4.00. 

With Cleanout— 

P11450 —Ihi in. Plain “P** $2.80; l% ln.. $2.70. 

Cast Brass Traps with Cleanout— 

P11450—1 %-in. Plain “P.” $2.75; IH-in., $2.70. 
P11451—1 Vented “P.'* $3.75; lV 4 -in., $3.95. 

P11456—1^-in. Bag, $3.75: IH-in.. $4.75. 

P11458—l«4 m. “P” (N. Y. Reg.), $2.70; iH-in., $3.10. 
P11462—m-in.. Plain “S’* $3.20; IV^-in., $3.40. 
P11463—1 ^-in. Vented “S.” $4.15; lMi-in., $4.35. 
COMPRESSION BIBBS—TIIOO—H in. R<iugh Plain SSS, 
$ 1 . 00 ; Finished, $1.15; Nickel Plated, $1..'15. %-in. Rough, 

$1.40; Finished, $1.35; Nickel Plated, $1.65. 

H102—Vi-in. Rough Hose SSS, $1.15; Finished. $1.40; 
Nickel Plated, $1.50. ^-in. Rough Hose, $1.50; Finished, 

$1.60; Nickel Plated, $1.80. 

HllO—H-in. Rough Plain SOT. $1.15; Finished. $1.25; 
Nickel Plated, $1.50. V 4 in. Rough Plain SOT, $1.50; Fin¬ 
ished. $1.60; Nickel Plated, $1.80. 

H112—in. Rough Hose SOT, $1.40; Finished. $1.35; 
Nickel Plated, $1.65, ^-in. Rough Hose, $1.65; Finished. 

$1.80; Nickel Plated, $2.00. 

H135—H-in. N. P. Plain Adj. Flange, $2.05; %-in.. $2.50. 
H137—V6-in. N. P. Hose Adj. Flange, $2.20; $2.60. 

H140—H-in. N. P. Plain Set Screw Flange. $1.85; 

$2 25. 

H142—H-in. N. P. Hose, $2 05; %-in.. $2.40. 

H365—H-in. N. P. Corap. Stub W. T. Bibbs Plain. $1.50. 
H3G7—^ in. N. P. Comp. Stub W. T. Bibbs Hose. $1.70. 
QUICK COMPRESSION BIBBS—H410—Vi-in. Nickel Plated. 
Plain SOT. Metal Handle, $1.65; ^-in., $2.00. 

H412—H-in. Nickel Plated, Hose SOT, Metal Handle, 

$1.85; ^-in.. $2.20. 

11413—V4-in, Nickel Plated. Plkin SOT, China Handle, 

$2.35; % in., $2.60. 

H414—>4 in. Nickel Plated, Hose SOT, China Handle, 

$2 20; ^-in., $2.50. 

H435—V4-in. Nickel Plated, Adj. Flange, $2.15; 

$2.60. 

H437—*4-in. Nickel Plated. Adj. Flange. Hose, $2.30; 

%-in. $2.80. 

ni38 —14 in. Nickel Plated. Plain. $2.50; %-in.. $3 00. 
H439—H-in. Nickel Plated. Hose, $2.65; ^-in., $3.10. 
H440—H-in. Nickel Plated, Plain 8S Flange, Metal Han¬ 
dle. $2.00: \ \n., $2.35. 

H442—H-in. Nickel Plated. Hose, 8S Flange, Metal Han¬ 
dle, $2.15; %-in.. $2.50. 

H443—V4-in. Nickel Plated, Plain, 88 Flange, China 

Handle, $2.30; %-in.. $2 60. 

H444—V4-in. Nickel Plated, Hose, S8 Flange. China 

Handle. $2 50; ’S in.. $2 85. 

8ELP CLOSINO BIBBS—H478—H-in. Finished, Plain SOT. 
$2.80; Nickel Plated. $3 00. 

FULLER BIBBS—H510—V4in. Nickel Plated. Plain SOT. 

$1.75; ^ in.. $2 0.-,. 

H512—H -in. Nickel Plated, Hose, SOT. $2.00; JJi-in., 

$2 25. 

H540—H-in. Nickel Plated. Plain SS Flange, $2.20; 

\ in . $2.50. 

H542—H-in. Nickel Plated, Hose SS Flange. $2.35; 

•V^ in.. $2,60. 


GROUND KEY BIRRS—H575—V4-in. Finished, Plain SSS. 
$1.45; %in.. $2,00. 

nr,77_i4.in. Finished. Hose SSS. $1.65; % in.. $2.20. 
$1.45; % in , $2 Oo, 

11577—-in. Finished. Hose SSS, $1.65: % \n.. $2.20. 


H585—%-in. Finished, Plain SOT. $1.60; % in., $2 20. 
H587—%-in. Finished, Hose SOT. $1.75; ^-in., $2.35. 


COMPRESSION STOPS—H600 and H603—H-in. Rough I. P 
Both Ends T. H., $1.10; %-in., $1.45. H*in. Nickel Plated 
Both Ends T. H., $1.45; %. $1.80. 

H605 and H608—^-in. N. P. I. P. Both Ends W. H.. 
$1.80; %-in., $2.20. 

H615 and H618—%x% O. D. T. H. or W. H. N. P.. 
$1.50. %.k 916 O. D., $1.50. %xll-16 O. D.. $1.75. 

H620 and H623—%-in. I. P. Both Ends Finished, Loose 
Key, $1.60; %-in. I. P. Both Ends N. P., Loose Key, $1.80; 
% in. I. P. Nickel Plated, Loose Key. $2.80. 

SELF CLOSING STOPS— H640 and H641—%-in. L P. both 
ends N. P., $8.65. 

COMPRESSION SILL COCKS— H660 to H664—% in. Angls 
Pattern, $1.45; %-in., $1.60. 

BOILER DRAIN COCKS—H665 and H658—%-ln, $1.10; 
% in. R'iugh N. P. Male, 90c; %-in.. $1.00. 

H656 and H659—% -in. Rough N. P. Female, $1.00; % -in.. 
$ 1 . 00 . 

H700— %-in. TH or LH Stops. Solid Hsad, $1.45; %-la. 
$2.05. 

H703— %-in. TH or LH Stop and Waata, $1.50; %-in., 
$ 2 . 10 . 

GROUND KEY STOPS AND STOP AND WASTES—H730 and 
H731—%-in. TH or LIl Stops, Loose Handle, $1.05; %‘in., 
$1.15. 

H788 and H734— %-in. TH or LH Stop and Waataa, Loose 

Handle, $1.05; %-in., $1.50. 

COMPRESSION BASIN COOKS— H852—No. 1% Midcst Bs 
sin Cocks, Pair, $3.40. 

H855—No. 2 Medio Bssin Oocks. Pair. $4.20. 

H856—No. 2A Medio Basin Oocks, Pair, $5.35. 

No H870—No. 5 Dunlo Basin Cocks, Pair, $5.85. 

H871—No. 5A Dunlo Basin Cocks, Pair, $5.95. 

QUICKO BASIN COCKS—H901—No. 1%, $8.85. 

H902—No. 2 Quicko Basin Oocks, $4.00. 

H003—No. 8 Quicko Basin Cocks, $7.50. 

H008—No. 5 Quicko Basin Cocks, $7.50. 

'‘Allwite’* Quick Comp. Basin Oocks, $10.95. 

FULLER BASIN COCKS—H925—No. 0 Fuller Basin Ooska 
$5.25. 

H926—No. 0 Fuller Basin Cocks with Union, $6.90. 


SELF CLOSING BASIN OOCKS—H950—**8tandard" Ball 
Bearing, Cross Handle, pair, $8.40. 

H951—*‘Standard" Ball Bearing, China Laval, pair. 
$10.05. 

H970—"Standard" Boston, pair $10.05. 

Junior Size Ball Bearing 4 Arm Indaxad Saif Cloaian, pair, 

$7.90. 

DOUBLE BASIN OOCKS—H980—Quicko Double Baaia Cocks, 
each, $12.35. (For China Soap Cup, sea U11859.) 

Glauber "Winton," Nu-Rapid—Double Basin Cock with 
Gooseneck and China Index Lever Handles, 12-in. C io 0 ef 


Cock Holes. $19.35. 

PANTRY COCKS— 

Hi000—No. 1 Compression, pair. 7.82 

HlOlO—No. 1 Quicko. pair. 8.65 

Hi015—Quicko, Double, each.10.85 

H1030—No. 1 Fuller, pair. 8.M 

SLOP SINK COCKS— 

H1070—Compression.19.50 

HI 075—Fuller.19.50 

DOUBLE BATH OOCKS— 


Hi 100—No. 8 Compression. 4.90 

HI 105—No. 3A Compression... 5.25 

H1142—No. 1% Quicko. 5.60 

HI 150—No. 2%L Quicko . 7.50 

HI 152—No. 2% Quicko. 7.90 

H1160—No. 10 Quicko.-.18.50 

HI 170—No. 5%L Puller. 4 90 

H1172—No. 5% Puller.. 5.25 

HI 175—No. 4%L Fuller. 4.90 

Hi 177—No. 4% Puller... 5.25 

CHICAGO FAUCET COMPANY’S BRASS GOODS— 

AlOO—"Classic" N. P. Qustnm Swing Spent Mixing 
Faucet with Index T^ever Handles, $10.70 each. Extra 
Washers for same, $2.35 per hundred. 

A500—N. P. Quatum Plain Bibba SOT, Detachable Ta¬ 
pered Shank, %-in., $3.00. 

A900—N. P. Quatum Plain Bibba with Detachable Shank, 
Adjustable Screw Flange, %-in.. $3.85. 

A1600—N. P. Quatum Single Pantry Ooek with China 
Lever Handle. $5.90. 

A1700 N. P. Quatum Double Pantry Cock with China 
Indexed Lever Handle, $17.40. 

A1900—N. P. Quatum Basin Cock with Top China Indexed 
Lever Handle, $3.50. 

A2000—N. P. Quatum Basin Ooek with Side China In¬ 
dexed Lever Handle, $4.90. 

A2100 —N. P. Quatum Donble Baain Ooek with China la 
dexed Lever Handle, $14.70, 

A4500—No. 102 Amazon Basin Cocks, N. P. with Chins 
Index Top, $5.50. 

Phosphor Bronze Removable Sleeve Seats for all •'Qua¬ 
tum" Bibbs, Basin Cocks, Bath Cocks, Pantry Oocka, Ball 
Cocks, etc.. Hot or Cold. 40c each. 

N. P. BRASS ANNEALED TUBING— %-ln. O. D. N. P. Brass 
Annealed Tubing. $24.00 per hundred ft. 

O. D. N. P. Brazed Brass Tubing—Per 100 ft.— %-in.. 
$37 .50; % in.. $41.25; %-in., $48.75; 1-in., $39 00; 1%-in. 
*42 75; 1%-in., $48.00; 1%-in., $52.50; 1%-in., $56.25; 
2 in.. 75.00. 
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PLUMBING GOODS^RETAIL SELLING PRIOEB-^Jontlnued 


Brass and Rabbar Goods-—Continaed. 

SEAMLESS BRASS PIPE—I. P. Site, per lb.—H-in..61c: 

57c: S m., 53c; 50c: ^ in , 47c; 1-in., 47c; 

1’4-in., 47c; iVi-in., 47c; 2-in., 47c; 2Vi-in., 47c; 3-in.. 
47c. 

Add 70 per cent for Nickel Platinfc Pipe. Add 10 cents 
for cut lengths. Add 75 per cent for Cupper i‘ipe. 
MISCELLANEOUS BRASS TRIMMINGS— 

iVjin. Laundry Tray Plugs, 1^4 O. D. Tail Piece, do*.,.19.90 


1^-in. Laundry Tniy Plutrs, I. P. Tail Piece, doz...l9 90 
Fin. Brass Wash Tray Plugs, IV* Met. Stopper, do*... 5.50 

N. P. Chain Stays, No. 1, doz.4 .'.0 

N. P. Cliain Stays, Nos. 1, 2, 3, dozen. 5.20 

China Chain StaVs, doz. 9.»>0 

N. P. Chain Slay and Cock Hole Cover. 6.75 

N. P. Basin Cook Hole Cover, doz. 4.40 

N. P. Ba.sin Chain wf. Snaps, No. 00, do.. 

N. P. Basin Chain wf. Snaps, No. 0, do*. 1.70 

N. P. Bath Chain wf. Snaps, No. 00, do*. 2 00 

N. P. Bath Cham wf. Snaps. No. 0. . . . .. 2 10 

N. P. Basin Chum 12 Yd. Box, No. 00, L. 2.10 

N. P. Basin Chum 12 Yd. Box, No. 0, be. 2.50 

N. P. Basin Chain 12 Y'd. Box, No. 1. ba. 3.10 

N. P. Basin Cham, No. 00, per 100 feet,. 5 50 

N. P. Basin Chain, No. 0, per 100 feet. 

N. P. Basin Cham, No. 1, per lOO feet.,. 8.50 

N. P. Basin Chain, oOO-foot reels. No. 00.. 5.30 

N. P. Basin Cham. 5o0 foot ree's. No. 0,. 6.40 

N. P. Basin Cham, 500-foot reels. No. 1.. 8 30 

Beaded Basin Chains, per dozen. 8.50 

Beaded Bath Chains, per dozen. 8,90 

N. P. Chain Snaps, large, per dozen.26 

N. P. Chain Snaps, small, per dozen.24 

N. P. Chain or “S” Ilooks, per dozen.48 

V4 -inch Threaded Brass Rod, per foot.37 

V4-inoh Rough N. P. Brass Nuts, threaded through, 100. 6.40 

V4 inch N. P. Brass Cap Nuts, per 100. 5.60 

FAIRFACTS BUILT-IN BATH ROOM ACCESSORIES— 

P 1—Built-in Paper Holder, 6x6... 8.80 

F115 and F125—Built-in Soap Holder, 6x6. 4.40 

F140—Built-in Grab Rail. 6x6... 8 80 

F150—Built-in Comb. Rail and Soap, 6x6.,. 8.80 

F160—Built-in Tumbler Holder, 6x6. 4,40 

F170—Built-in Sponge Holder. 6x6. 7.10 

BRASSCRAFTERS ALL WHITE ACCESSORIES— 

140S6—Slab Soap Dish. 3.00 

14039—Wall Soap Dish ...2.90 

14076—Wall Soap Dish... 3.35 

14049—Wall Soap Dish ... 4.30 

14073—Wall Soap Diah ... 3.00 

14044—Tub Rim Soap Dish. 2.60 

14080—Tifb Rim Soap Dish. 3.50 

12306—6-inch Three arm Swinging Bar. 4.50 

12103—14-inch Three arm Swing Bar....,. 5.90 

12518—%xl8-inch Towel Bar. 3.35 

12524—24-inch Towel Bar... 3.75 

12530—30-inch Towel Bar... 4.55 

11818—^xl8-inch Towel Bar... 4.00 

11824—24-inch Towel Bar. 4.40 

11830—30-ineh Towel Bar... 5.00 

11612—1x12 inch Towel Bar... 5.90 

11618—18-inch Towel Bar. 6.40 

11624—24-inch Towel Bar. 6.60 

11630—30-inch Towel Bar. 7.35 

11912—lHxl2 ineh Towel Bar.12.00 

14241—Wall Pattern Soap and Sponge Holder.11.70 

14502—Wall Towel Basket.19.90 

15124—Tumbler and Toothbrush Holder. 4.80 

15118—Tumbler and Toothbrush Holder.4.95 

15167—Tumbler Holder. 3.40 

1523.5—Combination T. T. B. and Soap.11.90 

15222—Combination T. T. B. and Soap. 8.15 

15150—Tooth Brush Holder. 1.40 

15103—Tooth Brush Holder. 1.60 

15176—Tumbler Holder. 8.40 

15195—Tumbler and Toothbrush Holder. 4.80 

15192—Tumbler and Toothbrush Holder. 4.95 

15298—Tumbler and T. B. and Soap.11.90 

15291—Tumbler and T. B. and Soap.8.15 

15297—Tumbler and T. B. and Soap. 6.95 

15293—Tumbler and T. B. and Soap.12.70 

14811—Comb Tray . 6.70 

14800—Comb Tray. 6.95 

15752—6x24 Shelf .10.95 

15706—5x20 Shelf . 8.00 

15710—6x18 Shelf . 7.70 

15712—5x24 Shelf . 8 20 

15714—5x30 Shelf . 9.50 

15301—5x20 Rail . 4.55 

15202—5x24 Rail . 5.00 

15304—5x30 Rail . 6.70 

15307—6x24 Rail . 5.75 

15435—Paper Holders (Roll) . 6.15 

15420—Paper Holders (Roll) . 2.90 

15451—Paper Holders (Sheets) .4.95 

15510—Hooks . 60 

15528—Hooks . 1.10 

15513—Hooks . 1.30 

155.34—Hooks . 2.55 

15533—Honks . 8.20 

15521—Hooks . 1.15 

15520—Hooka . 1.20 


15501—Honks . 1.75 

14510—Stool .12.70 

CHURCH BATH ROOM TRIMMINGS— 

No. 2 White Pyrulm Routh Bath Stool, Rub’r Bumpers. 19.15 

No. 7 White Pyralm Square Bath Stool, Cork Top.22.20 

No. 1 French Beveled Plate Glass Oval Mirror with 

White Pyralin Frame, 16x4.34.30 

No. 2, same, 2i>\28 .43.85 

No. 1, same. Oblong with Square Corners.42.60 

No. 2, ssme, 2ux2H.42.20 

No. 3, same, 2i» inch Round. 86.70 

No. 4, Same, 24-in< h .48 35 

BRASSCRAFTERS NICKEL PLATED ACCESSORIES— 

1612 — 1x12 inch N. P. Towel Bar. 4.10 

4r)(K>—29 inch Roller T^wel Bar with Lock. 5.2(» 

2112— 14-inch 2-arm Crystal Swing Rack. 3.10 

2113— 14 inch 3-arin Crystal Swing Rack. 4.10 

2818—Sxl8 inch Crystal Bar. 1.95 

282 1—24-inch Crystal Bar. 2.20 

2918—lxl8-inch Crystal Bar. 3.40 

2924—24 inch Crystal Bar. 3.80 

2930—30 inch Crystal Bar. 4.55 

2936—36-inch Crystal Bar. 6.00 

2618—%x 18-inch Opal Bar. 1.95 

2624—24 inch Opal Bar. 2.20 

2718—IxlB-mch Opal Bar. 3.54 

2724—24-inch Opal Bar. 3.95 

2730—30-inch Opal Bar. 4.60 

2736—36 inch Opal Bar. 6.15 

5610—5xl8-inch Crystal Shelf. 4.50 

5612—5x24 inch Crystal Shelf. 4.90 

5606—5x20-inch Cr>'8tnl Shelf. 4.60 

5301—5x20 inch N. P. Shelf Rail. 3.15 

5101—Crystal Tooth Brush Holder.. .90 

5150—Opal Tooth Brush Holder.95 

5108—N. P, Tooth Brush Holder.55 

5146—Comb, Tumbler and T. B. Holder. 1.55 

5191 and 5117—Tumbler Holder. 1.95 

5170—Tumbler Holder. 1.10 

5196 and 5141—Tumbler and Toothbrush Holder. 3.00 

5222—Tumbler, T. B. and Soap Holder. 5.95 

5291—Tumbler, T. B. and Soap Holder. 5,95 

5293—Tumbler, T. B. and Soap Holder. 8.15 

5298—Tumbler, T. B. and S«ap Holder. 8,40 


DRAIN COCKS—E1739—T. H. Compression for Range Boiler 
Hose or Plain Rough, N, P, V^-inch $1.00: x %. $1,10. 

URINAL COCKS—E1765—Self Closing N. P., H inch, $3.10. 
BALL COCKS—E1771—Silent V^-inch O. D. without Integrel 
Stop, less Ball and Stem, $1.10, 


BASIN COCKS— 

El876—N. P. Oomp. 4-arm Chine Index Braes Handle 

with Nut for O. D. Tubing. 1.95 

El887—N. P. Comp. 4-aTTn, All China Index Handle 

with Nut for O. D. Tubing.2.90 

E1902—Rapidac N. P. China Index Side Lever Handje 

with Nut for O. D. Tubing.. . 2.70 

E1905—Rapidac N. P, China Index Top Lever Handle 

with Nut for O. D. Tubing. 2.2$ 

E1912 — Rapidac N. P. 4-arm, All China Index Handle 

with Nut for O. D. Tubing. 2.95 

E1915—Rapidac N. P. Double China Index Side Lever 
Handle with Special Br. Y. with Nut for O. D. Tub. . . .10.40 
E1926—Rapidac N. P, China Index Side Lever Handle 

(large pattern). Nut for O. D. Tubing. 5.30 

E1985—Self Closing N. P. 4-ann Brass Handle Okiaa 

Index Nuts with Nut for O. D. Tubing. 8.60 

El995—Self Closing N. P. (Thina Index Lever Handle, 

Plain Brass. Nut with Nut for O. D. Tubing. 4.20 


CLOSETS AND TBHOONGS 


CLOSET SEATS— 

L3500—White Seat, less Cover.18.35 

L3600—Birch Mahogany, less Cover. 5;55 

L3700—Oak, less Cover. 6.85 

L3501—White Seat and Cover.14.36 

L3601—Birch Mahogany and Cover. 5.55 

L3701—Oak and Cover. 5.85 


B. O. T. Church, B326, 47-lA, L8503—All White Beat 

and Cover. White Hinge.-....20,00 

L3515—White Crescent Seat.-.,..12.00 

L3615—Birch Mahogany Seat.10.16 

L3615V4—Birch Mahogany, Cantonment Type. 6.20 

L3715—Oak Seat, Mahogany, Cantonment. 4.90 

L3715—Oak Seat, Cantonment Type. 4.70 

L3516—White Orescent Seat and Cover.- . . . .15.35 

L3616—Birch Mahogany Crescent Seat and Cover.10.70 

L3716—Oak Chrescent Seat and Cover.10.70 

L3520—White Horseshoe Seat .13.35 

L3620—Birch Mahogany Horseshoe Seat.10.16 

L3720—Oak Horseshoe Seat.10.15 

L3521—White Horseshoe Seat and Cover.18.35 

L3621—Birch Mahogany Horseshoe Seat and Cover... 10.70 

L3721—Oak Mahogany Seat and Cover.10.70 

L3535—White Extended Seat Closet Front.17.35 

L3635—Birch Mahogany Extended ^at Closet Front..18.35 

L3735—Oak Extended Seat (Tloset Front .18.35 

L3536—White Extended Closet Front with Cover.22.70 

L3636—Birch Mahogany Ext. Closet Front with Cover. 16.70 

L3736—Oak Extended Closet Front with Cover.16.70 

L3565—White Extended Open Front and Back.16.70 

L3765—Oak Extended Open Front and Back.16.90 

L3566—White, Ditto, with Cover.26.70 

L3766—Oak. Ditto ....,29.00 
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HARDWARE WORLD—PLUMBING AND HEATING 


PLUMSma GOODS—RETAIL SELLING PRICES—Oontliiiiad 


DRAINS 

DRAINS, CESSPOOLS. ETC.— 

Extra Heavy Stable Geaspool—12x12x10, $8.75 each; 16xl6x 
10, $11.25. 

C. I. Pl-'n Top Cesspools—6x6x2, $1.10 each: 0x9x8, $1.00; 
12x12x4, $3.35; 1.3x13x4, $3.95. 

C’. I. Extra Heavy, Hinced Top—6x6x2, $1.75 each; 9x0x8, 
$3.15; 12x12x4, $7.50; 13x13x4. $9.40. 

Galvanized Refrigerator Drains, l^*in. I. P., $1.60 each. 

Blake, Iron wf. B. W. Valve—^102, 2-inch, $10.15 each; 

0103, 3 inch, $16.50; 0104, 4 incti, $24.*:5. 

JOSAM DRAINS— 

I. P. Govt. Pattern—203A, 5x2 lnch, $14.40 each; 207A, 
Cx3 inch. $20.00- 2003A, 6x2 inch, $21.60. 

800—4-inch N. P. Strainer, 2-inch I. P., $8.15 each. 

Roof Drains—400, 4-inch, $14.40; 401, 5-inch, $17.55; 402, 
6-inch, $19 20. 

Wood Roof Drains—400A, 4-inch, $19.20 each; 401A, 
inch $22.55; 402A. 6-inch, $24.00. 

Floor Drains, 4-inch 1. P.—500A, 10-inch, $18.15; 600, 8- 
inch, $9.00. 

M. A J. SAi'ETY DRAIN WITH B. W. VALVE— 

2-inch Flat Iron Top, $10.80 each; 4 inch Flat Iron Top, 
$28.95; 4-inch Raised Iron Top, $87.95. 

SHOWER STRAINERS— 

8^-inch N. P. Top by lV4-inch I. P. Female Outlet, P2998, 
$2.40 each; 4-inch ditto by 2-inch ditto, $2.70. 

6'inch N. P. Top by 2-inch I. P. Outlet Combination Drain 
and Trap. P2986, $10.35. 

PENBERTHY AUTO CELLAR DRAINERS— 


No. 1, $32.25 each; 2. $54.00; 8. $74.40. No. 1, Non-Anto- 
matic, $21.90. 

Washing Machine Drainers, $4.20 each. Hose and Adapters, 


FIBB AND H08B GOODS 

FIRE HOSE, RACKS, EXTINGUISHERS, ETC.— 

No. 901—Antex Electric Light Extension Reel with 

25 feet of Flexible Waterproof Cord. 

No. BllOl—2Vi-gal, Badger's Chemical Extinguisher.. 

No. B1107—Extra Hose with Nozzle. 

No. B1108—Hanger. 

No. B1106—8-01. Acid Bottles. 

No. B1114—Universal Soda and Acid Recharge. 

No. 0—Fire Gun Extinguisher, 1 qt.. ... 

No. 1—Fire Gun Extinguisher, 1^ qt. 

No. 2—Fire Gun Extinguisher, m qt. 

Universal Liquid for Recharging Fire Gun, per quart.. 
No. B1118—2H-gaI. Foamite Firepan Extinguisher... 

No. Bins—Pump Tank Extinguisher, 5-ffal. 

No. M1201—1-pint Safety Gasoline Cans. 

No. M1204—1-qusrt Safety Gasoline Cans. 

No. M1202—2 qusrt Safety Gasoline Cans... 

No. M1205—1-gsl. Safety Gasoline Cans...... 

No. M1203—3-gaI. Safety Gasoline Cans. 

No. M1206—5 gal. Safety Gasoline Cans. 

No. M1207—6-ga]. Justrite Oily Waste Can. 

8-gsl. Justrite Oily Waste Can. 

10-gal. Justrite Oily Waste Can. 

No. S502—Small First Aid Kit. 


16.00 

20.00 

1.50 
.25 
.25 
.75 

10.00 

12.00 

14.00 

1.75 

80.00 

15.00 

8.00 

8.35 

4.65 

5.35 
8.60 

10.00 

6.65 

7.35 

8.00 

7.50 


OA8 WATER HEATERS 


AUXILIARY TYPE— 

No. 1%, Lion, No. 25 Ruud, 
Double Copper Coil. 19.70 
No. 2, Lion, No. 85 Ruud. 
Triule Copper Coil. .48.50 
STORAGE TYPE— 

Pittsburg or Ruud Multi- 
Coil Storage Hesters— 

No. Each 

80 . 50.00 

50 . 60.00 

100 .240.00 

200 .2«5.00 

300 .350.00 

500 .570.00 

Moment Valve l^ermostats— 
No. Each 

80, ^4-inch. 40.00 

50, %-inch. 40.00 

^i-inch. 65.00 

1-inch. 70.00 


100 , 

200 , 

800, 


500, m-inch. 80.00 

AUTOMATIC TYPE— 

Pressure Valve, Pituburgb— 
No. Each 

2 (Old No. 50).105.00 

2H (New No. 50)... 120.00 

3 (New No. 60).165.00 

Thermostat Type Pittsburgh 
No. Each 

2^ (New No. 551. . .185.00 

3 (New No. 65).190.00 

4 240.00 

6 310.00 

8 410.00 

Combination Boiler and 

Heater— 

No. 30, Royal Auto.. 89.40 
No. 40, ditto with 

Thermostat .103.15 

Marvel, ditto, less 

Thermostat .41.25 

No. 40, ditto. 50.00 


1-inch. 70.00 

LEAD GOODS 

HALF AND HAI.F SOLDER—500 lb. lots, $29.35; 100 lb. 

lots, $30.70; Loss. $32 00. 

EXTRA WIPING SOLDER—500 lb. lots. $25.85, 100 lb. lots, 
$26.70; Less, $2fl.00. 

Wire Solder. Smooth, $33.35. 

CALKING LEAD—2000 lb. lots, $8.40; 500 lb. lots, J8.75; 
Less. $9.10. 


PIG LEAD—2000 lb. lots. $8.10; 500 lb. lots, $8.40; Less, 
$3.75. 

SHEET LEAD—Full Rolls. $13.10; Cut Pieces, full width, 
$13.40; Cut Pieces, odd sizes. $14.40. 

>4-inch Lead Tubing. $16.25. 

Bar Tin. $.’>0 00. 

Block Tin Pipe, full reel and coils, $50.70. 

Block Tin Pipe, cut pieces, $68.70. 

LEAD BENDS—4x5Hxl0, $1 .50 each; 4x5Hxl2, $1.70; 4x 
•SHxlS. $2 00: 4x5Hxl8. $2 30; 4x.5Hx20. $2 50. 4x10x10, 

$195- 4x10x12. $2.15; 4x10x15, $2.45; 4x10x18, $2.75; 
4x10x20 $2.90. 

LEAD PIPE—%-inch to IH-inch, full reels and coils, $11.75; 


2, 8, 4-inch Lead Soil Pipe, fnll lengths, $11.75; Other 
sizes 2 Vk to 5-inch, full lengths, $12.40; Cut Pieces, ail sixes, 
$13.10. 

Note—Add to lead pipe when full reels are taken $2.70 

per reel. 

Wood reels when returned to American Smelters Securities 
Co., San Francisco, Cal., direct via prepaid freight will be 
credited at $2.00 each net, no freight allowance, on receipt 
of prepaid B. L. 

LEAD WASHERS—$26.20 per 100 lbs. 

LEAD WOOL—$18.70 per 100 lbs. 

TRAPS—Standard—1 % Short “P,** 50c each; IM Long 

75c; 1V4 Short “P,** 76c; 1^ Long “P,*’ $1.05^. 1^ 

Short “8,” 60c; 1% Long ^*S,’”95c; IH Short *‘S,” 90c; 
1V4 Long "S." $1.35. 

Extra Heavy—1^ Short *‘P,** 80c each; IM Long **P,** 
$1.15; IH Short *‘P,” $1.10; 1% Long “P,” $150. 1*4 

Short *‘S,’* 90c; Long **8.’" $1.45; IH Short **8,’* 
$1.25; IH Long “S.** $1.95. 

COMBINATION BENDS AND FERRULES—4x5AzlS. $$-$0 
each; 4x5 ^xl4, $2.40: 4x5%xl6, $2.60. 

COMBINATION FERRULES. LEAD AND IRON—4x4, 60c 
each; 4x6, 85c; 4x8, $1.05; 4x10, $1.25; 4x12, $1.40; 
4x14, $1.60; 4x16, $1.75. 

Lead Traps and Benda not shown above —Barrel lota, 
pine 40 per cen^ Lett, 50 per cent. 

Lead Drum, Traps, Como, Lesd and Iron Fermlea and 
Bends, and Soldering Nipples—Bsrrel lota, pins 40 per cent; 
Less, 50 per cent. 

PIPE 


IPB— 


Wronxht Steel 

Wrought Iron Standard 

Random 


Blk. 

Gal. 

Blk. 

Gal. 

Thread 

Vk.. 


4.80 

7.00 



.i6 



4.95 

7.40 

ii.io 

14.35 

.16 



4.95 

7.40 

11.10 

14.35 

.16 

H.. 


6.35 

8.15 

11.35 

14.55 

.16 



7.90 

10.00 

18.90 

17.55 

.16 

1 .. 


11.15 

14.80 

19.95 

25.35 

.18 

1^.. 


15.10 

19.35 

26.95 

84.30 

.22 

1V4.. 


18.00 

28.15 

32.20 

40.95 

.24 

2 


24.15 

81.10 

46.40 

57.70 

.30 

2^.. 


39.95 

51.15 

74.00 

87.15 

.46 

3 . . 


52.15 

66.95 

96.75 

113.95 

.60 

8H.. 


67.20 

84.90 

116.85 

168.15 

.76 

4 


79.55 

100.95 

137.90 

193.30 

1.06 

5 . . 


112.15 

141.75 

207.30 

262.30 

1.66 

6 

7 


145.55 

200.00 

184.00 

253.35 

268.90 

840.50 

2.10 

2.56 

8, 25 

9 

ib. 

209.35 

294.70 

265.85 



3.00 

8.76 

10, 82 
12 

ib. 

820.00 

412.00 




4.50 

7.50 


Cutting Chsrge—H Standard Threading. All prices quoted 
per 100 feet. 

Plugged and Reamed—2-in., $40.00; 2H-in., $65.95; S-iiu 

$86.40. _ 

PIPE riTTZHGE 

CAST IRON—BLACK— 




% 

H 


1 

IH 

2 

3 

4 

Bends, Y . . . . 



.81 

.48 

.52 

1.00 

1.43 

8.80 

6.08 

Bends, Rt. O.P 

.. . 



.40 

.46 

.84 

1.25 

3.34 

9.^S 

Bends, Rt. CP 



.27 

.81 

.82 

.62 

.87 

2.58 

7.60 

Bushings .... 

.05 

.05 

.05 

.06 

.08 

.12 

.18 

.39 

.65 

Crosses . 



.24 

.82 

.41 

.81 

1.14 

3.04 


Elbows, 90 dg. 

.08 

!68 

.09 

.12 

.16 

.81 

.43 

1.14 

1.^2 

Elbows, 45 dg. 

.09 

.09 

.11 

.15 

.18 

.37 

.53 

1.37 

2.20 

Elbows, Red. . 


.09 

.11 

.14 

.18 

.85 

.49 

1.29 

2.13 

Plugs . 

’.03 

.03 

.08 

.04 

.05 

.09 

.13 

.83 

.54 

Tees . 

.12 

.12 

.14 

.18 

.23 

.44 

.63 

1.67 

2.66 


MALLEABLE—BLACK— 


Bends, Rt. OP 



.26 

.32 

.54 

1.26 

1.63 



Bends, Rt. CP 



.21 

.24 

.46 

.74 

1.06 



Caps. 

.04 

.04 

.06 

.10 

.12 

.22 

.36 

.86 

1.41 

Crosses . 

.08 

.14 

.20 

.28 

.46 

.58 

.96 

2.86 

5 46 

Crosses, Red. 


.12 

.22 

.30 

.54 

.66 

1.18 

3.46 

6.66 

Couplings, WI 

.io 

.10 

.12 

.16 

.24 

.38 

.50 

1.08 

l.'^O 

Elbows, 90 dg. 

.06 

.08 

.10 

.08 

.14 

.28 

.48 

1.42 


Elbows, Red. . 

.16 

.10 

.12 

.18 

.20 

.34 

.62 

1.78 

3/10 

Elbow*, 45 dg. 

.04 

.04 

.08 

.14 

.20 

.32 

.62 

1.38 

2 76 

Elbows, St. . 

.04 

.06 

.10 

.18 

.18 

.32 

.62 

2.04 

4.76 

Locknuts .... 

.02 

.02 

.04 

.10 

.14 

.18 

.26 

.58 

1 04 

Reducers .... 

.10 

.06 

.08 

.12 

.20 

.24 

.42 

1.14 

l,9e 

Tees . 

.06 

.10 

.12 

.10 

.16 

.38 

.64 

1.76 

3 56 

Tees, Red. . . 

.18 

.12 

.16 

.22 

.22 

.48 

.84 

2.18 

4.42 

Tees. 4-way . . 


.10 

.18 

.22 

.40 

.96 

1.52 

.... 



MALLEABLE—GALVANIZED— 



hi 

% 

H 

% 

1 


2 

3 

4 

Bends, Rt. OP 



.38 

.48 

.78 

2.06 

2.68 

5.94 


Bends, Rt. CP 



.34 

.86 

.66 

1.18 

1.88 



Caps . 

.06 

.08 

.08 

.14 

.18 

.36 

.58 

1.42 

2 

Cntsses . 

.10 

.20 

.30 

.42 

.66 

1.04 

1.66 

4.76 

9 02 

Crosses, Red. 


.18 

.32 

.46 

.80 

1.14 

1.90 

5.70 1 

10.92 

Cotiplings. WI 

• io 

.14 

.18 

.24 

.82 

.58 

.72 

1.44 

2.52 

Elbows, 90 dg. 

.08 

.12 

.14 

.14 

.24 

.48 

.80 

2 38 

5.10 

F-lbows, Red. 

.22 

.14 

.18 

.26 

.80 

.58 

1.04 

2 94 

6 42 

Elbows, 45 dg. 

.06 

.08 

.12 

.20 

.30 

.62 

.96 

2 28 

4 60 

Elbows. St. . 

.08 

.10 

.16 

.28 

.30 

.54 

1.04 

3.43 


Locknuts .... 

.04 

.04 

.08 

.14 

.20 

.26 

.42 

.90 

1 72 

Reducers .... 

.14 

.08 

.12 

.18 

.28 

.40 

.68 

1 90 

8 50 

Tees . 

.10 

.16 

.18 

.18 

.28 

.64 

1.12 

2.90 

5 <44 

Tees, Red. . . . 

.18 

.20 

.22 

.34 

.36 

.80 

1 38 

3 63 

7 36 

Tees, 4-Way . 


.16 

.26, 

^4 

.60 

1.34 

2 24 
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RETAIL 8ELL1KO PBZOB8-<;oiitl]iiMd. 


NIPPLES—WROUGHT IRON—Per 100—Black— 




Vi 

Vi 

Vi 

1 

IH 

2 

8 

4 

Cl. Sh_ 

8.42 

4.28 

4.80 

6.40 

10.40 

14.40 

88.40 

72.68 

Long 


5.14 

5.98 

7.20 

10.40 

16.00 

21.60 

57.6(0 

102.60 

4-in. 

Long 

5.98 

6.84 





• • • « 

5-in. 

Long 

6.84 

8.56 

8^80 

12!66 

26 !o 6 

2.^60 


• • • • 

6-in. 

Long 

8.56 

10.26 

10.40 

14.40 

23.20 

80.40 

68]66 

• a • • 

NIPPLES—GALVANIZED—Per 100— 




Cl. Sh. . . 

5.40 

5.40 

6.84 

9.40 

17.96 

23.08 

59.86 

121.50 

Long 


9.90 

9.90 

11.98 

16.24 

29.92 

40.18 

94.06 

168.30 

4-in. 

Lg. . 

10.80 

11.70 





«... 

• • • • 

5-in. 

Lg. . 

13.50 

14.40 

is^-io 

20^52 

33;.34 

44.46 


• • • 

6-in. 

Lg. . 

15.30 

16.20 

17.96 

23.94 

89.34 

52.16 

iii’.ie 



PIPE OUT TO ORDER 

On Pipe cot to specified lengths, where the I 03 *: occasioned 
by enttin^ np stock lentrths is assumed, a hicher price is 
charped than for pipe in random lenplhs. This advance covers 
the pipe only, and there is an extra charge for cutting and 
threndinp as follows: 

(1^ Pipe cut to special lengths and threaded both ends two 
threads are charged for each piece of pioe furnished, and no 
charge mnde for the cut. 

(2) Where one end of the pipe is left blank, the charge la 
for one thread and one cut on each piece, the price of the cut 
being one-half of the threading list. 

(3) Where both ends are left blank, a charge is made for 
all cuts and for the one thread necessary to make the remain¬ 
ing scrap salable. This applies to whatever the number of cut 
pieces mav be. 

(4) When pipe is made up to sketch, all couplings ur J 
are charged for and all pipe is charged at cut length prices. 

(5) When pipe of any size is furnished iu exact lengths 
longer than one random length by coupling on a short piece, 
the cut price is charged for the entire length. All couplings 
furnishea are charged for, but only two threads. This applies 
to whatever number of random lengths may be included in the 
run. 

(6) A customer can make his own measurements, and to 
call for the exact lengths necessary to make up the run 
required, which will be charged at the cut price with two 
threads with additional charge for any extra couplines fur 
nished. 

(7) In the case of an order for specified amount of pipe, 
WHERE EXACT MEASUREMENTS ARE NOT ABSOLUTELY 
NECESSARY, the cut length price may be charged for the last 
piece furnished necessary to equal the amount called for after 
the random measurements have been ascertained. 

(8) When pipe is furnished In random lengths by customer 

(he assuming the loss on the scrap), to be cut to order, the 

actual work done is charged for; that is, all cuts and all 

threads actually made. In such cases the scrap belonging to 
the customer, and no credit allowed for same. 

(9) In charging cut pipe, no allowance is made for coup* 
lings or for threads already on the pioe. 

(10) Where pipe in sizes to 2 feet inclusive Is cut on 
roller cutter in pieces of 12 inches or less and not reamed or 
threaded, one cut is charged for each piece at one*quarter of 
the Threading list. 

PLUMBERS’ TOOLS 

STOCKS AND DIES—Walworth Standard Stocks and Dies 
(Solid Die Type)—No. 0, complete, ’<«-inch to Vi-inch, 

$10.40 each: N'o. 1. Vi-inch to 1-inch, $13.65; No. IV^, %• 

inch to 1 Vi-inch, $12.35; No. 1%, $12.35; No. 2, IVi’inch 
to 2-inch, $18.85; No. 3. 2V4-inch to 3-inch, $45.50. 

Extra Dies and Bushings—List plus 50 per cent. 

Millers Reversible Ratchet Stocks and Dies—“B” com¬ 
plete, Vi-inch to l-inch, $21.20 each: “C." 1-inch to IVi* 
inch, $24.05; “D,” l*4-inch to 2 inch, $28.10. 

Extra Di<-8, Bushings and Die Frames, List plus 30 pet 
cent. All other Parts. List plus 40 per cent. 

Armstrong Stocks and Dies—No. 1, % to V^-inch, $10.80 
each: No. 2. Vi to 1-inch, $14.40; No. 2V4, Vi to lV4-inch, 
$16.80: No. 3, 1 to 2 inch, $25.20. 

Extra Dies—List plus 30 per cent. All other Repairs 
list plus 30 per cent. 

Toledo Stocks and Dies—No. 00 complete, % to %-inch. 
$32.00 each; Vi to Vi-inch, $27.20; Vi to V',-inch, $16.00. 

Dies with Heads —%, V4 or %-iuch, $4.80; Vior %-inch, 
$5.60. 

Extra Dies (4 segments), all sizes, $3.20 each. 

Ratchet only. $4.80. 

No. 0 complete. % to Vi-inch. $25.60. R. H. Dies, com¬ 
plete, 8 sets, $12.00. L. H. Dies complete, 5 sets, $20.00. 

No. 1 complete, 1 to 2-inch, $31.20. 

1-A Ratchet complete. 1 to 2-inch. $39.04, Dies complete 
(3 sets), 1V4, IVi, $8.30. Same. Single Set, 4 nieces, $2,76. 

2-inch Dies for No. 1 or l-A, $3.76. 

No. 2 complete, 2 V4 to 4-inch. $110.00. Dies, complete, 4 
sets. $35.20. Dies, single sets. 5 pieces, $8.50. 

No. 3 complete, 4V^ to 8-inch, $330.00. iJies, complete, 

5 sets, $66.00; Dies, single sets, 5 pieces. $13 20. 

No. 4 complete, 9. 10 and 12 inch, $550.00. Dies complete 

3 sets, $66.00. Dies, single set. 5 pieces, $22.00. 

No. 10 complete, 1 to 2-inch, $36.40. R. H. Dies complete, 

4 pieces. $5.52. L. H. same, $5.52. 

No. 10-A Ratchet, complete. 1 to 2-inch, $44.20. 

No. 25, complete, 2V4 to 6-inch. $253.04. Dies, complete, 

4 pieces, $8.80. All other repairs, list plus 30 per cent. 

Toledo Power Drive, D. C. or A. C. Motor, $660.00 each. 

Bearer Stocks and Dies— No. 8 Ratchet, complete, % to 


1-inch, $43.20 each. Extra Die Heads and Ohasera, H-lneb, 
$5.40. Same, V4 or V4-inch, $6.30; 1-inch. $7.20. Extra 
Chasers, any size (4), ^4.50. 

No. 6 Beaverette, complete. V4to V4-lnch, $24.00. Extra 
Dies, ner set. $4.50. 

$ 5 ^ 5 ' complete, 1 to 2-inch, $89.00; Extra Dies per aet. 

No. 26 Ratchet, complete, 1 to 2-inch, $45.50. 

No. 41. complete, 2 V4 to 4-inch, $118.00. Extra Die# 
per set, $13.50. 

No. 61 complete. 2V4 to 6 -inch, $264.00. Extra Diea,. 
per set, $28.00. Other Repair Parts, List plus 50 per cent. 
WRENCHES—Warnock Brass Pipe Wrenches—12 inch, % t<r 
2 inch, $5.00 each; 18-inch. 1 to 5 inch, $10.00. Extr» 
Straps— 12 inch. $ 1 . 00 ; 18-inch, $ 2 . 00 . Basin Wrench,. 
$2.30: Spud Wrench for Radiator Nipples, $ 3 . 00 . 

Vulcan Bijaw Pipe Wrenches—No. 30 or 10, Vi to Vi-inch. 
$1.50 each; No. 31 or 11. % to 1inch, $6.00; No. 32 or 
12. ^ to 2>-i-inrh. $8.00: No. 33 or 13. ^4 to 4-inch. $12.00; 
No. 334 or 13, 1 to 6-inch. $15.20: No. 34 or 14. 1to 
8 inch. $19.00; No. 35 or 15, 2 to 12 inch, $30.70. Extra 
Parts, List plus 100 per cent. 

Agrinoa (^hain Wrenches—.No. 21, % to lV4-inch, $6.50 
each; No. 22. V 4 to 2 inch, $9.30; No. 23, % to 4-inch, 
$13.00: No. 23 Vi. 1 to 6 -inch, $16.75; No. 24, 1 Vi to 8 - 
inch, $ 20 . 50 ; No. 25, 2 to 12-inch, $33.50. Extra Parts. 
List plus 100 per cent. 

Walworth Bostong Wrenches—No. 0, 1 to 4-inrh, $18.00 
eneh; No. 1, 2 to 6 inrh, $32.00; No. 2, 2S to 10-inch, 
$64.00: No. 3. 3 to 14-inrh. $120 00. 

Walworth Reversible Bostong Wrenches—No. 2. V4 to 2- 
ineh. $ 1 1 90. 

PIPE CUTTERS—Barnes Three Wheel Type—No. 1, V6 to 1 
inch. $4.50 each: No. 2, Vi to 2-inch, $6.00: No. 3, IH to 

3-inch, $10.00; No. 4, 2 Vi to 4-inch, $20.00; No. 5, 4 to 

6-ineh, $30.00; No. 6, 6 to 8-inch, $40.00. Extra Parts, 
List plus 20 per cent. 

Knurled Wheels—No. 1, 70c each; No. 2. 84c; No. 8 

$1.12; No. 4. $1.40: No. 5. $1.54. 

Saunders Roller Type—No. 1, Vi to 1-inch, $3.90 each: 
No. 2, 1 to 2-ineh. $5.96: No. 8, 2 to 8-lnch, $14.30; No. 4. 
2H to 4-inch. $23.40; No. 5, 4 to 6-inch. 86.40. Extra 
Parts. List plus 40 per cent. 

Knurled Wheels—No. 1, 70c each; No. 2, 84c; No. 8, 

$1 12 . 

Trimo—No. 1. Vi to IVi-inch. $4.95 each: No. 2, Vi to 
2-inch. $6.60; No. 8, 1V4 to 8-inch, $11.00. Extra Parts, 
List plus 20 per cent. 

Beaver Square End—No. 1, Vi to 1-inch, $27.00 each; 
No. 5, Vi to 2 inch. $30.00; No. 10, 2 Vi to 4-inch, $120.00. 

Extra Knives, per set—No. 1, •l.SO each; No. 6, $2.24: 
No. 10. $3.74. 


Toledo—No. 250, 2 Vi to 6-inch, $168.00 each. Extra 
Blades (Set of 4), $1.76. 

MISCELLANEOUS (7UTTERS—Chesterton or Fletcher Gauge 
Oiass Cutter, A5903, $4.00 each. 

Gasket Cutter, $1.80. 

PIPE TAPS AND REAMERS—R. H. A4201—Vi to 1-inch, 
List less 20 per cent; 1 V4 to 2-inch, List less 10 per cent: 
2Vi to 3-inch, List plus 40 per cent; 8Vi to 4-inch, List 
plus 70 per cent,. 

L. H. A4201 and Reamers A4202— Vi to 1-inch. List plus 
10 per cent; 1V4 to 2-inch, List plus 82 ^'cr cent; 2 Vi to 
3-inch, List plus 70 per cent; 8 Vi to 4-incn, List plus 110 
per cent. 

Combined Drill and Tap—A4203, Vi to 4-inch, List plua 
10 per cent. 

Mueller Ratchet Reamer—ER E4850, Vi to lV4‘in., $12.48 
each; E4851. % to 3-inch. $18.16. 

Reed No. 6 Bit Brace Taper Burring Reamer—Vi to 8-inch,. 
^T20 

TORCHES AND FIRE POTS, C. ft L.—No. 31 Torch, 1 qt., 
814.60 each; No. 32, 1 qt., $15.36; No. 37, 1 pt., $18.06: 
No. 38. 1 pt., $17.66; No. 108, 1 qt., $14.60. 

No. 1 Firepot, 7 pts., $26.12 each; No. 5 5 pts., $23.82; 
No. 10, 1 gal., $14.40; No. 20, 1 gal. with Pump. $15.94; 
No. 21, 1 gal., $20.36. Parts, List less 4 per cent. 


RANGE BOILERS 


Standard Galvanized Ver¬ 
tical Pattern, High or 
Low Top— 


No. 

Each. 

18, 12x36 . . . 

_ 12 00 

24, 12x48 . . . 

.... 12.00 

30. 12x60 . . . 

_ 12.00 

40, 14x60 . . . 

_ 16,35 

52. 16x60 .. . 

.... 28.00 

66, 18x60 . . . 

_48.00 

82. 20x60 . . . 

_ 58.00 

100, 22x60 . . . 

_80.00 

120, 24x60 . . . 

_90.70 

144, 24x72 . . . 

_146.70 

168, 24x84 . . . 

_135.35 

192, 24x96 . . . 

_160.00 


Extra Heavy Galvanized 
Vertical or Horizontal— 


No. Each. 

30. 12x60 . 14.70 

40, 14x60 . 19.35 

52, 16x60 . 37.35 

66, 18x60 . 68.70 

82. 20x60 . 82.00 

100. 22x60 .112.00 

Double Extra Heavy, Ver¬ 
tical, six- year guaran¬ 
tee— 

30, 12x60 . 20.00 

No. Each. 

40, 14x60 . 26.70 


Standard Galvanized Hori- Graves 800-lb. W. P. 6- 


Bontal— y®*** guarantee Boiler. 

No. Each coated with heat proof 

30. 12x60 . 13.20 blue enamel— 

40, 14x60 . 18.00 Each. 

52. 16x60 . 80.80 80, 12x60 .-.47.50 

66. 18x60 . 52.80 40, 14x60 
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HARDWARE WORLD—PLUMBING AND HEATING 


retail SELLINa FRI0E8—Continued. 


Range Bollerf—Contlnaed. 


Extra Hea^. Horizontal 
or Vertical, with • 1- 
inch Steam Coil— 


30. 12x60 . 43.35 

40, 14x60 . 50.70 

52, 16x60 . 76.70 

66, 18x60 .110.00 

82. 20x60 .133.35 

100, 22x60 .166.70 

Boiler Stands— 

Hawks Universal.2.70 

Sanders Adjustable . . . 2.15 
Foster . 2.15 


12 in. American Ring.. 2.20 
14-in. American Ring. . 2.55 
16 in. American Ring. . 3.60 
18-in. American Ring.. 5.00 
20-in. American Ring.. 6.00 
22-in. American Ring. . 8.00 
24-in. American Ring. . 9.35 
^-in. Range Boiler Relief 

Valves . 2.00 

H-in. Stack Combination 
Relief Valves & Faucets, 

Set 85 lbs. 7.35 

Ditto. Set 150 lbs.7.35 


P6710—20x80-in., $4.35; 22z82-in., $4.70; 92x36-im.. 

$4.70. 

P6780-31. P6230-31—30x30 in., $4.35; 22x36-in.. $5.35. 
P6814—22x26 in.. $4.00. 

P6815-16—20x24-in., $3.70; 20x30*in., $4.35; 22x30-i», 
$4.50; 22x36-in., $5.35. 

P6817-18. P6822-23, P6826-27—20x30*in„ $3.50. 

adjustable sink legs—P6992— Type ‘*A*’ — Painted. 
$2.65 each; enameled, $4.00. 

Type "B”—Painted, $3.50 each; Enameled, $5.35. 

The Adjustable Sink Legs have an adjustment of 6 inrhee. 
making it possible to set the Sink at any height ranging 
from 30 to 36 inches from floor to top of rim. 


SINKS AND FOUNTAINS 

WASH SINKS—(Less Bibbs and Trap)—F910, P6450—S-ft.. 
$64.50; 4-ft., $82.20; 5 ft., $100.00; 6 ft., $185.50. 

Pe495, Enameled inside, less Supply Pipe and Bibbs— 
48x24-in., $40.00; 60x24-in., $60.00; 72z24-in., $73.35. 

P6496, Enameled inside, less Supply Pipe and Bibbs— 
4x24 in., $60.00; 5x20-in., $76.00; 5x24-in., $85.35; 6x20- 
In., $96.70; 6x24-in., $112.70. 

DOUBLE WASH SINK COCKS—H1645, P6500, $7.35; P6501, 
$8.00; H1640, P6502, $8.85; H1635, P6503, $10.00; P6504. 
$ 10 . 00 . ^ 
CHICAGO FAUCET DRINKING FOUNTAINS—A6700, $20.00; 
A700, with Trap, $18.00; A7100, Self Closing, $7.00; A7200, 
Self Closing, $5.35; A7400, Self Closing, Swinging, $11.00; 
A7700, Self Closing, $8.70; A7800, Self Closing. $7.00; 

A8000, Self (Tlosing, Swinging, $14.00; A8100, Self Closing, 
Swinging, $12.70; A8600, Nozzle, ^-in., I. P., $1.50. 
GLAUBER DRINKING FOUNTAINS—H503A, $11.35; H504E, 
$10.40; H510A. $12.00; H510B. $12.00. 

MUELLER DRINKING FOUNTAINS—E3728, $8.95; E3729, 
$10.65. 

RUBBER MATS—P6990, for Interchangeable Drain Board— 
18xl8-in.. $3.50; 18x24-in., $4.50; 20xl8-in.. $3.70; 20x24- 
in., $4.70; 22xl8-in., $4.00; 22x24 in., $5.35. 

P6991, P6706-7, P671516, P6720-21—20x24-in.. $3.70; 
20x30-in., $4.35; 22x36-in., $5.35. 


ARE YOU READY FOR YOUR 1922 SALES 
CAMPAIGN? 

Have you made arrangements for the sale of your 
goods in the Mountain and Pacific Coast States? Has 
the arrangement you now have been satisfactory, and 
the amount of goods sold reached the high point yon 
anticipated? 

If you want your line represented in the states 
mentioned on a strictly commission basis, we can give 
a few strictly up-to-date lines the best of attention. 
Hardware and housefurnishings our specialty, but 
other good standard lines considered. 

Have you figured your selling expenses where goods 
are sold by your own salesmen? If not, do so, and 
then write us. Cooperative selling is well to be con¬ 
sidered—we work for your interest as well as our own. 
We can deliver the goods and satisfy your expectations. 

PACIFIC UNITED SALES COMPANY 
Office 507 Mission Street, Room 301 
San Francisco, California 


--BUSINESS OPPORTUNITIES- 

Announcements in this department will be inserted at the rate of five cents a word, including addrem, 
withaminimumchargeof $1.00; payable in advance. Copy should reach this office not later than the 
tenth of the month to secure insertion the following issue. 


POSITION AS MANAGER 

Are you in need of a man capable of 
taking charge of your business; who is 
thoroughly vereed in modern methods of 
merchandising and store arrangement, and 
has made a success managing big business. 
Reputation speaks for itself. Highest ref¬ 
erences furnished. Address Box 24, care 
HARDWARE WORLD. 


SALESMEN WANTED 

Calling on Hardware and Auto Acces¬ 
sory trade to sell “STOrslT,’' the new 
door silencers—a household and auto ne¬ 
cessity. Small size retails for 10c, large 
size retails for 50c—100 per cent profit. 
W'e pay good commissions and curry ac¬ 
counts. Samples of both, prepaid, 25c. 
Stopsit Mfg. Co.. 806 Mills Building, San 
Francisco, Califonia. 


UNUSUALLY ATTRACTIVE 
OPPORTUNITY 

For high class Roard Salesmen. To 
carry out its e.xtensive 1922 Sales Cam¬ 
paign, the Southern Stove Works of Evans¬ 
ville. Indiana, will require services of 
several road salesmen, preferably experi¬ 
enced in sale of stoves, ranges, hardware, 
or kindred lines. Compensation will be 
figured on liberal commission basis. These 

f fusitions offer unlimited possibilities to 
ive. aggressive salesmen and offer a per¬ 
manent connection to those who can meas¬ 
ure up to the opportunity presented. State 
your qualifications fully. Apply by letter 
to Southern Stove Works. Evansville, 
Indiana. 


RETAIL HARDWARE SALESMAN 

An aggressive young man with success¬ 
ful sales record wants permanent Western 
position. Qualified as buyer and book¬ 
keeper by experience with good firms. 
Alldress Box 1754, care HARDWARE 
WORLD. 


SALESMEN WANTED 

Salesmen calling on hai dware and furni¬ 
ture trade to curry pocket side line, low- 
priced linoleum. Commission, $4.50 per 
roll. Address, stating territory you ever, 
Hudson Carpet Mills, 160 Fifth Avenue, 
New York. 


REPRESENTATION WANTED 

Manufacturer’s Agent, covering South- 
‘rn California, calling on the Hardware, 
lousehold. Variety and Electrical trade, 
vould like to represent another firm in 
his territory on a commission basis. Ad- 
1 Box 614, care HARDWARE 

VORLD. 


SPECIALTY WANTED 
To sell with line of Orchard Ladders 
described in display adv., page 137, this 
issue. I sell to practically every or- 
chardist on Pacific Coast, through best 
dealer in each district. Active, aggressive, 
year 'round sales campaign. What have 
you. J. B. Patterson. 5o5 Lankershim 
Bldg., Los Angeles, Calif. 


STOVE AND FURNACE SALESMAN 

Some good territory open for 1922. Com¬ 
plete line of enameled Stovea and Ranees, 
also Warm Air Furnaces. Commission 
proposition with drawing account. Give 
us experience and qualifications, and what 
territory now being covered. Correspon¬ 
dence confidential. Roesch Enamel Range 
Co., Belleville, Illinois. 


WANTED 

Good live salesman for Central and 
Western territory, thoroughly conversant 
with stove and furniture business, by a 
manufacturer making a trade mark line 
of long standing. Past records must show 
progressiveness; also sales producing abil- 
itv. Address Box 1863, care HARDWARE 
WORLD. 


POSITION WANTED 

Buyer and Manager, 36 years of are. 
17 years’ experience in Wholesale and Re 
tail Hardware and Housefurnishings, 8 
years as Buyer and Manager, wishes con¬ 
nection with progressive wholesale or 
dept, store as Buyer and Manager. Now 
employed; be at liberty Jan. 1, 1922; good 
reasons for changing. Best references. 
Address Q. L. M., care HARDWARE 
WORLD. 


OPPOETUNITT 

Arco, Idaho, is the county seat and 
buying center for 4000 people, with a big 
future ahead. Reclamation project open¬ 
ing new lands. A number of silver-lead 
mines developing nearby. This town has 
no exclusive hardware store and is an 
excellent oportunity for a “live wire** to 
get in on the ground floor and grow 
prosperous with the town. Think it over 
and write to H. H. Scarborough, Idaho 
Falla, Idaho. 


DON’T DISCOUNT 

Your stock to a bulk buyer, when the 
consumer will pay you handsome profits 
under our “Special Sales’* plan, W# 
guarantee the complete sale of your stock 
and fixtures. The French Sales Co. (Orig¬ 
inators of the “Community Club” Sales 
Plan.) P. O. Box 917, Portland, Oregon. 


AN UNUSUAL OPPORTU NI TY 

Owing to the death of the principal 
owner, the Aluminum Jobbing ausineas 
of O. S. Hamrick Company of Loa Angeles 
is offered for sale. The business has been 
established almost ten years, over seven 
hundred accounts regularly sold. Every¬ 
one who handles aluminum in Southern 
half of California Is a customer. The stock 
will invoice approximately $15,000. 

For further particulars addreas Q. 8. 
Hamrick Company, 418 Bast 4th Street, 
Los Angeles, Caliloj; 
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Retail SeUing Prices 


The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices eacn month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in fi^ring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Oartridret—Mctallie 

Box 


Blank Rim Fire— 

Semi- 

Smkls 

Smkls 

22 Short . 

.20 


82 Short .. 

.40 

T- - 

Blank, Center Fire— 

82 S A W.. 

.65 


38 8 A W. 

.85 


38 Long Colt . 

1.35 

e t V 

44 W C F . 

1.80 


Shot, Rim Fire— 

22 Long . 

.60 

.70 

32 Long .. 

1.20 

- 

Shot, Center Fire— 

32 S A W. 

1.10 


32 W C F. 

1.55 


38 8 A W. 

1.30 

ttr 

38 W C F. 

1.80 


44 W OF. 

1.80 

2.15 

44 X L . 

1.90 

2.35 

44 Game Getter . 

1.80 

3.16 

Rim Fire, Ball— , . . 



BB Caps . 

r - - 

.40 

CB Caps. 


.50 

22 Short . 

.30 

.35 

22 Short H P. 

.35 

.40 

22 Long . 

.35 

.40 

22 Long H P. 

.40 

.45 

22 Long Rifle. 

.40 

.45 

22 Long Rifle H P_ 

.45 

.50 

22 W R F. 

.60 

.65 

22 W R F, H P. 

.65 

.70 

22 Win Auto. 

... 

.65 

22 Win Auto, H P. 


.70 

25 Short Stevens . 

.70 


25 Stevens . 

1.00 


32 Short . 

.70 


32 I.ong. 

.80 


38 Short . 

1.16 


38 Long . 

1.25 


41 Short . 

1.05 


Center Fire Pistol— 

22 Win SS . 

1.60 

1.80 

25 Colts Auto . 


1.60 

25-20 Single Shot. 

1.70 

2.00 

26 20 Win . 

1.55 

1.90 

25 20 Win HV . 

r - - 

2.20 

7.63 MM-Msuser. 

. . . 

2.75 

7.65 MM-Mauser. 

- . . 

2.75 

9 MM-Luger . 

.. . 

2.80 

32 Colts Auto . 


1.76 

32 Colt’s Short . 

1.05 

1.15 

32 Colts Iw)ng . 

1.15 

1.30 

32 Colts Police Positive 

1.15 

1.30 

32 8 A W . 

1.05 

1.15 

32 S A W Long . 

1.15 

1.30 

32-20 Marlin . 

1.55 

1.90 

32 Winchester . 

1.55 

1.90 

32 20 Win HV . 

.. . 

2.20 

35 8 A W Anto . 

* . . 

1.90 

38 Colts Anto . 


2.50 


30 Colts Short. 1.30 1.50 

38 Colts Long. 1.40 1.60 

38 Colts Police Positive. 1.40 1.60 

38 S k W. 1.40 1.60 

38 S A W Special. 1.60 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.60 1.80 

41 Colts I^ng DA. 1.85 2.10 

44 Bull Dog . 1.55 

44 8 A W Amer. 2.00 2.30 

44 S A W Rus. 2.10 2.30 

44 S A W Special. 2 15 2.35 

44 Webley . 1.75 ... 

44 Winchester. 1.85 2.30 

45 Colts . 2.35 2 60 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250 3000 Savage . 1.75 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25 36 Marlin. 1.50 

25 Remington Rimlesi. 1.40 

6 MM U 8 N. 2.30 

7 MM Spanish Mauser. 2.30 

7.65 MM Bel Mauser. 2.30 

8 MM Mauser. 2.30 

9 MM Mauser . 2.50 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. 2.30 

303 Savage . 1.60 

32 Remington Rimless. 1.60 

32-40 Winchester . 1.15 1.35 

32-40 Winchester HV. 1.75 

32 Winchester Slf Ldg. 8.10 

32 Winchester Special. 1.60 

33 Winchester. 2.30 

35 Winchester Rimless . ... 1.75 

35 Winchester. 2.50 

35 Winchester Slf Ldg. 8.15 

351 Winchester Slf Ldg. 8.35 

38-55 Winchester Lead.. 1.50 1.70 

38-55 Winchester HV. 2.00 

38-56 Winchester .1.60 1.80 

40-60 Marlin . 1.60 

40 60 Winchester . 1.50 

40-65 Winchester. 1.60 1.80 

40-70 Winchester . 1.65 

40-72 Winchester . 1.60 1.95 

40-82 Winchester . 1.65 1.95 

401 Winchester Auto. 1.80 

405 Winchester. 2.75 

45-60 Winchester . 1.60 

45-70-405 Government... 1.60 1.85 

45-75 Winchester. 1.60 

45-90 Winchester. 1.65 1.95 

SHELLS, LOADED— 

MEDIUM GRADE. 


BULK—SMOKELESS. 

12 8 drs. z 1 OB., 24 grs. z 1 


OB., drop shot.fl.80 


8 drs. X 1 Vi ob., 24 grs. z 

IVi os. drop shot. 1.25 

8V4 drs. X IVi OB., 26 gra. 

X 1 Vi os., drop shot. 1.25 

8V4 drs. X 1 Vi os., BB ahot, 

drop shot. 1.85 

8V4 drs. X Buck shot, drop 

shot . 1.85 

16 2 \ drs. X Ti os., 22 gra. z 

Vi OB., drop shot. 1.15 

2% drs. X % os., BB ahot, 

drop shot . 1.25 

20 2 V4 drs. x % ob., 18 gra., z 

% os., drop shot. 1.15 

HIGH GRADE SMOKELESS 

12 8V4 drs. z 1 Vi os., 26 fra. z 

1 Vi os., chilled shot. 1.40 

8Vi drs. z IVi os.. 28 gra. z 

IVi os., chilled ahot. 1.45 

16 2% drs. X % os., 22 gra. z 

Vi os., chilled shot. 1.80 

20 2 V4 drs. z % os., chilled 

shot . 1.25 

2Vi drs. z Vi os., chilled shot. 1.86 


Trap Loads— 

12 8 drs. z 1 !4 os., 7Vi chilled 1.85 
3 Vi drs. z 1V4 os., 7Vi chilled 1.40 
Black Powder—Loads— 

12 8V4 drs. z IH os., drop ahot 1.05 
Caps and Primere— 

Percussion .20 .... 

Musket Caps .25 .... 

Primers. 100 in boz... .35 .... 

Primers, 250 in boz... .80 .... 

Empty Paper Shells—Black pow.— 
12. 16, 20 Ga.. per 100. ... 1.50 

10 Ga., per 100. 1.65 

MEDIUM GRADE SMOKBLBSB— 
12. 16, 20. 28 Ga. per 100 .. 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE SMOKELESS-— 

12, 16, 20, 28 Ga. 2.80 

10 Ga. per 100. 2.40 

Empty Brass Shells— 

Best Qual. 12^ 16, 20 

28, Boz 25. 2.75 

2nd Qual. 12. 16, 20 

28. boz 25. 2.10 

Wads— 

Cardboard, box 250. .20 

Black Edge, Reg., box 

250 60 

Black Edge, V4 in., 125 

in box. .40 

Black Edge, V4 in.. 250 

in box. .80 


adzes—A ll makes of Lipped Ship Adsea, 4 to 6, $5.50; 
larger, $6.00. 

Lippincotts—House, $3.00; Ship. $3.50. 

Whites or Bartons—House. $5.00. 

Ship Axes snd Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 8 to 3 Vi, $5.00; Standard Slicks, $4.75. 


ALUMINUM 

WARE, 

OAST— 



Griddles— 



Sise 8 . 

7.00 

Sise 7 . . 


... 2 85 

Pans, Lipped Sauce— 

Size 8 . . 


... 3.25 

2 qts. 

8.85 



. .. 3.75 

3 qts . 

4,25 

Size 10 . 


. . . 8.35 

4 qts. 

4.75 

Size 12 . 


. . . 8.90 

Skillets— 


Kettles, 

Berlin— 


Size 6 . 

2.85 

2V4 qts. 


. . . 4.75 

Size 7 . 

3.00 

4 qts. . . . 


... 5.50 

Size 8 . 

3.50 

5 qts. . . . 


. . . 6.50 

Size 9 . 

4.00 

6 qts. . . . 


... 7.25 

Spoons, Basting— 


Kettles, 

Maslin— 


15-inch . 

.80 

4 qts. .. 


... 4.25 

Spoons, Mixing— 


6 qts. . . 


. . . 4.75 

18-ineh . 

.30 

8 qts. . . 


. . . 6.25 

Waffle Moulds— 


13 qts. . 


... 8.65 

Size, 7, Low. 

4.00 

Kettles, Tea— 


Size 8, Low . 

4 25 

Sise 6 . . . 


... 5.75 

Size 7, Deep. 

4 25 

Sise 7 . . 


... 6.25 

Sise 8, Deep. 

5.75 


ALUMINUM WARE, PRESSED— 


Boilers, 

Rice™ 


8 quart . 

6.25 

1 V4 quart 


1.75 

Ladles— 


3 quart .. 


2.75 

V4 pint . 

.36 

Cups— 


^foulds. Jelly— 

Collapsible 


.15 

2841 to 2848 . 

.10 

Measuring 


.25 

Pans, Biscuit— 


Covers, 

Pot— , 


ll%x7V4xlVi» inch... 

.65 

7% inch , 


.25 

Pans, Bread— 


8V^ inch , 


.25 . 

9%x5%x2V4 inch... 

.65 

9 V4 inch 


.86 

Pans, Cake— 


10 V4 inch 


.40 

Round, Plain, 8% in.. 

.85 

11 V^ Inch 


.50 

Round, Plain, 9% in.. 

.40 

Kettles, 

Convex— 


Rd., Loose Bot., 8% in. 

.45 

2 quart . 


1.10 

Rd., Loose Bot., 9% in- 

.60 

4 quart . 


1.75 

Square, Plain, 9V4 in.. 

1.00 

6 quart . 


2.10 

Tube, Plain, 9 inch... 

.90 

8 quart . 


2.50 

Tube, Plain, 9% inch. 

1.25 

10 quart 
Kettles, 

Preserving— 

2.85 

Mountain, 9^ inch.. 
Pans, Com Cake— 

.45 

3 quart . 


1.10 

6-cup . 

.80 

6 quart . 


1.75 

12-cup . 

1.60 

10 quart 


2.35 

Pans, Dish— 


14 quart 


3.50 

10 quart . 

3.75 

Kettles, 

Tea— 


17 quart . 

4.00 

5 quart . 


8.50 

Pans. Pry— 


6 quart . 


4.75 

9% inch 

3.66 


8.50 I'ans, Fry— 

4.75 9 Vi inch . >^ 2.05 
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U * O.—ROYAL BNAHXL WABB 


Biggiaa, Coffee 

0 .80 

40 .86 

Ladles, Dedp 

100 .35 

84 .50 

PUtes, Deep Pie 

89 .25 

Cups and Saueera 

800 .45 

86 .70 

00 . . 1.00 

120 .ao 

Pans. Milk 

0.25 

11 .30 

20.40 

40 .ao 

D20 . 1.25 

aoos . -35 

111 .80 

Platee, Shallow Pie 

37 . 

80 ..40 

030 . 1.45 

Boilers, Coffee 

60 . 1.15 

Cuapidore 

10 .45 

Meaeuree 

02 .80 

30 .70 

04 .5© 

40 .50 

Platee, Dinner 

80 1.50 

100 2.50 

Boilers. Rice 

14 1.00 

18 1.25 

300 . 1.25 

06 .95 

60.70 

Dippera, Cup 

10 .85 

Dippera, Windaor 

110 .85 

11 Graduated. .65 
Pails, Chamber 

2 . 1.50 

40 . 2 06 

100 .90 

120 . 1.00 

Pans, Convex Sauce 

02 55 

Pota, Fireleaa Cooker 

145u.1.90 

1850 . 3.75 

Pots, Coffee 

2H .50 

6 .60 

25 75 

45 95 

Pots, Tea 

00 50 

22 . 1.65 

Dippera, Suda 

4 .70 

Psile, Water 

04 .75 

26 . 2.25 

06 .95 

Bowls, Wash 

26 .40 

Dishes, Soap 

50, 60 .30 

114 1.60 

Pans, Bed 

1 . 8.00 

Pans, Douche 

3 . 2.40 

010 1.35 

012 1.65 

Pans, Combination 
Sauce 

ID . 1.85 

30 .50 

34 .65 

Fillers, Fruit Jar 

20 .25 

Backets, Covered 

21 .40 

Flasks, Coffee 

10 .60 

lOT . 2.85 


23 .60 

Funnels, Pieced 

01 .25 

Pans, Bread 

11 .40 

Pans, Lipped Sauce 

10 30 

14 35 

18 45 

20 .80 

26 .90 

Oil .60 

28 . 115 

03 .35 

05 . 45 

13 .35 

101 .90 

32 . 1.75 

Pant, Cake 

9 .85 

102 . 1.00 

150 .50 

06 .60 

24 .60 

Pots, Straight Sauce 
n 1A 9 

350 .70 

Kettles, Convex 

03 .65 

10. 69, 70.40 

200 .45 

28 .75 

Pans, Straight Sauce 

250 .80 

450 .80 


650 . 1.00 

05 .85 

Pans, Com Cake 

706 .60 

nOA 1 

850 . 1.45 

08 . 1.15 

450 . 1.05 


1050 . 1.65 

010 . 1.40 

709 .80 

650 . 1 30 

Pota, Soup Stock 

318 . 9.75 

836 . 13.75 

218 . 7.5(» 

236 . 11.25 

Roaatera 

150 . 3.90 

1250 . 1.95 

Buckets, Dinner 

110 . 2.00 

014 2.00 

020 2.75 

Kettles, Lipped 
Preserving 

14.45 

712 . 1.05 

Pans, Muffin 

406 .60 

850 . 1.40 

Pans, Stew 

8 .40 

113 . 2.35 

113 . 2.75 

412 . 1.00 

Pans, Deep Padding 

50 .30 

5 .50 

6 .65 

502 . 1.65 

18 .55 

Pans, Cblong Stove 

04 .40 

508 . 1.85 

32 .70 

150 .40 

Chambers 

1 .50 

26 .85 

800 .50 

100 .45 

180 . 8.50 

80 . 1.15 

600 .60 

300 .65 

Skimmers, Flat 

13.85 

2 .75 

86 . 1.65 

800 .80 

850 .85 

8 . 1.00 

(Camber Covers 

1C .25 

2C .35 

BC .40 

40 . 2.50 

50 . 8.75 

1000 .90 

Pans, Dish 

15 . 1.35 

80 . 1.10 

140 . 1.50 

450 . 1.10 

650 . 1.40 

Spoons, Baati^ 

10.30 

Kettles, Milk 

71 .70 

78 . 1.00 

Pans, Square Stove 

110 .80 

112 . 95 

14.25 

18.85 

Steamer! 

7 . 1.50 

8 . 1.75 

Steepen, Ten 

8 .70 

Colanders 

1 .65 

8 .95 

74 . 1.20 

Kettles, Tea 

80 .85 

210 . 2 00 

800 . 2.90 

400 . 4.40 

114 . 1.25 

116 . 1.60 

120 . 1.85 

104 .50 

60 . 1.00 

Pans, Rinsing 

08 . 1.05 

Pitchers, Molaaaes 

601 .60 

806 ,.70 

70 . 1.25 

Tube, Oral Foot 

0 . 1.50 

Cups 

8 Mug).85 

6 .85 

A.20 

90 . 1.75 

014 . 1.85 

Pitchers, Water 

3 . 1.30 

4 . 1.55 

5 . 1.30 

100 . 2.00 

160 1.25 

180 95 

017 . 1.60 

Pans, Lipped Fry 

30 .30 

3 . 3.00 

4 . 8.25 

Tornem, Cako 

14.35 

9 . 10. 11. 35.. .25 

190 . 2.25 

82 .40 

10 . 1.85 


ALUMIirUM WARE. PRESSED—Continued, 


10^4 inch . 8.00 

Pane. Milk— 

0 quart. 1.65 

Pan*. Pie— 

inch.40 

Pam, Pudding— 

1 quart.50 

3 quart.75 

4 quart . 1-35 


Pans, ConTez Sauce— 


1 

quart.. 


8 

quart.. 


6 

quart . 

.2.00 


Pots, Fireless 

Cooker— 

4 

quart.. 


6 

quart.. 


8 

quart.. 



ANCHORS—Screw* per 100, 816, $A15; $6.35. 

Sebco, 3-16x^ in. in. -1 in., $5.00 per hundred list; 
^xV4 in- in. -1 in., $5.60 per hundred net. 

ANVILS—Vulcan No. 3, 20-lb., $7.50; No. 3, 30-lb., $9.00; No. 
4. 401b., $10.00: No. 5, 50-lb., $11.50; No. 6, 60-lb., $18.00; 
No. 7. 70-lb., $14.50; No. 8, 80-Ib., $10.50. 

Columbian—80 to 425 lbs., 32c per lb.; 70 to 79 lb*., 83He 
Ih.; 60 to 69 lb*., 33c lb.; 50 to 59 lb*., 34c lb. With Clip 
Horn, 2c per lb. extra. 


ANTIMONY—Slab. 25c lb. 


APKONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown. $1.75; No. 2 Short Brown, 75c. 

AUCP'.KS—Carx)enters Nut—H-in., $1.00; H-in.. $1.00; Yt-in., 
7^-in.. $1.3.5; l-in., $1.60: 1 U in., $2.00; iH-in., 
$2 75: l-M-in., $3.00; 2-in., $3.50; ^H-in., $6.25; 3-in., 
$l(t,50. 

AU(;KR.'^—Carpenters* Nut—. 


Snell’s Ship 

— 






Size . 

.. H 

% 

% 

% 

1 

1% 

Each . 

. .$1.15 

$1.15 

$1.30 

$1.50 

$1.75 

$2.25 

Size . 


IH 

1% 

2 

2H 

8 

Each. 


$3.00 

$3.40 

$3.85 

$6.75 

$11.75 

leths .. 

.. 8-10 

11 12 

13 

14 

15 

16 

With Screw . 

. .$1.35 

$1.45 

$1.60 

$1.65 

$1.80 

$1.85 

No Screw . . . 

.. 1.60 

1.75 

1.90 

1.95 

2.10 

2 15 

16ths. 

. 17 

18 

19 

20 

21 

22 

With Screw . 

. .$1.90 

$1.95 

$2.10 

$2.15 

$2.45 

$2.00 

No Screw . . . 

.. 2 35 

2 40 

2.50 

2.55 

3.00 

2.95 

leths . 

38 

34 

25 

26 

27 

28 

With Screw . 

. .$2 25 

$2.30 

$3.60 

$3.65 

$4.35 

$4.40 

No Screw . . . 

.. 3.75 

3.85 

4.35 

4 40 

5.10 

5.15 

16ths. 

30 

80 

81 

82 



With Screw . 

. .$5.10 

$5.15 

$6.00 

$6.10 



No Screw . . . 

. . 6.10 

6.15 

7.25 

7.35 




AUGERS—Post Hole—Iwaa, 6-ineh, $8.00 each; 7-ineh, $8.25; 
8-iuch. $3.25. Vaughan's. 4 to S ineh, $2.75. 

ASBESTOS— 

Mill board. 20c lb.; cut, 80c lb. 

Paper, 20c lb.; cut, 25c lb. 

Wicking, H'lb. balls, 85o each. 

Wicking, 1-lb. lots, 75e. 

Cement, per sack, $7.50; per lb. 9e. 

AXES—Plumbs’ Hunter's handled, 12 os., $1.50; 1 lb., $1.65; 
IH lb.. $1.75. 

Boj Scout—Handled with sheath, $3.35; without sheath. 
$2.00; sheaths, 85c. 

Double Bit—Handled, $3.75; nnhandled, $2.75. 

Single Bit—Handled warranted, $3.00; second grade, 
$2.75; unhandled. $2.00. 

Marble’s Pocket—No. 2, $8.25; No. 8. $3.50; No. 5. $2.00; 
No. 6, $2.25. 


BAGS—WATER- 


Closed Top 

I'gal. 

-1.35 

Sanitary Top— 
l-geL . 

. . 1.40 

2 gal. 

_ 1.75 

2 gal. 

. . 185 

3H gal. 

_2.65 

8Vl gel. 

. . 2.85 

5-gal. 

-8.50 

6 gaL . 

. . 8.75 


BABBITT—Frictionless. 45c lb.; Magnolia, 45c lb.; No. < 
9c Ih.; No. 3. 12c lb.: No. B. 20c lb.; No. A (genuine), 
70c lb.; XXXX Nickeled, 75c lb. 


BARS. CTROW—Pinch Point, Wedge or Lining. 15c lb. C'la /, 
251h.. 20c lb.; SO-lb.. 20c lb. Ripping or Wrecking. Hxl2- 
in., 2rjc each; %x20-in., 45c; %x24-in., 50c; 94x24-in., 55c; 
•1-4x30-10., 70c. 

BATTERIES—Dry Cell—Columbia, Erer Ready, Red Seal, Red 
Devil or Red Label, etc.. Nos. 6 and 6S, 50o each. Hotshot 
Multiple, 4 cell, $2.75; 5 cell, $3.00; 6 cell. $8.50. 8e« 

also Sparkers. 

BEDS—AUTO—B-l Red Seal Auto Bed, $38.45; 0-6 Red Seal 
Bed, Tent and Dust Bags, $50.00. 

BELLS—Alarm—House, 85e eaeh. Gall, steel, iron baee, 80e 
each; Call, bell metal, brouse base, $1.40; Ouog, Mid brassed 
steel. 90c; Gong, polished bell metal, S-inch, $1.35 each; 
6-lnch, $2.00; 7-inch, $2.76; |^»b^$ 4.0^T 10-inch, $6.50. 
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BELLS—Continued— 

12-inch, $10.50; Rotary Door, No. 168, $1.25; No. 8241, 

$ 1 . 00 . 

BBLLB—Farm—(100 lb.). $16.00. 

BELLS—Cow—No. 0. $1.50 aaeh; 1, $1.35; 2, $1.00; 8, 75c: 
4. 65c; 5, 55c; 6. 45c. 

BELLS—Electric—3H‘inch, Eclipae Iron Box, 90e each; 8*la. 
Nonpareil, $1.00. 

BELL STRAPS— 

Cow—1^ lb., $1.00; m lb.. $1.35; 1% lb.. $1.85. 
BEVELS—Sliding T— No. 18, 6 in.. $1.00; 8 in., $1.25; lO-in., 
$1.35. No. 25; 6-in., 70c; 8-in., 75c; 10-in., 80c; 12-in., 
90c. No. 1—Odd Jobe, $1.10. 

BIBBS—Oompreeeion-CSee also Plombing Prices)- 

V4ln. %-m. %in. 1-ln. 

Plain—Rou^h brass.85 1.15 1.50 .... 

Finished brass .... 1.10 1.35 1.75 3.25 

Nickel plated . 1.25 1.50 2.00 8.50 

Hose—Rough brass . 1.00 1.25 1,50 7.00 

Finished brass. 1.25 1.50 2.00 3.50 

Nickel plated. 1.40 1.75 2.25 

BITS —Anger— 


16ths Jen's Pat'a R J. Irwin Jen. Car Wood 
8.40 .75 .40 1.20 .25 

4 .40 .65 .40 1.20 .25 

5 .40 .65 .40 1.20 .35 

6 .40 .65 .40 1.20 .80 

7 .40 .65 .40 1.05 .35 

8 .40 .65 .45 1.20 .40 

0.40 .75 .50 1.35 .45 

10 .40 .75 .55 1.46 .46 

11 .45 .90 .65 1.60 .50 

12 .45 .90 .65 1.75 .56 

13 .55 1.05 .75 1.85 .55 

14 .55 1.05 .75 2.00 .60 

15 .66 1.20 .85 2.15 .65 

16 .66 1.20 .85 3.35 .70 

17 . 1.50 1.00 _ .75 

18 .75 1.50 1.00 _ .85 

20.90 1.60 1.10 .... .90 

22. 1.70 1.25 .... .95 

34. 1.80 1.36 _ 1.25 


Bits in Sets—(Tommon, 6 bits. $8.35; 8 bits, $4.00; 18 
bits. $6.50. B. J., 13 bits, $11.00. Irwin, 18 bits. $8.50; 
8 bits, $5.00. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks' small, $2.00; large, $2.75; Steers, 
small, $3.00; Isrg^ $4.00. 

Expansive Bit Cutters—Clark's No. 1, 85e; No. 2. 46e; 
No. 3. 65c; No. 4, 75c. Steers, No. 1. 65c; No. 3, 65o; No. 
3. 70c; No. 4, 75c. 

BIT HOLDERS—Extension— 


Millers Falls. No. 8— 


.. 

2.00 

2.15 

18 

31 




1.90 

2.00 


2.25 

24 . 




2.35 

31 . 

2.85 

Stanley, 

No. 1 

— 


34 ... 

3.50 

12 . 




3.00 

Millers Falls. No. 6— 

16 




2.15 

13 . 

1.75 

18 




2.25 

15 . 

1.75 

24 . 




3.85 

BLOCKS—Tackle— 

Wood— 

8-in. 

4-in. 

5-in. 

6-in. 

8in. 

10-in. 

Single, Plain Bushed. 

.75 

.90 

1.00 

1.30 

2.00 

8.30 

Double. Plain Bushed. 

1.85 

1.66 

1.85 

2.15 

8.50 

5.50 

Single Roller Bushed.. 
Double Roller Bushed. 

1.20 

1.25 

1.85 

1.60 

2.75 

4.25 

3.15 

2.40 

3.55 

8.10 

6.10 

7.50 

Triple Roller Bushed. 

.. - 

8.50 

8.75 

4.75 

7.50 

10.50 

Snatch Roller Bushed. 

.. . 

. . . 

. . . 

4.75 

6.76 

10.00 

Steel— 

8 in. 

4-in. 

5-in. 

6-in. 

8-in. 

10-in. 

Single. Plain Bushed.. 

.70 

.85 

.90 

1.15 

1.80 

8.00 

Double, Plain Bushed.. 

1.85 

1.65 

1.80 

2.00 

8.15 

5.00 

Triple, Plain Bushed.. 

1.80 

2.15 

2.25 

8.00 

4.65 

6.90 

Single Roller Bushed. 

... 

1.65 


3.25 

5.50 

8.75 

Double Roller Bushed. 

* . - 

8.30 

- . . 

4.10 

10.00 

15.00 

Triple Roller Bushed.. 

• . • 

4.66 


5.75 

14.25 

20.00 

Snatch, Plain Bushed.. 

• • • 

•. . 

■ . . 

4.10 

6.00 

8.75 

Snatch, Roller Bushed. 
BLOWERS— 


• • • 

.. . 

7.00 

9.76 

15.35 


Ne. 400 Champion, without Tyere Irons, $40.00; No. 400 
(Champion, complete, $42.50. 

No. 40 Lancaster, complete. $31.50. 

Royal H, without Tyere Irons, $46.00; complete, $48.50. 
No. 200 Buffalo, complete—12-in.. $44.00; 14-in., $50.00. 
No. 700 Climax—12-in., complete, $28.00. 

BOARDS, IRONING—Rid-Jid, with Table, no Sleeve—No. 1, 
$5.25; No. 3, $5.00. 

Stanwell—No. 1, $2.25; No. 2, $2.00. 

Without Table (skirt boards—4-foot, $1.00 each; 5-fooi, 
$1.50; 6 H-foot, $1.75; 6-foo $3.00. 

BOARDS, WASH—Brass. 90c each; Toy, tine, 25c: Single 
Zinc. 55c; Glass, 05c; Blue Enamel, $1.15; Single Zinc, 60c. 
BOARDS, WASH—(See Washboards). 


BOLTS—Common Carriage— 



8-16 A 

6-16" 


7-16" 




10 

100 

10 

100 

10 

100 

10 

100 

10 

100 


.15 

.85 

.15 

1.15 

.20 

1.55 

.25 

3.00 

.35 

3.90 

2 

.15 

.85 

.15 

1.25 

.25 

1.70 

.25 

2.15 

.35 

2.90 

2Vk 

.15 

1.00 

.20 

1.35 

.25 

1.85 

.30 

2.35 

.85 

2.90 

3 

.15 

1.10 

.20 

1.45 

.25 

2.00 

.30 

2.55 

.40 

8.20 

3Vk 

.15 

1.15 

.20 

1.55 

.25 

2.05 

.35 

2.70 

.45 

8.45 

4 

.15 

1.25 

.20 

1.65 

.30 

2 25 

.35 

2.90 

.45 

8.70 

4H 

.20 

1.35 

.25 

1.75 

.30 

2.35 

.40 

3.05 

.50 

8.95 

5 

.20 

1.40 

.25 

1.85 

.80 

2.50 

.40 

3.25 

.55 

4.20 

5^ 

.20 

1.50 

.25 

1.95 

.35 

2.65 

.45 

3.45 

.55 

4.46 

6 

.20 

1.55 

.25 

2.05 

.85 

2.75 

.45 

3.60 

.60 

4.70 

6V4 

.25 

1.80 

.30 

2.35 

.40 

8.15 

.50 

8.80 

.65 

4.95 

7 

.25 

1.90 

.30 

2.45 

.40 

3.30 

.50 

3.95 

.65 

6.36 

8 

.30 

3.10 

.35 

2.65 

.45 

8.60 

.55 

4.35 

.70 

6.70 

9 



.85 

2.90 

.50 

8.90 

.60 

4.70 

.80 

6.20 

10 



.40 

3.10 

.55 

4.20 

.65 

5.05 

.85 

6.70 

11 





.65 

4.45 

.70 

5.40 

.90 

7.20 

12 





.60 

4.75 

.75 

6.75 

1.00 

7.76 

14 







• • • 


1.10 

8.76 

16 




• • • • 


• • • • 



1.20 

9.76 

18 





• • • 



• • • • 

1.30 

10.75 

20 


... . 


... . 

.. . 


. • • 

e.. . 

1.50 

11.76 


BOLTS—Expansion—(See SHIELDS). 


BOLTS—Stove — 



V4. 

6-82* 

8-16* 

% 


6 16" 


H.... 

.10 

.45 

.10 

.45 

T ‘ 







.10 

.45 

.10 

.45 

.io 

.60 




tt T 

H.... 

.10 

.45 

.10 

.45 

.10 

.60 





5.... 

.10 

.45 

.10 

.45 

.10 

.60 





%.... 

.10 

.45 

.10 

.45 

.10 

.65 





1 .... 

.10 

.45 

.10 

.45 

.10 

.65 

.15 

.96 

.20 

1.40 

1%.... 

.10 

.50 

.10 

.50 

.10 

.70 

.15 

1.00 

.30 

1.45 

1%.... 

.10 

.55 

.10 

.55 

.15 

.75 

.15 

1.06 

.35 

1.55 

1%.... 

.10 

.60 

.10 

.60 

.15 

.80 

.20 

1.10 

.35 

1.60 

2 .... 

.10 

.60 

.10 

.60 

.16 

.80 

.20 

1.16 

.36 

1.70 

2^.... 



.10 

.65 

.15 

.85 

.25 

1.20 

.80 

1.80 

2^.... 



.10 

.65 

.15 

.90 

.25 

1.25 

.80 

1.90 

8 .... 



.15 

.75 

.15 

1.00 

.25 

1.35 

.80 

3.10 

3Vk.... 



.15 

.85 

.20 

1.10 

.25 

1.50 

.85 

3.80 

4 .... 



.15 

1.00 

.20 

1.20 

.26 

1.65 

.40 

3.60 


BOLTS—Machine, Square Head and Nnt— 

5-16'' 7-16* 


1 

•IH .. 

.16 

1.15 

.15 

1.85 

.20 

1.65 

.25 

$.10 

1 


.16 

1.20 

.15 

1.45 

.20 

1.70 

.25 

$.25 

2 


.15 

1.25 

.20 

1.50 

.20 

1.85 

.30 

2.40 

3 


.15 

1.35 

.20 

1.60 

.25 

1.95 

.80 

$.55 

8 

H; 

.20 

1.40 

.20 

1.70 

.25 

2.05 

.35 

2.70 

4 

.20 

1.45 

.20 

1.75 

.25 

2.15 

.85 

$.85 

4 

H;;! 

.20 

1.65 

.25 

2.05 

.30 

2.60 

.85 

8.00 

5 


.20 

1.70 

.25 

2.15 

.36 

2.65 

.35 

8.15 

5 

H: 

.20 

1.75 

.25 

2.20 

.35 

2.80 

.40 

8.80 

6 


.25 

1.85 

.30 

2.30 

.35 

2.85 

.40 

8.45 

6 


.25 

1.90 

.30 

2.40 

.35 

8.00 

.45 

8.60 

7 


.25 

1.95 

.80 

2.50 

.35 

8.10 

.45 

8.75 

8 


.25 

2.05 

.35 

2.70 

.40 

3.40 

.50 

4.05 

9 


.25 

2.20 

.85 

2.85 

.45 

3.60 

.50 

4.85 

10 


.30 

2.30 

.35 

8.05 

.45 

8.85 

.55 

4.65 

11 


.30 

2.40 

.40 

3.25 

.50 

4.10 

.60 

4.95 

12 


.30 

2.55 

.40 

3.40 

.50 

4.85 

.60 

5.25 





% 




1 

1%.. 

.35 

2.70 

.45 

8.90 

.70 

5.80 

.90 

7.90 

2 


.35 

2.90 

.50 

4.20 

.75 

6.20 

.95 

8.40 

2 

H: 

.85 

8.10 

.55 

4.50 

.80 

6.60 

1.05 

8.95 

3 


.40 

3.30 

.55 

4.75 

.80 

7.00 

1.10 

9.45 

3 


.40 

8.50 

.60 

5.05 

.85 

7.45 

1.15 

10.00 

4 


.45 

3.70 

.60 

6.35 

.90 

7.85 

1.20 

10.50 

4 


.45 

8.90 

.65 

5.65 

.95 

8.25 

1.25 

11.05 

5 


.50 

4.10 

.70 

5.90 

1.00 

8.65 

1.30 

11.55 

5 


.50 

4.30 

.75 

6.20 

1.05 

9.10 

1.40 

12.10 

6 


.50 

4.45 

.75 

6.50 

1.10 

9.50 

1.50 

12.60 

6 


.55 

4.65 

.80 

6.75 

1.15 

9.90 

1.55 

18.15 

7 


.60 

4.85 

.80 

7.05 

1.20 

10.30 

1.60 

18.65 

8 


.60 

5.25 

.90 

7.60 

1.30 

11.15 

1.70 

14.70 

9 


.65 

5.65 

.95 

8.25 

1.40 

12.00 

1.95 

15.75 

10 


.70 

6.00 

1.00 

8.75 

1.50 

12.75 

1.95 

16.80 

11 


.75 

6.40 

1.05 

9.30 

1.55 

13.60 

2.05 

17.86 

12 


.80 

6.80 

1.15 

9.90 

1.65 

14.40 

2.15 

18.90 

13 


.85 

7.35 

1.20 

10.45 

1.75 

15.25 

2.80 

19.95 

14 


.90 

7.55 

1.25 

11.00 

1.85 

16.10 

2.45 

21.00 

15 


.95 

7.95 

1.30 

11.60 

1.95 

16.90 

2.55 

22.05 

16 


.95 

8.35 

1.40 

12.15 

2.00 

17.75 

2.65 

23.10 

17 


1.00 

8.75 

1.50 

12.75 

2.10 

18.55 

2.80 

24.15 

18 


1.05 

9.15 

1.55 

13.35 

2.20 

19.40 

2.90 

25.20 

19 


1.10 

9.50 

1.60 

18.90 

2.35 

20.25 

8.00 

26.25 

20 


1.15 

9.90 

1.65 

14.45 

2.45 

21.00 

8.15 

27.30 

21 


1.20 

10.30 

1.75 

15.00 

2.55 

21.85 

3.25 

28.35 

22 


1.25 

10.70 

1.80 

15.60 

2.65 

22.70 

8.40 

29.40 

23 


1.30 

11.10 

1.85 

16.15 

2.70 

23.50 

8.50 

80.45 

24 


1.35 

11.50 

1.90 

16.75 

2.80 

24.35 

8.60 

81.50 

25 


1.40 

11.85 

1.95 

17.25 

2.90 

25.15 

8.75 

82.55 

26 


1.45 

12.25 

2.00 

17.85 

3.00 

26.00 

8.85 

88.60 

27 


1.50 

12.65 

2.10 

18.45 

3.10 

26.80 

8.95 

84.65 

28 


1.55 

13.10 

2.20 

19.00 

3.15 

27.65 

4.10 

35.70 

29 


1.60 

13.50 

2.25 

19.60 

8.25 

28.50 

4.20 

86 75 

30 


1.65 

13.80 

2.35 

20.15 

3.35 

29.25 

4.35 

87.80 
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RETAIL SELLIKQ PRICES—Continued. 


BRADS—Wire— Bulk per lb. V4 lb. pkf». ^ Ib. pkc*. 

H and %'inch.30 .20 .IS 

% to iV^ inch.25 .16 .tO 

to 2-inch.20 .15 .10 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sifm, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2. $2 75 each. 
No. 4. $3.50 each; No. 8, $4.50 each; No. 44, $3.25 each. 
Cake Maker, No. 1, $3.50; No. 2, $4.50. 

BRIGHT WIRE GOODS—See Hooka and Eyea. 

BROILERS. WIRE—No. 216, 20c each; 218, 25c; 220, 30c; 
ll(i2, 3.5c; 1103, 40c; 1104, 45c; 1105, 50c; 1153, 65c; 
1154, 70c; 1155, 75c. 

BROOMS—House—Economy, 75c each; No. 2, $1.25; 3, $1.00. 
Steel Band, $1.00. 

Push or Street—Bassine, with Handles—14-inrh. $1.35 
each; IG-inch, $1.50; 18-inch, $1.65; 24-inch, $2.25; 3o- 

inch, $2.75. Rattan, with Handles—16x8 inches, $1.10; 
16x10, $1.25. Wire, no Handles—12x5 inch, $1.35; 14x5, 
$1.60. Handles, 15c each. 

Whisk—IB, 25c each; 870, 40c; Pullman, 45c. 

BRUSHES— 


BOLTS—Barrel- 

Cast Iron, Japanned— 

4- in('h .20 

5- inch .20 

6iDch .25 

8-jnch .40 

Light Wrought Steel, Jap.— 
2 Vt! inch .10 

3- inch .15 

4- iiich .15 

5- inch .20 

6- ineh .25 

CHAIN— 

Cast Iron Japanned— 

6inch .50 

8inch .60 

10-inch .85 

Cast Iron. Amber or 
Bronzed— 

4-inch .45 

6-inch .60 

8-inch.75 

Cast Iron, Ant. Copper 
or Dull Brasa— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.10 

CUPBOARD, Japanned— 

3-inch . .75 

6-inch . 75 

10-inch . 1.75 


BOTTLES—Vacuum— 
Thermo!— 

6 4.00 

6Q . 5.50 

11 . 1 50 

IIQ . 2.50 

14 2.75 

14Q .. 4.00 

14^ . 225 

15 . 3 50 

15Q . 5.00 

15i>^ . 8.26 


Cupboard, Other Finishes— 


5- inch .75 

6- inch . 1.00 

Flush, T. Head—All Fin¬ 
ishes—Cast Brass— 

3inch .60 

4inch .70 

6-inch .90 

Wrought Brass—All 
Finishes— 

3- inch .35 

4- inch .40 

6-inch .50 

FOOT— 

Cast Iron, Japanned— 

6-inch .45 

8inch .55 

10-inch .85 

Amber or Bronzed— 

6-inch .. .55 

8-inch .75 

Other Finishes—. 

4-inch .75 

6-inch .95 

8-inch . 1.10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

3-inch .50 

6-inch .80 

10-inch . 1.85 


FILLERS—Thermos and Uni¬ 
versal— , 

^ Pint . 1.25 

1 Pint . 1,5C 

1 Quart.2.00 

LUNCH KITS— 

Thermos— 

392 and 396 . 3.50 

393 and 397 . 4.50 

394 and 398 . 5.25 

Universal— 

310 3.50 

320 4.50 


CASTING— 

Round .75 

Oblong. .70 

Counter— 

Dusting, com.1.00 

Extra quality. 1.25 

W^hite bristles .... 2.50 
FLOORr— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch . 2.10 

Hair, 16-inch . 2.65 

Mixed, 12-inch. 1.75 

Mixed, 16-inch . 2.15 

Bristles, 14-inch. 6.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-inch. 2.00 

Fibre, 18-inch.2.25 


Fibre, 20-inch. 2.50 

Fibre, 24-inch. 3.25 

Hand or Nail.10 

Horse- 

Rice Root, 12 H lb... .70 

Rice Root, 13 lb.75 

Palmyra Fibre, 12 

lb.45 

Palmyra Fibre, 13 lb. .90 

Mixed Fibre. 13 lb.85 

Ox Fibre, 3V4x9 in... .75 

Ox Fibre. 4^x11 H in. 85 
Kalaomine — 

7-in., single. 8.25 

8x7^ in. blocks.... 6.75 
M ark i ng— (Round)— 

White Bristles— 

%-% in.10 

11% in.15 


BOLTS—Toggle—(See Toggle Bolts). 


Universal— 


82 6.50 

fl . 3.50 

92 . 6.00 

692 6.00 


410 4.25 

510 4.75 

4070 6.50 

3070 3.75 

Thermos—Food Jars. Fillers 

600 . 3.75 1.75 

601 . 4.50 2.00 

602 . 6.00 2.50 

Thermos— Jugs. Fillers 

556 . 9.50 4.00 

557 .10.00 4.75 

Thsnnos—Oases— 

104 0.25 

104Q .9.25 

114 9.75 

114Q .14.75 

130 9.75 

180Q .14.75 


Pslni—(Cbinsss bristlss)— 


3.75 

1.75 

2%-inch 

.35 


.70 



4.50 

2.00 

3-inch . . 

....... ,50 

.70 

.80 

1.35 


6.00 

2.50 

8 % -inch 

. . ..65 

.85 

1.10 

1.85 

8.00 

Jugs. 

Fillers 

4-inch . . 

.80 

1.10 

1.50 

2.25 

4.25 

9.50 

4.00 

4 % -inch 

. 

1.65 

.... 

8.25 

6.75 


Ferrostal_ .V.-CO 

504R .10.00 114Q .14.75 

505N .15.00 130 9.75 

505L .16.00 180Q .14.76 

BOXES—Mitre— 

Goodell— 

1285 26x4 .27.75 75 24.00 

1305 25x6 .30.75 _ , 

1306 80x5 .80.00 Langdon— 

EunUy— .25 . SO 

50% .11.50 .18.75 

246 . : 24.50 29 .20.65 

ala .29 00 32 . 22.50 

460 . 8S.00 .2S-2S 

72 . !TT.22 50 75 31.25 

73 .21.50 Steam's Perfection— 

74 ..26.00 20 4.50 

BRACES— 

P. S. & W.. No. 7008, $5.00 each; No. 7010. $5.25; 7012, 
$5.50; 8010B, $6.50; 0O12B, $6.75; 8014B, $7.00. 

Stanley, No. 921. 8 inch, $5.25 each; 10-lnch. $5.50; 12- 
inch, $5.75; 14 inch, $6.00. No. 945. 8-inch, $3.25; 10-inch, 
$3.50; 12-inch, $3.65. No. 965, 8 inch. $2.36; 10-inch, $2.50. 
No. 966, 8-inch, $1.25; lO-inch, $1.25. 

BRACK ETS—Shelf— 


Roofing—Knotted— 

3 knots, 14-lb. 

4 knots, 18-lb. 

Sash—Chisel Point— 

%xl%-in. 

\xl%in . 

% x2-in. 

1x2 %-in. 

Scrub- 

Gray Tampico, 10". 
Gray Tampico. 12", 

Ox Fibre, 7". 

Ox Fibre, IG". 

Ox Fibre. 12". 

White Tampico, 8". 
White Tampico, 11" 
White Tampico, 12" 
Shoe— 

Dauber, wood. 

Dauber, iron. 

Brush only, % -in.. . 
Brush only, 1%-in.. 

Combination . 

Extra bristles. 

Beat 1%-in. bristles 


BUCKETS—(See Galv. Ware). 


Sink— 

Ox Fibre . 

Split Bamboo. 

Shaving—Rubber Sat— 
Ebonized handle .... 
Boxwood, small .... 
Boxwood, medium.. . 

Boxwood, large. 

White Bone, small.. . 
White Bone, medium. 

Octagon Bone. 

Octag. Bone, polished 
Stencil— 

1%-in.. 2%lb. 

1 % -in., 8 % lb. 

1%-in., 5-lb. 

1%-in., 6-lb. 

Window— 


Gray fibre. 

B1s«k hsmskslr 

Pope's Eye .... 
Sqneeges, 10-iii. 
Squeegee, 12-in. 
Sqneeges, 14-in. 
Squeegee, 16-in. 


Japanned— 

Pair 

Copper, 

Brass. Nickel—Pair 

8x 4 . 

... .15 

3x 4 

.55 

4x 5 . 

... .20 

4x 5 

.60 

5x 7 . 

... .80 

5x 7 

.70 

6x 8 . 

... .35 

6x 8 

.85 

7x 9 . 

.'.. .40 

7x 9 

.95 

8x10 .. . , 

... .45 

8x10 

.96 

10x12 . 

. .. .60 

10x12 

. 1.15 

12x14 .. .. 

... .85 

12x14 



BURNERS—Lamp—%-inch wick, 15c each; 1-inch, 20c; 1%- 
inch. 35c. 

Lantern—For Cold Blast, %-inch wick, 20c each; 1-inrh, 
30c; for Kerosene, %-inch, 20c; 1-inch, 30c; Lard, Sperm 
and Sig. Oil, % inch, 15c; 1-inch, 20c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8, 30- 
inch Steel, $15.00. Wire, 11-14-inch, $2.25 $3.25. 

BUTTS—(See Hinges). 
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RETAIL SELUNQ PRICES^ontinned. 


CANTEENS—BEAR BRAND AND BOYCO—Corered—No. 2. 

$1.15; No. $1.25; No. 4, $1 35: No. «>. $l.(i5; No. 8. 
$2.00. Government, $1 35; American. 3 pt.. $1.10; Army 
$1.40; Army, 5-pt., $l-(>0; De Lux«, 3-pt., $1.75; Do Luxo, 
5’pt., $2.10. 

RUNNING BOARD OUTFITS— 

Boy CO Service Unite—No. 5, $5.75; No. 22, $6.65; No. 
112, $8.00; No. 212, $8.40; No. 312, $8.60. 

Bear Brand—Lincoln—No. 100, $2,00; No. 200, $2.50; 
No. 300. $2 85. 

Auto Cana—Covered, No. 1, $1.95; No, 2, $2 80; No. 8, 
$2.70; No. 5. $3.35. Plain. No. 1, $1.45; No. 2, $1.70; 


No. 3. $2.00; No. 5, $2.50. 

CANT HOOKS— Maple Hdl. Hickory HdL 

2‘4x4'*! . 2.00 3.65 

2V2x4‘4 . 3.O0 8.75 


CAPS—Roofing. Per lb., 22c. 

CARBORUNDUM—Grain, per lb., bulk. 50c. 

CARRIERS—Timber—No. 425, 4 ft. maple, $3 50. 

CARRIERS—Hay—Using Manila rf»pe for ateel. wood, cable 
track, $14.00 each; iisini: wire cable or manila rope for iteel, 
wood, calde track, $18.00; Slinr, $23.00; Steel Hay Carrier 
Track, 30c foot; Steel Hay Carrier Hanging Hooka, 20c 
each; Rafter Brackets, 10c. 

CATCHERS, grass— No. 1, $1.10 each: 2. $1.15; lO. $1.15; 
20, $1.25; lOOOA, $1.50. No. 1. Perfix, $2 00; No. 2, 

P*rfex. $2.50. No. 5. E.ixyKm., $2.25; lOG, Easy-Em., 
$2.65; 12G. Easy-Em., $3.25. 

CHAINS—Tire— 


Size. 

Tire— 

Pair. 

Weeds 

Size. 

41^x33 . 

Pair. 
.7 25 

3 x30 . . . . 

3Hx30 .... 

. 4 50 

........ 5.00 

4‘sx;u . 

4‘^x:i5 . 

. 7.50 

. 8.00 

3^x32 .... 

. 5 50 

4Vix36 . 

. 8.00 

4 

x31 . . . . 

. 6 00 

4^x37 . 

. 8.75 

4 

x32 .... 

. 6,00 

5 x35 . 

. 9.00 

4 

X33 . . . . 

. 6.50 

5 x3R . 

. 9.00 

4 

x34 . . . . 

. 7.00 

5 x37 . 


4 

x35 . . . . 

. 7 50 

5Hx36 . 

.12 00 

4 

x36 . . . . 


6Hx37 . 

.13 00 

4^x32 .... 

. 7.00 

5Vtx38 . 



Dozen pair 

lots, 10% off. 




CHAIN—Yankee Straight Link (Coil) — 

6 0. 13c ft.; 5 0, 11c; 4-0, 10c; 3-0, 10c: 2-6, 9c; 0, 8Hc, 
1. ftc: 2. 8r. 

Norway Straight Link (coil) — 35c lb.; %, 35c lb.; 

80c lb. 

Passing Link (coil)—4-0, 15c ft.; 8-0, 13c ft.- 2-0, 12c ft. 
Proof, Straight Link (coil)—3-16 Black. 22c lb.; M, 20c 
lb.; 5-16, 18c lb.; 17c lb.; 7-16, 15c lb.; 15c lb.; 
%, 15c lb.; ^4. 15c lb.; %, 15c lb. 

Proof Twisted Link (coil)—3-15 black, 80c lb.; %, 25e 
lb.; 5-16, 25c lb.; %, 20c lb. 

B. B. Proof Straight Link (eoil)-^510. 25e lb.; %, 25e Ib.; 

H, 20c lb.; %, 20c lb.; %. 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 15c 
ft.; 2-0, 15c ft.: 0. 15c ft. 

Jack, Iron—No. 20, 7^c yd.; No. 18, 7Hc; No. 16, 10c; 

No. 14. 10c; No. 12, lOc; No. 10, 10c; No. 8. 15c. 

Jack, Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 

10c; No. 114, 20c; No. 113, 20c; No. 112, 25c; No. 

110 35c. 

Safety Brass and Nickel Plated—00 and NOO, 15c yd.; O-NO, 
20c yd.; 1-Nl, 20c yd.; 2 X2, 25c yd.; 8. 30e yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated. 5o ft.; 

XXXX Copper Plated. 20e ft.; 02P Steel Plain, 8Vke ft.; 
10 Cable, 80c ft.; 56 Universal, 7e ft. 

Saab Cbala Fasteners—10, 20e set; 100, 45e set. 

CHALK LINE—Yellow, 85c per 100-foot hank; 20c per 50-foot 
hank. Braided White, 20-foot hanks—120, 10c each; 220, 
10c; 320. 15c. 50-foot balls—150 15c: 250. 15c: 850, 15.;. 
CHESTS, TOOL—A, Leather Covered, $26.50; AA, Leather 
Covered. $30.25; B, QuarteredOak, $24.25; BB, Quartered 
Oak, $26.50; BBB. Quartered Oak. $32.00; D. Quartered 
Oak. $16.25; DD. Quartered Oak. $17.75: DD, Leather Cov¬ 
ered. $19.00; DDD. Leather Covered. $20.25; DDD, Quar¬ 
tered Oak, $20.00; E, Quartered Oak. $24.25; EE, Quartered 
Oak, $28.50; F. Quartered Oak. $20.00; P, Leather Cov¬ 
ered, $20.25; FP. Leather Covered, $23.75; FF, Quartered 
Oak. $22 25; G. Plain Oak. $14.00; GG. Plain Oak. $15.50 
CHECKS—Door—All makes. Liquid Checks—A-11, $6.25; 

B-12. $8.25; C-13. $9.75; D-14, $12.00; E-15, $15.00. For 
hold open arm, add $1.25 each. 

Screen Door CTheck—No. 01, $3.85. 


1.25 1.40 1.50 1.85 

1.30 1.45 1.55 1.40 

1.35 1.50 1.60 1.50 

1.40 1.55 1.65 1.65 

1.50 1.65 1.75 1.75 

1.65 1.75 1.80 1.85 

1 85 1.90 2.U0 2 00 

2 00 2.00 2.25 2 25 

2 35 2 15 2.40 2 50 

2.50 2.30 2.75 2.75 

Blacksmiths' 

Bucks No. 4 Cold or Hut Eye 


1 90 .75 

m ..*. .85 

. 1.45 1.00 

1\ . 125 

1 *-4 . 1.50 1.50 

1\ . 2 00 2.50 

2 2.25 8.00 

Cold Cold Round Diamond 

Com. Special Capo Nose Point 

*4.15 .35 .45 .50 .60 

5-16 .15 .35 .50 .50 .55 

.15 .40 .55 .55 .60 

^.20 .45 .65 .65 .75 

\ .25 .55 .85 .70 .85 

\.35 .65 .90 .90 1.00 

’/O.50 .90 ... ... 1.25 

1 70 1.00 ... ... 1.50 


CHURNS—Barrel—No. 0. $10.00 each; 1, $11.25; 2, $12.75; 
3, $14 25. 

Improved Cylinder—No. 1, $6.00; 2. $7.50. 

Glass Family, Universal—No. 15, $2.75 each; 125, $3.25; 
135, $4.00; 145, $4.50. Dazey, No. 10, $1.75; 20, $2.25; 30, 
$2:75: 40, $3.50. Extra Jars, Dazey, No. 10, 55c; 20, 90c; 
30. $1 20; 40. $1.50. 

Tin without Dasher—IH gal., $1.60 each; 2 gat, $1.55; 
8 gal., $1 60; 4 gal.. $1.75. 

Dash—IX Tin—2 gal., $2 25; 4-gal.. $2.75; 6-gal., $8.25. 
Dash and Handle—25e extra. 

Cli.AMPS—Carpenters’—Stearns, No. 212. $6.75 pair; 213, 
$8.25; 214, $9.25; 215, $10.00; 216, $18.25; 218, $21.50. 

Carriage Makers'—Plain, No. 12. 55c each; 13 65c; 14, 
85c; 15, $1.10; 16, $1.35; 18, $2.25; 20, $2.75; 22, $3.50. 
Quilt Frame—No. 1, 10c each; 8. 20e; 32, 20c; 33, 20c. 

CLEANERS—Window—Rubber—10-inch, 45c each; 12-inch, 
SOc; 14-inch. 60c; 16-inch, 65c; 18-inch, 75c. 

Wood Floor Cleaners—14-inch, 60c; 16-inch, 75c. 

CLEANING COMPOUND— 

Cedar Sweep—lV4-lb. carton, 20c: 4 *4-lb. carton, $60c; 
33-Ib. box, $2.00; 100-lb. drum, $8.75; 250-lb. barrel, $8.50. 
Kleen-A-Pipe—1-lb. can, 75c; 10-lb. can, $3.00. 
Shineoleum—1 quart, $1.00; 1 gal., $3.50; 5 gala., $12.50. 
Cedar Mist—1 gal., $3.50; 5 gals., $12.50. 

Sweeping Compound—No. 2, (ireen, 3c lb.; No. 8, Brown, 
2^0 lb.; No. 4, Black, 2V4e Ib. 

CLEVISES—Malleable. 25o lb. SUel, 4**, S5«; t5e; 6", 
30o; 7", SOc; 8", 85c. 

CLIPS—Wire Rope "Bnlldog"—8-10 to % inc., OMb, 16o; 

H. 20e; %, 25c; %, 85e; %, 60e; l-ia., 55e; tOo. 

CLIPPERS —Bolt- 


New Eaay— Extra On tie; 


No. 0. 

No. 1. 

No. 2. 

.5.00 

.7.00 

No. 0 . 

No. 1 . 

No. 2 . 

.1.76 

No. 3. 


No. 8 . 


0. K.— 




10-inch . 


14-lneh . 



CLOCKS, ALARM—Westclox—America, $1.85 each; Bluebird, 
$2 25; Lookout, $2.25; Sleepraeter. $2.50; Bunkie, $3.25; 
Ironclad, $3.00; Jack-O’-Lantern, $3.75; Bingo. $3.75. 

Circle, $3.25; Flash, $3.25; Gale. $4.50; Ideal, $3.00; 
Indian, $1.85; Peerless, $3.00; Pershing, $3.50; Practical, 
$3.00* Slumber Stopper, $4.50; Startle, $3.50. 

NOTE—A Oorenuneiit War Tax d B par ent bat %9m 
Irvled on all retail aalea of elocki. Tha ratail daalar If ia> 
qnlred to keep a record of all aalas and pap tba $as lala IBa 
Collector* a offloo each month. 

CLOTH—Emery, Noa. 00 to 2H. 10c straight; No. 1 to 3, 
15c. Carborundum or Axolite—Nos. FF 90, 15c straight. 



CHOPPERS—Meat and Food— 
Enterprise 


5 8.00 

10 . 6.00 

12 4.50 

22 . 8.00 

82 .10.00 

501 2.25 

602 2.75 

T08 8.50 

CHISELS— Socket 

Firmer 


Bev. Edge 
. 1.15 

1.20 


Universal 

0 . 2.00 

1 2.50 

2 3.00 

3 4.00 

304 8.00 

Russwin 

0 R . 2.50 

1 R . 3.00 

2 R . . . ’.. 8.50 

8 R . 4.76 

Inside or 

Whites Pocket Outside 

No. 2 Bev. Edge Bevel 
1.30 1.80 1.85 

1.85 1.36 1.85 


CLOTH, WIRE—Hardware Galvanized—Per lineal foot— 


Mesh 24-in. 30-in. 86-iB. 42-in. 48-in. 

1-inch .36 .45 .54 .63 .72 

%-inch .28 .35 .42 .49 .56 

%inch .28 .35 .42 .49 .66 

2 inch .20 .25 .30 .35 .40 

2 H-inch .20 .25 .30 .35 .40 

3-inch .20 .25 .80 .35 .40 

4inch .21 .26 .32 .37 .42 

5 inch .21 .26 .32 .37 .42 

6-inch .22 .28 .33 .39 .44 

8 inch .24 .30 .36 .42 .48 


CLOTH. SCREEN WIRE—Per lineal feot—Retail prices have 
been figured on the following basis: 12M Black, 4Hc; 14M 
Galv., 5^c; 14M Opal, 5o per bq. H 
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BBTAIL 8ELLZNO PBI0E8—Oontinned. 


No. 


Each 

7-inch. .. 

1.25 

Bull- 

H-inch. 

.. 1.50 

8-inch... 

2.00 


%-inch. , 

. 1.75 

No. 

Each 


%-inch.. 

. 3.10 

Gas Hose— %-inch. . . 

.30 


i-inch.. 

. 8.25 

H-inch. . . 

.35 

Floats— 

5-inch.. 

. .60 

%-inch. . . 

.50 


6-inch. . 

. .90 



Service. 

Standard— 

-Square or Flat Head— 





1- li4- IH" 

2” 

Each ... . 

... .50 

.55 .60 

.70 1.15 1.85 2.50 

4.50 


DRILLS— 

Ooodell-Pratt Bench Drill* 


Tea Kettlea. 


6 pints . 

. 2.50 

8H inch . 

.. 2.75 

Tea Pota. 


9H inch. 

.. 8.00 

2 pints . 

. 1.65 

10 Vi inch. 

.. 8.35 

8 pints . 

. 1.85 

Coffee Pots. 


4 pints . 

, 2.10 

8 pints . 

.. 1.85 

Wash Boilers. 


4 pints . 

.. 9.10 

848 . 

,. 7.50 

5 pints . 

.. 2.35 

849 . 

. 8.00 


No. 

Each. 

Me. 

Bach 

8 . 


87 


8V4 . 


97 


9V4 .... . 


99 


10V4 . 

.24.00 

112 

. 8 75 

490 V4 . 


212 

. 4.50 

1003 . 


Tankee- 

-MiUera Falla, Hand— 

1005 . 


1 



OOMPASBE8—No. 40*4. 46e ooeh; 6. SSe; 8. 75e. 

COOKERS—Firele**—Duplex—No. 25, $17.00 each; No. 80, 
$28.25; 35, $10.75; 50, $30.00; 55, $32.00; 60, $35.00; 
70. $48.50. 

Leica—Set, $3.50. 

Soapstone Discs—Each, $1.75. 

COOLERS—Water—OalTanlsed Lined—02, $5.00 each; 08, 
$6.00; 04, $7.00; 06, $8.25; 08, $10.25; 010, $12.25. 

OOPPKBr— Sheet, 85o lb.; Ban, rennd, 70e lb.; Tablng, 75e lb. 

COPPER WARE—Rome Nickel Plated— 


11 .22.00 

Ooodell-Pratt Breast Drills— 

6 5.85 

07 . 5.50 

245 5.00 

279 .18.25 

Millers Falls (Breast) — 

12 . 6.25 

18 7.75 


5 8.75 

98 . 5.75 

105 . 8.75 

•06 . 8.50 

848 . 4.00 

1980 . 8.75 


Drill Presses—Millers Falls 

20 .11.00 28 7.50 

21 .15.00 210 .15.00 

22 . 5.00 

Hand Drills— Millen Falla 


COPPERS, SOLDERING—Family— 

1, per set. 1.85 

2, per set . 1.80 

Tinners— 

H pound, per pair.20 

1 pound, per pair.80 

1% pound, per pair.35 

2 pound, per pair...45 

8 to 14 pounds.45 

CORD—Saab, Common—Per bank: No. 6, $1.00; 7, $1.25; 
8. $1.50; 10, $2.59; 12. $8.00. 

Silrer Lake—Per hank: No. 6. $1.65; 7. $2.20; 8. $2.65; 
10. $4.25; 12. $5.25. 

CORD, TINNED PICTURE— 

No. 00. 15e pkf.; 1, 25c; 2, 80e; 8 , 40c; 4. 50e. 

CRAYON—Lumber. 10c; Soapstone, 5e. 

CULTIVATORS— 

Norcross. lGC-5. each, $2.00; 5N, $1.50; 8N. $1.25; 
Midaet. 60e. 

Pull Easy, PEC, each, $2.00; PE5. $1.65; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $3.25 each; 2. $4.25; 8. 
$7.00; 4. $14.00; 5. $20.00. 

Saunders—No. 1, $2.75 each; 2. $4.00; 3, $9.50. 

Trimo—No. 1, $3.50; No. 2, $4.75; No. 8 $8.00. 

DAMPERS—Store Pipe—No. 8, 20o each; 4, 20e; 5, 25e; 
6, 35c; 7, 40c; 8, 80c; 9, $1.15; 10, $1.50. 

DIVIDERS—Wingr. No. 85 and 50—6 inch. 75c; 7-inch, 85c; 
8-inch, $1.00; lO-inch, $1.35; 12-inch, $1.50; 14-inch, $8.65. 

Winf Ext. No. 1—6-inch, $1.25; 7-inch, $1.50; 8-inch, 
$1.75. 

Excelsior—6-ineh, 90o; 8 iaoh, $1.25; lO-inch, $1.65. 
DOORS—Ash Pit— 

8x8 . 9.00 10x12 .2.75 

8x10 .2.25 12x15 .5.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90e. 

DOORS—Screen— 

341 Common Varnished, %-in.—^2-6x6-6, $8.25; 2-8x6-8, 
$3.35; 2-10x6-10, $8.50; 3x7, $8.75. 

276 Black, lV4-in.—2-6x6-6, $3.65; 3-8x6-8, $8.75; 2-10 
X6-10, $4.00. 

811 Black, iH'in.—3 6x6-6, $4.50; 2-8x6-8, $4.75; 2-10 
x610, $5.00; 3x7. $5.25. 

891 Galr.—3-8x6 8, $5.50; 3-10x6-10, $5.75; 8x7, $6.00; 
8x6-8. $6,25. 

525 Black—3-8x6-8. $6.60; 2-10x6-10. $6.75; 8x7, $7.00; 
8x6 8, $7.25. 


1 . 8.60 105 . 8.75 

3 . 5.00 808 . 8.00 

8 8.60 806 5.50 

5 8.75 848 . 4.00 

98 5.75 980 . 5.75 

1980 5.75 

Chain Drills—Goodell-Pratt 

807 . 4.50 818 . 7.00 

816 . 4.50 1500 . 4.50 

817 . 5.50 

Yankee Automatic 

41 8.00 44 . 8.75 

43 . 2.50 40 . 8.50 

Yankee Chucks and Drill Points 
No. Set. No. Set. 

300 . 1.15 805 . 55 

801 . 1.15 

Yankee Drill Points 
Set of 8, $7.10; each, 15e; 2 for 25e. 

DRILLS. TWIST- 



Bit 

Rd. Sbk. 

8qr. Tpr. 

Str. 

Tpr. 


Stock 

Prentiss 

Coes 

Bhk. 

Shk. 

Shk. 

1-16. .. 

.. .20 

... 

t* - 

s t t t 

.10 


% .... 

.. .20 

.85 

.40 

t t s • 

.15 

.35 

8-16. . . 

.. .30 

.40 

.45 


.15 

.35 

V4 .... 

.. .85 

.45 

.55 

1.20 

.20 

.45 

5-16. .. 

.45 

.65 

.60 

1.85 

.25 

.55 

% .... 

. . .55 

.60 

.70 

1.45 

.35 

.60 

7-16. . . 

. . .70 

.75 

.75 

1.50 

.55 

.75 

V4 .... 

.85 

.90 

.85 

1.55 

.75 

.90 

9-16. . , 

. . 1.00 

1.05 

.90 

1.60 

T T f 

1.05 

% .... 

. . 1.20 

1.20 

1.00 

1.70 


1.20 

11-16. . 

.. 1.35 

1.85 

..15 

1.75 


1.35 

% .... 

. . 1.55 

1.50 

1.30 

1.85 


1.50 

% .... 

. .. 1.96 

1.95 

1.60 

2.45 


1.95 

1. 

.. 3.85 

2.65 

1.90 

8.10 


2.65 

1V4 ... 


.... 

.... 

8.75 


3.40 

IVi ... 

. 

.... 

.... 

4.40 


415 

1% ... 

. 

.... 

.... 

5.05 


4.90 

1V4 ... 

. 

.... 

.... 

5.75 


6.40 

Sebco 

Four Point Star. Brick and Concrete — 




V4 

% % 

% 

1 IK 

1V4 

2 

12-inch . 

. . . .40 

.40 .45 

.65 

.85 1.80 

2.25 

4.50 

18-inch . 

. .. .50 

.50 .60 

.80 

1.10 1.55 

2.50 

5.00 

24-inch. 

. .. .65 

.65 .70 

1.00 

1.20 1.75 

2.80 

5.25 


ELECTRICAL APPLIANCES— 
Universal Goods— 


Dishes, Chafins^— 


E9040 . 

.17.50 

E940 . 

.18.00 

E9649 . 

.19.50 

E9850 . 

.15.50 

E9676 . 

.10.00 

Grills— 


Ranges, Table — 


E982 . 

.11.50 

E9841 . 

.92.00 

E984 . 

.13.50 

Stoves— 


Heaters. Immersion 

— 

E998 . 

. 8.75 

E970 . 

. 5.35 

E997 . 

. 8.75 

Irons, Curliar-^ 


E9060 . 

. 7.75 

E9901 . 

. 6.25 

Toasters— 


E99011 . 

. 6.75 

E945 . 

. 7.50 

Irons, Pressinf— 


E946 . 

. 8.75 

E901 . 

. 7.50 

Urns, Coffea— 


E902 . 

. 6.75 

E916 . 

.17.00 

E905 . 

. 6.75 

E919 . 

.18,50 

E9023 . 

. 6.25 

E9186 . 

.15 00 

E9035 . 

. $.75 

B9146 . 

.19.50 

E9051 . 

. 8.00 

E9149 . 

.21 50 

Pads. Heating— 


B9166 . 

.22.50 

E9940 . 

.10.75 

E9169 . 

.25.00 

Percolators— 


E9176 . 

.15 50 

E9435 . 

.18.50 

E9179 . 

. 17.00 

E9437 . 

.15.00 

E9166044 . 

.41 25 

E9439 . 

.16.50 

E9169044 . 

.48.75 

E9635 . 

.11.50 

Vacuum Oleanera- 


E9fi37 . 

.18.00 

E701 ...;. 

. .89.50 

E0039 . 

.14.50 

Attaobmenta . 

. .10.50 
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XBTAJli IBLUMa raXOBS-OaiitlBaad. 


Hot Point Oooda^ 

Chafinf Diahea—No. 20501, $10.00 oath; 20502, $19.00; 
20503. $22.50. 

Orilla—11601, $11.50 oaeh; 18601, $12.50; 20101, 

$10.50. 

Heaters, Air—No. 80408, $11.00 each; 80404, $18 00; 
80603, $32.50; 80604, $44.00; 116A4 (Hedlite), $11.00. 

Heaters. Immersion—No. 113W16 (50201), $5.25 each; 
115W16 (50202), $6.25; 116W17 (50203), $7.25. 

Irons, Curling—No. 112L5, $7.25 each; 112L6, $6.50. 
Irons, Pressing—No. 1113F12 (11103), $7.95 each; 

113F22 (11203), 8 lb., $6.25; 115F5 (11205). 5 lb., $6.95; 
115F17 (11206), 6 lb., $6.95; 11307, $8.75; 11308, $9 25; 
11310, $11.00; 11312, $15.50; 11315, $17.00. 

Pads. Heating—No. 114Q3 (50142), $9.00; 114Q4, 

(50151) $10.25. / -r , 

Ovens—No. 40701, $6.50; 40201, $25.00. 

Percolators—No. 20611. $10.00; 20620. $12.00; 20621, 
$13.00; 20622, $17.50; 20650, $18.00; 114P18 (20651), 
$23.00; 114P17 (2652). $25.00. 

Stoves—.No. 116D1, $10.00; 136D1. $11.50; 20301, $7.00; 
20302, $7.25; 40101. $7.50; 40102, $9.25; 40103, $13.00- 
40104, $15.00; 40105, $17.50. 

Toasters—114T5, $6.75; 115T1. $8.50. 


Vacuum Cleaners—122V2, 


ELECTRICAL SUNDRIES— 


Anylites. 

1.35 

Aintneters— 


Ever Ready . 

1.25 

Readrite . 

1.00 

Volt . 

1.15 

Bells, Door— 

2 H-inch . 

.85 

8-inch . 

1.00 

Buzzers . 

.85 

Chain, Fixture. 

.25 

Cleats, Poreclai . 

.05 

Cord- 



Ft. 

Heater No. 16. 

.12^4 

No. 18. 

.10 

Lamp No. 18. G. A Y.. 

.04 

No. 18, Par Silk_ 

.07% 

No. 20. Par Silk_ 

.06 

No. 18, Tw. Silk_ 

.07 

No. 20 Tw. Silk_ 

.05 

1-64 Sii^le Fixture. 

.08 

No. 18 Reinforced.. 

.10 

Fans— 



Menominee. 500-9*in.. .12.00 
Robbins-Meyers— 

8-inch non-osc.12.50 


0-in. non-osc., 3 sp.. 19.50 
9-in. osc., 3-speed. . .24.50 
12-in. non-osc., 3 sp. .29.00 
12-in. osc., 8-speed.. .87.00 


Fuses— 

Each. 

Plug, 6 to 80 amp. .. 

.12% 

Knobs— 

Each. 

Porcelain. 5% Solid. 

.03% 

Nsilit, 5% Split. 

.05 

Lamps— 


Nilco-Mazds type ... 

..List 

Mazda Auto. 

. . List 

Hylo Tungsten. 

1.00 

Hylo Carbon. 

.75 

Lamp Guards — 


No. 1425 Loxon. 

.45 

No. 107 Neverbreak.. 

.35 

No. 44 Portable. 

3 25 

No. 48, Portable. 

2.75 

Ivoom— 

Ft. 

•‘Duraduct” 7-32 in.. 

.06 

% inch . 

.08 

Plates, Switch- 

Each 

Single gang. 

.25 

Two gang. 

.50 

Receptacle. 

.60 

Plugs— 

Each 

Benjamin 2-way .... 

1.35 

Benjamin 3 way .... 

1.75 

Twinlite 2-way. 

1 20 

Attachment — 

Each 

903 Benjamin. 

.30 

2500 Chelton. 

.40 

4 Mueller. 

.20 

Fitzall w-o spring. . . 

.65 

Fitzall soring. 

.75 


BMERY—Per lb.. 25c. 
Stones—See Stones. 
Cloth—See Cloth. 
Wheels—See Wheels. 


$45.00. Attachments, $11.00. 


Push Buttons— 

Each 

W’ood . 

.20 

Dull Brass. 

.25 

Pearl Button. 

.60 

White Button. 

.45 

Receptacles— 

Each 

Flush . 

.45 

Arrow E. 

.60 

Cleat . 

.25 

Rosettes— 


Concealed, 2-pc. 

.80 

Cleat, 2-pc.. 

.80 

Cleat, 1-bc. 

.20 

Shades— 


Tin Flat, 8-inch. 

.25 

Tin Fist, 10-inch. .. . 

.35 

Cone, 8-inch .• 

.40 

Cone, 10-inch . 

.45 

Shade Holders— 


2%-inch Acme. 

.10 

2%-inch Uno . 

.20 

Sockets, Key— 


Freeman DB. 

.45 

Arrow E DB. 

.50 

Freeman Nic. 

.60 

Arrow E Nic. 

.65 

oockets. Pull Chain— 

Freeman DB. 

.75 

Arrow E DB. 

.80 

Arrow E Nic. 

1.00 

Levolier DB . 

.80 

Sockets, Keyless— 


Freeman DB. 

.45 

Arrow E DB. 

.50 

Staples— 

Pkg. 

Insulated, %-ineh .... 

.80 

Switches— 

Each 

Snap. 

.50 

Push . 

.60 

Battery S. P. S T. 

.40 

Battery S. P. D. T_ 

.60 

Battery, D. P. S. T_ 

.65 

Battery, D. P. D. T_ 

.90 

Tape— 

Lb. 

Friction, 1 oz. to 1 lb.. 

1.25 

Rubber, % lb. tj 1 lb.. 

1.25 

Tubes— 

Each 

Porcelain. 5-16x3-in... 

.05 

Transformers— 

Each 

Arrow . 

1.90 

Jefferson Jr. 

2.00 

Wire, Rubber Covered— 


Ft. 

No. 10. 

.03% 

No. 12 . 

.03 

No. 14. 

. .02% 

Weather-proof— 

Lb. 

No 10. 

.40 

No. 12. 

, .35 

No. 14. 

.25 

Bell Wire— 

Ft. 

No. 18, Single. 

. .02 


FASTENERS—Casement, eommon braes plated, 85e; Bash, 
eommon brass plated, 80e. two for 26e. 

FAUCETS—Cork Lined— 8-inch .80 

7-ineh, eaeh.26 9-inch .85 


FENCE, POULTRY—Blue Ribbon—10 Rod Rolls—24-ineh. 
$5.25 roll; 86-inch, $6.75 roll: 48-inch. $8.00 roU; 60ineh. 
$9.25 roll; 72-inch, $10.50 roll * ov men. 

Union Lock—10 Rod Rolls—24-lnch, $4.25 roll; 86-inch, 
$5.25; 48 inch, $6.25; 60 inch, $7.25; 72-inch, $8.00. 

FIBRE WARE—Keelers—No. 2, $4.25 each; 8, $3 85. 
Measures—l-qt., $2.50; 2-Qt., $3.00. 

Pails—12-qt., $1.75. 

Spittoons—No. 2. $2.35; 3, $2.00. 

Tubs—No. 1, $9.25; 2, $8.00; No. 8, $7.50. 


IGURES AND LETTERS 

(STEEL) — 



Figures 

Set 

Each 

Letters 

Set 


% inch. . . 

. . 1.25 

.25 

% inch . . . 

.. 3.50 

.20 

8-16 inch. . . 

. . 1.50 

.30 

3-16 inch . . . 

. . 4.50 

.25 

hi inch . . . 

. . 2.00 

.35 

*4 inch. . . 

. . 5.75 

.80 

5-16 inch. . . 

. . 2.25 

.40 

5-16 inch. . . 

. . 6.75 

.30 

% inch . . . 

. . 2.75 

.50 




% inch.. . 

. . 4.50 

.75 





% 

4 

4% 

5 

6% 

6 

8 

10 


.15 


.20 


.25 

.30 

.40 


.30 


.35 


.40 

.45 

.55 

5 

.15 

.is 

.20 

.20 

.20 

.30 

.45 

5 

.15 

.15 

.15 

.20 

.20 

.25 

.40 


.25 


.25 


.30 

.35 


4 

5 

6 

8 

10 

12 

14 

16 

0 

.25 

.25 

.30 

.35 

.50 

.75 

.95 

5 

.30 

.35 

.40 

.50 

.65 

.85 

1.10 

0 

.20 

.20 

.25 

.30 

.40 

.60 

.80 

0 

.20 

.20 

.25 

.30 

.40 

.60. 

80 

0 

.25 

.25 

.80 

.40 

.55 

.75 

1.00 

—Auto—01, 

$2.00 

; 02 

. $2.50: 

15. 

$1.50: 

1 

21, 

$1.75; Am. Heavy- 

-17, 


FILES— 

Length, inches— 3-3 

Band Saw, Slim. 

Knife, Bastard. 

Re gular Taper.1 

Slim Taper .1 

Warding, Bastard. .. 

Length, inches— 8- 

Flat Bastard.2 

Half Rd. Bastard. . .2 

Mill Bastard.2 

Round Bastard ... .2 
Square Bastard ... .2 

FIXTURES—Orindstone- 
$1.25; 17. $1.35; 19, 

$1.00. Extra Shafta, 

Cranks, 25c. 

FLASHLIGHTS — Eveready Dayk>a — Complete — Ne. 6961 
$1.00 each; 6962, $1.25; 1991, $1.50; 2604. tl.?©- 268l’ 
$1.85; 2632, $2.25; 1619, $2.2^; 2616, $2.00. ^ 

Eveready Batteries—No. 706, 60c eaeh; 790, 85e: 791. 
80c; 700. 80c; 750, 80c; 7^1, 40c. 

Kwiklites 

Tubular Noa...5220 5221 5228 6229 5881 6240 6240B 
Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $170 
Case A Bib, ea. 1.15 1.35 1.50 1.65 1.76 1.25 1.40 

Tubular Nos...6241 6241B 6249 6249B 6848 6848B 6851 
Complete ea..$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case So Bib, es. 1.50 1.65 2.00 2.20 1.75 1.95 2 25 

Pocket Nos.2472 2578 8475 8476B 8577 8577B 8579 

Complete ea.. .$1.00 $1.25 $1.25 $1.85 $1.50 $1.65 $1.90 

Case A Bib. ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Ch. Nos. 6239 6239B Watch Chain BaUy No. 1204 
Complete each. .$1.00 $1.10 Battery only, eaon....$ .25 
Case A Bib., ea.. .75 .85 

Battery only— 

Nos. ...1202 1203 1206 1207 1271 1301 1308 1809 
Each ..$0.30 $0.35 $0.30 $0.30 $0.30 $0.50 $0.40 $0 40 


PLATTERS—Blacksmith—2-in., $1.85; 
$2.25; 8H-in., $3.00. 


2V4 in., $1.85; 8-in., 


FORGES—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 310 Steel Ball Bearing Rivet. $33.00: No 722' 
$33.00; No. 742H, $40.00. , . 

FCHIKS—Hay—Nellis. 94 single harpoon, $7.50; 95 double 
harpoon. $4.65; 96 double harpoon, $9.50; 87 double harpoon, 
$5.50; 98 double harpoon, $9.50. (Grapple, No. 99 (4 tines)! 
$17.50; No. 100 (6 tines), $20.00. Jackson Patterns. 4 ft 
$22.50; 4% ft., $24.00; 5 ft., $28.00. 

FREEZERS—A rctio— 

1 3.25 

2 3.50 

3 4.50 

4 5.50 

6 . 7.00 

8 9.00 

Toy . 2.75 


3 . . 

. 5 50 

4 . . 


6 . . 


8 . . 
10 . . 


12 . . 

.17 25 

15 . . 
20 . . 

. /in 

Acme 

2 Qt. Tin or Gal., doz.. 12.00 
4 (Jt. Tin or Gal., doz..20.00 

$2.00; 

. 91.85; 

14-in., $2.25; 16-ln. 
; 14 in.. $2.00; 16-in. 


White Mountain 

1 . 4.00 

3 .. 4.75 

PROES—Special—Each. 12-in., 

$2.50. Common—Each, 12*in., 

$2.15. 

GARBAGE CANS—(See Galvanized Ware). 

GATES—Molasses and Oil — 

Stebbins—%-inch, 60c each; 1-lnch, 60c; 1^-ineh, 70c; 
1%-inch, 76c; 2-inch, 85c. 

Perfection—H-inch, 75o each; ^-ineh, 85c: 1-ineh. tl.OO: 
IH-inch, *1.10: IH-inch, *1.85: 21 bc?, *1.65. 

Enterprise. Self Meaanrinr—No. 61, Faucet, 

Digitized by M ^ 
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GAUGES. MARKING— 
Steel— 


90 75 

92 2.60 

93 1.75 

95 1.75 

97 1.25 

98 . 1.85 


Altitade Gaugee, $5.35. 

Steam Gaugea, 4H-in. face I. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.75. 


Wood— 


0 15 

61 .20 

62 35 

65 90 

71 1.00 

72 .60 

73 1.15 


C., $5.35. 


GLASS—Window—SB Grade—Single Strength, 80 per cent; 
Double Strength, 80 per cent. 


Extras for Putting in Giaaa— 

First 3 Brackets.. 

Second 3 Brackets.. 

Third 8 Brackets.. 

Larger Lights. 


Per Light 

.50 

.75 

. 1.00 

$1.00 per hour, per man 


GLASSES— 


Ground Level— 


14 . 

. .50 

2 . 

. .60 

24 . 

. .65 

8 . 

. .70 

84 . 

. .75 


Proved Level— 


14 . 

. .15 

2 . 

.15 

24 . 

. .15 

8 . 

. .20 

34 . 

. .20 


GLASSES, GAUGE!— Standard Extra Heaxy 

H % 

10 .85 .86 .86 .55 .76 

12 .86 .86 .50 .60 .90 

14 . .46 .60 .70 1.06 

10 .55 .65 .86 1.26 

18 .60 .76 .96 1.86 

20 .65 .80 

22 . .70 .90 ... .... 

24 .80 1.00 

GLOBES—Tiantem—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 65c. 

Railroad—Clear, 25c each; Green or Red, 70c. 

Tubular—Clear, 10c each; Plain, 25c; 3-0 Ruby, 60c; 4-0 
Bullseye, 85c; 6-0 Wisard, 25e; 6-0, 25e each. 


GLUE—Dry—Common, 80c lb.; Cabt., 85c; White, 45c. 
Imperial Liquid— 

Sise — 1 Os. H Pt. M Pi. H Pt. 1 Pt. 1 Qt. 1 Gal. 

List, Dos_ 1.06 8.60 2.80 6.00 10.20 18.00 64.00 

Sug. Ret. Ea. .20 .30 .30 .50 .85 1.50 4.50 

Le Page’s Glue- 

Site— 1 Os. 2 Os. H Pt. H Pt. H Pt. 1 Pt. 1 Qt. 

List, dot.2.40 1.65 1.80 8.60 6.00 10.20 18.00 

Sug. Ret. Ea. .20 .20 .30 .30 .50 .85 1.50 


GREASE—AXLE—1 lb. earn, 16e each; 8 lb. mbs, dOo: • lb. 
cans. 65e; 10 lb. pails, $1.26; 26 lb. paila, $2.’’6. 

Mica—1 lb. can, 25c; 8 lb. can, 60c; 5 lb. can, 05e; 
10 lb. can, $1.90; 25 lb. can, $4.00. 

Cup Grease—5 lb. eans, $1.00 ai^; 10 lb. aaaa, fl.TS; 
25 lb. cans, $3.75. 

Transmission—6 lb. cans, 20e each. 


GRINDSTONES— 

Loose— Owt. 

15 to 40 lbs. 8.00 

40 to 200 lbs..8.00 

Over 200 lbs. 8.60 

Fixtures and Axle— 

15 inch . 1.25 

17 inch . 1.35 

19 inch . 1.40 

Mounted—Auto— 

No. A120, Size 1.15.00 

No. A130, Size 2.13.75 

No. A140, Size 3.12.00 

Bi-Treadle.14.00 

Empire Power.37.50 

Samson— 

No. S155, Size 2.12.00 

No. S160. Size 2.10.50 


Sterling, No. TlOO...15.75 
Wood Frames No. 1..12.50 
Wood Frames, No. 2.. 13.35 
Angle Steel Frames.. 11.75 
Tubular Steel Frames. 15.75 
300 Cy. or 115 Frame. 11.50 
400 Oy. or TlOO Fr...l5.50 
Harvest King (power). 10.50 


Loose Stones, lb.09 

Fixtures—Auto— 

01 2.25 

02 . 2 50 

15 Common. 1.25 

17 1.40 

19 1.60 

21 1.85 


HACKSAW BLADES— 

Lenox. Power— 

Lgth. Wdth. Lt. Heavy. 

9-16.90 .... 

% . 1.15 

%. 1.35 

1 


8 " 

10 " 

10 " 

10 " 

12 " 

12 " 

12 " 

14" 

14" 

14" 

16" 

16" 

17" 


%. 

1 . . 

%. 

1 . . 

1 . . 


1.35 
1.60 
2.30 
1.70 
1.90 
2.65 
2 15 
3.05 
2.30 


17" 1. 8 25 4.16 

Hand Lennox, Starrett, 
Victor Star— 



Length. 

Each. 

Dos. 

1.95 

8-inch . 

. . .10 

.75 

2.45 

9-inch . . . . . 

, . .10 

.«5 


10-inch . . . . . 

, . .10 

1.00 

2.35 

11-inch . 

. . .10 

1.10 

2.95 

12-inch . 

. . .15 

1.20 

2!75 

Hand, Starrett, 

Victor, 

Star— 

3.50 

8-inch. 

, . .10 

.80 

8.15 

9-inch . 

, . .10 

.90 

8.90 

10-inch . 

. .15 

1 00 


12-inch. 

. .15 

1.25 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $2.25; 
15, $3.50; 77, $1.25; 78. $1.35; 1027, $3.50; 69, $3.30; 
69B. $3.00: 14, $3.40; 4 Milford AdJ.. $4.00; 7 Milford Adj.. 
$2.25; 36V4 Disston, $1.50; 40 Extension, 75c. 

HAMMERS—Vanadium, No. 41H. $2.65 each; Plymonth, No. 

114. $1.90; No. 2 Ball Pein, $2.00. 

HAMMERS—Maydole Carpenters’—No. 1. $2 00 each; 14. 
$1.75; 2, $1.65; 11, $2.00; 114, $1.75; 12, $1.65; 124. 
$1.50; 13, $1.40; 14, $1.35; 34, $1.25: 6114, $2.75; 710, 
2.35; 711, $2.00; 7114. $1.75; 712, $1.65; 718, $1.50. 

Mavdole Chipping—No. 100, $1.90 each; 101, $1.75; 

102, ^1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 


GOUGES—Buck’s, Socket Firmer, Outside Bevel—No. 42— 
4-inch. $1.20; %-inch. $1.20; 4inch. $1.25; H-inch, 

$1.30; 4 inch, $1.40; 4-inch, $1.65; l-inch. $1.65; -4 inch, 
$1.85; 14-inch, $2.10; 14-inch, $2.25; 2 inch. $2.50. 

Witherby No. 320—4-inch, $1.25 each, -^-inch, $1.25; 
4-inch. $1.35: 4-inch. $1.40; 4-inch, $1.50; 4-inch, 

$1.65; l-inch, $1.75; 14-inch, $2.00; I4 mch, $2.15; 14- 


Maydole, Ball Pein—No. 70, $3.00 each; No. 704, $2.65; 
71, $2.40; 72, $2.25; 73, $2.00; 74, $1.80; 75, $1.65; 76. 
$1.50; 77, $1.40; 78, $1.85; 


inch, $2.40; 2-inch, $2.75. 
P. 8. A W. Firmer— 


160—4 inch. 1.50 

4 inch. 1.50 

4 inch. 1.65 

4 inch. 1.70 

4 inch. 1.80 

% inch.2.00 


GRAPHITE—Dixon’s Flake, 
lO’s, $7.00. 


1 inch. 2.10 

14 inch. 2.25 

14 inch. 2.50 

14 inch. 2.75 

2 inch. 8.25 


per can—I's, 85c; 5's, $3.75; 


HAMMBRS, CI.AW— 
Stanley No. 22— 


16 01.2.00 

20 os.2.25 

No. 12 and 12B— 

5 os. 1.65 

7 os. 1.75 

10 os.1.80 

13 os. 1.85 

16 os.2.00 

20 os.2.26 

Plumb’s Engineers— 

261 1.65 

262 1.75 

263 1.86 


79 4, 1.25. 

864 8.40 

Plumb’s Machinist’s Ball 
Pein— 

18 65 

370 . 1.20 

371 1.25 

372 . 1.25 

873 . 1 25 

374 1.36 

375 1.65 

376 1.75 

377 1.75 

379 8.00 

881 . 2.26 


Boilers, Wash 


227 . 2 25 

228 . 2.35 

229 . 2.50 


Bowls, Wash 


7 . 

74 . 

Buckets, Fire 
314 . 


.80 

.35 

.65 


Buckets, Well 


101 10 qt.35 

Gans, Garbage 

Smooth 

200 95 

800 . 1.10 

400 1.25 

500 1.65 

600 . 2.00 

700 1.50 


Gormgated 
2 .95 


8 . 
4 . 
6 . 
6 . 

70 

80 

90 

100 


1.10 

1.25 

1.65 

2.00 

2.50 
5 75 

6.50 
9.00 


Garbage Cans In 
lots of 8 dozen or 
more, 5 per cent from 
above prices. 

Cans, Gasoline 


65 , 


501 


505 

. 1.35 

605 



Cans, Oil 

0 . . 

.45 

02 . 



galvanized ware 


15 50 

25 1.75 

105 1.25 

205 1.65 

Canteens, see page 
179, 

Dippers, Laundry 

525 (4 qt).55 

Hods, Coal 

61.5 7 

Paila, Stock 

14 55 

16 .60 

18 70 

20 .80 

Pails, Water 

8 35 

10 40 

12 45 

14 50 

616 fl.<t 

16 .65 

617 .90 

618 . 1.00 

Pails, Cement 

14 . 1.50 

114 2.00 

Paila, Chamber 

8-nt.85 

10-qt.90 

Paila and Tnba, 0 
doz. assorted 5 per 
cent discount. 

Pans, Refrigerator 

1 .60 

2 85 

8 70 

12-qt . ^ 00 

4 . 1.30 


Pots, Watering 


514 1.00 

516 1.15 

518 1.35 

520 . 1.50 

522 . 1.75 

526 8.25 

Tubs, Foot 

61 .75 

62 .85 

58 1.00 

64 . 1.25 

Tubs, Wash 

A .60 

B .TO 

0 90 

1 . 1.00 

2 . 1.20 

3 1..35 

10 S . 1.50 

20 S.1.75 

30 8 . 2.00 
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BETAIL SELLOrO PBIOES— ContlniMd. 


Plumb's 

461 _ 

462 . 

8164 .... 
8166 .... 

Plumb's 

470 . 

471 . 


Brick-— 

. t.OO 

.1.76 

. 1.16 

. 1.86 

Prospector's Pick 

. 2.76 

. 2.85 


BiTeting— 

Plumb's, SUnlej No. 147— 

250, 4 os.1.10 

251, 7 .. 1.15 

252, 9 OB.1.20 

253, 12 os. 1.25 

254, 15 01,. 1.35 

255, 18 os. 1.45 

256 . 1.56 

FVNi^LES—Adre, extra select. 90c; second growth, 90c. 

Axe—Single or double bit. Boys’ No. 1, 60c; Boys’ extra 
select, 60c: Turned No. 1, 60c; extra select hickory, 86o; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, I5c. 

Hammer Handles—All sizes—1st Quality, 25c; 2nd Quality, 
and Machine, 20c. 

Hatchet Handles—18 and 14, 25c; 15 and 16, 80c. 

Pearey Handles— Select Maple Rock Maple Select Hickory 

2 1^4x4 . . 2 30 

2>4x44 . . 2 40 

2Vix4V4 . 1-25 1.60 2 50 

2Vtxb . 1 40 1 75 2.65 

2%x5 . 1.65 2.00 3.80 

2^x5H . .... 4.45 

3 x5H . 2.45 5.25 

Pick—36*inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2. 60c; Select, 85c: Extra Select, $1.15. 
Sledge—36-inch, Select, 60c; Second Orowtn, 75c. 

Saw. Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12, $1.25. 
Crosscut. Disston, No. 112, $1.00; No. 113, $1.25; No. 114, 
$1.50. Simonds Reversible Guard, per pair. $^.60* Simonda 
No. 6. $1.60; Atkins No. 24, $1.60. One Man ^osa Cut. 
No. 218, 45c; Supplementary, 30c. 

$1.00; No. 2. $1.25; No. 3. $1.75; No. 

15c; Pecks Adj., 50c; Pratts Ratchet, 

HANGERS. BARN DOOR— 

Flat Track— 

No., B-and. Each. 

5, Myers . 2.50 

25 Myers Oarage Set. 3.25 

11. Lanes. 2.15 

11 Lanes. 2.65 

13, Lanes. 4.75 

25. Lanes. 1.50 

30, Lanes. 1.50 

40. Lanes. 1.75 

93, Lanes. 1.50 

28. 20th Century.2.00 

371. Richards. 1.65 

88-1, Richards . 1.75 

42-3, Richards . 1.75 

42-5, Richards.2.75 

42-6, Richards . 4.00 

HANGERS. HOUSE DOORr— 

No., Brand. Each. 

101, Lanes.12.00 

101 Lanes. 6 00 

105, Lanes. 9.25 

105H, Lanes. 4.75 

5S, Prouty . 4.35 

5D, Prouty . 8.75 

01. Johns . 3.00 


Auger M. F. No. 1, 
4. $4.75; No. 6 Com., 
$4.76. 


43, Richards. 

. . 1.25 

248. Richards. 

.. 1.85 

Round Track— 

5, World’s Best.... 

. . 2.50 

384, Cannon Ball. . . 

. . 2 25 

440, Cannon Ball. . . 

.. 2.75 

715, Cannon Ball. . . 

. . 2.00 

800, Cannon Ball. . . 

. .12.50 

Trolley Track— 

120 Coburn’s. 

.. 4.25 

122 V4 Cobum’s . . . 

.. 5.75 

195A, Coburn’s .. ,, 

.. 4.76 

195B. Coburn’s .. . 

. , 6.73 

24-2, Richards , . .. 

. . 3.25 

120, Richards. 

. . 7.00 

150, Richards. 

. . 8.00 

1, Johns . 

. . 6.00 

Oil, Richards. 

. . 3.50 


11, Richards . 7.0G 

012, Richards. 4.00 

12. Richards ..8.00 

015, Frisco. 8.00 

15, Frisco . 6.00 

140-1, Richards . 4.00 


HEADS. MOP—Cotton—No. 9, 25c each; No. 12, 85c. Linsa, 
No. 012, 5Uc; No. 015, 65c; No. 018, 75c; No. 020, 80c. 

HINGES—Back Flapa—I 
10c; 14-mch, 15c: 1 

1- inch, 10c; 1^-inch, 

2- inch, 20c. 

Floor— 

Bommer, D 15. 

li. KA, 315. 

SllA, E, 265. 

2 . 

4 . 

302. 602 . 

304, 604 . 

2.»2. 

254 . 

Chicago-- 

R. EA, KF, 200... 

SHA E. 200. 

R. EA, 230. 

KF. SHA. E 230. . 

Corbin—D, 512 . 

R, EA, 512. 

8HA E. 512. 

Katz—R. EA, 2. 

KF. SHA, E, 2_ 

R. EA, 3. 

KP. SHA. E. 3. 

R. EA. 3H_ .... 

KP. SHA, E, 3H . . 

Rixon—7. 

8 . 

10 . 

15 . 

20 . 

25 . 

30 . 

40 . 

Standard—R, EA 450. 

SHA, E, 450 . 

R, EA, 452 . 

Ornamental Surface 
“Butterfly"— 

1420, D2 * F— 

l%xl% . 

STRAP AND TEE HINGES— 

Strap-- 

900. Light, Plain 


No. 814, 

1-inch, 10c each; lV4*inch, 

%-inch. 

20c; 2-inch, 25c. No. 

816, 

10c; 1 

Vk'iQch, lOo; IV^-inch, 

15o; 


2Hx2V4 . 

.30 

1 85 

3x3 . 

.35 

2.00 

1420, H A N— 


2.25 

1^4X1% . 

.35 

3.75 

2Vix2Vk. 

.40 

5.50 

3x3 . 

.45 

6.50 

1431, 1474, 1475. 1478, 

1479 

8.10 

1480, 1481, 1482 

and 

6.50 

14331—D2 A F... 

.25 

9.75 

SF2 AH. 

.25 


Jl. 

.25 

8 25 

N . 

.25 

8.50 

Refrigerator—Flat— 


4.75 

T400, Cast Iron. 

.60 

6.00 

1404, Wrt. Brass. 

.65 

2 00 

1404N, Wrt. Brass. . . 

.80 

2.10 

1405D2&F. Wrt. Steel 

.55 

2.40 

1405.\, Wrt. Steel.... 

.55 

1.85 

Offset— 


2 15 

T402, Cast Iron. 

.60 

4.75 

1408, Wrt. Brass.... 

.65 

6 25 

14()8N, Wrt. Brass... 

.80 

6.75 

1409D2&F. Wrt, Steel. 

.55 

6.00 

1409N. Wrt. Steel_ 

.60 

15.00 

Screen Door Spring— 

16.50 

900 . 

.80 

18.75 

R 902, EA 903. 

.40 

22.50 

SR, SHA, 905 A E913 

.50 

.36.00 

2100 . 

.90 

.45.00 

R 2102, EA 2153. . .. 

1.25 

.53.00 

E 2104, SHA 2105. .. 

1.65 

.85.00 

D 2200 . 

.90 

. 7.00 

R 2202, EA 2203 _ 

1.25 

. d.50 

SHA 2205 . 

1.65 

.12.00 

Screen Door Sets— 



7 . 

.40 


1900 . 

.40 


R 1902. EA 1903_ 

.50 

. .25 

SHA 1905 . 

.60 


SC1302 V4, Heavy Galv., 
SOI305 Corgd. Galv. 
Tee- 


Trolley—No. 016, 3-in.. $5.75; S^-in., $6.00: 4-in., $6.50; 
4Viin.. $6.75; 5-in., $7.25; 6in.. $8.50. No. 16, 5-in., 
$11.00; 51/4-in., $11.25; 6-in.. $11.50; 7-in., $12.00; 8-in,, 
$12.50; 10-in., $14.25. No. 019, 3-in., $4.75: 3V4-in., $5.25; 
4 in., $5.75; 4%-in., $6.00; 5-in., $6.25; 6-in., $7.50. No. 
19. 5-in.. $9.50; 5H-in.. $9.75; 6-in.. $10.00; 7 in.. $10.50, 
8-in., $11.00; 10-in.. $12.50. No. 132, 3-in., $5.50; 3H-in, 
$6.25: 4-in.. $6.50; 4H-in.. $7.25; 5 in., $7.50; 6 in.. $8,75. 
No. 132, 5-in., $11.50; 5H-in.. $11.75; 6-in., $12.00; 7-in., 
$12.50; 8-in.. $13.50; 10-in., $15.25. 

135, 1 . 3.50 9, Midget .60 

135, 2 . 5,00 90T, Midget Track . , , 15 

HASPS —Common— 

Siie 20, 5-in^ each. 10c: 6-in., 10c; 7-in., 10c; 8-in., lOo; 
lO-in., 15c. Sise 80, 6-in., lOo; 6 in., 10c; 7-in., 10c; 
10-in., 80e. 850, 8-ln., eneh 16e» 10*in„ SOe. Sise 86, 8-lm., 

eneh 20e; 8-in., 25c. 

Hinire—912, 8-in., each, 15c; 4H-in., 15e; 6-in., 80c; 

8-in., 25c: 10-in., 40c; l2-in.. 70c. 

S. C. 912—3-in,, each, 15c; 4H-in., 15c; 6-in., 20c; 
8-in., 30c; 10-in., 50c. 

1808 Vi-^-in., each, 85c; 4V4-in., 45c; 6-in., 60c. 

Lock—20, Prouty, 75c each; 22, Prouty, 95c. 

Safety—915, 3-in., doi., 20c; 4H-in., 25c each; 6-in., 
35c SC915, 8-in., 20c each; 4V4-in.. 25c: 6-in., 85c; 

SC915. 3-in., 80c each; 4V4 in., 40c; 6 in., 60c; 941J, 60c. 
HATCHETS—Underhill Star, No. 10. Chicago Pat., $8.60; 
No. 6, Boston Pat.. $3.00; No. 15 St. Paul Pat., $5.25. 
Sayre—Boston, No. 30, $3.00; Chicago, No. 40, $3.25. 
Flooring—Plnmb, $3.25; White, $4.00. 

Broad—1 Plumb, $2.25; 2, $2.50; 3. $2.85; 4, $3.25; 5. 
$3.75. 

Bench—(single or double bevel)—8 White, $3.00; 7, 
$8.25: 6. $3.35; 5, $8.50; 4, $4.00. 

Claw—1 Plumb. $2 00; 2 Plumb, $2.15; 8 Plnmb. $2.00. 
Shingling—1 Plumb or equal, $1.85; 2, $2.00; 8, $2.50. 
Half—1 Plnmb or equal, $2.00; 2. $2.10. 
tkMTel or Fruit Box—Sayre 400, $2.75; Sayre 401, $2.60. 


906. Heavy, Plain... 
SC906, with Screws. 
908, Extra Heavy. . ., 


SC937, with Screws. . 


BUTTS—Cabinet Door— 

189 F—2x2 . 

2 ^4 x2 . 

2 Vs x2 V4 . 

189 N—2x2 . 

2V4x2 . 

2V4x2V4 . 1 

289 D2, F, a B—2x2. 

2V4x2 . 

2V4-X2V4 . 

289 S F 2. S D a, S A 

and H—2x2. 

2V4x2 . 

2Hx2V4 . 

289 N—2x2 . 

2V4x2 . 

2 V4 x2 V4 . 

295 D a and F—2 . . . 

2V4 . 

295 N—2 . 

2V4 . 

284 D 2 and P—2-inch 
2V4-incb. 


3" 

4" 

5" 



10" 

12" 


.15 

.20 

.25 

.85 

.55 


5 

.20 

.25 

.30 

.40 


. . . 


.20 

.25 

.35 

.60 

.70 

1.10 


.25 

.30 

.40 

.60 

.85 

1.25 


.20 

.25 

.35 

.55 

.80 

1.15 


.25 

.30 

.40 

.60 

.90 

1.30 

5 

.30 

.40 

.55 

.70 



. 

.35 

.50 

.80 

1.25 

X.85 

2.60 


.40 

.55 

.85 

L.50 

2.10 




5" 

6" 

8" 

10" 

12" 

2H 

.15 

.20 

.25 

.80 

.45 

.60 

5 

.20 

.25 

.30 

.85 




.20 

.25 

.35 

.40 

.50 

.70 


.25 

.30 

.35 

.45 

.65 



.25 

.30 

.40 

.65 

.90 

1.26 


.30 

.85 

.40 

.70 

.90 



.85 

.40 

.45 

.75 

1.00 

1.45 


.40 

.55 

.65 

.85 

1.40 



.55 

.85 

1.15 

1.85 

2.50 

... 

.65 

8 

inch 




.35 

.70 

384 

S P 

2—2 

•inch 


.25 

.95 

2’ 

^ -inch .. . 

• • • a 


.30 

.75 

3- 

inch 




.85 

.85 

284 

N— 

2-iDch 



.30 

.10 

2 V4*inch .. . 

• a a a 


.85 

.25 

3- 

inch 




.40 

.30 

286 

D 2 

A F- 

-2-inch. 

.25 

.80 

2 

!4 -inch .. . 



.80 

4 

3 

inch 




.35 

.30 

286 

N— 

2-inch 



.25 

.35 

2 

V4inch .. 



.35 

.35 

3 

inch 




.40 

.35 

291 

D 2 

and F 

—2x2. . 

.80 

.35 

2 

V^x2 

% .. 

.... 

. . - 

.30 

.85 

3x3 . 




.85 

.25 

291 

S D 

2. S 

F 2. 

S A 

4 

.25 

and B- 

— 2Vi»j 

c2V4 


.35 

.30 

3x3 . 


- - 

.40 

.35 

291 

N— 

2%x2V4 . 

... 

.40 

.20 

3x3 . 


.. . . 

... 

.45 


25 


Bright Steel—No. 804—2x2, 15o; 2V4x2H, 20c; 8x2V4. 
25c: 3x3. 25c; 3V4x3V4, 80c; 4x4, 45c. 808—2x2, 15c; 

2V4x2V4, 15c; 3x3, 20c; 8V4x3V4. 30c; 4x4, 40c. 823— 

2V4x2V4, 25c; 3x3, 30c; 8V4x3V4, 30c; 4x4. 85c. 838— 

1, 10c; 1V4. 10c; iVi. 10c; 2, 10c; 2Vi, 15c; 8, 15c; 8Vi, 
25c; 4, 35c. 840—1. 10c; 1V4. 10c; 1.*, xOc; 2, 15c; 2V4. 

15c; 3, 20c. 

Galvanized—Brass Pins—1819—2x2, 40c; 2Hx2V4, 45c; 
3x3, 55c; 3V4x3V4, 75c. 1334—2x2, 40c. 2V4x2V4, 50e; 

3x3, 65c; 3Vix3V4, 75c; 4x4, 05c. 
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HARDWARE WORLD 


BBTAZL nujira FBlOBS-OoitttaMd. 


B0TT8—OaDtlBBtd— 
Finished— 

241 D3. F, F 2 and 

2x2 .85 

3V4x2H .40 

8x8.40 

8V4x8H .40 

4x4 55 

4V4X4V4 80 

5x5 1.40 

6x6 2.35 

241 S D 2. S F ft 8 A 4— 

2x2 45 

2Hx2H .45 

3x3 50 

8^x8%.50 

4x4 65 

4V^x4H .90 

5x5 1.55 

6x6 2.65 

241 H—2x2.45 

2%x2\k 50 

3x3 50 

3Hx3V4 .50 

4x4 70 

4V&X4V4 95 


5x5 
6x6 
241 N—2x2 
21^x2^ . 

3x3 


1.60 
2.75 
.50 
.50 
.50 

3V4x3% 55 

4x4 70 

4^x4V4 . 1.00 

5x5 1.65 

Parliament— 

260 D 2 and F—3-inch .45 
8^-inch .55 

4- inch .60 

4^inch .70 

5- inch .75 

260 8 D 2, 8 F 2— 

8-inch .50 

8V4inch .60 

4- inch .65 

4%inch .70 

5- inch .75 

260 H ft 8A 4—8.50 

8^ .60 

4 .65 

4% 70 

5 .80 

260 N8.50 

8H .60 

4 .65 

4H .70 

5 ...80 

828—3V4 85 

4 . ,40 

.45 

5 .50 

6 .55 

Japanned— 

781—2x2 25 

*-Hx2^ 80 

8x3 80 

3^x8V4 80 

4x4 40 

4%x4H 55 

5x5 75 

731’4—2V4x2V4 35 

3x3..40 


8Hx8H . 

4x4 . 

788—2x2 . 

2^x2% . 

8x3 . 

3Hx8H . 

4x4 . 

4V4X4V4 . 

5x5 . 

6x6 . 

740 J 1—2. 

2 % . 

8 . 

747—2% x2 Vi . 

3x3 . 

747 J 1—2 Vi x2 Vi ... 

3x3 . 

749 J 1—2x2. 

2Vix2 . 

2 Vi x2 Vi . 

Half Surface— 

160 D 2. F—2-inch . . 
2Vi-inch . 

3- inch . 

8Vi-inch . 

4- inch . 

4 Vi-inch . 

160 S F 2—2-inch... 
? Vi-inch . 

3- inch . 

3Vi-inch . 

4- inch . 

4Vi-inch . 

160 H—2-inch. 

2Vi-inch . 

3- inch . 

aVi-inch . 

4- inch . 

160 N—2-inch . 

2 Vi-inch . 

3- inch . 

8H-inch . 

4- inch .. 

4 Vi-inch . 

165 D 2 and F—2-lnch 

2 Vi-inch . 

8-inch .. 

8%-Inch . 

4-inch . 

4 Vi-inch . 

165 8 F 2—2-ineh_ 

2 Vi inch . 

8-inch . 

8 Vi-inch . 

4-inch . 

4 Vi-inch . 

165 N—2-inch. 

2^-inch . 

8-inch . 

8 Vi-inch . 

4-inch . 

4 Vi-inch . 

Soas Invisible— 

100 . 

101 . 

103 . 

104 . 

108 . 

112 . 

116 . 


.40 

.46 

.85 

.40 

.40 

.40 

.50 

.75 

1.80 

2.26 

.25 

.30 

.85 

.30 

.35 

.86 

.40 

.35 

.35 

.85 

.40 

.45 

.50 

.55 

.75 

1.05 

.45 

.50 

.55 

.65 

.80 

1.10 

.50 

.55 

.60 

.70 

.85 

.50 

.55 

.60 

.70 

.85 

1.15 
.50 
.50 
.55 
.60 
.80 

1.05 

.50 

.55 

.60 

.70 

.90 

1.16 
.55 
.60 
.65 
.75 
.90 

1.25 


Spring. 

Si/e 3 

Japanned. 1.85 

Ant. Cop., Dull Br. 2.50 
Ant. Br., Sd., Nic.. 8.35 
Double Acting— 

Japanned. 3.15 

Ant. Cop., Dull Br. 4.15 
Ant. Br.. Sd.. Nic.. 5.50 
New List Price of I 
Single Acting— 8" 

Japanned. 3.10 

Ant. Cop., Dull Br. 4.10 
Ant. Br.. Sd., Nic.. 5.50 
Double Acting— 

Japanned. 5.20 

Ant. Cop., Dull Br. 6.00 
Ant. Br.. Sd., Nic.. 9.20 


Bommer—Single Acting—Pair 


5" 


6 " 


8 " 


.45 

.75 

.60 

1.35 

2.10 

8.25 

4.50 

10 " 


2 25 

2.60 

3 25 

.... 


.... 

3.00 

3.55 

4.50 

... * 

.... 

.... 

4.00 

4.75 




.... 

3.65 

4,35 

5.35 

6.85 

10.00 

13.75 

5.00 

5.00 

7.50 

9.60 

13.75 

19.00 

6.65 

8.00 

9.60 

12.25 

17.00 


ommer Spring Hinges— 


10" 

4" 

5" 

6" 

7 

8" 

3.70 

4.30 

5.30 


.... 


5.00 

5.90 

7.40 

.... 


.... 

6.60 

7.90 





6.10 

7.20 

8.10 

11.40 

16.50 

22 80 

8.30 

9.80 

12.40 

16.00 

22 80 

31.40 

11.00 

13.20 

16.00 

20.50 

28.40 

... . 


No. iVi. 

Double 

Acting— 

% to 1 ... 



1.65 

% to 1 .. 


_3.35 

IVi to 1V4 



2.00 

l»/i to 1% 


_3.90 

to IVi 



2.35 

1% to IVi 


_4.65 

1% to 2 . . 



8.35 

1% to 2 . 


_6.75 

2 V4 to 2 Vi 



6.10 

2V4 to 2Vi. 

Wrought Brass, 
% 

_13.50 

With Brass Screwi — 

1 IVi iVi 1% 

2 

2% 

8Vi 

Narrow. . . 

.10 

.10 .10 

.15 .15 

.20 

.25 

,80 

Middle. . . . 

.10 

.10 .10 

.16 .15 

.20 

.25 

.85 

Broad. 

.10 

.10 .15 

.15 .20 

.25 

.80 

.40 

Desk. 

.15 

.16 .20 

.25 .40 

.50 

.. . 

... 


HOLLOW WARE—STEEL—Bailed Oriddlca, Oookinf aurfae* 
12 inches, |1.90 each; 18 inches, 93.86; 14 inehes, 98.50. 

jiandled Oriddlee—Cooking snrfaes 9 inches, 91*80; 10 
inchea 91*50; 11 inches, 91*65. 

Spiders—Diameter, bottom, 8 inches, 91.10; 9 inches, 
91.20; 10 inches. 91*50; 11 inches. 91*75; 12 inches, $2.00. 

HOLLOW WARE, CAST—Dutch Ovens—No. 8, 98.76 each; 
9, 94.25; 10. 95.50; 11, 96.76; 8 , 92.35; 2. 92.75; 1, 98.35; 
0. $4.85; 00, $6.35. 

Gem Pans-No. 1. $1.10 each; 8, $1*10; 6, 91*10; 10. 
91.35; 11, $1.10. 

Griddlea—No. 7, $1.05 each; 8, 91.16; 9, 91.46; 10. 

$1.80; 12, $2.15; 14, $2.65; 16. $3.16. 

Kettles, Stove—No. 7, Round, $2.85 each; 8, $3.15; 9. 
$4.25; 7, Flat, $2.85; 8. $3.15; 9, $4.25. 

SKilleta or Spiders—No. 4, $1.00 each; 5, $1.05; 6, $1.15; 
7, $1.20; 8, $1.25; 9, $1.65; 10, $2.00; 11, $2.45; 12. 

$3.00. 

Scotch Bowls—No. 2, $1.85 each; 8, $2.25; 4, $2.55. 
Waffle Irons—No. 7, $2.00 each; 8, $2.50; 9, $2.75; 7-D. 
$2.50; 8-D, $2.75; 11, $3.00; 12, $5.00. 


HOLLOW WARE>—STEEL—Fry Pane, Acm( 
each; 0, 25c; 1, 80c; 2, 85c; 8, 85c; 4. 

60c; 7, 75c. 

Griddlea—No. 8, $1.00 each; 9. 91*96; 10, 91*40; 18, 
91.80; 14, $2.00; 16, $2.35. 

Skillets or Spidera—No. 7, $1.20 each; 8, 

10. $2.00; 12, $2.35; 07, 35c; 08, 40c; 09, 

012, 75c. 

HOOKS AND EYES—(Price per doren) — 

Screw Hooka 
Steel Braes 
.60 


No. 00. 80c 
40o; 5, 50c; 6. 


$1.85; 9. $1.45: 
55c; 1010, 65c; 


or 104. 
or 105. 


.50 

.45 

.40 

.30 

.25 

or 106.15 

.15 

.16 

. 10 

. 10 

.10 

.10 

. 10 

..10 


0 
1 
2 
8 

4 

5 

6 

7 or 107 

8 or 108 

9 or 109. 

10 or 110. 

11 or 111. 

12 or 112. 

18 or 118. 

14 or 114. 

Gate Hooka and Ejea— 

Sise 1V4 8 

No. 40, steel... .20 .25 

No. 1040, brsss.. .60 .76 

Gross lots, 85% off list. 
Ceiling — Ea. 

3V4-iDeh east iron.60 

3%-inch east iron.... 1.86 
3%-inch, other finishes 1.50 

Oast, coppered.66 

Wire, coppered.86 

Wire. Japanned.. .40 

Wire, tinned. ,40 

Wire, nickel plated... .55 

Wire, brsse pmted.65 

Oeat and Hat— 

Double, cast, heavy,., ,70 

Single, cast.45 

Medinm, cast.70 

Heavy, cast.90 

Cast, nickel plated.85 

Mast, copper finish... .95 
Cast, brass finish . . . 1.10 
Cast, bronre. all fin... 4.25 

Porcelain, solid.15 

Wire, Japanned.20 


.80 

.90 


.76 

.60 

.46 

.85 

.80 

.36 

.30 

.15 

.10 

8 

.40 

i.lO 


Screw Eyea 
Steel Bras 
.45 
.40 
.86 
.80 
.35 
.80 
.15 
.16 
.10 
.10 
.10 
.10 
.06 
.05 
.06 

• % 4 

.45 .60 

1.60 1.76 


.75 

.60 

.45 

.40 

.86 

.80 

.35 

.80 

.15 

.10 

6 

.90 

8.00 


Wire, tinned.80 

Wire, nickel piloted... .40 
Clothea Line— Ra. 

Malleable iron, Jap... .10 
Malleable iron, Galv.. .15 

Grata— ^eh 

14in.. 16in., 18-in... .50 

Bronzed.65 

12-in., enameled, neen .60 
12-in., enameled, olack .65 
Finest quality steel.. .90 

Forged tool steel.60 

Hammoek— 

To screw.16 

With plate.16 

Hay Fork— 

%-inch pi. wr'ght eteel 
%-inch pi. wr’pht steel 
V4-inch galvanized ... 

\-inch galvanized ... 
7-16-inch galvanized.. 

V^-inch galvanized . . . 


.80 

.45 

.15 

.15 

.20 

.25 

bulk. 


HOSE FIXTURES—Hose Washers—%-inch, doz.. 6c; 

45c lb 

Hose Couplings—Cast Brass, Common—V^-inch, 25c each; 
%-inch, 25c; 1-inch, 40c. Heavy Brass, (Jlincher, V4-inch, 
40c; %-inch, 40c. 

Brass Hose Clamps—V4-inch, 5e eachr %*lBch, 5c: 1 

inch. 15c; lV4-inch. 20c; lV4-inch. 80c; 2-lnch. 85«. 

Galvanized Steel Hose Clamps—V4-iQch. 6c each; %-inck. 
5c; l-inch, lOc; lV4 inch, 20c; lV4-inch, 80c; 2-inch. 35c. 

Hose Menders—Clincher, V4-inch, 20c each; %-inch, 20c. 
Sherman Seamless Brass, Vi'i^ch, 10c; %-inch, 10c. Wood, 
V4 -inch, 25c; % -inch, 30c. Caldwell Hose Straps. Vi-inch. 
2Vic; %-inch. 3c. Caldwell Hose Strap Pliers, No. 1 
for ^ or % -inch Hose Bands. 40c each. 

Hose Nozzles—Boston, %-inch, 95c each. Magic, %-inch, 
15c; % inch. 17c; 4-ply, black, Vi-inch, 15 Vic, %-inch. 
HOSE, GARDEN—Oonpled in 60-ft. lengths—Cotton, Vi inch. 
15Vic; %-inch, 19Vic; 4-ply. black. Vi-inch, 16Vic; %-inch. 
20c; 5-ply. black. Vi-inch, 17c; %-inch, 21c; 5-ply, red, 
Vi-inch, 20c; %-inch, 22c. 

Reels, not conpled, per ft.—Electrie, eormgated, tt-ineh. 

21c; %-inch, 24c; 1-mch, 85c: Electric smooth, Vi-inch, 
20c; %-inch. 23c; 1-lnch, 80c; Second Grade, Vi-inch. 19c, 
%lnch, 22c; Third Grade, Vi-inch, 16c; %-inch, 19c: 
Fourth Grade, Vi-inch, 15c; %-iBch, . 
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Out Sheets 

Full Sheets 

.11 

.10 

.12 

.11 

.11 

.09 ^ 

.11 

.09^ 

.12 

.10 


. . 8.75 


. . 8.00 


. . 8.75 


.. 8.25 


2 H inch. SInirle.1.05 

l^-inch. Double .... 1.10 

2-inch Double. 1.20 

2 H inch. Double .... 1.25 
2^-inch. Double .... 1.55 
2H'inch, DuubU .... 1.55 


20c 

60. 


IRONING BOARDS—(See Boards, Ironing). 

IRON SHEETS—OaWanised— 

14 to 16 . 

18 to 22. 

Black Sheets— 

10 to 16. 

18 to 24. 

30 . 

Corrugated Sheets, OalTanised— 

26 Ga. 

28 Ga. 

Rockface Siding . 

Brickface Siding 28 On. 

IRONS— 

Plane, Stanlej or Ballej— 

IH-inch, Block.75 

1^-inch, Single ..75 

2-inch, Single.80 

2 H inch. Single.85 

2%-inch, Single.1.00 

IRONS—Sad. Common, 18o lb. 

Mrs. Potts—No. 50, $2.50 per set. 

70, $4.25; G. Pressing, 20c lb.: T Tailors’ Goose, 
lb.; N Gasoline, $5.25 each. Handles, 85c; Asbestos No 
$3.00 set. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $8.25; Iwan Seriated,, 
$8.25; Heatna Upright, $2.75. 

KNOBS—Maple base, each, 5c; dos., 85c. 

LADDERS—Extension, No. 1, $1.00 foot. Step, Olimax, 70# 
foot; Special, Orescent, 55c foot; Standard, 40c foot. 

LAMPS—Coleman (^ick-Lite, Gasoline—OQ820, Eaatem and 
Central States, $9.00; Rocky Mt. and Pae. Ooaat States, 
$9.50. 

LAMPS, EI.ECTRIO—Hygrade, Ssts, B Pint, Wbiulite. Mar- 
Tel, Brite-Lite and other makes. 

Type B Lampe— 

10 to 50 watu.... 

60 watts.45 

100 watts. 1^00 

Type 0 Lamps— 

50 watts. 

75 watts.75 

100 watts.. 

150 watts. 1.55 

200 watts. 2.10 

LANTERNS—Coleman Qulck-Lite, Oaaoltaie, LQ827 
Central States, $7.50 
8.00. 

Note—General rise In lantern prieee will be 
next month. Ask your jobber. 

LANTERNS—Diets Tubular— 


Clear 

Frosted 

.40 

.46 

.45 

.50 

1.00 

1.10 

Clear 

Frosted 

.65 


.75 

.*80 

1.10 

1.20 

1.55 

1.65 

2.10 

2.25 


-Bast and 

Rocky Mt. and Pac. Coast States, 

prieee will be itemised 


HOT BLAST 
Little Star Tin Lantema.1.50 

Hi-Lo Tin Lanterns.2.00 

Victor Tin Lanterns. ... 1.85 
Monarch Tin Lanterns.. 1.35 

O. K. Tin Lanterns.1.50 

Ko. 2 Royal Tin Lants..l.75 
COLD BLAST 

Junior Tin Lanterns... .1.50 
Junior Brass Lanterns. .2.50 
Junior Brass Nickel- 

plated Lanterns.2.50 

No. 2 Orescent Tin Lan¬ 
terns .2.10 

No. 2 Blizsard Tin Lan¬ 
terns .2.10 

No. 2 Large Fount Blis- 

sard Lanterns .2.00 

Little Wizard Tin Lan¬ 
terns .1.45 

D-Lite Tin Lanterns. ... 1.65 
No. 2 Large Fount Wiz¬ 
ard Lanterns .2.10 

DASH AND WAGON 
Buckeye Dash Lant’ns. .2.25 
Junior Wagon Lant'n.. .2.85 
Roadster Wagon L a n- 

terns .2.85 

DRIVTNO 

Eureka Driring, plain 

lens .2.50 

Same with optical lens. .2.65 
Octo DriTing. pl’n lens..4.50 
Same, optical lens . . . . . 5.10 
Union Driring, plain 

lens .5.10 

Same with optical lens..5.50 
MILL 

Watchman’s Mill Lan¬ 
terns, enamel fin.._. . .2.50 


LEAD—Bar, 18c lb.; Calking (100 lbs ), 17c lb.; Pig (100 


lbs ). 16e lb. 
levels—N o. 
$4.75. No. 
6.25. 


Marx Aluminum—12-ineh, $8.75; 18-iBoh, $4.50; 24-ineh, 
$5.50; 28, $6.25. 

No. 95, 24 inch, $8.00; 26 inch, $8.25; 28 inch, $8.50; 
80 inch, $9.00. No. 96, 24-inch. $10.00; 28 Inch, $10.60; 
80 inch, $11.00. 

Special Noa.—No. 0. $2.00; 15, 24 and 26-lnch, $4.75: 16, 
28 and 30-inch. $5.00; 25, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45H, $5.25; 90. $8.75; 98, $5.00; 108, $1.00. 
LINES. CLOTHES—Cotton, Braided—40-foot, 20c each; 60- 
fool, 25c; 50-foot, 25c; 60-foot, 86c. 

Wire, Twisted—50-foot, 20 gauge, 46c each; 75-foot, 20 

f auge, 60e; 100-foot, 20 gague, 70o; 50-foot, 18 gangs, 70#; 
6 foot, 18 gauge, 80e; lOO-foot, 18 gauge, 05e. 

Wire, Solid—lOO-foot, 10 gauge, 95e each. 
t.OCTKS—Rim—Steel, 75c set; Cast, 60o set. 

LUBRICANTS—Galena Superior Greases— 

1 lb. 2-lb. 3 Ib. 5-lb. 7-lb. lO-lb. 251b. 


Axle Grease . 

.12^ 


.35 .50 .70 

1.10 

2.20 

Superior Cup .... 

.20 

.40 

.55 .85 ... 

1.60 


No. 2 Transmis’n. 



... 1.10 ... 

1.95 


No. 42 Transmis’n 



.. . 1.15 .. . 

2.10 


Black Transmission 



... .90 ... 

1.55 


Black Fibre Trans. 



.. . 1.10 .. . 

2.00 


Plow Grease. 

.10 

... 

.30 .45 ... 

.... 


Galena Superior 011^— 





H-gal. 

1-gal. 

5-gal. 15-gaL 

80-gal. 

55gsL 


can 

can 

can gal. 

gal. 

gal. 

IJght Motor Oil.. 

.70 

1.20 

4.65 .92 

.81 

.77 

Medium Motor Oil 

.70 

1.20 

4.80 .05 

.84 

.80 

Heavy Motor Oil. 

.70 

1.20 

4.90 .96 

.85 

.81 

Tractor No. 1. . . . 


1.30 

5.15 1.02 

.91 

.87 

Tractor No. 2 . . . . 


1.30 

5.30 1.03 

.98 

.89 

600 Transmission. 


.95 

8.50 .60 

.58 

.54 

600 Steam Cyl... 


1.15 

4.50 .89 

.78 

.74 

Castor Machine.. 

.60 

1.00 

3.85 .76 

.65 

.61 

Farm Mach. No. 2 

.55 

.90 

3.35 .66 

.55 

.51 

Separator . 

.55 

.90 

8.80 .64 

.54 

.60 


LUGGAGE CARRIER^BOYCO^No. ^ 


46-iach, epea, $8.75; 
66-iBch, open, $4.65; 


Underwriter’s Mill Lan¬ 
terns .2.75 

No. 2 Blizsard Mill Lan¬ 
terns .8.75 

FIRE DEPT. 

King Fire Dept. Tin, 

enamel finish .5.10 

Same, Nickel-plated on 

Tin.5.65 

Same, all Brass. 

Same, Nickel-plated on 

Brass .6.60 

WALL 

No. 15 Wall Lanterns. . .8.00 
No. 25 Wall Lanterns. . .8,15 
No. 30 Beacon Wall Lan¬ 
terns .8.16 

No. 60 Beacon Wall Lui- 

terns .9.00 

STREET AND HANGING 
Pioneer Street Lanterns, 

Tin .7.50 

Same, Brass Founts ....9.50 

Same, all Brass .12.50 

Pioneer Hanging Lan¬ 
terns, Tin .8.10 

Same, Brass Founts. .. .11.00 
PLATFORM 

Imperial Platform Lan¬ 
terns .18.00 

No. 1 (Tlimax Platform 

Lanterns .5.50 

No. 2 Climax Platform 

Lanterns .5.65 

Nos. 1 and 2 Climax 

Nested .11.00 

UNCLASSIFIED 
Police Flash Lanterns. . .2,00 
Traffic Signal Lanterns.4.86 
No. 12 Display Stand and 
Assortment .25.00 


No. 40, 46-inch, with end. $4.25; No. 

No. 50, 65-inch, with end, $5.00. 

MANILA ROPE—8-16 inch to ^-inoh, 50c per lb.; %-iach 
and larger. 45o. 

MATS, DOORr—Cocoa Fibre, Fine, 14x24, 81.25; 16x27, $1.60; 
18x30, $2 25; 20x33. $3.00; 22x36, $8.50. 

Cocoa Fibre, Medium—16x27, $2.50; 18x80, $2.75; 20x88, 
$3.50. 

Steel—15^x23$2.25 each; 17Hx30, $3.00; 2lHx86, 

$4.25. 

Steel Matting in Rolls—Per sq. ft., $1.00. 

MATTOCKS— Bach. 

Short Cutter, Standard, 5H lbs. 1.25 

Long Chitter, Standard, 6 lbs. 1.25 

Pick. Standard, 6 lb. 1.25 

MAULS—Post—10 lb., $1.50 each; 18-lb., $2.00; 16-lb., $2.50; 
18-lb., $2.75; 20 lb., $3.15. 

Ship or Top, 25c lb. 

Wood Choppers—Adze or Round Eye, 24e lb. 

MILLS—Cider- 

Junior .48.00 Senior .72.00 

Medium .52.00 Force Feed .82.50 

MOPS—Dish, Handled, No. 1, lOc each; 2, lOe; 4, 10c. 

O-Cedar, Handled—No. 4, small triangle, $1.00 each; No. 
8, large triangle, $1.50; Ne. lOB, polish, $1.50. 

Self-Wringing—No. 10, $1.00 each. 

Round—No. 1, $1.75; No. 2, $1.25. 

MOP STICKS—No. 2, 25o each; No. 7, 85e each; No. 18. 85e 
each; No. 70, $1.10; Janitor’s, 75c each. 

NAILS—Standard—All sizes, base. $4.90. 6d and larger, 8c 
lb.; 5d and smaller, 9c; 2d Fine Blue (Lath), 10c. 25 lb. 

lets, add to selling base $1.25 per keg. 50 lb. lots, 75c. 

Cement Coated—All sizes, base, $4.10. 6d and larger, 
10c lb.; 5d and smaller, 12c. 

Felt Roofing—% inch Plain, 15c lb.; % inch GalTtnised, 
18c. 


Advances 

on Standard Wire 

Nails, in Kegs—' 

C.O.Box 


Common 

Box 

Casing 

Finish. 

2d. 

1.45 

1.65 

1.70 

2.00 

1.65 

3d. 

1.15 

1.30 

1.35 

1.65 

1.30 

4d. 

.80 

*1.05 

1.10 

1.25 

*1.05 

5d. 

.75 

1.00 

1.05 

1.20 

1.00 

6d. 

.60 

.70 

.75 

1.00 

.70 

7d. 

.55 

.65 

.70 

.70 

.65 

8d. 

.30 

.45 

.50 

.60 

.45 

9d. 

.30 

.45 

.50 

.60 

.45 

lOd. 

.20 

.30 

.35 

.45 

.80 

12d. 

.15 

.25 

.30 

.40 

.45 

16d. 

.10 

.15 

.20 

.26 


20 to 60d 

Base 

.05 

.10 

.15 



, Sheet (full), 26c lb.: Wool. »5e lb. 

86, 12-inch, $3.35; 18-inch. $4.00; 24-ineh, 

87, 12-inch. $4.50; 18-inch, $5.26; 24-iBoh, 


Barbed Nails advance 25c over Smooth Nails. 

*Orange Box. $1.60. 

2d Fine—Plain, $1.05; Extra, $1.95. 
i>d Fine—Plain. $1.35; Extra, $1.55. 

Blued I^ath Nails advance 25c over Pino Nails. 

NAILS, SHOE—Corrugated—Brass Plated—No. H-lb., 10c 
each; ^-Ib.. 15c. 

Wrought Brass—2-oz., 15c each; 4-oz., 25c. 

Hob—%, 30c lb.; larger, 30c. 

Hungarian—Round or Cone Head—H'lb., 10c each; % 
lb., 15c. 
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RETAIL SELLINa PRICES—Continned. 


NETTING, POULTRY—Hexagon, 

2 inch, 20 j'aiigc— 


Galvanized after 


Width, inches— 


12 

18 

24 

30 

List K..11 . 


. 2.14 

3.08 

3.92 

4.68 

Sell Full Rull.. 


. i.yr. 

2.HO 

3.55 

4.25 

Sell Cut (lineal 

foot) . 

. .Olhi 

.02^ 

.03 

.03% 

Width, inches— 


3 6 

48 

60 

72 

lii&t Rull . . . . . 


. 5.3.5 

7.13 

8.91 

10.69 

S.-ll Full R^dl.. 


, 4.75 

6.40 

8.00 

9.65 

Sell Cut (lineal 

foot ) . . 

, .04 

.05 ^ 

.06% 

.08 

I'-i-inch, 20-giiuge— 
Width. Ill ell es— 

12 

IS 

24 

30 

List R.ll . 


, 3.15 

4.53 

5.78 

6.90 

Sell Full R.ll . 


, 2.8.5 

4.10 

5.25 

6.25 

Sell Cut (lineal 

foot) . . 

.02^4 

.03% 

.0 4 Ml 

.05 V4 

Width, inche.s — 


36 

48 

60 

72 

List R 11 . 


, 7.88 

10.50 

13.13 

15.75 

Sell Full Roll.. 


7.10 

9.4 5 

11.75 

14.10 

Sell ('ut (lineal 

foot) . 

.06 

.07% 

.lO*/^ 

.12 

l-inch. 20-gauge—■ 
Width, inches— 

12 

18 

2 1 

30 

List K.dl . 


4.95 

7.12 

9 08 

10.83 

Sell Full R.ll . 


4.45 

6.40 

8.20 

9.85 

Sell ('ut (lineal 

foot) . 

.04 

.05 *4 

.07*4 

.08 

Wi<lth. inches— 


36 

18 

60 

72 

List Rdl . 


12.38 

16.50 

20.63 

24.75 

Sell Full Roll.. 


11.15 

15.00 

18.60 

22.25 

Sell Cut (lineal 

foot ) . 

.09 Ml 

01 

.15*/^ 

.18^ 

iiich. 2<i ga 
Wi.lth, inches — 

uge — 

12 

18 

2 1 

30 

Td.st Roll . 


8.5 5 

12.30 

15.^6 8 

18.71 

Sell Full R.ll.. 


7.75 

11.10 

14.10 

16.85 

Sell C^lt (lineal 

foot) . 

.07 U 

.09*4 

.12*4 

.14*4 

Width, inches— • 

36 

18 

60 

72 

List Roll . 


21.38 

28.50 

35.63 

42.75 

Sell Full R.ll . 


19.25 

25.65 

32.00 

38.50 

Sell Cut (lineal 

foot) . 

.15*4 

.22*/4 

.27 

.32 


Tapped—Size 
6. 2 for 5c; 2 ^ 


NIPPERS. CUTTING— 

Bernard’s— 14-inch ‘.8.75 

5-inrh . 2.25 _ . 

6 inch . 2.65 Utica— 

T-inch . 8.25 5 inch . 1.10 

Nettleton’s— 6-in«’h . 1.20 

6-inch . 2.00 . 7-inoh . 1.40 

8 inch . 2.40 4-inch . 1.35 

lO inch . 2.90 4 -inch . 1.40 

12-inch . 8.10 5’inch . 1.45 

NIPPLES—See Pipe Fittings— 

NUTS—Cold Punched U. S. S. Hexagon, Tapped—Size *4, 5 
for 5c: 5-16, 3 for 5c; 3 for 5c; 7-16, 2 for 5c; 2 'or 

5c; 9-16, each 5c; %, each 5c; %, 2 for 15c; %, each 10c; 
1 inch, each 15c. In quantity sell at cost, plus 50 per cent. 

Hot Pressed U. S. S. Square, Tapped—Size Vi, Sug. 
retail, 10 for 5c: 5-16. 6 for 5c; %, 5 for 5c; 7-16, 3 for 5c; 
V^. 3 for 5c; %, 2 for 5c; each 5c; %, each 10c; 
l-in.. 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped, U. S. S.—3-16, 25c doz.; V4. 30c; 5-16, 
35c; %. 50c; 7-16, 60c; V4. 85c; %. $1.75. 

OAKUM—Plumbers, 20c lb.; Nary, 80c lb.; Best Unspim, 
35o lb. 

OIL—3-in-l, 1-os. bottle, 20c each; 8-os., 85e; 8-os., 65e; 2V4- 
oz. can. 35c. 

Household Lubricant, 4-os. can, 25c each; 8*os. can, 85c. 
os. can, 35c. 

Winchester Utility—1-oz. bottle, 15c; 8H-0S. can, 25c. 

Many-use—3-os. can, 25c. 

OVENS PORTABLE—Boss— 

No. Each. No. Each. 


Kerogas— 

857 . 

657 . 

Pe»^ection— 

121 O . 

122 G . 

Pinney A Boyle 

1 . 


Each. 

No. 

Each. 

1.25 

2 . 



11 . 

. 8.00 

7.25 

18 . 

. 8.75 

8.25 

Ill . 

. 8.75 


113 . 

. 4.50 

5.50 

120 . 

. 6.75 

6.10 

213 . 

. 4.00 


220 . 

. 7.85 

8.75 

313 . 


Br—Standard I. C., 

40c lb.; Indian 


Bed. 60c. 

Italian Hemp—A, l-inch, 45c lb. 

Square Flax, braided, §0c. 

Piston Spiral—Steam, high pressure, $1.50; steam or 
water, low pressure, $1. 

Asbestos Cement—7%c lb. 

Wicking. Asbestos—4 oz. ball. 80c. 

Cotton Candle—2-os. ball, 10c. 

PADT.OCKS — Corbin—No. 95R. 35c each; 2802 30c; 

2H22Vi. 40c; 2869, 75c; 2879, $2.00; 2880, $2.25; 2881, 
$2.50, 2883. $3.75. 

Miller—No. 1. $1.85 each; 016. r5c; 18, 80c; 18D. 40c; 
19 30r: 21. 35c; 75, 4()c; 76, 85c; 78, $1.00; 96, SCc* 

96C. 75c; 121, 45c; 5441, 85c. 

Yale—No. 223, 85c each; 225, $1.00; 453J, 80c; 458X, 
80c; 563. $1 75; 565, $2.10; 585. $1.50; 635. $1.50; 645J, 
65c; 803. $2 25; 805, $2.25; 805^, $2.50; 813, $2.25; 
815. $2 35; 823, $2.40; 833, $3.00; 843, $3.25; 853, $3.50; 
8454, $2.75. 


Slaymaker—No. 160, $1.75 each; 178, 45c; 179. TSc 
189. 75c; 1092, 90c; 1093, $1.10; 1098. $1.10; 1902, 55c 
1903 60c; 1904, 75c: 3901, 75c; 3902, 60c; 3!OJ3 45c 
4026 20c; 4078, 76c; 6130, 25c; 9902, 70c: 9902 N. O. 
65c: 41090, 70c. 


PAINT SUNDRIES— 

Alcohol—(Denatured)— 

1 gallon. 1.45 

5 gallons. 1.15 

Alum— 

Pwd., less than 100 
lbs., lb.17 

Benzine- 

New cans, easd., gal. .60 
Old cans, uncsd, gal. .40 


Goal Tar— 

5-gal. 

1-gal. 

Creosote- 
Gal. 


_Gal. .40 

_Gal. .55 


Distillate— 

Light, gal. .40 

Glue— 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalsomine, White— 

Bbls., 280 lbs.08 

Kegs. 100 lbs.08 

4 25-lb. pkgs., bulk .09 

25 lbs., bulk.09 

Less 25 lbs.09^ 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .09^ 

Lamp Black—Bear Brand— 

1-S. lb. pkg.45 

H-S.30 

»4 S.20 

Linseed Oil, Boiled— 

5’8 Gal. 1.14 

I’s .Gal. 1.45 

.H-Gal. .85 

Vi's.Qt. 50 

H’s ....Pt. .30 

Raw Linseed Oil, 2e leaa 
than price of boiled. Paint¬ 
ing c ontractors’ price on 
Linseed Oil, 5c above cost, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloss . 1.50 

Lard. No. 1. 1.80 

Lin-O-Oil.90 

Nestsfoot No. 1... 9.40 

Neutral .60 

Paraffine.85 

Paint, Dry Colors— 

Umber.19 

Chrome Green, Med. 
Graphite ...... .06 

Metallic.06 

Sienna.11 

Venetian Red.08 

Yellow Ochre.05 

PANS—Acme Frying— 

No. 00, each.90 

No. 0, each.85 

No. 1, each.40 

No. 2, each.45 

No. 8, each.50 

PAPER, BUILDING— 


Painters’ Petroleum— 

I-Gal.GaL .40 

Paints, Ready Mixed—1st 
grade, white — 

Gals.Gal. 4.40 

V^-gals.H-Gal. 2.30 

Quarts .Qt. 1.25 

Pints.Pt. .70 

V6-pints_H-Pt. .40 

1st Grade, Colors— 

Gals.Gal. 4.25 

Ml-gals. ...H-Gal. 2.25 

Quarts .Qt. 1.20 

Pints .Pt. .65 

Vi -pints .... H-Pt. .35 
2d Grade, White or 

Colors— 

Gals.Gal. 2.90 

V^ gals. ...V4-Gal. 1.60 
Quarts .Qt. .95 

Inside Floor— 

Gals.Gal. 2.90 

V^-gals. ...V4-Gal. 1.60 
Quarts .Qt. .96 

Porch— 

Gals.Gal. 4.95 

H-gals. ...%-Gal. 9.25 

Quarts .Qt. 1.20 

Plaster Paria— 

Less sack, lb.08 

Putty, Bladder— 

Less than 100 lbs. .07 H 
Putty, Bulk— Lb. 

1-lb. cans.15 

21b. cans.12 H 

3-lb. Cans.09 % 

5-lb. cans.09 

10-lb. cans.08 V4 

25-lb. cans.08 

85 lb. cans.06 V4 

Rosin— 

Lb. ^4 

Tints, Kmltomin^— 

Barrels, 280 lbs... .09 

Kegs, 100 lbs.09 V4 

100-lb. bulk.10 

25-lb. bulk.10 

Less 25 lbs.10 V^ 

100 lbs., 5-lb. pkgs. .09 V4 
Less 100 lbs., 5-lb. 
pkgs.10 

Turpentine— 

5’s Gal. 1.10 

I’s.Gal. 1.25 

V4’s .H-Gal. .75 

34 *•.Qt. 45 

8’i .Pt. 25 

Painting contractors’ price 

on turpentine: 5 gals, or 

more, 2e sbovs cost; less 5 
gals., 60 above cost. 


No. 4, each.55 

No. 5, each.60 

No. 6, each.80 

No. 7, each.90 


Roofing— 

Light. 

Mediom. 

Heavy. 

Plymouth, Smooth . . . . 

_3.00 

8.50 

4 00 

Pioneer, Sanded. 

_2.50 

b.OO 

3 50 

Asbestos . 

-4.25 

4.78 

5.25 

HA H. 

. 

2.50 


Pioneer, Flaxine . 

_ 8.00 

8.50 

4.66 

Pioneer, Sanded. 

-2.50 

3.00 

8.50 

Pioneer, Slate . 

. 

8.75 


Certain-teed . 

_2.25 

8.00 

s.’so 

Major . 

-2.00 

2.50 

8.60 

Guard . 

_ 1.50 

2.10 

2 25 


Pioneer Sheathing, Gray—Per roll, 90-lb., $1.95; 95-lb., 
$1.50; 30-lb., $1.75. 

Shingles. Slate, Red or Green—Individual (424 per 
square), $10.25 square. Strip or Slab (104 per square). 
$9.25. 

Tin Caps—lV4-lnch, 80c per lb. 

Felt—Asphalt Saturated, $2.75 per roll. Deadening, 6Hc 
per lb. Insulating, Saturated, 91.75 per roll; Saiuraied 
and Coated. $2.75. _ 
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SETAIL SELLINO PUOEft—Oontlnsed. 


SAND AND EMERT—Per quire of iheett— 




0 % 

1 

1% 

2 2% 

8 

Carborundum 

. - . 

.80 .95 

1.10 

1.30 

1.50 1.75 


B. A A.. 


.45 .50 

.55 

.60 

.75 .85 

.95 

Aztec ....... 

- * . 

.40 .45 

.50 

.60 

.70 .75 

.90 

Aloxite . 

. . . 

.80 .85 

.90 

1.00 

1.10 1.20 

1.45 

PRAVIBS-^ 








Socket. 



Socket. 

Maple. Hickory. 



Maple. Hiekery. 

2%x4 . 

4.85 

5.25 

2%z4% .. 

... 5.25 

5.76 

2%x4% .... 

4.50 

5.50 

5 .. 


... 5.85 

6.00 

3%z4% .... 

4.65 

5.75 

8x5 


... 6.00 

6.75 

S%x6 . 

4.85 

5.85 





PERCOLATORS, 

OOFFEB—Uniyersal— 



46 . 


. . 4 50 

74 , 



5 56 

48 . 


.. 5 00 

76 . 



6 00 

52 . 


.. 4 25 

79 . 



6.75 

54 . 


.. 4.50 

714 



7.50 

56 . 


.. 5.00 

464 



5.76 

58 . 


.. 5.75 

466 



6.25 

64 . 


.. 5.00 

469 



7.00 

66 . 


.. 5.50 

474 



6 25 

69 . 


. . 6.25 

476 



6.75 

614 . 


.. 7.00 

479 



7.50 


Percolator Tops, 10c each. 


PICKS—Railroad. 5*lb, $1.10 each; O lb., $1.15; 7-lb., $1.35; 
8-lb.. $1.50; «-lb., $1 65. 

Drifting—No. 1. 93o each; 3. $1.10; 8. $1.15; 4. $1.25; 

PINS—Clothee—O—Common, 10c dos.; US—Spriaf, SOc; H— 
Hoyt's Spring, 15e. 

PINCERS—Carpenters'—6-ln., 75c; 8-in., $1.00; 10-ia., $1.35. 
PIPE—(See Plumbing Prices, Page 169). 

PIPE. STOVE—Netted. Full Joints—S-incb, 35e Joint; 4-ineb, 
25c; 5-ineh, SOc; 6-ineh, 85c; 7-ine^ 40c. 

4 ineh, Japan, 40c* 8-inch, GaWaaix^ 85c; 4-ineh, Oal- 
Tanized, 40e: 5-inch, (ialTanised. 50c: 6-inoh, OalTaniseo, OOe. 
Half Joints—5-inch, 20c joint; 6-ineh, 30c. 

Taper Joints—6-inch to 5-inch, 85e joint; 7-inoh to 8-ineli, 
40c. 


PIPE FITTINOB (STOVE)—Cape, No. 0 15, 60e sash; ai6. 
60e each. 

Dampers—No. 8. 4, 30s saoh; 6, 6, 35s; T, 40s. 

Elbows—No. 8 Oorg., 35e each; 4, 80«j 6, 85o; 6, 40s; 

7, 45o. No. 8 AdJ. 4 Pe.. 85e* 4, 40s, 8, 40s; 5, Ut, 8- 
ineh AdJ. Only., 40e: 4-laek, 45o; S lnoh, 50o; O^sk, 65s. 
No. 8 Oorg. Jap., 40s: 4, 45e. 

In lots of 13 dossa, 6 per osbI disoomat fross aboTs. 

Flue Stops, Nos. 1 and 85, 30o oaeh; 8, S5s sash; 80, SOe 

8, 8V5 (in kegs). 85e lb.; 4, 5, 85e; 5, 7, 8, 85e; 10, 85e. 
Roof Plates and Saddles, Nos. 15, 15 (Bide), 80s saeb; 50, 
50 (Sidgs), 75c oaeh. 

PISTOLS—Automatic—Colts' .25 Oal., $20.50 each; 25 (5al. 
nickel, $25.00; .32 Cal., $25.00; .38 Cal., pocket, $45.00; 
.45 Cal., military. $42.00. 

Smith A Wesson—.35 Oal., $81.50; Bayags, .83 OaL. 
$24.00; .880, $25.00 

PITCH—Nary Caulking—5-lb. can, 75c: 10 lb.. $1.35; 36-lb., 
$2.50; 50-lb., $4.50; H'bbl.. $9.00; bbl., $13.50. 


PLANES—Stanley—No. 1, $2 95 each; 2, $3.85; 8, $4.10; 80, 
$4.25; 4, $4.35; 40. $4.60; 4%. $5.00: 4Hd. $5 35; 5, 
$5.00; 5C, $5.25; 5H, $5.35; 5^0, $6.00; 6, $6.60; 60, 
$6.90: 7, $7.50; 70, $7.65; 8, $8.35; 80, $9.25; 9, $9.15; 
9H. $2.25; 9%, $2.75; 10. $6:65; 10^, $5.40; 12, $5.00; 
12^. $6.60; 15. $2.10; 15%. $2.85; 16. $2.50; 17, $2.85; 
18, $2.85; 19, $2.85; 20, 8.25; 24, $3.10; 25, $2.85; 26, 
$3.20; 27%. $3.75; 28, $4.15; 29, $4.65; 81, $4.50; 32. 
$5.00; 35, |8.75; 36, $4.50; 37, $5.00; 40, $2.20; 40%, 
3 00: 45, $14.00: 46, $9.80; 47, 7.65; 48, $5.25; 49, $5.25; 
50, $7.00; 55, $25.50; 60, $2 60; 60%. $2.35; 61. $2 25; 
62, $5.65; 65, $3.15: 65%, $2.60; 71. $3.95; 71%, $3.20; 
72. $4.85; 74, $10.25; 75, 75c; 78, $3.25; 85, $4.60; 90, 
$3.95; 98, $4.00; 93, $4.85; 94, $5.65; 95. $2.00; 97, 
$3.95: 98. $2.00; 99. $2.00; 100, 60c: 101, 50c: 102. 95c; 
103, $1.25; 110, $1.30; 112, $4.50; 113, $7.45; 120, $1.75; 

130, $1.80; 131, $2.75; 140, $3.00; 146, $4.00; 147, $4.25* 

148. $4.65; 171, $5.95; 190, $2.90; 191. $2 90; 192, $2.65; 

203, $1.50; 312, $3.10; 220, $1.70; 278, $3.25; 289, $4.00. 

444. $11.00: 602, $4.30: 603. $4.90; 604, $5.30; 604C, 
$5.55; 604%, $6.15: 605. $6.15; 605C. $6.45; 605%, 

$6.75; 606, $7.85; 606C, $8.25; 607, $9.90; 607C, $9.45; 
608 $10.70: 608C, $11.20. 

No. 39—%, $2.90; %, $3.20; %. $3.40; %, $3.55; %, 
$3.70: 13-16. $3.85; %, $3.85; 1, $3.95. 

Stanley Block Plane Irons—100 and 101, 15c; 102 and 
103, 20c: 110 and 130, 30c: 120 and 220, 40c: 140. SOc; 
9% and 9%, 40c; 15, 16. 17, 18, 19, 40c; 60 and 65. 40c. 
8%-inch, 75c. No. 41, 20c. No. 44. SOc. No. 600. $2.00. 
inch, 15c: 3%-inch, 20c. No. 361, 40c. No. 362, 65c. No. 
871, $1.00. 


PLATES. GAS, HOT—No. 501, $3.50 each: 502, $5.75: 503, 
$9.00; 702, $8.25; 703, $12.00; 722, $9.00; 723, $12.75; 
1001, $2.50; 1002, $4.15. 


PLIERS—Klein’s No. 201—6-inch. $3.50 each; 7-incn, $4.00; 
8-inch, $4.25; 9-inch, $5.25. Bernard’s No. 102—4%-inch, 
$1.50; 5%-ineh, $1.85; 6%-inch. $2.25; 8-inch. $3.25. 


PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86. 6 ineb, 
$2 25 each; 9-inch, $2.75: 12 inch, $3.00; 18-inch. $3.75; 
Z$-inch. $4.50. No. 37, 12 inch, $4.25; 18-inch, $5.00; 34- 
iach, $ 6 . 00 . 370, 12 inch, $4.25; 18 inch, $5.00. 84V, 4- 

inch, $1.65; 6 inch, $2 00; 8-inch. $2.75; 10-inch, $8.25. 

Wood, Stanley or Disston—No. 00. $1.50 each; 0, $1.75; 
2, $2.50; 3, $3.00; 8, $3.85; 13, 26-in., $8.50; 28 in., $3.75; 
80 in., $3.75. No. 15, 26-in., $4 25; 28 in., $4.50; 80-in., 
$4.50. No. 80. $3.75; 85, $3.25; 45%, $5.25. No. 93, 26-in., 
$5.00; 38 in., $5.25; 30 in., $5.50. No. 95, $8.35; 96, 
$10.00; 102, 80c; 104, $1.15. 

Pocket, Stanley—No. 81, 2%-inch, 55e each; 8-ineh, OSe; 
8% inch, 75c. No. 41, 20c. No. 44, 50c. No. 600, $3.26. 

Extra Leyel Glasses—No. 1, 1 % to 2-inch, 15c each; 2%- 
inch, 15e; 3%-inch, 20e. No. 861, 40e. No. 862, 75e. Me. 
871, $1.65. 

POKERS, STOVE—No. 100, Straight, 20-inch, 25c; 105, Bent, 

20-inch, 25c. 

POLISH (AUTO)—Durolac, 1 pt., 60c; 1 qt., $1.00. 

POLISH (FURNITURE)—Durolac, 1 pt., 60c: 1 qt.. $1.00. 
Calol, % pt., 30c each; 1 pint, 45c; 1 quart, 65c; % gallon, 
$1.15* 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 30c each; 12 ounce, OOe; 1 quart, 
$1.35. 

O-Cedar—4 ounce. 25c each: 12 ounce, 50c; quart, $1.00; 

% gallon, $2.00; gallon. $3.00. 

Johnson’s Prepared Wax. 5 ounce, 45e each; 1 i>ound, 85c; 
2 pounds, $1.'70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50c each; 1 pint, 75e; 1 quart, 
$1 25. 

SHOE—Shuwhite, 15c each; Midnight Oil, 25c: Royal, 15c; 
Jet-Oil, 15c; 4 0 8 Shoe Satin, 10c; 9 0 8 Shoe Satin, 15c; 
1 C Satinola, 10c; 2 C Satinola, 15c; 5 P 8 Shoo Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola. lOe; 10 P. Satinola, 
15c. 

STOVE—Liquid. No. 6 Black Silk, 20c each; 8, Black Silk, 
25c; 3, Black Eagle, 25c; 10 E. Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each: 10, Black Silk, 25c; 
20, Black Silk. $1.75; 01, Black Eagle. 45c: 95 Black Eagle, 
$2.00: 4 E, Enameline, 15c; 6 E, Enameline, 15c; 75 Black 
Jack, 25e; 1, Rising Sun, 10c. 


POTS—Fire— 


Gasoline, 

OAL. 

TIb 


20 . 


4 Quart. 

.. . .70 

21 . 

.15.25 

6 Quart .. 

. . . .90 

71. 


8 Quart. 

. .. 1.15 

72. 


10 Quart. 

... 1.40 

5. 

.18.00 

Glue— 


1. 


000, %-pt. 

. . . 1.25 

Watering Galyanised 

00, 1-pt. 

. .. 1.35 

4 Quart .... 


0, 1%-pt. 

. .. 1.50 

6 Q’xart .... 

. 1.15 

1. 1%-pt. 

. . 1.75 

8 Quart . . . 

. 1.35 

2, 2 pt. 

. .r. 2.00 

10 Quart . . . 


Melting— 


12 Quart . . . 


5-in. 

. . . .85 

16 Quart . . . 

.3.25 

6-in. 

. .. 1.25 


PULLERS—Nail—Rex, $1.65 each: Rex. Jr., $1.35; Red Deyil, 
$2.50; Morrill's, $4.25; Little Giant. $2.25. 

PULLEYS—Brass Screw, No, 850, %-inch, 15c each; %. 20c; 
%. 25c; 1, 80o; 1%, 85c; 1%, 40c. No. 870, %-inch, 85e 
each; 1, 40c. 

PULLEYS—Brass Screw, No. 85, %-ineh, 15c each: %, 20c; 
%. 25c; 1, 30c; 1%, 85c: 1%. 40c. No. 87, %-inch, 35c 
Clothes Line—No, 80, 8%-incK 45c: No. 60, 6-inch, 70c; 
No. 64, 20c; No. 65. 2 %-inch, 20c; No. 67. 25c; No. 160, 
2-inch, 25c; No. 6500, 5%-inch, 55c; No. 6500G, 5%-inch, 
65c. 

Hay Fork— No. 566, for rope, $1.00; No. 1651, for wire 
rope, $3.50. 

PULLEYS—Frame—No. 4, Ottumwa, per doz., 90c; No. 5, 
$1.00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. S.—1, $4.00; 2, $4.50; 8, $5.20; 4, $5.00. 
PUTTY—Per lb., 15c. 

RAKES, GARDEN—Malleable. 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tootn. $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12 tooth $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in.. $1.60. 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 

18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in.. $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in.. $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 

RAZORS (SAFETY)—Eveready— 


No. No. 

700, each . 1.00 706 B, 6 Blades, Pkg.. .40 

2, each . 8.00 706 B. 12 Blades, Pkg. .65 

Gem 

800, each . 1.00 800 B, 7 Blades, Pkg.. .50 

Enders 

900, each . 1.00 900 B, 6 Wades^^jg.. .85 
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RAZORS, SAFETY—Continued— 

Dnrhftm Domino 

1, each. 1.00 3 Blades, Pkf?.85 

3. each. 2.00 5 Blades. Pkg.50 


BODS, CURTAIN—No. 8, H-in. Steel, Brasa Covered, 0c por 
foot; Steel, Brass Plated, 8c; No. 8881, 20e each; 

No. 8931, 20c; No. 8902. 10c; No. 8008, 20c; No. 9044 25c; 
Nv». 9080, 20c; No. 9088, 54-inch, 25c; 78-inch, 85c; No. 
9152, 25c; No. 9103, 54-incb. aOc; 72-inch, 50c. 


Old Type- 

Brownie . 

Pioneer . 

Pocket . 

Blades— 

6 Blades. H phg. 
12 Blades, Pkg_ 


1. 7, 8, set 
15, set . ..., 
25, set .. ... 
251, set .. ... 


Oillstte 

New Type — 

2 50 Standard, Bostonian, 

8.00 Richwood, Big Fellow— 


Each. 5.00 

.50 Gold Plated. 6.00 

1.00 Traveler . 7.50 

AntoStrop 

5.00 254S, set . 5.00 


6.50 600 B, Blades, pkg... 1.00 

8.50 600H B Blades, pkg.. .60 
5.00 


&BELS—Hose—No. 1 Wire, fl.65 each; No. 1, Wood, f3.26. 


REVOLVERS— 


Colts, Model Each 

Pocket Positive .30.00 

Police Positive ^ec...82.50 
Police Positive Tgt...35.25 

Army Special .84.00 

New Service.38.00 

Single Action.36.75 

Harrington A Richardson 

203, 223 .11.50 

203 ii. 223 B.12.00 

204, 224 .12.00 

204 B. 224 B.12.50 

263, 273 .12.50 

263 B, 273 B.12.75 

264. 274 .12.75 

264 B, 274 B.13.00 

Iver Johnson— 

800, 303, 323.14.50 

800 B, 803 B.14.50 

304 15.00 

RIFLES—--No. and Model- 
Daisy Air— Each 

25 5.25 

40 5.25 

3 . 3.15 

SO . 2.95 

11 . 2.35 

12 .2.00 

King Air— 

4 . 2.95 

5 . 3.15 

21 . 2.00 

22 2.35 

804 B .17.25 

823 B .17.00 

824 .17.00 

824 B .17.25 

343, 853 .17.75 

843 B, 353 B.18.00 

344, 354 .18.00 

844 B, 354 B.18.50 

864 B.19 25 

865 B .19.50 


Smith A Wesson— 

1905 Military Police.. 84.50 
Regulation Police ....32,50 
1903 Hand Ejector. ..30.50 
88 8. A W. Perfected.80.50 

1908 Military.35,00 

1911 Target .85.00 

New Departure 38. .. .30.50 
Marlin— Each 

20 TD—Octagon Brl. 18.50 
27 TD—Round Brl. . .21,80 
TD—Octagon Barrel. .24.55 
29 TD—Round Brl... 15.60 
1897 TD—Round Brl.22.75 
TD—Octagon Barrel. .24.80 
Remington— 


4 TD—Octagon Brl...l5.r4 


6 TD—Round Brl... 10.46 
8 A TD—Round Brl.. 73.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl.... 31.95 
14 A TD—Standard. .58.36 

TD—Carbine .57.25 

16 A TD—Standard. .44.61 
Savage— 

1899 250-3000 .60.00 

1899 TD, Feath'wt. . .55.00 

1899 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless.28.50 
Stevens— 

Little Scout . 7.50 

Crack Shot. 9.50 

Marksman.11.00 

Favorite .13.00 

70 TD, 22.19.00 

1919. .22 .26.75 


Winchester— 

86 TD, .33, Rd. Brl.. .66.00 
90 TD, .22, Oct. Brl.. .31.50 
Cal. 25-20, 32, 38, 44— 

92 SF Rd. Bbl.27.25 

92 SF, Oct. Bbl.39.50 

92 SF, Carbine, Rd...33.75 

92 TD. Rd. Bbl.52.00 

92 TD, Oct. Bbl.54.25 

Cal. 32-40, 38-55— 

894 SF, Rd Bbl.38.00 

894 SF, Oct. Bbl.41.00 

894 SF. Carbine. Rd..35.25 

894 TD. Rd. Bbl.52.75 

894 TD, Oct. Bbl.55.50 

894 SF, Rd. Bbl.40.25 

894 SF, Carbine, Rd. .87.25 
894 TD, Rd Bbl.54.75 

894 TD, Oct. Bbl_57.75 

30 Army, ,303 British, 80 

Govt. ’06, 35, 405— 

895 SF, Rd. Bbl.53.25 

895 SF, Carbine, Rd.. 53.25 
895 SF. Musket, Rd.. 57.50 

895 TD, Rd. Bbl_67.25 

902 SS. 22. Rd. Bbl.. 10.50 

903. 22, Rd. Bbl_45.00 

904 SS, 22. Rd. Bbl... 12.75 

905, 35, Rd. Bbl.50.50 

906, 22, Rd. Bbl.28.75 

906, Expert, 22, Rd...82.25 

907. 351, Rd. Bbl_61.75 

910, 401, Rd. Bbl_61.75 

52, Bolt Act., 22. Rd.. 70.00 
87, SS, Mskt., 22, Rd..58.75 

Prices are those suggested 
by the manufacturer and in¬ 
clude Government Excise 
Tax paid by the manufac¬ 
turer. 


RIVETS—Slotted Clinch, Coppered Steel—No. 50’i, 15c box.; 
lOO’s, 10c box. 


Copper—With Burr*— 


Size. 

% Lba. 

Lbs. 

Size. 

% Lbs. 

Lbs. 

7—St'r Lgths. 
8 

.80 

.55 

7—Asst. 

.80 

.55 

.30 

.55 

8 

.80 

.56 

9 

.80 

.55 

9 

.80 

.55 

10 

.80 

.55 

10 

.80 

.65 

12 

.30 

.55 

12 

.80 

.65 


Copper Iron, with Burrs—08 Asst., 30e, H-lb. box; 010, 35c. 


RIVETS—Tinners—in bulk, all sizes, 20c per lb.; 
Tinned, in bulk, 80c; Tinned, in papers, 8 oz., 80c; 12 os., 
40c; 14 oz., 45c; 1 Ib., 45c; IH lb., 60c; 2 lb., 75c; 2H lb. 
90c: 3% lb., $1.15; 4 lb., $1.30; 5 lb., $1.50; 6 lb., $1.75; 
7 lb . $2 00; 8 lb., $2.25; 10 lb., $2.75; 12 lb, $3.25; 14 
lb.. $3.75. 

Tubular Harness—508, per box, 20o; 1008, 85c. 


ROOFING—(See Paper). 


ROPE— Cotton— 

3-16 

% 

% 

H 

H 

% 

% 

1 

Ft. per lb. 

66 

45 

20 

12 

8 

6 

4% 

8 

Cents per ft... 

1 

1% 

3 

5 

8 

10 

17 

52 

Manila— 

3-16 

% 

% 

% 

% 

% 

% 

1 

Ft. per lb. 

70 

40 

24 

14 

8 

6.8 

4.9 

8.6 

Cents per ft.. . . 

% 

% 

1% 

2 

3% 

8% 

5 

7 

Sisal— 

Ft per lb. 

70 

40 

24 

14 

8 

6.8 

4.9 

8.6 

Cents per ft.. . . 

% 

% 

1 

1% 

8 

3% 

5 

6% 

Galv. Wire— 

Cents per ft.. . . 

1% 

2% 

4% 

7% 

. . . 


. . . 


Thimbles . 


5 

7% 

10 

15 

15 

20 

25 

Clips, Galv. . . 


7% 

10 

15 

20 

25 

85 

40 

CJlips, Jap’d . . . 


6 

7% 

10 

15 

20 

25 

30 

RULES—Boxwood 

—Lufkin, Stanley—No. 

171 

(36), 

60 c 

each: 


372 (36Mi), 85c; 386 (32). 90c; 388 (82%). $1-25; 465 
(69), 20c; 651 (68), 25c; 702 (18), 45c; 751 (61), 35c; 
761 (63), 45c; 762 B (7), $1.25; 771 (84). 
75c; 780 (62%), 95c; 781 (62), 95c; 861A (53%). 
95c; 862C (83%), $1.50; 871 (52), 85c; 881 (54), $1.00; 
8851 (66%), 70; 3861 (66%), 80c; 8881 66%), $1.7'- 
4883 (94). $3.00. 

Rules, Steel—No. 17, Blacksmiths’, 90c each; 041, Pocket, 
25c; 1131, 1141, Zig-zag, 65c; 1132, 1142, Zig-zag $1.25; 
1143. Zig-zag, $1.85. 

Rules, ZIG-ZAG—Lufkin, Stanley—No. 204, 75c each; 
206, 95c: 804F, 35c; 806F. 55c; 8518 (03), 30c; 8514 (04). 
35c; 8515 (05), 45c; 8516 (06), 60c; 8518 (08), 75c; 
8523 (403F), 25c; 8524 (404F), 40c; 8525 (405F), 45c; 
8526 (406F), 55c; 8613 (103), 80c; 8614 (104), 40c; 

8615 (105), 50c; 8616 (106), 60c; 8624 (854F), 40c; 8626 
(856F), 60c. 


SAWS—One Han—Cross-cut— 
Disstoa 


8H. ft. 


. 4.75 

4 ft. 


. 5.25 

4% ft. 


. 6.00 

6 ft. 


. 6.75 

6% ft. 


. 7.00 


Atkins Crosscut Nos. 61, 
same price as Royal Chinook. 



Ohiaoak 

Royal 

Clziaook 

5 ft. . 


r Tr - - 

SH ft. 

_8.50 


6 ft. . 

.9.25 

11.50 

51 .“: 

_10.50 

18.00 


14.00 

7H ft. 

....13,50 

15.35 

63. 646, 

and Simonda 

Palling. 


SAWS—Hand— 

4, 6, Simonda 
13 Disstoa or 69 Atkins 

18 inch . 2.95 

20 inch . 8.20 

22 inch . 8.50 

24 inch.8.80 

26 inch .4.xu 

28 inch . 4.45 

No 7. 7%. 8. 9 Simonds. D8 
Disston or 51 Atkins 

18 inch .2.85 

20 inch . .. 2.60 

22 inch . 2.80 

24 inch . 8.00 

26 inch . 8.15 

28 inch . 8.60 


No. 10 Simonds or 7 Disstoa 

18 inch . 2 10 

20 inch . 2.25 

22 inch . 3.50 

24 inch. 2.60 

26 inch . 2.75 

28 inch . 3.25 

No. 130 Disston or 4 Simonds 

36 inch. 6.20 

38 Inch . 0.60 

No. 113 Dlastoa 

36 inch . 5.35 

28 inch . 5.60 

No. D 100 or No. D 30 
Disston 

36 laeh. 4.S5 

38 iaeh . 4.85 


SAWS— 10-in, 12-in. 14-in, 16-in. 

Back, No. 4. 2.25 3.50 8.00 8.25 

Compass, No. 2.75 .75 .80 .85 

Compass, No. 30.45 .46 .45 .45 

Kitchen, No. 0. .70 .75 .80 

Butcher— 18-in. 20-in. 22-in. 24-in. 36-'n. 

No. 6 . 3.50 8.50 8.75 3.75 4.00 

No. 7 . 2.50 2.75 2.75 3.00 _ 

No. 70 . 1.75 1.85 2.00 2.10 

Panel- 

No. 7 . 2.00 2.25 2.50 2.75 .... 

No. 8 . 2.50 2.75 8.00 _ 

No. 12 . 8.00 8.25 3.50 8.75 _ 

No. 091 .95 1.00 1.10 1.35 _ 

Plymouth. 2.25 2.85 2.50 .... .... 

BUCK—No. 40, $2.00; No. 802, $1.75; No. 617. $1.85; No. 
618. $1.85; No. 623, $2.00; No. 677. $2.65. 

Blades—No. 4, 4B, 66, 75c; No. 77. $1.25. Rods, 30c. 
Coping—No. 100, 80c; No. 110, 45c. 

Keyhole—No. 5. 45c; No. 95, 75c. 

Pruning—Disston No. 4, 16-in., $1.75; 18-ln., $1.85: No. 
60, 12 in., $1.15; 14-in., $1.25; No. Ill, $2.35. 

SAW CfLAMPS—No. 8, $2.50; 0, $1.86. Perfection, No. IW. 
$2.50; No. 8W, $3.25; No. 2W, $8.60: No. 11, with Guide. 
$3.25; Bishop’s No. 750, 86c; Steams* No. 105, $3.75; No. 
300, $1.75; N38, $3.36; No. 8, Disston,^4.50. 

Digitized by OOQ iC 
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BBTAXL 8EL1JKO PB10Bfr--OoiitliUMd. 


SAW 8BTS— 

201 OS P. 1.50 

Spee. Morrill.2.00 

105 Morrill.60 

1 Morrill.2.00 

10 . 1.20 

77 1.00 

SAW TOOLS— 

Olippor Oatfit.76 

Morrill’s Rskor Osogo— 

No. 1. 1.50 

No. 6.2.25 

No. 9. 2.50 

Atkins Rskor Swsgs.. .45 

5-M Tooth Oaugo.25 

Jointors Pikos Porf... .75 
Jointors No. 7 Stoma. .70 


X CUT— 

Morrill No. 8. 1.80 

Baker No. 8.2.86 

Colonial. 1.40 

7 Taintor . 2.00 

28 Triumph . 1.65 

Hammer .85 

LoTor . 25 

Morin No. 2. 4.75 

Morin No. 2% . 6.00 

Morin No. 8. 2.00 

Sotting Tool Disston— 

No. 100.80 


No. 4 Sotting Blocks— 

No. 4 Blocks, Morin.. 1.85 
Swages No. 0 Disat... 4.75 
Swages, Whitings. .. . 1.00 


Atkins, Rex . 1.00 

Atkins. Excelsior.85 


SCALES—Family, testing without scoop, $3.00; with scoop, 
$3.75; Peddlers' glass sash, $5.25; glass sash with chains, 
$5.75; brass dial, $H.75; brass dial with chains, $7.00. 

Spring Balance, No. 50, 20c each; 51, 40c; 84, $1.25; 86, 
$3.75; 87, $7.00. 


SCISSORS—Cast—No. 10. 60c each; No. 44. 7% inch. 60c; 
inch, 65c; 240, 4 inch, 25e; 4^ inch, 80c; 255, 4 inch, 

30c; 4 Vi inch, 35c; 5 inch, 35c; 5V^ inch, 40c; 6 inch, 45c; 

320, 85c; 350, 75c. 

Wise—No. 14 B H. $1.45 eech; 54H. 95c: 55, $1.00; 
55V4. $1.05: 66. $1.10; 56H, $1.15; 57, $1.20; 154H, 
$1.15; 155, $1.20; 1554, $1.25; 156, $1.30; 1564. $1.35; 
157, $1.45; 364. $1.20; 8644. $1.25; 365, $1.30; 366, 
$1.45; 463, $1.05; 4634, $110; 464, $1.15; 573, $1.45; 
573%, $1.60; 5744, $1.70; 663, $1.45; 6634, $1.60; 664, 
$1.70; 763. $1.05; 7634. $110; 764, $1.15; 7644, $120; 
765. $1.25; 7654, $1.30; 766, $1 .d5; 773, $1.15; 7734, 

$1.20; 774. $1.25; 814, $1.25; 8144, $1.30; 815, $1.35; 

8154, $1.40: 816, $1.50. 


SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 
3, $2.25; 4. $2.35; 5, $2.45; 6, $2.55; 7, $2.65; 8, $2.75; 
9. $2.85; 10, $3.00. 


SCREENS—Adjustable^Window—Wabash, Wood Frame, 15x 
33. 80c; 18x33, 90c; 24x33, $1.15- 30x33, $1.45; 24x37, 
.«1.25: 28x37, $1.50. 

Sherwood Steel Frame—18x33, *1.20; 24x33, $1.35; 24x 
37, $1.50; 30x37, $1.75. 

SCREWS— 

Machine—Brass, Flat or Bound Head— 


Prices shown are for hill gross packageu. For price of 
one dozen, use one-tenth of the full package price shown. 


Size— 


4-in. 

4-in. 

4-in. 

4-in. 

1-in. 

2. 


. .20 

.25 

.30 

.35 


4. 


. .25 

.30 

.85 

.40 

.45 

6. 


. .30 

.35 

.40 

.45 

.55 

8. 


.50 

.55 

.60 

.70 

.80 

10. 


. .70 

.75 

.90 

1.00 

1.25 

12. 


.90 

i.oo 

1.15 

1.25 

1.50 

14. 


. 1.15 

1.30 

1.50 

1.70 

2.00 

16. 


. 1.75 

1.95 

2.10 

2.30 

2.65 

18. 


. 2.20 

2.50 

2.75 

2.95 

8.45 

20. 


. 2.75 

3.00 

3.30 

3.60 

4.20 

Size. 



1 4 -in. 

14-in. 

1 4-in. 

3-in. 

4. 



. .50 

.70 



6. 



. .75 

.90 

i.is 

i.40 

8. 



. .95 

1.15 

1.40 

1.65 

10. 



. 1.40 

1.60 

1.85 

2.10 

12. 



, 1.75 

1.95 

2.25 

2.55 

14. 



. 2 25 

2.50 

2.80 

3.10 

16. 



. 3.00 

3.30 

8.75 

4.20 

18. 



. 3.80 

4.15 

4.65 

5.15 

20. 



. 4.80 

5.40 

6.00 

6.60 

Iron— 

Flat 

or Round 

Head— 




Size. 


4 in 

4-in. 

4 in. 

4in. 

1-in. 

2. 


.20 

.20 

.20 

.20 


4. 


.20 

.20 

.20 

.20 

.25 

6. 


. .20 

.20 

.25 

.25 

.30 

8. 


. .25 

.25 

.30 

.80 

.85 

10. 


.35 

.35 

.40 

.45 

.50 

12. 


.40 

.45 

.45 

.50 

.55 

14. 


.50 

.50 

.55 

.55 

.65 

16. 



.65 

.65 

.70 

.80 

18. 




.90 

.95 

1.05 

20. 





1.15 

1.25 

Size. 



14-in. 

1 4 -in. 

1 4-in. 

2 in. 

4. 



. .30 

.35 



6. 



. .35 

.40 

.*50 

.60 

8. 



. .40 

.45 

.55 

.65 

10. 



. .60 

.70 

.80 

.90 

12. 



. .65 

.75 

.85 

.95 

14. 



. .75 

.85 

.95 

1.15 

16. 



. .90 

1.10 

1.30 

1.55 

18. 



. 1.25 

1.50 

1.70 

1.90 

20. 



. 1.50 

1.70 

1.90 

2 10 

Prices 

shown are for 

dozen lots. 

For price of one 

only, 

use one-tenth 

of the dozen price sho 

wn. 



CAP— 

U. S 

S. Thread—Iron— 




Length 


4-in. 

5-16-in. 

4-in. 

7-16-in. 

4-in. 

4 . . . . 


.25 

.25 

.30 

.35 

.45 

4 .... 


.25 

.25 

.30 

.35 

.45 

1 .... 


.25 

.25 

.30 

.40 

.45 


14. 

14. 

14. 

2 . 

24. 

24. 

3 . 

34. 

4 . 

Length 

1 . 

.. .25 

.30 

.30 

.30 

.35 

.40 

.45 

.30 

.30 

.30 

.35 

.40 

.45 

.50 

H-In 

. .70 

14. 


. .70 

14. 


. .75 

14. 


. .80 

2 . 


. .85 

2 4. 


. .90 

2 4. 


. .95 

3 . 


. 1.10 

34. 


. 1.25 

4 . 


. 1.45 


.30 

.45 

.50 

.35 

.45 

.55 

.35 

.50 

.60 

.40 

.50 

.60 

.40 

.55 

.65 

.45 

.55 

.70 

.55 

.60 

.80 


.70 

.90 


.80 

1.00 

%-in. 

%-in. 

1 

.90 

1.30 


.90 

1.30 


.95 

1.80 


1.00 

1.45 

i’.65 

1.10 

1.55 

1.80 

1.20 

1.65 

1.95 

1.25 

1.70 

2.10 

1.45 

1.90 

2.45 

1.70 

2.15 

3.75 

1.95 

2.40 

2.10 


CAP—S. 

A. E. Thread, 

Steel— 




Length 

4-in. 

5-16-iB. 

%in. 

7-16-1*. 

H-lm. 

4. 

... .25 

.30 

.35 


% . 

.30 

.30 

.35 

.50 

.55 

1 . 

... .30 

.35 

.40 

.50 

.55 

14. 

.30 

.35 

.40 

.55 

.60 

14. 

.35 

.40 

.40 

.60 

.65 

14. 

... .35 

.40 

.45 

.65 

.70 

2 . 

.40 

.45 

.50 

.70 

.75 

2 4. 

.45 

.50 

.50 

.75 

.80 

24. 

... .50 

.55 

.55 

.80 

.85 

24. 

... .55 

.60 

.60 

.85 

.90 

3 . 

... .60 

.65 

.65 

.90 

.95 

84. 

.65 

.70 

.80 

1.00 

1.10 

4 . 

... .70 

.80 

.90 

1.10 

1.25 

Length 



9-16-in. 

%-in. 

4-im. 


1 . 

14. 

.85 

. 90 



14. 

.95 

1.10 

1 25 

l\ . 

.95 

1 15 

1.30 

2 '. 

. 1.00 

1.25 

1.40 

24. 

. 1.15 

1.30 

1.50 

2 4. 

. 1.25 

1.40 

1.60 

24. 

. 1.30 

1.50 

1.75 

3 . 

. 1.40 

1.60 

1.85 

34. 

. 1.60 

1.90 

2.15 

4 . 

. 1.80 

2.10 

2.45 


SET—Square Head, V or U. S. S. Thread— 

Prices shown are for dozen lots. For the prieo •• one 
only, use one-tenth of the dozen price shown. 


Length 


4-in. 

6-16-in. 

4-in. 

7-16-i*. 

4-In. 

4. 


.15 

.15 

.20 

.25 

.25 

4. 


.15 

.15 

.20 

.25 

.25 

%. 


.15 

.20 

.20 

.25 

.25 

1 . 


.15 

.20 

.20 

.25 

.30 

14. 


.20 

.20 

.20 

.25 

.30 

14. 


.20 

.20 

.25 

.30 

.35 

14. 


.20 

.25 

.25 

.35 

.40 

2 . 


.20 

.25 

.30 

.40 

.45 

24. 


.25 

.30 

.35 

.45 

.50 

24. 


.30 

.35 

.40 

.50 

.55 

3 . 


.35 

.40 

.45 

.60 

.65 

84. 





.65 

.80 

4 . 

Length 



%-in. 

4’-in. 

.70 

4-in. 

.90 

1-i*. 

4. 



.35 




%. 



.40 




1 . 



.45 

.70 


.... 

14. 



.50 

.80 

iiis 


14. 



.55 

.85 

1.20 

L60 

14. 



.60 

.95 

1.80 

1.75 

2 . 



.65 

1.00 

1.40 

1.90 

24. 



.70 

1.05 

1.50 

2.00 

24. 



.75 

1.10 

1.60 

2.20 

3 . 



.90 

1.25 

1.80 

2.45 

34. 



.95 

1.40 

2.00 

2.75 

4 . 



1.10 

1.60 

2.25 

8.00 

Prices shown 

are for 

full grosa 

packagea. 

For T 

)rice 9t 


one dozen, use one-tenth of the full packages price shown. 
WOOD—Steel, Flat or Round Head— 


Size. 


4 -in. 


%in. 


4 in. 4-in. 


4-in. 4-in. 


1-in, 


0 to 2 

. .25 

.25 






8. 

.25 

.25 

.25 

.25 

.25 

.30 

.30 

4. 

. .25 

.25 

.25 

.25 

.30 

.30 

.30 

5. 


.25 

.30 

.30 

.30 

.30 

.30 

6. 


.30 

.30 

.30 

.30 

.35 

.35 

7. 


.30 

.30 

.30 

.35 

.35 

.35 

8. 


.80 

.35 

.35 

.35 

.35 

.40 

9. 


.35 

.35 

.35 

.35 

.40 

.40 

10. 



.40 

.40 

.40 

.40 

.40 

11. 



.40 

.40 

.40 

.45 

.4.5 

1?. 



.45 

.45 

.45 

.45 

.50 

18. 




.45 

.50 

.50 

.55 

14. 




.45 

.55 

.65 

.60 

15. 





.60 

.60 

.70 

16. 





.65 

.70 

.90 

17. 






.. . 

.95 

18. 







1.00 

20. 







1.25 

Size 

*14-in. 

1 4-in. 

14-in. 

2 in. 

2 4-in. 

2 4-in. 

8-ia. 

3. 

. .30 

.35 


• • • 


• • • 

.. . 

4. 

.85 

.40 


. . . 

.. . 

.. • 

.. . 


Digitized by 


Google 
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OOD 
5. . 

SCREWS— 
.35 

-Continued 

.40 

.45 

.50 

RETAIL 

.55 

SELLDXQ 

.70 

6. . 

.40 

.40 

.50 

.55 

.60 

.70 

1.05 

7. . 

.40 

.45 

.50 

.55 

.60 

.75 

1.05 

8. . 

.40 

.45 

.65 

.60 

.65 

.80 

1.10 

9. . 

.45 

.50 

.55 

.60 

.65 

.80 

1.15 

10. . 

.50 

.50 

.60 

.65 

.'lO 

.85 

1.15 

11. . 

.50 

.55 

.60 

.65 

.75 

.90 

1.15 

12. . 

.55 

.60 

.65 

.70 

.80 

.95 

1.15 

13. . 

.60 

.65 

.70 

.80 

.85 

.95 

1.20 

14. . 

.65 

.70 

.80 

.85 

.95 

1.00 

1.25 

15. . 

.75 

.80 

.95 

.95 

1.10 

1.15 

1.35 

16. . 

.90 

1.00 

1.05 

1.10 

1.25 

1.30 

1.50 

17. . 

.90 

1.15 

1.25 

1.20 

1.35 

1.50 

1.70 

18. . 

_ 1.15 

1.35 

1.40 

1.50 

1.60 

1.65 

1.95 

20. . 

- 1.40 

1.50 

1.60 

1.70 

1.85 

2.05 

2.25 


Round Head, Bhied—Sell at 10 per cent advance over 
prices shown for Flat Head Bright. 

SAFETY SET—(Bristo) — 

^-inch, 10c each; 5-16, 10c; %. 10c; 7-16, 10c; 

%, 15c; 20c; %, 25c: l-inch. 85c. 

SCREWS—Lar—Gimlet Point. Square Head—80% below. 


12Hc; 


5-16 in. 
10 100 


%in. 
10 100 


i.. 

^•in 
10 100 


%in. 

10 100 


^-in. 

10 100 


1 

.25 

1.90 

.. . . 




... - 




1%. 

.25 

1.90 




.... 

. . * . 

, . . . 



IH. 

.25 

1.90 

.30 

2.30 



... * 

t T “ - 

- - 


1%. 

.25 

2.10 

.30 

2.50 

.... 




... * 

T . T * 

3 

.25 

2.10 

.30 

2.55 

.45 

8.50 

.60 

5.00 

I “ - - 


2%. 

.25 

2 25 

.35 

2.75 

.45 

8.80 

.65 

5.50 


- - 

8 

.30 

2.40 

.35 

3.00 

.50 

4.10 

.70 

5.95 

1.66 

8.40 

8%. 

.80 

2.60 

.40 

3.20 

.55 

4.45 

.75 

6.40 

1.10 

9.00 

4 

.35 

2.75 

.40 

3.40 

.55 

4.75 

.80 

6.80 

1.15 

9.60 

4%. 

.35 

2 95 

.45 

8.65 

.60 

5.00 

.85 

7.25 

1.25 

10.20 

6 

.40 

3.10 

.45 

3.85 

.65 

5.35 

.90 

7.65 

1.30 

10.80 

6%. 

.40 

3.25 

.50 

4.05 

.70 

5.65 

1.00 

8.10 

1.40 

11.40 

6 

.40 

3.45 

.50 

4.30 

.75 

5.95 

1.05 

8.50 

1.45 

12.00 

6H. 



.55 

4.50 

.75 

6.25 

1.10 

8.95 

1.55 

12.60 

7 



.55 

4.70 

.80 

6.55 

1.15 

9.35 

1.60 

13.20 

7H. 



.60 

4.95 

.80 

1.65 

1.20 

9.80 

1.65 

13.80 

8 



.65 

5.20 

.85 

7.20 

1.25 

10.20 

1.70 

14.35 

9 





.95 

7.80 

1.35 

11.05 

1.85 

15.55 

10 . 



• . • 


1.00 

8.40 

1.45 

11.90 

2.00 

16.75 

12 . 





1.15 

9.60 

1.65 

13.60 

2.30 

19.15 


Remington. Repeating—lOA, $60.92 
$83.25; lOCR, $94.58; 11 A, $75.50; 
$92.03; IICR, $103.36; 17A, $60.90. 
Winebester— 

97 SF. 12 Ga., Stand. 49.00 
97 TD, 12 Ga.. Std.. 53.25 
97 TD, 12, Tourn... 84.00 

97 TD, 12, Trap_105.00 

97 TD, 12. Pigeon. .. 199..50 

11 TD, 12. Stand_ 65.75 

Prices are those sutTgested by the 


lOAB, $72.25; lOC, 
llAR, $86.83; HO. 


11 TD, 

11 TD, 

12 TD, 
12 TD. 
12 TD, 
12 TD, 


elude Government Excise Tax paid by 


12. Trap_122 50 

12, Pigeon. . .266.00 
12, 16, 20 St. 61.50 
12, 16, 20 Tu. 90.75 
12 16 20 Tp.111.00 
12 16 20. Pg.212.00 
manufacturer and in- 
the manufacturer. 

SHOVELS—D or Long Handle, Bnund or Square Point—Plain 
Back Black—4th Grade, $1.65 each; Carter's, $2.00; Ames. 
$2.35. 

Plain Black Polished—4th Grade, $1.65 each; Carter’s, 
$2.15; Ames, $2.50. 

Riveted Strap Back Black—Ames, $2.25 each. 

Riveted Strap Back Polished—4th Grade, $1.65 each; 
Ames, $2.35. 

Solid Socket—Maynard—Black, $2.50 each; Polished. 
$2.65. 

Fire, Sheet Steel—Jnmbo, 85e each; 64, Japanned, SOe; 
56. Japanned, 25c; 280, Galvanized, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.85. 
Maynard Patr., $2.60; Gennine Mayn, $2.75r Chester, $2.00. 


SLEDS—Hand and Coaatei^— 

Raeer. 

. 6.76 

Flexible Flyer— 
No. 1. 

.. 4.25 

Piro Ply— 


No. 2 . 

.. 5.00 

No*. 0. 

.2.76 

No. 8. 

. . 6.50 

No. 10. 

. f.25 

No. 4. 

. . 7.00 

No. 11. 


No. 6. 

. . 0.50 

No. 12. 


Jr. Racer. 

SMOOTH-ON—75c lb. 

.. 5.50 

Raeer. 


SOLDER—H and %, 

45c lb.; 

No. 1. 90-100, 

45e; Wiping. 


40 60. 50c; Wire, 50-50, 45c; Electrical Wire, 40-60, 55c. 

SPARKERS—Red Seal»No. A141, $t.00; A15S, $3.65; Aie2. 
$4.35. 

SPORTING AND ATHLETIC GOODS 

(Prices supplied by courtesy Wright A Ditson Victor Co.) 


SCREW DRIVERS—Machinists’, No. 51, 50c each; 51 85c; 

52, 85c; 52 $1.25; 53, $1.15; 53H. $1.65; 54. $2.65; 

range, 15c; 10c hill .sheet. 

Yankee Ratchet—No. 11, 2-inch, 75c each; 8, 95c; 4, 
$1.00; 5, $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12. $1.15; 
15. 2-inch, 85c: 3, 90c; 4, 95c; 5, $1.00. No. 80, $3.50; ' i, 
*4.75; 35. $2.65; 60, $1.15; 130, $4.00. 


SCTIEW DRIVERS—G. A P. 1%. 40c; 8, 40c; 4, 50c. 
SCYTHES—Bush— Grass— 


No. 

400 . 

Each. 

, 2.50 

No. 

200 . 

Each. 

.2.50 

450 . 

2.86 

250 . 

.2.36 

Weed— 


100 . 

..2.50 

800 . 

, 2.50 

150 . 


850 . 

. 2.35 



SHEARS—Bench—P. S. 

A W — 

-No. 4. $15.00; 

No. 5, $13.00; 


No. 6, $11.00. 

SHEETS. IRON—Galvanized—10 to 16. 11 ^c; 18 to 24, 

12c; 26 to 27, 12M:c; 28. 13c; 30, 14c. Bla k, 12 to 16, 
10c lb.; 18 to 28, He. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd., 28 Ga., $8.25; Galv., 26, $12.00; 28, $10.50, 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 37, 28, 80 
gauge, cut, 12c; 9o full sheet. 

Galvanized Flat. 12-14, 16, 18-20, 22-24, 26, 27. 28, 80 
gauge, cut, 14c; 11c full sheet. 

SHIELDS—Lag Screw — Expansion — 8EBCX)—Per hundred 


list. 

8-16 Inch. 


H . 

.88.00 

% . 


% . 

.45.00 

5-16 . 


% . 

.65.00 

% . 

.25 00 

% . 

.95.00 

7-16 . 

.32.00 

1 . 



SHINGLES—Tin, 6x7, $8.00; 7x10, $6.00, 


SHOT—Air Rifle, bulk. 20c lb.; 4 and 5-os. tubes, lOo tube. 
Balls, Nos. 0, 00. 000. 20c lb. Buck Nos. 1, 2, 3, 20c lb. 
Drop. Nob. i to 12, B. BB. BBB. 20c lb. Chilled, 8 to 9, 20e. 

SHOTGUNS—.Note: E signifies Automatic Ejector: NE, signi¬ 
fies Non-Ejector; SF signifies Solid Frame; TD signifies 
Take-Down. 

American Double Barrel—Hammer, $28.00; Hammerless, 

$34.no. 

Fox, Double Barrel—Grade A —NE. $68.50; E. $82.00. 
Grade C—E. SinH.Oo. Stirlingworth—NE, $55,00; E, $67.50. 
Trai*—E. $loo.(>o. 

Ithaca Double Barrel—Gr.ade 1—NE, $59.00; E, $70.00, 
Field — .\'E. $48 00 ; E. $6.',.oo. 

Ivor Johnson, Single Barrel—Champion—NE, $13.00; E, 

$14 00, E. Rib. 816 00. 

L. C. Smith. Double Barrel—Field—NE. $ 54 . 60 ; E. $67.50. 
Kultr.n— NE. 42 5n. Lb-al- XE. $67.50; E. $80.00. 

Stevens, Single Barrel—105, $13.00; 107, $14.00; 181, 

$22 50 . 

Stevens, Double Barrel—215, $27 25; 235. $32.00: 315, 
$33.00; 335, $37.00; 3 15. $42.00; 520, $56.00. 


BASEBALL GOODS— 

Major League Baseballs, $2.00; Junior League Baseballs, 
$1 .50; Special League Baseballs, $1.75; Lowest Quality, 15c. 

Major I,eague Catchers’ Mitts, highest quality, $16.50; 
lowest quality, $1.00. 

Major League Basemen's Mitts, highest quality, $10.00; 
lowest quality, $1.00. 

Major League Fielders’ Gloves, highest quality, $10 00; 
lowest quality, 75c. 

Player’s Model Bats. $2.50; lowest quality, 25c. 

CTiest Protectors, $10.00. 

Jack Strops, 50c. 


TENNIS GOODS— 

Tennis Racket, highest quality, $15.00; lowest quality. 

$ 3 . 00 . 

Championship Tennis Balls, 60c; Practice Tennis Balls, 
25c. 

Tennis Net, highest quality, $25.00; lowest quality. $4.00. 
Tennis Reels, $1.50. 

Racket Cases, Canvas, $1.50; Felt, $1.00. Racket Press. 


Racket Restringing, English Gut, $5.00; American Gut. 
$4 .00; jB))aneBe Gut, $2.25. 

GOLF GOODS— 

Golf Balls, highest quality. High Power, $1.00: Medium 
Power. 75c; lowest quality, 65c. 

Golf Clubs, Standard Woods, $6.00; Standard Irons. $5 00. 


TRACK AND FOOTBALL— 

Javelins, Official, $9.00. 

Discus, Official, $14.00. 

Vaulting Poles, 16-foot, $15.00; 14-foot, 15.00; 12-fool. 
$ 12 . 00 . 

American Football. Official, $10.00; lowest quality. $2.00. 
Soccer Football, Official, $12.00; lowest quality, $3.50. 
Athletic Jerseys, $4.00. 

Running anirts, 50c. 

Running Pants, 75c. 

GYMNASIUM AND PLAYGROUND— 

Basket Balls, Official Indoor, $15.00; lowest quality, $4.50. 
Official Outdoor, $13.50. 

Play Ground Balls, 12-inch Outseam. $2.00; 14-inch Out- 
seam. $225; 12-inch Regular Seam, $1.75; 14-inch Regular 
Seam. $2.00; Children’s. 25c. 

Pl.ay Ground Ball Bats. $1.00. 

Hand Balls, 1 "4.-inch, 40c; 2^-inch, 50c. 

Volley Balls. Official, $7.56; lowest quality. $4.00. 

Boxing Gloves, 10-oz. best, $17.00; 8 oz. best, $14 00: 
6-07. best, $10.00. 

Striking Bags, best, $10.00; lowest quality, $3.50. 
SPRAYERS—Myers’ Bucket Pump, 8 lbs.. $8.75 each: 6 
lbs., $5,75. Hand—Faultless, 60c each; Misty. 70c: Knap 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 


SPRAY PUMPS—Faultless Tin, 75c each; Barnes No. 254 
$8.00; Barnes, 276. $12.30; Little Giant. 827 $7.25; Acme 

Pressure 345, $9.00; Defiance, No. 324, $10.00. 
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HARDWARE WORLD 

RETAIL SELLIKO PaiOE&—Oontinnad. 


SPRINGS. DOOR—Perfect. No. 1. 10c each; 2. 10c: 8. 10c; 
4, 10c; 6, 15c. Faultleii, No. 168, 45c each. Victor, No. 
No. 160, 20c each; 161, 25c; 162, 35c; 164, 50c. Reliance, 
No. 270, 60e each. Warner’i, No. 8, 25o each. Torrey, No. 
2, 40c each. 

SPRINKLERS. LAWN— 

Perforated Tube. Dew Drop. 7 feet long, braM, $8.25 each; 
8 feet, $8.65; 8 feet, galvanized, $2.85. 

PluTiuB—Reyolving Braaa Spoon, $1.15 each; ReTolTing 
Anna, 0-inch, $1.35; ReyoWing Anna, ll inch. $2.50. 

Ring—5^ inch diameter, 75e each; 8^-inch. $1.25. 

Rose—S inch perforated oblong plate apray, $1.00 eneb. 
SPRINKLERS, LAWN—Continued— 

Robs —Perforated oblong plate spray, 90c each. 

Thompson's—Twin, 40c each; Fountain, 50c; Pan, 25c; 
Simplex Circle, 40c; Shower, 50c; Peerless, 55c. 

Will's Galvanized Pipe—4 feet. $1.50 each; 6 feet, $2.25; 
7 feet. $2.75; 8 feet, $3.00. 

SQUARES—Steel—No. 3. $2.25 each; 14, $2.00; 100, $2.50. 
Blued—No. 1, $3.00; 100, $3.25. 

Take Down Rafter—No. 100, Polished, $4.55; Nickeled, 
$5.00; Blued, $5.60. 

65c; 6 in., 85c; 8 in., 95c; lO-in., 
60c; 6 in., 80c; 7 Vi-in., 85c; 9-in., 


Valley, No. 4, 6o per ft.; 10. 10c; 14. 17o; 20, 25c. 
Painted 1 side, le foot extra; two aides, 2c. 

Flashing IC, 1x1, $3.00 per 100 feet; %xl, $8.00. 

Shingles—5x7, 35c dozen. 

Valley—14-inch, 13c per foot, $11.50 per roll; 20-inch, 20c 
per foot, $18.00 per roll. 

TIRES— Gray 


Mitre—No. 1, 4 in., 

$1.25. No. 2, 4 Vi in., 

$1.10: 12-in., $1.50. 

N. P.—No. 3, $3.00; 12. $1.75. 



Cord 

Super Cord 

Red 

Brown 


Tiro 

Tubes 

Tubes 

Tubes 

30x3 . 

. . 16.50 

2.65 

2.25 

1.80 

30x3*4 (4 ply). 

. . 17.50 

* 2.90 

2.45 

2.00 

30x3 4. 31x4. CL, 6 ply. . 

. . 26..50 

3.60 

2.95 

2.65 

32x3 Vi. 

, 27.50 

3.20 

2.60 

2 25 

31x4 SS . 

. 30.50 

3.60 

2.95 

2.65 

32x4 . 

. 31.50 

3.90 

3.25 

2.75 

33x4 . 

. 32 50 

4.05 

3.35 

2.85 

34x4 . 

. 33.50 

4.20 

8.45 

3.05 

32x4 *4. 

. 38.50 

4.95 

4.00 

3.40 

33x4*4. 

. 40.00 

5.10 

4.10 

3.60 

34x4 *4. 

. 41.50 

5.25 

4.20 

3.75 

35x4 *4. 

. 43.00 

5.40 

4.30 

3.85 

36x4 V4. 

. 44.50 

5.55 

4.40 

4.05 

33x5 . 

. 55.00 

6.20 

5.25 

4.35 

35x5 . 

. 57.50 

6.50 

5.50 

4.55 

37x5 . 

. 60.00 

6.80 

5.75 

4.65 


TOGGLE BOLTS—Sebco No. 1—Per hundred list. 

—Diameter 


4 

.55 

.80 


12 
14 

20 . 

STAPLES—Fence Wire—Polish 
Poultry Wire, %-inch, 18e lb. 

STONES—Corborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 
109, $1.75; 110, $2.00; 111 $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 21, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 45, 50c; 

146, 50c: 147. 50c. 

Pike’s Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37. 25c: 40, 25c; 42. 85c; 
48, 50c; 51, $1.00; 52, $1.25; 53. $1.50: 54. $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60. $1.75; 62, $2 25; 66. $2.75; 
68, 3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94 60c. 

Pike’s Scythe—No. 89, 15c each; 40. 15c; 41. 15c: 42. 20c. 
STRIP—Weather—Rubber, Vi-inch, 5c ft.; %-inch 7c ft. 

Felt. Vi-inch, 5c ft.; \-inch, 10c. 

SWEEPERS. CARPET—BisseH’s American Queen, $6.75; Club, 
$12.00: Elite, $7.50; Gold Me.Lal, $0,25; Grand Rapids 
(Nic.), $6.00; Grand Rapids (Jap.). $5.50: Grand (Jap.), 
$7.50; Parlor Queen. $7.00; Prinoess. $6.25; Prize, $6.25; 
Universal (Nic.), $5.75; Universal (Jap.), $5.25. 

Vacuum—Superba, $13.00; Grand Rapids, $11.00; House- 
hoiw $9.00. 

On account of the freight, retail prlcea 50 cents higher 
will prevail In the following Western and Sonthem States: 
Oolo., New Mex.. Wyo., Mont., Ore., Utah, Arlx., Nev., Ida., 
Wash., Calif., Tex.. Okla., Ark., La., Miss., Ala.. Fla., Ga., 
N. C. and 8. C. 

SWEEPERS, TOY—Little Daisy, 25o (80c in west and south); 
Little Queen. 50c. 

TACKS—Bill Posters’—No. 8. 25c lb.; 4. 25c; 6. 25c; 8, 25c. 
Carpet—Cut. Vi-lb. papers—No. 4. 10c: 6, 10c; 8, 10c; 
10, 10c: 12. 10c. Wire. H-lb. papers—No. 3. 10c box; 

4 . 10c; 6. lOo; 8. 10c: 10 10c; 12, 10c. Wire in bulk— 

No. 8. 80c lb.: 4, 30c: 6. 80c; 8. 30c: 10. 30c. 

Gimp—Vi lb. box, 2V4. 10c; 8, 10c; 4, 10c. V4 lb., 6, 10c; 

8, lOc 


6 

8 

10 

12 

Length— 

-in. 

316-in. 

V4*in. 

.85 

1.00 

1.25 

1.55 

3-inrh . 

. 6.00 

8.00 

12.50 

.90 




3 Vi-inch . 

. 6.25 

8.00 

9.00 

.85 

i.is 

i.35 

i.65 

4 . 


8.50 

13.80 

d, 10c 

lb.; 

galvanised. 

lOe. 

5 . 

. 7.50 

9.25 

14.30 




6-inch . 

. 8.00 

10.00 

15.00 


Sebco No. 5—With either round or flat bead machine 

—Diameter 


Length— 

Vi-in. 

3-16-in. 

V4-in. 

3-inch . 

.2.65 

3.15 

3.50 

4-inch . 

. 2.97 

3.50 

8.85 

5-inch . 

. 3.35 

3 85 

4.20 

6-inch . 

. 8.67 

4.20 

4.55 

TORCHES—CHayton A Lambert- 

—Alcohol—No. 

14, $3.75 

each; 


Upholsterera—Cut, 
10c: 8. 10c: 4, 10c. 


H lb. papere—No. 1V4, 10c box; 2, 


V4 lb.. 6, 10c; 8. 


lOc; 10, 
4. 30c; 


10c: 12 to 
6, 30c; 8, 


16, 10c. Cut, in bulk. No. 3, 30c lb.; 

30c; 10. 30c: 12. 30c. 

Double Pointed—Blued. % lb. papers. No. 9, 5c box; 10, 
5c; 11. 5c; 12. 5c. Blued in bulk. No. 9, 30c Ib.; 10. 30c; 
12. 25c. • 


APES. 

MEASURING—(Lufk 

in) —(Starrett) — 



Asses’ Skin 


Steel 


No. 

Each 

100 . . . . 


. 5.00 

710 . 


103 .... 


. 7 75 

713 


200 . . . 


. 5 50 

715 . 

. 1,10 

203 . . . . 


. 9.00 

716 . 

. 1.25 

205 . . . . 


.13.00 

730 

85 

206 .... 


.16.00 

733 ! 

. 1.10 

240 . . . . 


. 4 35 

735 . 

. 1.40 

243 . . . . 


. 5 25 

736 . 

. 1.65 

245 .... 


. 7.00 



246 . . . . 


.9.00 


Metallic 

260 . . . . 


. 4 85 



263 . . . . 


. 5.85 

500 . 


265 . . . . 


. 7.50 

503 . 

. 4.00 

266 . . . . 


.10.00 

505 . 

. ..85 

550 . . . . 


. 4 no 

506 . 

. 6.35 

55.3 . . . . 


. 4.85 



555 . . . . 


. 6 .35 


Pocket 

5.56 .... 


. .. .. 8.25 

148 

.80 

12 to ... 


. 4.00 

145 . 

. 1.00 

12 13C . . 


. . . . 5.0C 

165 . 

.20 

12flO . . . 


! ! . . . 4 50 

3143 

.50 

1263 . . . 


. 5 65 

Asses’ 

Skin Case—25, 65c; 

50. 85c; 75. 

$1.15 

100, $1.35. 


No. 2’^. $5.75. Gasoline—No. 31, $11.00 each; 37, $9.75; 
38. $10.25; 47. $12.75; 48. $13.25; 108, $11.00; 119. $10.50. 
TltAPS—Fly—Harper, 45c each; Balloon, 35c; Avis 1, $2.75; 
Avis 2. $2 50; Avis 3. $2.25. 

Game—No. 0 Newhouse, 60c each; 1 Newhouse. 70c; 1V4 
Newhoiise $1.10; 2 Newhouse, $1.40; 3 Newhouse. 2.15; 
4 Newhouse. $2.50; 5 Newhouse, $19.50. No 1 Oneida Jump, 
35c: 1Oneida Jump. 55c; 2 Oneida Jump, 85c; 3 Oneida 
Jump. $1.20, No 0 Victor, 25c; 1 Victor, 30c; 1V4 Victor, 
40c: 2 Victor. 55c: 3 Victor, 95c: 4 Victor, $1.15. 

Gopher—Best, 25c each; O. K., 80c; Maccabbee, 25c; 
Easy Set. 25c: Newhouse, 85c; California Pocket, 85e. 

Mole—Reddick. $1.25 each: Out-O-Sight, $1.65. 

Mouse—Hold Fast. 5c each; Out-O-Sight, lOc; Choker, 
Wood, 20c; Choker-Tin, 15c; Delusion, 30c; Holdem, 90c; 
Marty, 30c. 

Rat—Holdfast, 20c each; 0ut-0-8ight, 25c; Holdem, $1.65; 
Marty, small. 60c: large. Sl.fO. 

TROWELS—R/ise Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s. $3.00; Pin- 
ishin $2.75. 

TWINE—Cotton—Wrapping. 30 to sack, 15c lb: 60 to sack, 
lOc. 2-lb. ron''S. $1 25 Ih: Budding, V^ -lb. balls. 35c lb. 

Flax—’i-lb. balls—18BB. 1.5c ball: 24RB. 15c. V4-lb. 

bnOs—I'^BB. 25c ball; 24HB. 25c: 36BB. 25c; 18BC, 35c: 
24HC. 3.5c; 36BC. 35c. Buffalo Asst.. 10c ball. 

H«*mi> Spring—No. 4 Vi. Vi-lb. ball, 20c; 1-lb., 35c. No. 
6, U -lb. ball. 200; 1-lb., 35c. 

Jute Wrapjiing—^i-lb. balls—2-ply. 20c lb ; 3-ply. 20o lb, 
2 lb. cones. 1 and 2-ply. 85e lb. Wool, 1-lb., 40c. 

Mattress—'i lb. bails, 35c lb. 

S.acking— Medium Quality, 80c lb.; Extra Quality, $1.00. 
Many Ends. .$1.00 lb. 

Seine—Medium Laid. *^-lb. balls. No. 12, 45c lb.; 15 and 
larf-er. 40c. Medium I^aid. 5-Ib. skeins. No. 12. 85c lb.; 15 
and larger. 85c. Hard Laid. 51b. skeins, No. 12, 85c lb.; 
15 and larger. 85c. 


at.ves— 

V4 


Vi 

% 

1 

1V4 

2 

St’d Angle. . . . 

. . .55 

.60 

.75 

.95 

1.35 

2.65 

4.00 

Garden. 



.75 

.80 

1.35 

4.25 

6.25 

St'd Gate . . . . 

’’ .95 

1.06 

1.10 

1.46 

1.90 

3 40 

6.00 

St'd Globe . . . 

. . .55 

.60 

.75 

9.5 

1 35 

2.65 

4.00 


THERMOS—See Bottles. 

TIN— Bar and Pig, $1.20 Ib. 
Common Roofing, 40c per sheet. 


VISES—Bench—Bonnev—No. 112, $1.25 eaeh; 113. $1.50; 
114. $2 00: 1 15. $2.25; 118, $3.00. Yankee—No. 990, 

$4 00; 1993. $11.25. 

Hand—Alford—No. 1, $5.25 each; 2, $5.00. Stearns— 
21. 7.5c. 

Miiehinists’—Parker—No. 103. $12.25 each; 103 Vi, 

$14.25; 104. $16.50; lOlV*. $20 75; 105. $26 75; 106 

$50.25; 203 $18.75; 204. $21.75: 204 Vi, $26.25; 205, 

$38.7.5; 206. $65 75, 

Solid Box. Blacksmiths’—35-lb.. $14.25 each; 50-lb., 

$16 25; 70 1b.. $22 00: 100-lh.; $32.00. 

Handv-Wnrker—Stewart. $40.00 each. 

Mnohinists—Prentiss—No. 2. $19.50 eneh ; 2*-i. $23.75; 
3. $27.75: 19. $23 75: 19i4, $29 75; 20. $35.25; 51, $14.25; 
52. $16.75: 53, $20.75; 54, $27.00- 55, $39.75 

Oval Slide—No. 0, 2 ^-inch. $6 00; 1. 3-inch, $5.50; 

2, 3U.inrh. $7.00; 3. 4-inch. $11.00; 4. 4^-ineh. $16.50. 

Pipe—Hinged—No. 600, $1.50 each; 671. $5.25; 672, 

$‘*.50: 673. $1150; 674. $24.75. Chain—No. 1 . $4.85; 
2. $10.50; 3. $25.75. Combination—No. 181, $22.75; 182, 
$30.75; 182 $44.75; 183. $64.75. 

Wood Workers’—Prentiss— No. 59.i 


Digitized by 


G5(3§le 
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HARDWARE WORLD 


retail SELLOra PBIOBS— dimtlniMd. 


TIMWAU 


Boilers, Ooffee 

27 . 1.10 

Corera, Pot 

6-9.10 

Moulds, AU Kinds 
a, MaIob. 1 75 

IC. Ret. 

301, 802 .20 

Scoops 

2 . 85 

29 . 1.50 

10-11.15 

2j MaIaa.1 85 

804’.85 

A . 60 

852 .80 

18 .25 

< Melon.2.00 

806 .40 

12 .15 

854 . 1.10 

15 .85 

Pails, Dairy 

IC, 6 qt... .80 

iq, 10-qt.40 

IX, 10-qt. .... .70 

308 .45 

14 . . . T - * T *0 

Boilers, Wash 
Copper Bottom 

IC, 8. 8.00 

IC. 9. 8.25 

IX, 8. 8.25 

Onpa 

211, 212.10 

09, 010.15 

8100 .55 

20 .50 

Pans, Muffin 

6 .25 

40 .75 

Sieves, Flour 

2. 816.25 

9, 10. 214.20 

Dippers 

2 .rr.15 

TT' ia.at 80 

8 . 80 

IXX, 10-qL ... .85 

IXX, 14-qt. ... 1.00 
IXXX. 12qt... 1.25 
IXXX, 16-qt... 2.00 
IXXXX. 18-qL. 2.25 
IXXXX, 20-qt.. 2.50 
Palls, Fmit Picking 

14-qt..65 

Pails, Peddlers 

Small.45 

Large.55 

Pails. Strainer 

IX. 10 qt. 1.10 


818 .80 

IX, 9. 8.50 

rxX 8 .4.75 

Pans, Patty 

All Nos.10 

Sifters, Fleur 

0 25 

1 45 

10 70 

Acme.35 

Nesco .35 

Shaker.to 

Skisamers 

10 .20 

TXX. 9 . - - - 5 2* 

4. 01.20 

02, 81. 82 .25 

88. 84 .80 

48 50 

Copper Rim 

IX, 8.4.00 

IX, 9. 4.25 

Bowls, Wash 

06H . 15 

Pans, Pis 

6, Shallow.10 

9 .15 

Fillera, Fralt Jar 

48 .45 

Deep .15 

Pans, Pudding 

10. Plain 

015 to 018 ... .15 

019. 020 .20 

08 .25 

Forks 

208 60 

6H .80 

45 .10 

8 .40 


Spoons, Basting 

lip. 10 

Buckets, Covered 

11. IK 

419 .10 

021, 022 .25 

IC, Bet. 

16 .25 

425 .15 

114 _ 15 

ia 25 

1197 .20 

IX, 12 t. 1.15 


14 85 

1198 .25 

IXX, 12 nL... 1.25 

IXX, 14 qt. 1.85 

Gem, 12 qt.... 1.50 
Gem, 14 qt.... 1.65 
Pans, Bread 

01 , 110 , to... .20 

140, 200 .80 

800 .35 

18 .85 

816 3^ 

Backets, Dinner 

J .75 

Fnanels 

10, 15.10 

20. 25 .15 

20 40 

22 50 

Pans, Rinsing 

10. Plain 

8 40 

Spoons, Mixing 

15 .20 

25 .15 

8 . , 90 

80 .20 

Steamers 

70 .65 

90 .85 

BA 7^ 

85 .25 

40 .85 

235 . 1.85 

885 . 1.75 

14 .50 

17 .CO 

Csns, Mila 

1 

Stespers, Tea 

12 .25 

Graters 

02 .10 

Pans, Com Cake 

06 .25 

10. Ret. 

8 .50 

a K.K. 

Straiaera 

Gravy 

2 8.15 

A *7 A 

020, 100 .20 

08 .35 

14 .70 

01 .30 

08 55 

04 70 

080. 150 .25 

Kettles, Lipped 
Preserving 

150 .35 

012 .50 

Pan^ Cake 
Perfection 

Round, 9H*in.. .15 

Round, lOH'ln- -20 
Square, 8 H *in.. .20 
Square, 0-in.... .30 

Mt., 9H-in.20 

Tube,Rd., TH. .25 

17 .90 

Pans. Lipped Sauce 
016 .85 

020 .20 

Jelly 

120 .25 

160 30 

Milk 

10 .80 

121 .40 

122 45 

Milk Can 

011 65 

102 . 4 00 

020 .45 

108 . 4,50 

1020 . 5.25 

200 .45 

022 .50 

240 .60 

028 . .75 

1040 . 7.00 

280 .75 

030 .85 

Cans, Oil 

30 .85 

Ladles 

010 .20 

Pots. Ooffee .. . 

1 .25 

81 .45 

11 .25 

Tube, Sq., 9 in. .45 j o .35 

Colanders 

10 25 

Measures 

5A 20 

Pans, Dish 

10 .70 

4 .55 

88 50 

1 Pots. Tea 

241 .25 

55 .75 

11 

25 

14 .85 

AO .1.85 

104 .40 

85 .45 

21 . 1.25 ; 241H .80 

Soup 

20 .40 

806 .^ 55 

85 55 

Pans, Milk 

10, Plain 

200 .10 

1 242 .85 

Cookers, Steam 

42 . a 25 

122 .20 

124 .25 

Raisers, Bread 
-14 . 2 00 

Turners, Cake 

1, 2. 71.10 

45 . 4,00 

126 .50 

1 200H .10 1 117 . 2.50 1 

6, 18.15 


WASHBOARDS—Crown Glass, 90c each; Crown Braaa, 80c; 

Pacific Zinc. 75c; SiWer Queen, 65c. 

WASHERB—Cast Iron—Size % to 2, 10c lb.; Angle, 10c. 
Malleable—Standard, 20c lb.; Nail Hole. 20c lb.; Angle, 80c 
lb. 

Cut—SUea 816. 29e lb.; 25c; 516, 22c; %, 20e; 716. 
19c; H, 18e; H to 1. 17c. 

WASTE—Cotton—No. 6X White, 25c ID.; 1 White, 20c; 2 
Wliite, 20c; 01 Colored, 21c; 02 Colored. 20c; 10 Wool, 82c. 
WATCHES—Westclox—Pocket Ben, $2.00 ea.; Olo-Ben, ^3.25. 
$7.00 each; No. 1, 3 % cu. ft., $7.75; No. 2, 4^ cn. ft., 
$R.50. 

WAX—Floor—Johnson's or Old English, lb., 75c; 1 lb., $1.50; 
4 lb.. $2.60. 

WEDGES—Tmckee-Alki, lb., 18c; Oregon-Aths, 28e; Cedar- 
Atha, 20c: Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Garden—No. 0, 1% cu. ft. capacity, 

$7.00 each; No. 1, 8^ cu. ft.. $7.75; No. 2, 4H cu. ft., 

$8.50. 

Railroad—Bolted. $8.50 each; Stare. $6.00. 

Steel Tray, Wood Frame—Star $8.25 each. 

Steel Tray and Frame—AX, $10.75 each; 4, 518.50; 5, 
$14.50; 10. $20.25; 25, Concrete. $14.50. 

WICKS—Lamp and Lantern—0, E Flat, 2He; 1, A Flat, 
2He; 2, B Flat, 2He. 3, D Flat, 2He; 2 Ro'shester, 10c; 
8 Rochester, 20c; 2110 W Ri^o, 15c. 

Store— 4 in. Flat, 10c; 3 Perfection. 25c; 500 Perfection, 
50c; 018 Dangler, 40c. 

WIRE—Adranees on Plain Wire Fence— Annealed 

Annealed Galranized Baling Wire 


9 and Coarser. 

10 . 

.05 

.50 

.55 


11 . 

.10 

.60 


12 . 

.15 

.65 

.30 

18 . 

.25 

.75 

.85 

.40 

14 . 

.35 

.50 

15 . 

.45 

1.30 

.60 

16 . 

.55 

1.40 

.70 

17 . 

.90 

2.15 

1.05 

18 . 

. 1.50 

2.75 

1.65 


Soft Copper— H*lb. coils—16-20, 40c each; 22. 45c; 24, 
50c; 26, 50c. 5-lb. coils—11-12, 40e each; 18-14, 40e; 15- 

16 . 45e; 17-18, 46e; 19. 45c; 20, 45e; 22, 46e; 24, 50e. 


Stone Wire—Oalranised—No. 16, 17c; 17, 18e; 18. 18e; 
19, 20c; 20, 20c; 21, 20e; 22, 20e; 24, 28c. Black Annealed 
—No. 16. I5e; 17, 15o; 18, 17c; 19, 17c; 20, 18c; 21 18c; 
22. 18c; 24 20c. 

Barbed Wire —80-rod spool—American Special, Oattle, 
$8.40; Hog, $8.70. Galr. Am. Olidden, Cattle, $4.75; Hog. 
$5.10. 

Catch Weight pools—Owt.—Galr. Waukeganito, $6.95; 
Galr. Baker, $6.45; Galr. Olidden, $6.20. 

Store Pipe Wire—Black per Stone—No. 18. $1.90; 19. 
$2.00: 20. $2.15; 21. $2.20; 22, $2.80. 50-foot coils, 10c. 
WIRE CLOTH—See Cloth. 

WOODENWARE—Boards, Pastry—16-lnch, 90c each. 

Bowls, Chopping—ll-inch, 85e each; 15-inch, $1.85; 17- 
inch, $3.00. 

Pins, Rolling, 55e each. 

Spoons, 13-inch, 15e each; 15-inch. 20c. 



At Last- 


A SELF BLOWING 
ALCOHOL BLOW TORCH 

THE DUPLEX 

Just what Electricians, Auto Mechanics, 
Dentists, Battery Repairmen have been 
waiting for. 

ABSOLUTELY AUTOMATIC 

Thm Unmat thing in thm torch line eoer mode. 
Write for prices and particulan. 

MANUFACTURED BY 

PSSRBLOW MFC. CO., LmImUI*, Pa. 


Digitized by 


Google 
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Albert Lea Sprayer Co. 68 

Albertson & Co.135 

Altorfer Bros. Co. 75 

Aluminum Goods Mfg. Co.6-178 

Aluminum Products Co.130-d 

American Chain Co.Corer 

American Scale Co. 71 

American Stainless Steel Co. 79 

American Stampinp & Enameling Co.. 83 

American Steel & Wire Co. 26 

American Wire Fabrics Co. 47 

Arcade Mfg. Co. 78 

Arrow Tool Co. 59 

Auto Ordnance Corp. 76 

AutoStrop Safety Razor Co. 5 

B 

Babcock Company W. W. 54 

Baker, Hamilton A Pacific Co. 37 

Baker-Smith Co.130-a 

Baldwin Refrigerator Co. 22 

Bassick Company. The . 14 

Beaton A Cadwell Mfg. Co.151 

Beaton A Corbin Mfg. Co.149 

Belmont Tumbler Co. 71 

Benjamin Air Rifle Co. 71 

Benson Importing Co. 45 

Bern* Co., Otto .151 

Berger Bros. Co. 54 

Bergman Tool Mfg. Co. 78 

BestoT Mfg. Co. 84 

Boiler Machine Works. 70 

Bommer Spring Hinge Co. 61 

Boyle Mfg. Co.125 

Brainerd Mfg. Co. 66 

Bridgeport Hardware Mfg. Corp. 62 

Brite-Lite Lamp Mfg. Co.129 

Brown Co.Cover 

Buckeye Aluminum Co. 73 

Buffalo Forge Co. 52 

Buffum Tool Co.Cover 

Burch. F. S. A Co. 66 

Butterfield A Co. 80 

0 

Caldwell Sales Co. 64 

Cary Mfg. Co. 49 

Central Oil and Gas Stove Co.130 b 

Central Stamping Co. 10 

Chadwick A Trefethen . 64 

Champion Blower A Forge Co. 50 

Chatillon. John A Sons. 83 

Chicago Flexible Shaft Co. 86 

Chicago Solder Co. 58 

Chicago Spring Butt Co. 59 

Chubbuck Co., E. J. 35 

Cincinnati Tool Co., The. 60 

Church, C. F. Mfg, Co.147 

Clayton A Lambert Mfg. Co.151-152 

Clifton Mfg. Co. 127 

Coes Wrench Co. 16 

Columbian Rope Co. 25 

Columbus Anvil A Forging Co. 65 

Comstock-Bolton Co. 74 

Connors, Wra. Paint Mfg. Co. 62 

Corcoran Mfg. Co.123 

Covert Mfg. Co. 52 

Crescent Tool Co. 48 

Curtis Pneumatic Machinery.129 

D 

Dayton Moneyweight Scale Co.130-c 

Delta File Works . 48 

Diamond Saw A Stamping Works.... 50 

Dietz, R. E. Co. 69 

Disston, Henry A Sons.2-3 

Dixon, Joseph Crucible Co. 62 

Dunham. Carrigan A Hayden Co. 39 

Dn Pont Powder Co. 21 

Durst Mfg. Co.135 

B 

Eagley-Morrison Co. 18 

Elastic Tip Co. 32 

Electric Appliance Company....153 

Elite Mfg. Co.129 

Everedy Bottle Caoper Co. 81 

Eyelet Tool Company . 70 

F 

Fate-Root-Heath Co. 58 

Faultless Caster Co. 77 

Fraim-Slaymaker Hardware Co. 64 


INDEX TO ADVERTISERS 


o 

Galena Mfg. Co.127 

Gibford Mfg. Co. 71 

Gillette Safety Razor Co. 9 

Gilson Co., J. E. 66 

Gold Medal Camp Furniture Co. 66 

(Joodell-Pratt Co. 12 

(loodyear Rubber Co. 40 

Gottschalk Co.. John W. 70 

H 

Hall Automatic Fish Spear A Gaff Co. 45 

Hammer-Bray Co. 43 

Hardwear Tire Corp.Cover 

Hardy. John E. 72 

Hays Mfg. Co.150 

Hay Budden Mfg. Co. 53 

Heiler A Company. W. C. 51 

Hercules Products Co. 68 

Hess-Snyder Mfg. Co. 68 

Holter Hardware Co., A. M. 41 

Holter Hardware Co. 41 

Honevman Hardware Co. 41 

Howard Mfg. Co.*. . . . 75 

Hunt. Helm, Ferris A Co. 20 

Ilygrade Lamp Co. 85 

Hyfield Mfg. Co. 69 

X 

Illinois Pure Aluminum Co. 19 

International Silver Co. 11 

J 

Johnson Electric Washer Co. 86 

X 

Kline Co.. M. L.147 

L 

T.alance A Grosjean Mfg. Co. 82 

Lane Bros. Co. 54 

Lansing Company . 64 

Lindrmann, O. A Co. 78 

Lockwood Mfg. Co. 65 

Lovell Mfg. Co. 75 

Ludlow-Saylor Wire Co. 55 

Lufkin Rule Co. 63 

M 

Maine Mfg. Co. 80 

Madewell Pipe A Culvert Works. 72 

Malleable Iron Range Co. 86 

Mangrum A Otter. 37 

Many-Use Oil Co. 29 

Marble .\rm8 Mfg. Co. 71 

Marry Tool Works. Inc. 67 

May dole Hammer Co. 60 

MrCaffrey File Co. 65 

McKee Glass Co. 81 

McKenzie, Chas. A. 44 

McKinney Mfg. Co. 13 

Mevers Mfg. Co., Fred J. 75 

Milbradt Mfg. Co. 69 

Monarch Refrigerator Works. 28 

Montauk Paint Mfg. Co. 75 

Morrill, Chas. 65 

Motor Mercantile Co.127 

Myers, F. E. A Bro. 67 

H 

National Stamping A Electric Works. 70 

New Era Spring A Specialty Co.129 

New Haven Clock Co. 78 

Nicholson File Co. 23 

Norcroas. C. S, A Sons. 56 

North Bros. Mfg. Co. 47 

Northern Handle Co. 59 

Northland Ski Mfg. Co. 71 

O 

Ohlen-Bishop Co.65 

Ontario Knife Co. 76 

Ottemiller Co., Wm. 51 

P 

Pacific Pump A Supply Co. 36 

Pacific United Sales Co.158 

Packhara Crimper Co.151 

Patterson. J. B.137 

Peerblow Mfg. Co.176 

Perfection Mfg. Co. 85 

Pennsylvania Lawn Mower Works. ... 17 


Peters Cartridge Co. 77 

Petry Co., N. A.127 

Philadelphia Lawn Mower Co. 66 

Phoenix Horse Shoe Co. 46 

Pittsburgh Steel Co. 63 

Porter, H. K. 52 

Porter Products Corp. 74 

Portland Cordage Co. 40 

Precision Machine A Tool Co. 70 

Prentiss Vise Co. 57 

Prentiss-Wabers Stove Co.121 

Progressive Mfg. Co. 60 

Q 

Quick Meal Stove Co. 74 

B 

Reed A Prince Mfg. Co. 66 

Reliable Incubator A Brooder Co. 70 

Remington Arms Co., Inc.7-16 

Reubens, Myer 8. Stove A Furnace 

Repair Works .152 

Richards-Wilcox Mfg. Co. 80 

Rochester Can Company . 8 

R>th, H. A Sons. 86 

Rulofson Co., A. C. 53 

Russell Mfg. Co.181 

8 

Salt Lake Hardware Co. 42 

Samson Cordage Works . 64 

Sand. J. A Sons. 61 

Sargent A Company . 27 

Savage Arms Corp.•. 31 

Savills Sons, Thomas .149 

Scaife, Wm. B. A Sons.150 

Schaw-Batcher Co. 38 

Sedgley, R. F., Inc.129 

Sharon Hdwe. Mfg. Co. 68 

Shelby Spring Hinge Co. 63 

Simonds Mfg. Co.132-183 

Smith Mfg. Co., F. H. 61 

Smith A Egge Mfg. Co. 61 

Specialty Mfg. Co. 66 

Spokane Stove A Furnace Repair Wks. 44 

SprinA Leaf Lubricator Co.135 

Standard Brass Casting Co. 43 

Stanley Works . 49 

Star Expansion Bolt Co. 66 

Star Heel Plate Co. 59 

Starrett, L. S. A Co. 55 

Stearns. E. C A Co. 64 

Strevell-Paterson Hardware Co. 41 

Stuart, T. F. 63 

Superior Laboratories. 78 

Superior Spring Hinge Co. 68 

Swan Co., Jas. 46 

T 

Thompson Mfg. Co. 88 

Thomson-Diggs Co. 42 

Topping Mfg. Co. 67 

Trimont Mfg. Co.162 

Triner Scale Mfg. Co. 70 

Tritch Hardware Co. 24 

Turner Brass Works ..152 

V 

Union Fork A Hoe Co. 79 

Union Tool C^est Co. 60 

United Royalties Corp. 80 

U. S. Steel Products Co. 26 

▼ 

Vaughan A Bushnell Mfg. Co. 66 

W 

Wagner Mfg. Co. 58 

Warren Axe A Tool Co. 58 

Washington Hardware A Implement 

Underwriters . 44 

Whitelite Electric Co. 82 

Whitlock Cordage Co. 1 

Wilkins, Geo. H. Co. 64 

Wilson. A1 . 45 

Witt Cornice Co. 81 

Wrought Washer Mfg. Co. 68 

T 

Yakima Hardware Co. 44 
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These Viko Window Cards 

Bring Trade Into Your Store 


Every dealer selling VlKO^The Popular Aluminum, 
should send at once for a set of these attractive, 
eifl^t'Color window cards* They portray the beauty 
of Viko Ware and lend life to any window dis* 
play* The Viko cards may also be used as the 
feature of a counter display* The set of three hand^ 
some cards, with folding back supports, will be 
sent free to all Viko dealers who request it* 
VIKO, The Popular Aluminum, is sturdily com 
structed from tldck sheet aluminum which is 99% 
pure* It gives unusual wear, is finely designed, and 
beautifully finished* It is a good line for the retailer 
to handle, not only because it gives consumer satis* 
faction, but because it contains utensils for every 
kitchen need and retails profitably at a popular 
price* For full information— 

Ask Your Jobber 

Aluminum Goods Manufacturing Company 
Gcnerml Offices: Manitowoc, Wis., U. S* A. 



The Popular Aluminum 


Digitized by 


Google 









AV»TO 


THe Magnet 

ihaf draws 

Profitable Trade 


WEED TIRE 
CHAINS 


THe 


DISPLAY WEED CHAINS IN 
YOUR WINDOWS AND SALES 
ROOMS AND YOU DISPLAY 
GOOD SOUND BUSINESS JUDG- 
MENT AS WELL. 

You will attract all types of cars to 
your doors—they all must use Weed 
Chains for safety’s sake. 

Post mortcms are never held over 
Weed Chains—they never make dead 
stock. Even when roads and pave¬ 
ments are dry the experienced mo¬ 
torist will buy— 

“/>» time of sunshine he prepares for rains,^ 
Stops at his dealer*s and buys Weed Chains** 

Don’t forget to order a stock of 
Weed Cross Chains, too. We will 
send you an attractive board on 
which you can display our Cross 
Chains to the Ix^st advantage if you 
will but write for it. Now’s the 
time. Write for it now. 




AMEIflCAN CHAIN CO., INC., BRIDGEPORT, CONNECTICUT 



Sales 


In Canada: Dominion Chain Co.. Ltd., Niai;ara Falhs, Out. 

Office: Cliicago, New York, Phil.tilolphia, Ihtt sburch, San Francis<-(*. Portl 

The World's Largest Manufacturers of Chain Digitized by 


















THE BUFFUtM TOOL CO. 

LOXnSIAKA, MO. 

**HIGM GRADE TOOLS FOR HIGH GRADE WORKMEN” 

“Swastika” Trade Mark Begistered V. S. Patent Office 




“Special** Machiniat’t Auto Puseh 
Polished and Blued 


Pint Quality Ball Pein Hammera 



Cold Chisel 

‘Special’’ and Reliable Gradei 


‘Special’’ Knurled Sickle or Pin PoBen 
Blued 
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